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AUGER BIT SET No. 
At left we show our special Hardware Week 
ing og 


SCREW 


SCREW DRIVER SET—-300-M 


April 28 through May 6 


HW! 


Auger Bit Set in the new SELLOPAK display 
gift box. The HW1 set consists of two IRWIN 
62-T Auger Bits, one No. 1 Lockhead Expan 
sive Bit and the always handy screw driver 

* bit. Ideal for household use—provides a bor- 
ing range of 6/16” to 1Y, 


CONTENTS: 

“1 only 6/16” No. 62-T IRWIN Auger Bit 
only 8/16” No. 62-T IRWIN Auger Bit 
only No. 1 Lockhead Exp. Bit—5%” to 14%” 
only 5/16” No. 700 Screw Driver Bit 


Price to Dealer ........$2.25 


Retail Price .......... 3.38 


DRIVER ‘“‘SETS OF FOUR’ 


eat 





’ —— SELLOPAK- 
SCREW DRIVER SET——-400-M 


CIALS for 


IRWIN is very happy to have the opportunity to co- 
operate with hardware wholesalers and indep 
hardware retailers to make “Hardware Week of 
1950"' another success story in the hardware 
business. 





For the big selling event coming up in April, IRWIN 
has prepared some real “‘HARDWARE WEEK SPE- 
CIALS" which will attract “buying customers” to 
your tool department. First on the list we offer an 
excellent value in an Auger Bit Set that would regu- 
larly sell at $3.70 over the counter for only $3.38. 
This offer expires May 10, 1950. 


IRWIN'S number two punch is brand new—"‘screw 
drivers in SETS OF FOUR'’—SELLOPAK-ED to sell 
quickly. Attractively packaged in colorful gift dis- 
play boxes that will sell four drivers as quickly as 
one. Priced to sell retail from 89c to $2.10. Six sets 
to choose from in both wood and plastic handles. 


Don't delay! Place your order with your jobber 
today. 


ED TO SELL QUICKLY! 
SCREW DRIVER SET—500-M 








WOOD HANDLES: SELLOPAK Set contains 1 
each of 3”, 4”, 5” and 6” No. 300 Drivers. 
large, full grip black satin finished handles. 
Blades heat treated full length—polished al! 
over. 

Price to Dealer 

Retail Price 


SCREW DRIVER SET—-300-M1 


SELLOPAK Set No. 300-M1 same as No. 300-M 
above except 5” driver is replaced by a 6” thin 
blade driver, our regular No. 300-C. 

Price to Dealer 

Retail Price 


=== 


Sss— 
=== 


AMBER PLASTIC: SELLOPAK Set No. 400-M 
consists 1 each 3”, 4”, 5” and 6” No. 400 
Drivers. Handles of Tenite plastic—tough— 
shockproof. Blades polished and heat treated 
full length. 


Price to Dealer 
Retail Price 





= 


SCREW DRIVER SET—-400-M1 


SELLOPAK Set No. 400-M1 same as No. 400-M 
above except 5” driver is replaced by a 6” thin 
blade driver, our regular No. 400-C. 

Price to Dealer 

Retail Price 


ORDER THESE SPECIALLY PRICED 





GREEN PLASTIC: es Set No. 500-M 
consists of 1 each 3” , 5” and 6” No. 500 
drivers. Handles of a Tenite. Molded spe- 
cially to fit hand for better grip. Blades po! 
ished and heat treated full length. 

Price to Dealer 

Retail Price 


SCREW DRIVER SET—-500-M1 


SELLOPAK SET No. 500-M1 same as No. 500-M 
above except 5” driver is replaced by 6” thin 
blade driver, our regular No. 500-C. 

Price to Dealer 

Retail Price 


THE IRWIN AUGER BIT COMPANY 








Announcing the addition 


of 2 new Consumer Nylon Brush Lines ; 












We. 802 Wooster Foss-Set “SOFTIP’” Nylon Varnish Brush 


Width Length Thickness 
1-1/2” 2-1/8” v2 
2-3/8” 9/16’ 
2-1/2” 2-5/8” 5/8” 
a 2-7/8” 11/16’ 





No. 812 Wooster Foss-Set “EASYFLO” Nylon Wall Brush 


Width Length Thickness 

3 2-7/8” Tr" 

3-1/2” 3-1/8” 7/8” / 
i 3-1/8” 7/8” 


4 REASONS WHY YOU SHOULD TIE 

IN WITH THE BIG $500,000 SPRING 

DRIVE ON NYLON PAINT BRUSHES 
There is magic in the word “NYLON”, and 
combined with “WOOSTER NYLON” you 


are offering the highest quality in consumer 
paint brushes. 


“Wooster Leadership 
~ Builds your Dealership 





Mechanics, Popular Science and Mechanix 


Illustrated. 


New, forceful merchandising and selling aids 
for Easier, Faster Selling. 


Brushes with greater eye-appeal, and out- 


QD An estimated 54,107,654 persons will see “a ! 
standing quality, competitively priced yet 


Nylon Brush advertisements, starting April, 








1950, in Life, Better Homes & Gardens, selling at a good profit. 

American Home, Country Gentlemen, Popular GET THE DETAILS FROM YOUR DISTRIBUTOR 
Foss- “SEP THE WOOSTER BRUSH COMPANY + WOOSTER + OHIO OOSTE 
pk BRUSH MANUFACTURERS SINCE 1851 NYLOR 

IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER B SH 
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“SCREEN STAR" 
YALE'S PARADE 


lirst in the series of regular bi-monthly 
retail promotions by THE YALE & TOWNE 
MANUFACTURING COMPANY is the 
“Screen Star Parade”, scheduled to 
break in April. 


“April is the month when the retail 
hardware stores make money on flies 
and mosquitoes”, points out Raymond 
K. Watkins, Trade Sales Manager. “It’s 
screen door time, and that’s time for 


> 99 


promoting our ‘Screen Stars’. 


YALE distributors are now taking 
orders for the special “Screen Star” 
package, a screen door hardware set 
consisting of 24 1011 Push-Pull Screen 








aR 


Information about what 


YALE & TOWNE are doing 
to help YALE dealers 
make more money 








PROGRAM OPENS 
OF PROMOTIONS 


Door Catches and six 506 Airliner 
Screen Door Closers. Each assortment 
is packaged with a new three-color dis- 
play piece and a postcard for ordering 
a free newspaper mat on these products. 


Dealers are being urged to make use 
of this advertising material beginning 
the week of April 1st, during which 
the issue of the SATURDAY EVENING 
POST containing the YALE ad on the 
“Screen Stars” makes its appearance. 


Other “packaged promotions” are 
planned at 8-week intervals during the 
year. 





Colorful New Display Highlights 
“Screen Star” Promotion Program 


This attractive display, designed for counter or 
window, calls attention to YALE’s ‘Screen Stars” — 
the 1011 Push-Pull Catch and the 506 Airliner pneu- 


matic-type Screen Door Closer. 


The display is sturdily constructed to support the 
actual products. It is printed in red, blue and yellow, 
forming an effective background for the red and 


yellow YALE boxes. 


One of these displays is packed with every “Screen 
Star” assortment at no extra cost to the dealer. 
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“Post” Advertising Features 
Oddity in History of Locks 


A lock so constructed that it fired a pistol at anyone tam- 
pering with it, is one of the subjects of the YALE & TOWNE 
adin the April 1st issue of the SATURDAY EVENING POST. 


This is the second in YALE’s series of “Ripley-type” ads 
relating little-known facts of lock history. 


The “trigger-fingered” lock (which could be disen- 
gaged by the owner who knew of a secret button to push) 
shares billing in this ad with YALE’s “Screen Stars”, 
the two items of screen door hardware featured in the 


current “packaged promotion.” 





Appears in SATURDAY EVENING POST, APRIL Ist 
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Yale “Screen Stars” 
Get Top Billing in Aprit 


The two YALE products to be fea- 
tured in the April “packaged pro- 
motion” are the 1011 Push-Pull 
Screen Door Catch and the 506 
Airliner pneumatic-type Screen 
Door Closer. 





The 1011 is a heavy-duty catch 
with all parts cast from rustless 
metal and given a bright brass or 
chrome finish. It is easy to work, 
there being no knob to turn, yet 
the positive lock holds the door 
firmly. Installation is simple — 
just one hole to bore 


™e, 





ele 





The 506 is a pneumatic-type 
closer which can be quickly in- 
stalled by anyone—on right or 
left hand doors, inside or out- 
side. It has an adjustable spring 
for regulating closing speed 
which is completely concealed 
against dirt and moisture. It has 
a modern appearance and attrac- 
tive finish. 





Another popular item of screen 
door hardware is the 570 Screen 
Door Closer, a light-model liq- 
uid-type closer. It provides quick, 
quiet, complete closing. It is easy 
to install and adjust; noreversing 
is required, and a full-size marker 
spots the screw holes. 





Hofis Mate the Fale 
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Hardware Age, published every other Thursday by Chilton Co. (Inc.) Chestnut and 56th Sts., Philadelphia $39, Pa, Entcred as second class matter March 24, 1933, at the 
0st Office at Philadelphia under the Act of March 5, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 166, No. &. 








SLEDGES Packaged 


With or Without Handles OA ey rren Tools 
PACKAGED FOR PROFITS 


ZOOM YOUR SALES 


When wholesalers buy Warren-Teed Tools they know 
they'll sell. They know they'll arrive intact, their finishes 
unmarred, that they're easily reshipped. When dealers 
buy Warren-Teed Tools they know their strong, sturdy 
cartons will attract customers, that their storage problem 
is simplified. Sell, sell with Warren-Teed Tools. 


LISTEN TO WHAT THESE JOBBERS SAY: 


7 “Regarding packing of your picks and. mattocks. We received 
your shipment in fine shape and believe this type packing will 
encourage dealers to buy in full cartons.”* 


a . . . We wish to express our gratitude for your fine packaging 
improvement. It is profitable in many ways such as space, handling, 
etc.”* 

ca “. . . your carton arrived in good condition and can be used for 


further shipment without any major alteration.’’* 


* "... we wish to advise that your carton of Double-face Blacksmith 
Sledges was received in good condition.’’* 





“Names on request. 


WARREN TOOL CORPORATION 


General Offices ... Warren, Ohio 


General Sales Offices...105 W. Adams St., Chicago 3, Ill. 
Export Division ...30 Church St., New York 7, N.-Y. 
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Showing is selling — 

show your customers 

the many features of 

the 1950 Johnston Lawn Patrol. 
Here are just a few: 


@ 3 Sizes — 18, 20, 22-inch cutting 
widths. 


@ Rugged all-steel construction. 


@ Frame rigidly braced front and rear. 


$9950 


@ Simple hand adjustment of reel — 
PLUS FREIGHT 


holds automatically. 
@ Extra heavy tread, air cushion tires. 


@ Manual or automatic clutch. 


The fine quality built into 
every Lawn Patrol is the | 
trademark of Johnston’s 
40 years of experience in 
the lawn mower industry. 


Get the full story on 
this profitable line of 
Hand and Power Mowers. 
For new 1950 folder con- 
tact your jobber or write 


direct to us. 
Johnston Lawn Patrol Power Mower 

18-inch cutting width — 1.1 hp., 4-cycle engine - $ 99.50 
Johnston mowers are Fair Traded. 20-inch cutting width — 1.6 hp., 4-cycle engine - $109.50 
You are assured your full profit 22-inch cutting width — 2 hp., 4-cycle engine - $119.50 


All prices plus freight. 





on each sale. 


JOHNSTON LAWN MOWER CORPORATION 
OTTUMWA, IOWA 
Subsidiary of Jacobsen Manufacturing Company, Racine, Wisconsin 


Show the Johnston All-Steel Hand Mowers — favorites of discerning buyers. 
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“KEYSTONE MEANS BUSINESS 


WITH ODORLESS KEYSTONA 
AND THE 


CAVALCADE or COLOR BOOK” 








INE COAT , 
AT FaNtst_ 
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Think what ODORLESS KEYSTONA means to paint- Use the CAVALCADE of COLOR BOOK 
ers and home-owners . . . and consequently in volume to sell Odorless Keystona, and see how 
fast this remarkable new paint moves off 


sales for you! 
your shelves! 


This one coat oil base paint is of the same 

# re M , > cp °¢ d = = — 
Keystona quality that has set the standard for 40 © FOR YOUR CUSTOMER — the assur- 
years—now ODORLESS for year round paint- ance of getting an exact color without 
ing, for new freedom from smarting eyes and test smears, simply by choosing from 175 


all discomfort from objectionable paint odor. jumbo paint samples of glorious decora- 


tor colors, many of which are odorless. 





As every Keystone dealer knows (and many have held 
a Keystone franchise for almost 50 years), Keystone 
guarantees dealers: quality finishes since 1828... FOR YOU—No big inventories 


FOR YOU— No store mixing 


a century of public acceptance .. . a fair margin of 
profit in a protected territory . . . national and local Contact us for further details about 
advertising . .. progressive, smart merchandising. whata Keystonefranchise can do for you. 


\K/EYSTONE VARNISH COMPANY =: 


BOSTON «¢ 71 OTSEGO STREET, BROOKLYN 31, N. Y. « CHICAGO 


THERE'S A QUALITY KEYSTONE FINISH FOR EVERY SURFACE AND EVERY PURPOSE 
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CONTRACTORS 


SALES TO 










ARE 


PROFIT’ SALES 


Contractors use a lot of Kay-Tite ... 
Whole Buildings are often covered 
with it... Outside or Inside... Some- 
times it is used for decorative purposes 
only ... Yes, Kay-Tite now comes in 
9 colors and white. Sometimes it is 
used to seal porous masonry surfaces 
against seepage. Sometimes it is used 


for both purposes at the same time. 


If you do business with contractors, 
you should get your share of Kay-Tite 


Sales and the long profit that is yours. 


KAY-TITE company 


° NEW JERSEY 











id 


So you won't break, eh? Then stretch it some more! 


Stretch — stretch — s-t-r-e-t-c-h- goes the section of ' 


8” Columbian Manila — as the relentless Rhiell Test- 
ing Machine puts it through a strain equal to a 
50,000 pound pull. Yet terrible as this strain is, 
Columbian Rope proves it can stand even more 
without breaking. That's the kind of tensile strength 
testing Columbian Rope must endure before we call 
it strong. 





Equally emphatic quality control assures you of other 
Columbian features — IT'S MORE FLEXIBLE, easier 
to handle — IT’S PLIABLE WHEN WET —IT’S ROT 
PROOFED, non-kinking, too. IT'S MADE TO LAST 
LONGER. 


You can count on these features when you specify 
Columbian. Every foot is guaranteed for quality, 
strength, durability, service. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn “The Cordage City”, New York 


TAPE 
MARKED 


PURE MANILA ROPE 
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4 Sandee 
MERCHANDISING 


THEY’LL HELP YOU SELL MORE HOSE 
THAN YOU EVER THOUGHT POSSIBLE! 


Sandee Feather-Lite GARDEN HOSE now helps you build a much 
larger and more profitable Garden Hose business! You take your 
choice of 4 NEW MERCHANDISING KITS . . 4 combinations of 
tested promotional and display materials . . 4 different ways to 
tie-up with the BIG 1950 advertising campaign in SEVEN National 
Magazines! The kits bring you such powerful sales aids as: 1. Two 
Metal Display Stands (complete Garden Hose Departments), 2. Two 
Fibre-Board Display Stands, 3. Easel-back ‘“‘Nationally Advertised” 
Display Cards, 4. Full color Window Streamers, 5. Order-Blank 
Customer Folders, 6. Free adplates and mats, 7. Demonstration 
lengths of Hose, 8. ‘‘How to Sell’ Manual for salespeople, 9. Adver- 
tising material order card. 


BE FIRST! . . ACT NOW! . . ORDER FEATHER-LITE GAR- 
DEN HOSE FROM YOUR JOBBER AND ASK HIM FOR OUR 
NEW PORTFOLIO DESCRIBING THE COMPLETE SANDEE 
MERCHANDISING PROGRAM. OR WRITE US, TODAY! 


Ser RADA MIEAT IV ES 1 N : ? 


““WORLD'S LARGEST CUSTOM EXTRUDERS O F PLastics’ (] 
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Two brilliant NEW low priced 


ELECTRICS by WESTCLOX 


Orb Electric Wall Clock 
$995 


RETAIL 
Plus Tax 


Here’s the wall clock with all the features your. 


customers want: Plain face—easy to read from 
any angle. Simple design—easy to keep clean. 
Famous Westclox dependability. Choice of 4 
colors: ivory, white, red, yellow. A handsome, 
neat clock that’s sure to be a best seller, re- 


tailing at a very attractive price! 








Bantam Electric Alarm 


$295 


RETAIL 
Plus Tax 


An exceptional value in the low priced field! 
Only 3% inches high and a winner in every 
way. Moulded plastic case in beautiful ivory 
finish. Brown numerals and hands—two-tone 
dial that’s unusually legible. Alarm indicator 
is on the dial. Comes in both plain and lumi- 


nous dials. Luminous retails at one dollar more. 


WESTCLOX Gz Gee, 


MADE BY THE MAKERS OF BIG BEN 
Products of GENERAL TIME Corporation 


GT 
Sie 


WESTCLOX, La Salle-Peru, IIl.; in Canada, Western Clock Co., Ltd., Peterborough, Ont. 
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This professional-type polish- 
er rents for $1 to $2 a day — 
and you can keep 2 or 3 or 
more busy most of the time. 
. There’s plenty of profit for 
. you in each day of use. Stur- 
dily built for a long, 
trouble-free life. 


Many of your renters become buyers, and there’s a 
high, wide and handsome margin of profit in every 
polisher. Some stores apply rental fees within a period 
toward the customer’s purchase price. 


cysts the 208 


eld English 


ra) FLOOR POLISHER 


This new professional-type polisher 
just floats over floors. Light and 
easy to manage, it can be guided 
effortlessly with the fingertips—no 
heavy puShing or pulling required. 
Twin brushes rotate in opposite di- 
rections to polish a path of gleam- 
ing beauty 12” wide. Works right up close to base- 
boards and into corners. Rubber bumper all around 
prevents damage. Easily lifted to polish table tops 
and counters, too. : 








This polisher makes tough waxing jobs a 
cinch—and the easier it is, the more often it’s 






















done. More use of polishers—more sales of 
wax—more profits for you! 
This polisher was designed especially for 
Old English Waxes, Paste and Cleaning & 
Polishing. Recommend Old English for best 
_ results. | 


Old English 
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Comes complete with two waxing and scrubbing 
brushes, two polishing brushes and two reversible 
buffing pads. 

Advertised throughout 1950 in Saturday Evening Post, 
Good Housekeeping, Better Homes & Gardens and Sunset 


BOYLE-MIDWAY INC., DEPT. A 
Cranford, New Jersey 


| 
Please send compiete information on the new l 
Old English Electric Polisher. I 


Store Name 





Address : — 





RU anc. cen veaiestenciacaiasnasone . 
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UNIVERSAL’S 


i. Merchandising “Scoop” of 
e Will Skyrocket Your Spring 









ae e Ww e ee * a * e * yw? 


You’ve got to see it to appreciate the sales power of this sensa- 
tional merchandising “scoop”. . . created especially to skyrocket 
your sales during National Electric Housewares Week .. . and 
throughout the Spring and Summer. 


You'll rave about its gay colors . . . its irresistable eye appeal. 
You'll agree that here’s another smashing Universal sales maker 
... designed especially for your store by Peter Hunt whose fresh 
new ideas have swept the country like wildfire. 


It’s a complete appliance department in itself that will do 
wonders when you feature it in National Electric Housewares 
Week selling ... and for months to come. Yes—feature this ex- 
clusive Universal Merchandiser prominently in your store and 
watch it keep your cash register hot! 


See your Universal Distributor today for details of 
this sensational merchandiser and its plus profit plan! 


PETER HUNT -— Nationally famous creator of 
new furniture design and author of the sensa- 
tional Peter Hunt’s Workbook. 


qeanamart 
¥ $705 
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NEW Tete-Hunt CUPBOARD 


Electric Housewares Week # 
and Summer Sales! 




























--. - w= Ss eS 


Make this beautiful Electric 
Housewares Department the center 
of sales activity in your store. 

It's a complete walk-around display designed by 


the famous Peter Hunt in the modern motif of inspired, 
carefree living! 


e 


Feature this display dur- 
ing National Electric 
Housewares Week — 
April 14-22 — for extra 
volume and extra profit! 


Over 5 feet high . . . completely self-supporting! 


Beautifully lithographed in 8 Peter Hunt colors! 


Sturdily built, it holds a complete assortment 
of Universal Electric Housewares. 


Specially designed with interchangeable cards to 
tie in with Spring and Summer Sales Events! 


«# @ #@#ede4 


Stops shoppers instantly . . . sells appliances on 
sight right off the display! 


@ 


It's the finest working merchandiser ever 
developed for volume sales of 
Electric Housewares! 


7/ a 1 WV your store with 


the sensational Peter Hunt 
Cupboard Merchandiser de- 
signed especially for Universal! 


















mm: QUALITY AND VALUE t 
P = SINGE 1842 ’Conlonnial 
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ALL. PLASTIC TOIULET. Solas 


© SANITARY plastic bumpers 

e SANITARY plastic hinge 

e SANITARY all enclosed design 
© SANITARY uni-mold construction 


Not only the greatest value in toilet seats but 
as well the most sanitary. New, modern design 
and uni-mold construction that makes the fixtures 
a molded part of the seat eliminates corners and 
cracks that may harbor germs. And it is available 


in seven beautiful decorators colors 

Retailing at only $8.95 
sch Mowkeiehins e Solid Type Seat 
0” 


| CENTURY PLASTIC PRODUCTS, INC, \\\ "e878" 


because it is 
8219 ALMIRA AVENUE - CLEVELAND 2, OHIO FULLY ENCLOSED 
oan 
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Kimble Deluxe Glass Bars Crystal glass, 
full %4" in diameter—sturdy fittings with heavy 
chrome plate—18" and 24" lengths. 


a — ee 
Kimble Bent-End Glass Bars (rystai or opal 
glass %" in diameter. Strong metal fittings of 


modern design—18" and 24" lengths. 











Mie — > 
—y 





Kimble Double-Purpose Glass Bars Crysfal 
glass bar with adjustable fittings for full-length 
use or projecting ends. 24" long. 


f i, 


Kimble Button-End Glass Bars Crystal or 
opal glass with sturdy metal fittings. Available 








in 18" length. 


Glass Bars 


four -_ 


Kimble 
a . or opal, 


Here, at no added cost to you, is a new sales-getting 
display that puts your Kimble Glass Bars right up 
front and center. Use it on the counter, in the 
window, on island tables. 

Customers see 8 ways to make good use of these bars. 
They see the handsome chrome-plate fittings, the clear 
gracefully curved crystal bars that never lose their new look 

This display, highlighting the quality of Kimble 
Glass Bars, plus their attractive prices, is sure to 
stimulate sales—increase your profits. 

Order this display now from your wholesaler, 
your distributor, or write direct to us. 

A GLASS BAR FOR EVERY PURPOSE 


» S Ni 
4 
KIMBLE GLASS oreo 1, onto 
Division of Owens-Illinois Glass Company 
15 
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@ LIBBEY GLASS 











This 2-color ad in 
LIFE on March 20! 


LI B B EK z G LA S S Distinctive Oassware 


Libbey Glass, Division of Owens-Illinois Glass Company, Toledo !, Ohio 
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9 oz. “Toddler” or Old Fashioned 


8 oz. Bowl or Dessert Dish 


Two new additions to Libbey’s 


Eero Gloss family... 


Emerald Glasses for a complete table ser- 
vice. They’re practical, too—each has a 
heavy solid base, and a rim guaranteed: 
“If the rim of a Libbey Safedge glass 
ever chips, you get a new glass!” 


Libbey proudly announces the arrival 
of 2 new “best-sellers” to its Emerald 
Glass family—the family that’s drawing 
rave notices everywhere! 

Designed by Freda Diamond exclu- 
sively for Libbey, they have a rich jewel- 
tone and classic contour equally hand- 
some with traditional or modern settings. 
With the rest of the Emerald Glass family 
(Large 14 0z. Iced Tea; 10 oz. Beverage; 
6 oz. Juice)... they total five matching 


Housewives everywhere will read about 
Libbey’s Emerald Glass in the March 20 
edition of LIFE. Many will head your way 
for this “original” by Libbey. Get in the 
money by stocking up now. Contact your 
Libbey Glass distributor or write direct! 






gass, Cop 


easy to carry home. 


¢ re 
KS 


lightly hicher in 
the South and West) 
Packaged for fast sales ... 
Display them to catch more customers, more prohts! 





Safedge 
— 


i 
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A New Allegheny Stainless 
Steel Pattern by WALLACE 


As sturdy and economical 
as bonnie old Scotland 


Here’s a handsome new WALLACE pattern 
you'll get excited about for both price and 
quality. All surfaces are mirror finished. 


Customers can see and feel the difference 





over ordinary stainless steel. Display and 
feature “BONNIE” for a prosperous, profit- 
able year in your flatware department. 
Women know the value and prestige of all 
WALLACE patterns. Take advantage of this 
good-will—it means easier, bigger sales— 


fast turnover. Sets and open stock available. 


“IT CAN BE INEXPENSIVE WITHOUT LOOKING CHEAF 


Division of R. Wallace & Sons Mfg. Co. 


ALTACE BROTHER 





















LENOX PATTERN 
Beautiful design. Heavily 
plated pure silver, 18 per cent 
nickel-silver base. Open stock 
and set combinations. 


ROSANNE PATTERN 

Finest quality, Knickerbocker 
silver plate. Its heavy AA 
plating guarantees each piece 
—unconditionally. Open stock 
and sets. 


#34 FLORETTE PATTERN 

Silver plated steel base. Knives 
have silver plated handles, 
stainless steel blades. A pop- 
vlar, pre-war quality pattern. 


BEACON PATTERN 

The finest of stainless steel 
flatware lines. Deluxe modern 
design. Spoons and forks are 
graded for better balance. All! 
surfaces polished to a mirror 
brightness. Open stock or sets. 






















#562 ADMIRAL PATTERN 
Allegheny nickel chrome stain- 
less steel with a brighter, 
more permanent lustre. Open 
stock or sets. 


#900 PATTERN 

Carbon steel base, retinned 
by the famous Wallace Broth- 
ers hot-dip process. Fabricated 
of graded blanks for better 
balance. 


#826 PATTERN 

Carbon steel base, retinned. 
A low priced yet durable line 
of spoons, forks and knives. 


WALLINGFORD, CONNECTICUT 
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*Exclusive Davis FLEX-A-MATIC 
CLUTCH 


A V-Belt Automatic Transmis- 
sion! Eliminates necessity for 
separate clutch-control lever. 
Fully automatic. Safety release 
manually controlled. Clutch 
controlled by throttle lever. 
Precision-made unit. No ad- 
justing required. 


DAVIS UNIT BOXED! 
Exclusive Patented Commercial Package 











BEST 


95 


ian 


R MOWERS FROM *79 


SENSATIONAL DAVIS 50/50...$79.95 — Today’s biggest value 
in an 18-inch power mower! Every quality feature your customers want 
plus the new, exclusive Davis Flex-A-Matic Clutch—simplest, safest, 
most foolproof clutch on any mower! 

— Briggs & Stratton or Clinton 1.1 H.P. Engine (Optional ) 

— Hyatt Automotive Precision Roller Bearings 

— Semi-Pneumatic Rubber Tires 

— Flex-A-Matic Clutch with Full Safety Release* 


PRICED TO CAPTURE THE MASS MARKET! 


HEAVY-DUTY MODEL B&S-18 OR C-18...$99.95 


ENGINE OPTIONAL. Briggs & Stratton or Clinton 1.1 
H.P. engine or Continental 1% H.P. ... Single V-Belt 
DRIVE serves as clutch. ROLLER CHAIN DRIVE counter-shaft 
to reel. CONTROLS: Direct, conveniently located hand 
lever for V-belt idler. Finger-tip throttle control. TIMKEN 
TAPERED ADJUSTABLE ROLLER BEARINGS on reel shaft. 
CRUCIBLE CHROME ALLOY BLADES. Exclusive DAVIS 
SINGLE-SCREW ADJUSTMENT. Cutting width 18”. 





HEAVY-DUTY MODEL €-22...$109.95 

ENGINE: Continental 114 H.P. with new governor control. 
Simple, accessible DUAL V-BELT DRIVE serves as clutch. 
ROLLER CHAIN DRIVE countershaft to reel. CONTROLS: 
Direct, conveniently located hand lever for clutch. Finger- 
tip throttle control. TIMKEN TAPERED ADJUSTABLE 
ROLLER BEARINGS on reel shaft. CRUCIBLE CHROME 
ALLOY BLADES. Exclusive DAVIS SINGLE-SCREW ADJUST- 
MENT. Today's best buy in a heavy-duty mower with 22” cut! 


Competitive 


MODEL 31 
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MODEL 63 


New—Improved—Smartly Designed  10-Inch 
Wheels—Semi-Pneumatic Rubber Tires 
Automotive Roller Bearings e High Carbon Steel 
Blades @ Size: 16-Inch Cut — Davis Unit Boxed 
e Color: Canary Yellow — Comber Green Trim 


Outstanding Value at Low Price e Automotive 
Roller Bearings e Solid Rubber Tires—10” 
Wheels e 5 Blades—High Carbon Steel e 
Sizes: 14 and 16-Inch Cut — Davis Unit Boxed 
e Color: Comber Green—Scarlet Trim 
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RICED 


HAND MOWER 





SENSATIONAL NEW 





ed New homes are being occupied every day. Untold 
st, thousands more are under construction. Every 50 

one is a prospect for a new lawnmower! 

The way to get a bigger share of this business 

is to sell the sensational new DAvis 50/50... | 

BUILT THE BEST... the COMPLETE line! | 
5 Model for model, hand or power, you'll find | 
: the DAvIS line unsurpassed in features and | 
; quality . . . and priced to sell to economy-con- 
N scious customers. 
: See your Jobber today . . . or write us for full 


details. 


G. W. DAVIS CORPORATION 


RICHMOND, INDIANA, U.S.A. 





Whisperiug 


MODEL 1441 


MODEL 88 
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MODEL 61 












Silent as a Whisper—Free Reeling « Beautiful 
Streamlined Styling ¢ Davis Single-Screw Ad- 


Silent—Beautiful— Streamlined e Davis Single- 


eeeeee#eegee#e#s* 


Inch : f 
Ke All-Sharp Equipped (Self-Sharpening) * 10- © screw Adjustment © Rubber Roller Mounted justment © Rubber Rollers on Sealed Ball 
Steel re ea ~ — on Hardened Steel Pins « All-Sharp Equipped Bearings e All-Sharp Equipped (Self-Sharpen- 
! eddie ¢ Sidnindie. diame Self-Sharpening) ¢ Heavy-Lipped-Edge Cutter i Precision Automotive Roller Bearings « 
xed Steel Blades e 16-Inch Cut—Davis Unit Boxed ing) @ 8 


ie ° Color: Canterbury Blue—Scarlet Trim e Metal Handle—Plastic Grips e 16-Inch Cut Davis Unit Boxed e Chrome Plated Handles, 
—Davis Unit Boxed e Comber Green—Gold Reel Shields, Hub Caps e Color: Comber Green 
Trim—Chrome Plated Hub Caps —Gold Trim 
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Blade e Precision Automotive Roller Bearings 


Metal Handle—Plastic Grips ¢ 16-Inch Cut— 












Profelowirn. 


LOUDEN 


BARN EQUIPMENT 






@ When choosing your line of Barn 
Equipment — line up with Louden — the 
leader! You'll find this great name has 
more to offer — more than 83 years of 
experience in building quality Barn Equip- 
ment, the longest record of fair and 
square relations with dealers, most satis- 
fied customers. It’s the name MORE 
firmly established by MORE years of con- 








sistent advertising, backed by the great- w 
est supply of dealer helps. Today—Louden Ss 
sets the pace with the most aggressive, si‘ 
sales-minded organization, plus two great ° 
EXCLUSIVE—Hi-Dri Hay Drier _ new profit-making products, the Hi-Dri 
For about 10 years, mow-curing has been the proven way to ay Sune - pod saunas See Conner. 7 
make better hay. It remained for Louden to develop the first Naturally, with this background, Louden A 


complete all-steel mow-curing unit ... test it in the barns has greater acceptance, more enthusiastic 
of a leading agricultural college ... then verify the test customers, builds more store traffic— 
results under actual farming conditions. Your customers need MAKES GREATER PROFITS FOR YOU 


a Hi-Dri if they put up 20 tons or more of hay per year — 





and it pays for itself out of savings in from one to three 1) corm 
years. Dealer profit on every sale averages nearly $300 for For the COMPLETE LINE-—choose LOUDEN he 
36’ x 50’ barn unit, frequently reaches $500. = 
. . . Who founded the industry in 1867 — since 
NEW ... The LOUDEN BARN CLEANER then has led the field, developed more new items © 
in barn equipment — manufactures the most 


Louden — oldest manufacturer of barn 
and industrial over-head conveying 
equipment — combined skills with 
those of the outstanding designer of 
barn cleaners to develop this cleaner 
worthy of the name Louden. Out- 


complete line of quality barn equipment. If you 
now handle Louden, ask your Louden salesman 

about the Hi-Dri and Barn Cleaner. If you don’t. 

handle Louden at present, write your jobber 
or address below, today. Yes —there’s Greater 





Profit for you when you MAKE IT LOUDEN. é 
standing features include Du-All Fa Spot 
drive, Master-link chain, factory diser \ 
aligned pre-fabricated corners which heavie 


CERTIFIED Louden Dealer makes EXTRA profits 


A Certified Louden Dealer 
makes EXTRA sales and 
profits. His One-Man Band 
display, plus the new complete 
Louden Dealer Sales Manual 
and Catalog, plus the exclusive 
services of the Louden Engi- 
neering Department and the 
Louden salesman, make for 
consistently greater profits. 
Write for details today. 


any farmer can easily install without 
skilled help, for perfect trouble-free 
operation, 





Here’s the better barn cleaner — the * 
cleaner for you to sell. Trouble-free 
operation means more satisfied customers, less service — and 
large unit sale means more profit to you—nearly $300 on 
average sale, frequently reaches $500. 


STALLS ELECTRIC COW, CALF, | 
AND STANCHIONS VENTILATION WATER BOWLS BULL & HOG PENS 

















THE LOUDEN MACHINERY COMPANY 


52 S. Court St. Established 1867 Fairfield, lowa 
Branch, Albany |, N. Y, (but please send inquiries to Fairfield) 





LOUDEN- Everything for Farm Buildings 
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Swan says “thanks” to the many thou- 
sands of hardware retailers who bought the } 
Swan Garden Hose Merchandiser. And here are i 
some suggestions to help them make the most 
of it for the season ahead. 


40 Mege of WAnge LO C@hGK G2 Ps HAL .” 
r if 











¢ ‘ai > , re Palas: . \ Li 
| Spot your Swan Merchan- Z During nice weather you 3 Use Swan postal cards, Ya Train your sales staff to 


diser where store traffic is can roll it out on the side- envelope stuffers, and talk and sell Swan Garden 
heaviest. walk to attract street traffic. newspaper ads to bring Hose to every prospect. 
customers into your store. 


Swan's contribution to National Hardware iif you're one of the few who did not 
Week, which is ideally timed for garden order a Swan merchandiser, there's still 
hose sales, is the Swan merchandiser. plenty of time. Just contact your jobber 
This unique display can double and triple or write direct to Swan. The merchan- 
your garden hose sales. diser costs only $5.00! Do it now! 





SWAN RUBBER COMPANY - Bucyrus, Ohio 


WORLD’S LARGEST MANUFACTURERS OF GARDEN HOSE 
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Si ’ Guaranteed by 
Good Housekeeping 











EXTRA STRENGTH 


Multi-Strand means extra strength where 
it’s needed most—along the tacking edge. 
Screening will not pull out easily, run 
or ravel. 


FOR 58 YEARS ..... 














ALCLAD ALUMINUM 


100 UNEAL FEET 


ALDURA | 





Seems as though we just can’t make enough 
of these 3 popular brands of wire screening 
to take care of everybody. We’ve stepped up 
production but still there’s not enough to 
go around. 


Year after year the demand for the “Multi- 
Strand” line keeps on growing. More and 


YOU GET ALL THESE SALES ADVANTAGES 





MP 























GUARANTEED QUALITY 


Continuous testing of the. finest materials 
and workmanship assures uniformity in 
strength gauge, weight and body. 























EASIER INSTALLATION 


The flat wire Multi-Strand edge makes 
handling easier, offers greater conveni- 
ence, saves installation time. 
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=a ) ere 
more dealers want the line that offers quality With the screening season just around the 
plus a host of other advantages to make corner, why not place your order today with 
selling easier. That’s why they insist on your favorite distributor. Don’t delay and 
ALDURA Aluminum, LIBERTY Bronze and take a chance on being disappointed. Get 
OPAL Galvanized brands of wire screening. your order in now. 


NEW YORK WIRE CLOTH COMPANY 


445 PARK AVENUE, NEW YORK 22,N. Y. 


WHEN YOU SELL THE MULTI-STRAND LINE! 
INCREASED PROFITS ti. 


Printed footage marks on the Mulfti- 
Strand edge give you constant inventory 
—help eliminate profit-eating remnants. 











WIDE DISTRIBUTION 


The Multi-Strand line is handled only by 
top flight distributors. Warehouse stocks 
are carried at centrally located points. 











HEALTH COMFORT 


PEAAN® BETIER SCE tam. 














TESTED SELLING AIDS 


Multi-Strand advertising, display cards, 
handy, useful surface measuring tables, 
folders and live wire merchandising all 




















help boost sales. 
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NOW THE X-RAY PROVES 


WHAT GOOD PAINTERS HAVE ALWAYS KNOWN 


tang painters know they get better results with Gum Tur- 
pentine. Now science proves that Gum Turpentine combines with 
the oil to form a vital part of the paint film. Substitutes contribute little 
or nothing to the paint film. 

Through the X-ray, scientists have learned to study and ‘finger-print’ 
the structure of any organized material. Below are shown the X-ray dif- 
fraction patterns (‘finger-prints’) of: (1) a film of linseed oil, (2) a film 
of linseed oil and a commonly used substitute for Gum Turpentine, 
(3) a film of linseed oil and Gum Turpentine. Examine these ‘finger- 


prints’ carefully. 


A | 


7a 
oo 


Above: X-ray diffraction pattern of a film Above: X-ray diffraction pattern made by Above: The X-ray diffraction pattern made 
of linseed oil brushed on a glass slide and al- a film of linseed oil mixed with a commonly by a film of linseed oil mixed with GumTur- 
lowed to dry for 24 hours, used substitute for Gum Turpentine. Note that pentine. Compare this distinctive pattern with 
it is almost identical with the pattern for linseed Figures (1) and (2). Here is visual proof that 
oil alone, clearly demonstrating that the turpen- Gum Turpentine combines with the linseed oil 

tine substitute contributes nothing to the film. and becomes a vital part of the paint film. 


RECOMMEND AND SELL 
NATIONALLY ADVERTISED | Um | “a 
GUM TURPENTINE @ ntin Stock 


Match 


Gum Turpentine is nationally advertised in leading magazines. Millions 
of homeowners know the famous Gum Turpentine packages which bear 
the AT- FA Seal of Approval. For volume and profit—stock, display and 
sell Gum Turpentine. Sell it as the quality paint thinner. Sell it as a 
household cleaner for woodwork, floors, furniture, windows, metal and 
porcelain fixtures, Sell a pint of Gum Turpentine and a pint of boiled 
linseed oil. Mix half and half for an economical, fine furniture polish. 


AMERICAN TURPENTINE FARMERS ASSOCIATION 


General Offices: VALDOSTA, GEORGIA 


HARDWARE AGE, FEBRUARY 23, 1950 























‘ Mle I 
fj als JIS 
‘= / 4 / LpN = 
| 4 | IN) ‘ ee _— 
Zeo~S\f Li 4 
a "4 
— 
i Zz. SATIN-LUX 
| MN hi semi-gloss enamel! for 
= CLIC MeLile Ma Aelele ha 2ele. 
"Uarmaseaqag erste” 














f @: GLOS-LUX 
ai high-gloss enan 
fc walls, woodwork, 


L ol 
nearnnrunst av] o} olelelac kM tic 














Join the swing to Patterson-Sargent now! 


Stock your shelves with BPS Kofrabitaelibg THE PATTERSON-SARGENT COMPANY 
Matched Colors... Flatlux, Satin-Lux 1325 East 38th Street 
and Glos-Lux ... and triple your sales Cleveland 14, Ohio 
.. triple your profit opportunities Please send me more information on BPS Identically 


in 1950. And remember... with an Matched Colors. 
exclusive BPS territory Franchise, those _—_— 
sales and profits are protected. They're ~ 


all yours! Write today for full facts on 
BPS ... Best Paint Sold. 












POINTERS 


FOR 


PROFITS 


RENT OR SELL THE DUO 


Many dealers are building two-way 
profits on Clarke’s popular Duo — the 
handy 6-in-one toolshop that sands, 
buffs, grinds, polishes, wire brushes and 


The ‘6-Tools-in- 
One’ Clarke Duo 
rents fast and builds 
store traffic. 


drills. The Duo is in great demand as a 
rental tool for occasional use and is 
also a profitable item to sell to hobby 
crafters, carpenters, painters and shop 
owners who want to own this low-cost 
tool. 





Advertising Program Builds 
Rental Volume for Clarke Dealers 


Here are a few of the profit-builders 
ready for the Clarke dealers: 


1. Beautiful floor displays and window 
streamers. 

2. Strong-selling newspaper display ad 
mats. 

3. Colorful envelope stuffers that pull 
in customers. 

4. Easy-to-understand “How-to-Do-It” 

folders. 

Two-color, postage-prepaid mailing 

ecards for low-cost, effective dealer 

mailings. 

6. National advertising by Clarke... 
to create a rental demand and bring 
customers into your store. 


A 





Machine Rentals Build Sales 
in Related Lines 


A highly profitable by-product of ma- 
chine rentals is the sale of related 
merchandise such as sandpaper, floor 
varnishes and sealers, brushes, waxes, 
rug shampoo em mulsions and other prod- 
ucts used in conjunction with the vari- 
ous Clarke machines. 

In addition to these related items, the 
Rent-A-Clarke department attracts 
many prospects and customers to the 
dealer’s store, who are then exposed 
to all types of displayed merchandise. 
Dealers attribute sizable sales increases 
in general merchandise to the store 
traffic generated by their rental depart- 
ments. 

CLARKE SANDING MACHINE COMP/NY 
302 Clay Avenue, Muskegon, Michigan 


7 Send complete information on Rent-A-Clarke Line 


CT] Have representative call to demonstrate Clarke 
Rental Equipment 


COMPANY 
ATTENTION 
ADDRESS 


city : . ZONE STATE 
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DEALERS REPORT 


The current dollar-conscious buyers’ 
market, which has slowed down sales of 
many hard goods lines, has actually 
boosted income from rental-equipment 
departments, according to reports from 
the more than 12,000 Clarke Sanding 
Machine Company’s rental dealers. 

Customer caution is a boon to rental 
dealers because the public is looking 
more than ever for ways and means of 
saving money on rug and floor main- 
tenance services. The high cost of these 
professional services has already caused 
one out of every three American homes 
to rent some type of floor maintenance 
equipment, according to a recent inde- 
pendent survey made for Clarke. 

Clarke Offers Complete Rental Line 

Clarke, long recognized as the pioneer 
and leader in the manufacture of floor 
maintenance equipment offers the most 
complete line of rental equipment on the 
market. 


FLOOR SANDERS—The Clarke MV-8 and 


LV-8 Electric Floor Sanders are easy to 
use and rent quickly for at least $4.00 
per day. These machines have become 





The MV-8 heavy-duty Clarke rental sander, key- 
stone of the Rent-A-Clarke line. 

the standard of the entire rental trade 
and their rugged and powerful con- 
struction assures a minimum of main- 
tenance. 

EDGER—The Clarke V-5 Edger, com- 
panion rental machine to the MV-8 and 
LV-8, is high- powered yet compact for 
easy handling. It ‘rents for approxi- 
mately $2.00 per day. 

POLISHER— Another popular rental ma- 
chine which has a high repeat-rental 
record is the Clarke P-12 Polisher. This 
lightweight machine can be handled 
easily by women to polish and wax, and 


FOR 


RENTAL 
PROFITS 


4 SEND COUPON NOW! 


“Rentals to 1 out of 3 U. S. Homes!” 












RENTAL BUSINESS 


PROFITS SHOW CONSTANT INCREASE 





in addition it scrubs and steel wo Is. 
Rents for $1.50 to $2.00 per day. 


RUG SHAMPOO SET—Clarke’s revolutionary 
and exclusive new P-12RS Rug and 
Carpet Shampoo Machine is the latest 
addition to the rental line. The tre- 





The Clarke P-12 Polisher builds important repeat- 
rental volume. 


mendous savings offered by this do-it- 
yourself method mean possible repeat 
rentals two to three times per year per 
customer. 





This fast, easy-to-han- 
dle V-5 Edger is an 
essential companion 
rental machine to the 
MV-8 and LV-8. 


The Clarke Foam-Vac picks up the 
dirt-laden foam and leaves rugs spark- 
ling like new. The machines rent to- 
gether for about $4.00 to $5.00 per day. 

Additional dealer profits come from 
the sale of Clarke’s specially formulated 
“C” Emulsion Concentrate, the cleans- 
ing liquid used with the rug shampoo 
machine. 





The new P-12RS Rug Shampoo Machine is the 
newest addition to the Rent-A-Clarke line. 
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A BETTER PAINT SPRAYER 
... at a MASS MARKET PRICE 


the new 1950 


BURGESS (geome 
electric | 


vibro -rprayer 


Patented 


COMPLETE 







Wi, MODEL VS-501 






NEW py Feature, 


ter ~giv 









sprays: 
enamel, lacquer, varnish, 
glossy and wall paints, 
liquid wax, light oils, 





e ee dis in 
and insecticides NEw by hang 9 "°zzle 
Sealj ~is 


@ Always far out in front, the new Model VS-501 | 
Burgess Vibro-Sprayer is assured of continued 


SUre 
leadership in the industry through 8 new developments te w po 
that mean greater consumer acceptance . . . more sales for Houta EAK p Ro 
dealers. The new VS-501 Vibro-Sprayer not only handles a Now be — er a 4 
wider variety of paints than previously, but has a greatly "ection without” an, di- 
lengthened period of service, and is easier and more convenient KNog he DJUs h Zo ee 
to operate. In addition, there is a NEW price... edge fo, one Scalloped 
lower than ever before! For full information, see your aw TRIG 4 - ning 
jobber .. . or write, today. Contest n, surer fast 

SPECIFICATIONS grip = Wd Comfortans” 
e 


Molded phenolic pump housing; 25 oz. Mason type 

jor paint container; 8’ extension cord; operates on 

110-125 volts 50-60 cycle A.C. 

8%” high, 6%” deep, 4” wide. Weight, unpacked, 
BU RGESS 2%, Ibs. 6 per shipper, 20 Ibs. 
Can” BURGESS VIBROCRAFTERS, INC. 


180 NORTH WABASH AVENUE ° CHICAGO 1, ILLINOIS | 
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The Famous WYTEFACE Steel Tapes 


plus an eye-catching Bik 


Counter Display Unit 


are creating hardware-profit NEWS! 





wy, 





= 
ar 


Drafting, 
Reproduction, 
Surveying Equipment 

and Materials, 

Slide Rules, 
Measuring Tapes. 


LJ. 
rN 


WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 


You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 





4 
Cet 






a Niaend 


saves you inventory space ... makes your counter work 
easier. For instance. . . 


1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4. Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis- 
play. You’ll sell more much faster. 

*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,209. 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK © HOBOKEN,N.J. © CHICAGO °* = ST. LOUIS 


28 


DETROIT © SAN FRANCISCO ¢* LOS ANGELES ® MONTREAL 
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Here’s a money-maker— 
the most revolutionary 


masonry drill ever designed! 
CARBOLOY 


a YF ” 


for continuous drilling — 
faster, easier, cleaner, deeper 


7 it’s a real money-maker—Carboloy Company’s 
new “Live-Spiral’”’ Masonry Drill—the most sen- 
sational development in masonry drill history! 


It’s a drill that will practically sell itself to anyone who 
works with masonry. It will drill any type of masonry 
without stalling drilling action—faster, easier, cleaner, 
deeper. And here’s why: A unique, spiral wire—per- 
manently attached at both ends of the drill—cleans the 
hole as it is drilled, at any depth. 





The low-angle ‘‘Live-Spiral’’ lifts out the dust; there’s 








no packing of dust, no need to remove the drill for a 
fresh start. The cutting tip of Carboloy Cemented 
Carbide—the hardest metal made by man—bites into 
the toughest masonry. 


Ordinary carbide masonry 
drills will drill to depth about 
3 diameters of tip before 
loading up with tightly packed 
dust that stalls drilling 
action. 


And here’s the biggest news! You sell this revolutionary, 
new drill, neatly packaged in a transparent plastic 
tube, at no increase in price. For example, 


the 14” “‘Live-Spiral’’ Drill lists at $1.40. 


Find out about this new money-maker. Mail 


the coupon for complete details on Carboloy’s Carboloy Company, Ine. 


attractive resale proposition. 


© Please send me full information and resale proposit 
“Live-Spiral’’ Masonry Drill. 
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11197 E. 8 Mile Ave., Detroit 32, Michigan 


ie ‘ : Nome Title — 
CARBOLOY. = 
_Live-Spiral” Masonry Drills | <»— =» =» ___ 

; eh ae pn Ce ee De a ee ee aad 





No Packing or Jam- 
ming—Cleans Hole as 
it Drills. 





New Carboloy “‘Live-Spiral”’ 
Drill with Carboloy tip goes 
all the way without packing; 
cleans dust from hole as it 
drills continuously .. . faster, 
easier, cleaner, deeper. 


NO PRICE INCREASE —ATTRACTIVE DISCOUNTS! 


MAIL THIS COUPON TODAY! = gustaria " 


ion on your sensational new 





29 








Y, a 


| We 
ot Le ee ee LA HAR DWAR . M FG. CO R Pp. 
Poe UAV AN Ah 


GIVE-AWAY FOLDERS FOR 
COUNTERS, MAILINGS 


FREE ADVERTISING MATS 
AND DISPLAY AIDS 


PLUS THIS FREE 


Impulse Sale Building 


SELF-SERVICE DEMONSTRATOR 


including $2.30 worth of merchandise shown FREE 


* Gended Waders 
for Home 


A complete Cabinet 
Hardware Dept. in less than 
a foot of space 


Includes only 7 most popular, 
fastest selling items 


DEMONSTRATOR CONTAINS: 


1 doz. #C-80-T %'' Semi-Concealed Hinge 50 pr. $6.00 


1doz. #C-85 Surface Hinge for Spr. 5.40 
Flush Door 

tdoz. #C-86 Surface Hinge for 45 pr. 5.40 
Offset Door 


2doz. #C-286 Sure Hold Cabinet Catch -10 pe. 2.40 
with two strikes and screws 





: 1 doz. #C-275-S Streamlined Handle .25 pe. 3.00 
af tdoz. #C-475 Solid Die Cast Pull -35 pe. 4.20 
a ldoz. #C-165 Solid Die Cast Knob -20pc. 2.40 
© All items on display 8 doz. 


Retail Value $28.80 


cards complete with FREE! merchandise on Cabinet Front _$2.30 * 


csabad Total Retail Valve $31.10 
@ Mirro-Chrome finish : 

throughout, except 

catches which are in 


bright nickel. 
Rear View 


showing 
stock 
storage 


i Hie Gis tee pe ee ty és 


DEALER'S COST $17.28 DEALER'S PROFIT $13.82 (44.4%) 


ASK YOUR JOBBER OR WRITE DIRECT TO US! 


AKRON. HARDWARE 
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LAUNCHES A NEW IDEA IN CABINET HARDWARE! 






GIANT DISPLAY CONTESTS! 
PRIZES FOR EVERY DEALER! 


APPROVED BY 
LEADING 


COOPERATIVE DEALER |: —/ ee 


PLUS THIS FREE 


PORTABLE, SMALL 
IMPULSE SALE BUILDING 
DEMONSTRATOR 


including $3.65 worth of merchandise shown FREE 







Demonstrator is compact: NO. 2 
® Fits on cash registers s 
@ In wall cases SALES-MAKER 
@ On counters 


e IN YOUR BRIEF CASE, hater 
so you can take it TO the job 


Envelope Hardware 








1 doz. #475 Solid Die Cast Pull 35 ea. 
1 doz. #275-B Modern Design Handle- 33 ea. 
Brass Base 
1 doz. #260-S Modern Design Handle- .22 ea. 
Steel Base 
1 doz. 3375-B Quickset Latch Combi- 59 ea. 
nation—Brass Base 
1 doz. #155 Solid Die Cast Knob 18 ec. 
1 doz. #165 Solid Die Cast Knob 18 ea. 
1 doz 3##80-T ¥%'"' Semi-Concealed Hinge .45 pr. 
1 doz. #85 Surface Hinge for 40 pr. New, patented Double Vi . . 
Flush Door , Compartment Envelope: co ohne 
eee #86 } ary Soa sd AB pr. Cuts down installation time. eae 2 e 
I1doz, 3286 Sure Hold Cabinet Catch -10 ea. Prevents scratching. price list ig & A 
with two strikes and screws Be ‘ . * . 
10 doz. Retail Value $38.40 | All items are in individual ye. ee 
FREE! merchandise on Panel Board $3.65 envelopes with screws. cs ae | 





Total Retail Value $42.05 


gigs aes 


DEALER'S Cost $23.04 DEALER'S PROFIT $19.01 (45%) Bee 


VY Mee) Me See 
Ww 


oodside, Long Island, N. Y. 
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You'll Soon Want More From INDESTRO’S fined tras 
20 Boards of Farm and Tractor Tools! 


Put these Profit Leaders out in front and watch sales go up on 
all items of your full Indestro Farm and Tractor Tool Line! 


<< ae 
OB teeta ibe Sal's 


nal piss os 


Use the PROFIT LEADER Formula for Successful Tool Selling 
like thousands of aggressive dealers are doing! Display 
these 6 Tool Merchandising Boards, then watch them 
catch your customers’ attention and open up sales 
all the way down the most complete line of tools— 
from 117-piece Master Mechanic ‘‘Streamliner’’ 
OPEN END Tool Chest to midget screwdrivers! E — 
Select Steet ay Make Yours a Profit Leader Tool Business : Special Heat- 
yy W/* Today! Start now by sending for Indestro’s ' — 
} new Catalog INH2, as well as complete 
details about Indestro’s fast-moving 
1950 PROFIT LEADER DEALS which 
include FREE tool display boards! 


INDESTRO 


ols Y 
Ueyice PUNCHES 
AND 
INDESTRO MANUFACTURING CORP. FR in 
N. Kildare at Schubert, Chicago 39, Chrome Alloy 
BOX WRENCHES Illinois, U. S. A Steel 
Drop-forged 
Select Steel 


and Chrome 
Alloy Steel 


wes es 
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Here it is— Seacemaster 70. the new and versatile merchandis- 
ing unit —neat, compact ftoor-type merchandiser designed to give 
you greater efficiency than ever before! Affords increased selling 
area in minimum floor space — permits more merchandise on 
display —lowers operating and installation costs— more flexible 
and adaptable! 





IN 


REFLECTOR-HARDWARE CORPORATION bee 4 Our newest book of Seacemaster Visual Merchandising Present- 
WESTERN AVENUE AT 22nd PLACE . Ss) ations is just completed, and waiting for you! Send today for your 


copy, along with our No. 70 Brochure — write Dept. H. A. 





CHICAGO 8, ILLINOIS 
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BIGGEST PROFITS FOR YOU! 


UE chop BIE 


THE MOST COMPLETE HOME SHO 
i e fullest home shop line ava 


Here’s famous SK ) 
i i -e and hobby jo 


a SKIL Home Shop Tool 
d right and 


the farm. Price 
- ORDER TODAY 


p LINE 
ilable. There’s 


b in the home, shop, 0" 







profits. 
FOR SALES R 


IGHT AWAY! 









* / 
OS \ fe 
1/,-in, SKIL Home Shop 


Drill A handy hondful of drilling power! 







Se on Home Shop 
g-in. SKIL Home Shop Saw ma chi ’ 


for bevel and depth of cut! 













Adjusts 
Home Shop Drill | 9¥/,-in. SKIL Home Shop Laeger | 
: Belt Sander sKit Home Shop Saw Table 





Big-drill perfo 


SKILSAW, INC. 
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» TESTED 


PROFIT MAKERS 





KEIL key duplicating machines have proven over the years to be 
one of the outstanding profit makers in any hardware store. 


The fact that you have installed a KEIL key duplicating machine 
will automatically bring new traffic to your store. For sixty-seven 
years KEIL has manufactured the most complete line of automatic 
key duplicating machines. 


Write today and let us show you how you too may increase your 
profits and traffic with a KEIL key duplicating machine. 


(rE T 














KE YouPLicavinG MACHINES 
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Over 100,000 Schlage Locks 
used in Kaiser Homes... $8,250, $9,950 price range 


Kaiser Homes has built and sold more than 7,000 homes during 
the past 4 years. In Panorama City, new 2,000 house Kaiser 
development in the heart of the San Fernando Valley, Schlage 
locks are being installed in all dwellings now under construc- 
tion. Fritz Burns states that, ‘‘We know the dependability of 
Schlage locks from years of building experience. During our 
California building program, we have used over 100,000 
Schlage locks in Kaiser Homes in the $8,250 - $9,950 price 
range. They deliver the trouble-free service we want our cus- 
tomers to enjoy while they save us time and money in mainte- 
nance and in ease of accurate installation.” 


SCRLAGE 


SCHLAGE LOCK COMPANY 


BAYSHORE BOULEVARD EMPIRE STATE BLDG. 
SAN FRANCISCO NEW YORK 


® 








Schlage “A” Lock... 


“Plymouth” Design 












Schlage booklet No. B630 illustrates new de- 


signs and mechanical details. A postcard 
will bring a copy... promptly. 


FIRST NAME IN CYLINDRICAL LOCKS 
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62,359,877 COLORFUL RUBBERMAID 
ADS TO HELP YOU GET 5 
THE RUBBERMAID HOUSEWARE 
MUSHROOM! 


Yessireee! The 48 million women in America 
are really going to hear about Rubbermaid 
Houseware this year! They're going to see 
Rubbermaid’s bright colors. They'll learn 
how Rubbermaid resists grease, heat, soap 
and wear ... how it cushions dishes, cabinets 
and stove tops... protects their fine possessions. 

Be ready when the women of your com- 
_ munity come looking for Rubbermaid. Have 

it! Show it! Make money with it! 








d 

in New Englan 
les were 
1949 Sales Were 


"> higher th 


In the South 
1949 Sales were 
eA ee 








RUBBERMAID 
SALES | 
ARE UP FROM | 
COAST 
TO 
COAST 


948 











How to make money profit 
mushroom in your store- 


with Rubbermaid j 


HAVE PLENTY OF STOCK Gil 
e now... make sure you have a full li 
colors and items to catch impulal 
and repeat business. x} 
— RUBBER MAID—Ask your jobbet 
e bout a agmswene displays that get! 
bermaid Houseware out where 
can see and buy. 
TIE-IN—Use the Rubbermaid name j 
e your own advertising. Get the benefit 0 
the national advertising. as 
GET DEALER HELPS—Ask your job 
to show you the Rubbermaid Coms 


apes Service. Here’s a real help © 
your advertising and selling. " 
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In the 
Southwest 
1949 Sales 

were 

193% higher 
than 1948. 


On the Pacific Coo 
; 1949 Sales wer 
117% higher than |‘ 






LOOK! 


AVERS | WERE'S PART 
maid, a SPRING 
! me Speen “relaxed | APVERTISING 
=> ™ imaveoun Rega eka th CAMPAIGN IN TH 
NATIONAL 
WOMEN'S 


MAGAZINES! 
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| Next best thing to a maid- 
re Rubberm 


L777 / HOUSEWarRE t \ i 
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DISHES Dry THEMSELVES, || 


k drainis 


EFFICIENCY EXPERT. Rub} 





SAVE THAT SURFACE. 












STOVE Top PROTECTOR MAT 
Saves your Stov 
and provides 
Surface 






free folder show 


Rubbermaid line 
€ top from damage 


Sale, extra working 


Ided-in table 


Send for the 
ine ete 


Mat has mo 
of kitchen Measures 


Try the 
Jor fast, clean 
dishwashing 
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RUBBER COMPANY Toronto, Ontario — 
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FLUORESCENT 





LAMPS 











General Electric announces 
two new white fluorescent lamps 
that bring out all colors! 


OW for the first time, you can have fluorescent light- 
ing that gives near-perfect color rendition! The 
secret is a revolutionary new phosphor, ““D-R”’, which, 
added to the inside coating of two new General Electric 


fluorescent lamps, transforms the effect of the white light, 


they give. The new lamps —1) DELUXE COOL WHITE 
and 2) DELUXE WARM WHITE—show colors better 
than fluorescent ever could before, and at the same time 
offer you a choice of cool atmosphere or warm. 

It’s the greatest advance in fluorescent since G.E. intro- 
duced the first fluorescent lamp in 1938. And they’ll give 
fluorescent lighting sales a big boost. These two new 
lamps will be available soon in 40-watt size, later in 
other standard sizes. 


NEW WHITE LAMP LINE MAKES SELECTION EASY! 
The whole question of which “white fluorescent lamp” 
to use is now simplified. The two new lamps—plus two 
“high-efficiency” lamps—create a line of four G-E white 


fluorescent lamps that fill practically every fluorescent 
lighting need. 

STANDARD COOL WHITE (formerly 4500 white) —offers high 
efficiency with reasonable color rendition. Widely pre- 
ferred for most working and selling areas. 

DELUXE COOL WHITE— gives best possible color rendition 
with good (but not highest) efficiency. Recommended 
for areas where color rendition is most important. 
STANDARD WARM WHiTE (formerly Warm Tint) provides 
highest efficiency combined with color impression of 
filament lighting. 

DELUXE WARM WHITE combines excellent 
color rendition with good (but not 
highest) efficiency. For warm environ- 
ment where true color is essential. 
FREE SELECTOR GuiDE shows which lamps 
you need to meet your lighting require- 
ments. Write General Electric, Div. 166- 
HA 2, Nela Park, Cleveland 12, Ohio. 





You can put your confidence in— 


GENERAL @@ ELECTRIC 
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So simple its sensational | 


Revolutionary method of wiring puts these new 
Wiring Devices on your best-seller list 








QUICK CLAMP CAP —<(Cat. 
No. 1110). For use on all stand- 
ard #18 two-conductor parallel 
lamp cords. List: Brown 10¢; 
Ivory 11¢. 





# 











Give these two items prominent position on your electrical counter and 
watch the customers stop and buy. Monowatt’s revolutionary clamp- 


ing principle now makes it easy for anyone to repair electric cords. QUICK CLAMP CONNECTOR 

Retail stores report customers buy by the dozen, once they “dis- —(Cat. No. 1710). Sdme design 
cover” the Quick Clamp Cap. A companion piece (right) is also as Quick Clamp Cap. List: Brown 
slated for heavy demand. Safe and priced right . . . with related-item 14¢; Ivory 15¢. 


sales-possibilities, they're two-way profit stretchers. 
Use these new money-saving Monowatt items to stimulate impulse , 

buying, build volume and profits with your Electric Supplies counter. se an hubbeoetesten, 

Order from your distributor today! 





NOWATT 


eral Electric Affiliate, PROVIDENCE 7, RHODE ISLAND 





MONOWATT INCORPORATED, "A 
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Your Factory 
Representatives 


1. 


C. F. Adams Company 

420 S. Lake St., Ph. 2-8123 
Fort Worth, Texas 

P. O. Box 636, Ph. AB-7142 
Houston 1, zee 

Fred H. Alle 


* 251° E. North St., Ph. 7225 


New Castle, Pennsylvania 
Roger Burk 


; 4510 Nawadaha Blvd. 


DUPONT-814 
Sintenaie «a 
George F. Carr Company 
317 Temple Bar Building 
Ph. MAIN 4230 
Cincinnati, Ohio 
Dave Ebeling 


"P.O. Box 703, Ph. FR-2726 


New Orleans, Louisiana 
R. H. he Company 
060 W. Pine Boulevard 
Ph. NEWSTEAD-8710 
St. Louis, Missouri 

M. J. Hirschfield 


* 40 Longwood Avenue 


Ph. LONGWOOD-8046 
Brookline, Massachusetts 


A. 0. Holbrook Distributing Co. 


21246 W. Seven Mile Road 

Ph. KENWOOD 2-0757 

Detroit 19, Michigan 
Hollabaugh-Pacher G Associates 


" 930 S. E. Oak Street 


Ph. FILMORE-3969 
oe Oregon 
. Judd ed 


p 225 E. 27th 


LOGAN Pa 5296 
Angeles 11, California 
W. T. Mayfield Company 
P. O. Box 1189, Ph. 3-4608 
Birmingham, Alabama 
John H. Petty G Co. 


” 64 Wall Street 


Ph. DIGBY 4-2070 
New York, New York 
William Propst 
2566 Kemper Road 
Ph. CEDAR-2710 
Cleveland, Ohio 
F. W. Sieffert G Son 
1215 N. Branch Street 
MICHIGAN 2-3661 
Chicago, IIlinois 
Edwin B. Smith G Associates 
44 McLea Court 
Ph. MARKET 1-9887 
San Francisco, California 
G. M. Estep 
524 Mining Exchange Bldg. 
Ph. TABOR-0765 
reg Colorado 

W. Worthington 


; 401 North Broad Street 


Ph. LOMBARD 3-1155 
Philadelphia, Pennsylvania 
Ted Barto 

2301 N. Charles al 
Ph. BELMONT-416 
Baltimore, te ne 








ROYAL MANUFACTURING COMPANY 


NEWNAN, 


ce ek ack w.\ 
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WORLD’S NEWEST HAMPER 


PEARL-WICK 


FEATURED IN OVER II15 MILLION ADS THIS SPRING ALONE 


NATURALLY IT’S 
EXCLUSIVELY 


* Guaranteed by 
Good Housekeeping 
oy ) 
45 apyianist? 
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NEW! 
ALL-CLEAR 
HAMPER! 


ALL-CLEAR 
INTERIOR! 


NO POSTS! 
NO BEAMS! 
NO WOODWORK! 


HOLDS MORE 
LAUNDRY ! 


NOTHING TO 
SNAG OR CATCH! 


’ 


One Piece “Slim-Rim’ 
Metal Frame Construction 
gives completely stream- 


lined, all-clear interior! 














TRY THIS 





A lot of your customers need chain for a lot of 








uses. Why not make it easy for them to remember 
they need it...and ring up extra dollars on 
your cash register? FOUR POPULAR PATTERNS 

Try putting this compact, attractive, Hodell 


Chain display in a prominent spot on your ee SGD 


nter. It contains four of the most ular siz ; 
counter. It contains four of the pop es No. 16 Single Jack 


of small chain for household use—50 feet of each 
to a reel. Sizes and types are shown at the right. atte 
This is just one of several Hodell Chain No. 2/0 Safety 
merchandisers available through leading hard- 
ware distributors. And there’s a type and size of 
Hodell Welded and Weldless Chain for practically 


every home, farm, marine and industrial use. 





Sell Hodell . . . the chain that “serves the best’. 





No. 7 Bulidog 








® Hodell is the name for dependable chain! * 





Jack, Sash, Safety, Ladder, 
HODELL CHAIN @) | Sprocket, Pump, Liberty 
Machine, Proof Coil, Liberty 


Coil, Passing Link, Bulidog, 
* CLEVELAND <7 OHIO * Samson, Flat Link, Register 
ESTABLISHED 1886 — A division of THE NATIONAL SCREW & MFG. COMPANY 
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GRABLER 


PACKAGE-PROTECTED 
PIPE FITTINGS 











.. EASIER TO HANDLE 
.»- EASIER TO STORE 
..» EASIER TO SHIP 



































RABLER offers a complete range of Package-Protected 
Pipe Fittings and Nipples. Packaging reduces the 

cost of handling — protects fittings and nipples from rust, 
dirt and damage. Each fitting is clean, usable, salable and 
profitable. One size and type of fitting or nipple packaged 
in a small carton; label plainly indicates type, size and number 
of pieces. Grabler’s 33 years of packaging experience has deter- 
mined the correct quantity of fittings and nipples for each size 
of carton. Cartons are shipped in sturdy master containers 
convenient for storing and handling. Step up your over-the- 
counter sales of fittings and nipples. Order Grabler Package- 
Protected Pipe Fittings and Nipples from your wholesaler. 


Grabler’s Dealer Price Card on Package- 
Protected Pipe Fittings and Nipples —a 
quick reference for over-the-counter sales— 
is available through your wholesaler. 
Ask your wholesaler’s salesmen for it. 


THE GRABLER MANUFACTURING CO. 
6565 Broadway * Cleveland 5, Ohio 










Sturdy master container in which 
cartons of fittings are shipped. 


Malleable 
Fittings—189 Sizes, 16 Dif- Pipe Nipples 
ferent Types Packaged le and Nipple Assortments — Full 
Easy-to-Handle Cartons. Range of Pipe Sizes from Ve" to 
2” Inclusive; Length “Close” to 

6”; Packaged for Easy Handling. 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings » AAR 











Fittings * Unions « Rail Fittings « Cast Iron Steam and Drainage 
s* Patented Drainage Fittings * Brass Fittings and Unions 
'siand Brass Nipples * Hangers * Copper Tube Solder-Joint Fittings 














HALF-PAGE COLOR ADVERTISING 
__., in leading Mass Circulation Magazines 


LIFE 1 ee 
LADIES’ HOME JOURNAL 
SATURDAY EVENING POST 


Making HY-LO the New 
household word in 
Vacuum Bottles 


Not just one ad or two during the year— 
but month after month in the leading nation- 
al magazines—Hy-Lo “the green bottle with 
the red top” is becoming firmly fixed in the 
minds of millions as the vacuum bottle to 
buy—for fun and satisfaction! 








Display the Hy-Lo prominently in your 
store—your customers will reach for the 
bottle they see advertised in their favorite 
national magazines. 


HY-ip 
AGAIN and AGAIN and AGAIN = ===. 


ee 
. 2 ee 


INDUSTRIES, INCORPORATED 
Space 1107, Merchandise Mart 105 E. Lexington Drive 
Chicago, Illinois Glendale, California \ 





» ALADDIN 
703 Murfreesboro Road 
Nashville, Tennessee 
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Let these 2 salesmen 


WORK FOR YOU! 


SALESMAN No. 1 —> 


Taylor’s fast-selling 5187 Home Instrument 
Package brings you $13.50 profit on a $19.35 
investment. Actually a “packaged” thermom- 
eter department right on your counter. Backed 
up by powerful advertising to people who read 
The Saturday Evening Post, Better Homes & 
Gardens and other leading magazines. Cash in 
now while Winter is still making an especially 
good thermometer market. Of course, every 
woman wants a Taylor cooking thermometer any- 
way! ORDER THROUGH YOUR WHOLESALER 
TODAY! 





FREEZE-GUIDE 


THERMOMETE® 
* Sey if 
me... ~~ / 


ene 
—— eee 
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“Taylor 


INSTRUMENTS 














<— SALESMAN No. 2 


This attractive, colorful new display puts the 
much-wanted Taylor FREEZE-GUIDE* Thermom- 
eters for home freezers and refrigerators right 
out where your customers can see ‘em. Pre-sold 
by ads in Better Homes & Gardens! Display 
leaves no doubt that the Taylor Freeze-Guide 
Thermometer is small, compact, easy to read, 
smartly designed, lies flat, can’t tip. Costs only 
$1.50. Total cost of No. 5925 % display with six 
thermometers, $9. ORDER THROUGH YOUR 
WHOLESALER TODAY! Taylor Instrument Com- 
panies, Rochester, N. Y., and Toronto, Canada. 


*Trade-Mark 
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‘Taylor Instruments 


ACCURACY FIRST 


IN HOME AND INDUSTRY 











SOMETHING radical is going to happen in your store! For 
the first time your customers are going to ask for SUNSET 
LINES... not just “fishing line”! 


Never happened before, has it? Here’s why it’s going to happen 
right after April Ist. Fishermen throughout the United States 
-..im your town...are going to want to enter SUNSET’S 
“NATIONAL LIARS’ CONTEST.” They’re going all out to win 
a Willys Station Wagon, Harris Trailer, Trailorboat, Martin 
Outboard Motor, Thompson Canoe and the other 650 amazing 
gifts in SUNSET’S $16,500 Liars’ Contest. 

AND THE ONLY WAY THEY CAN COMPETE IS TO SEND IN A 
SUNSET LINE LABEL WITH THEIR ENTRY! AND THE ONLY WAY 
THEY CAN GET A SUNSET LINE LABEL IS TO BUY OUR PRODUCT! 


How about it, Mr. Dealer? Sound like a good reason for your C U T M 
stocking Sunset Lines and identifying your store as ‘Liars’ Club” 


Headquarters? 


SUNSET HAS THE QUALITY! SUNSET HAS THE COMPETITIVE T 0 Y 8) U g $ T 0 4 id a 


PRICE! NOW SUNSET GIVES YOU CONTINUOUS NATIONAL 


ADVERTISING ASSURANCE OF QUICK TURNOVER. AGAIN AND AGAIN! 


Just a penny postcard is all it takes to have a salesman call or 
to have display material and 






























full details shooting the S EVERY WEEK. “ "ist TOD 
rapids right your way. DO ay st ° EPTEMBER Tt, 
IT NOW, MISTER! APR Constant SUNSET P New 1950 
give ch 
owing 







complete 
minnow bu 
tackle b 


650 WHOPPING PRIZES 


(and that’s no lie) 










The Willys Overland Station 
7, Wagon is just one of the 
Zz \/ terrific prizes offered. 


15 Martin Outboard Motors will be 
won by just writing a short lie. 





3 of these Harris Trailers 
will go to happy winners. 


CASH IN SOON! 





5—16-ft. Thompson Canoes will be won! 








STOCK UP NOW! 


SUNSET LINE & TWINE CO. 


564 Sixth Street, San Francisco 3, California 
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1950 





WIRE OR WRITE 
TODAY! 


New 1950 catalog 
showing the only 
complete ne of 
minnow buckets and 
tackle boxes jin 


ACTUAL COLOR 


Manufacturing Division 


THESE TWO FEATURES 

ARE AMONG THOSE 

FOUND ONLY IN THE 
PATENTED 


AIR BREATHER 


An absolute guarantee 
that if used as directed, 
the Air Breather will 
keep healthy, uninjured 
minnows alive and full 
of pep — without artifi- 
cial oxygen supply. 


The PATENTED Air 
Breather cellulite inset is 
protected by a sturdy 
outer shell (aluminum 
or galvanized). Without 
this protection a porous 
element is quickly, easily 
and permanently dam- 
aged. 





STRATTON & TERSTEGGE CO,., Inc. 





P.O. Box 1859 
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Louisville, Kentucky 
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catalog 


NIEBERT — 
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No. 8604 SPOUT JUG 
No. 8605 FAUCET JUG 


FAUCET JUG 


White porcelain enamel-on-steel, 
acid resistant interior. Two-piece 
steel body—baked enamel metal- 


lic finish. 

No. 8602—1-gallon capacity. 
Shipping weight: 5 Ibs. 
No. 8603—2-gallon capacity. 
Shipping weight: 9 Ibs. 


No. 8642 LITTLE BROWN CHEST 


Outside dimensions: Width 
9”, Length 16”, Height 11%” 
Finish: High baked metal- 
lic enamel. 

nee Galvanized sheet 
steel. 

Insulation: %-inch Zerocel 
impregnated rock wool. 

Ice capacity: Over 32 Ibs. 












‘‘YEEROUND”’ 


The perfect “All-Season” ju 
with exclusive Registere« 


‘Temperature Control. Certi- 


fied charts accompany each 
YEEROUND so user can pre- 
determine exact temperature of 
contents up to 12 hrs. or 
longer. 5-quart capacity—both 
models. White porcelain 
enamel-on-steel interiors. Two- 
piece steel body, baked en- 
amel, metallic finish. 
Shipping weight: 8 Ibs. 
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No. 8601 SPOUT JUG 


One-gallon capacity. White 
porcelain enamel-on-steel, acid 
resistant interior. Two-piece 
steel body — baked enamel 


No. 8420 LITTLE BROWN CHEST 
Outside dimensions: Width 11” — Length 
22%”"—Height 15%” 

Firiish: High ba 
Interior: Galvanized sheet steel. 
Insulation: One-inch Zerocel impregnated 
rock wool. 

Ice capacity: Over 
Includes separate 


OR FOOD CONTAINER 


ked metallic enamel. 


ds. 
ALUMINUM ICE 





metallic finish. 
Shipping weight: 5 Ibs. 


No. 8640 LITTLE BROWN CHEST 


Outside dimensions: Width 9’~ 
Length 19”—Height 11%”. 
Finish: High baked metallic en- 
amel. 
Insulation: Thick Zerocel impreg- 
nated rock wool. 
Ice capacity: Over 40 pounds. 
Includes separate ““MOV-A- 
SHELF” rack. 

Adjustable 


contact with f 





Aluminum “MOV-A-SHELF”" 
Adjustable aluminum 
“MOV-A-SHELF”’ retains 
ice or dry ice and keeps 
it from coming in direct 


Included with No. 8640. 





Customers passing your do 
because you don’t have the right 
paint line?... products... reputa- 
tion... quality... selling aids? 


The Lucas Line has everything you 
need. Now, that’s not a very modest 
T 5 / statement, but it’s true. After a hun- 
\ . dred years of specializing in dealer 
v Great Name /A PA N : ektaeon we bore what ef requires 
™ oe 4 to make your paint department pay 
off... further, we see that you get 

it and encourage you to use it. 


Your inquiry will be appreciated 
and handled quickly according to 
your wishes. 


Colo 


JOHN LUCAS & CO., INC., ADMINISTRATION OFFICES: PHILA., PA. + Offices, Factories, Warehouses in Principal Cities 
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QUALITY . . . Tops! 
BRISTLES . . . Finest Chinese Bristles! 
WORKMANSHIP... Superior! 
DELIVERY . . . As Fast As You Desire! 


SERVICE . . . As You Expect! 
PRICES ...Practically Pre-War or Lower! 


ioe T O umn UP 


FOR OVER A QUARTER CENTURY OUR 
MANAGEMENT HAS MANUFACTURED AND 
MERCHANDISED POPULAR PRICED BRUSHES 
- « « IN FACT, IT’S OUR THIRTIETH YEAR! 


Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET e BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 
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THEY'RE HOT.. | 


and you'll make a cool profit with the | LV | —— 
new Dearborn Weather-Maker evapo- 
rative. coolers and the NEW, 1950, 
Sifon-Aire window fan... 
YOUR MARKET IS READY ... and here are the 


Dearborn Weather-Makers for 1950 tet 
are ready for the market! 3 








I EADY NOW... Dearborn’s new, profit- 
making line of WEATHER-MAKER evapora- 
tive coolers... its brand new 1950 SIFON- 
AIRE Window Fan. Ready to bring you the 
biggest sales year in history! Get your orders 
in now for the hottest line of comfort-makers 





























on the market... get ready for hot weather 
sales... get your customers while they’re hot! i 
GET THE FACTS ON YOUR OWN HOME TOWN THE PACE-SETTING NEW 
MARKET WITH DEARBORN'S EXCLUSIVE Swng - front 
MARKET ANALYSIS! DEARBORN-AIRE DEF-22B 
America’s most advanced evaporative cooler with its Swing-front 
Y. D b al , ed eo design—another exclusive Dearborn feature. In moments, motor 
our Vearborn salesman can give you power ul se ing and pads are accessible for routine care that means longer life 
information—vital facts and figures on the market, and top level efficiency. Dozens of other features make it 
or ee ”» America’ t outstanding Cooler value. 
right in your own “back yard.” He can tell you the... a a re 
THE REVOLUTIONARY, {§ : 
® Dollar sales potential—in your market. 1950 SIFON-AIRE ee ’ 
WINDOW FAN DWF-25B ’ 
® Total number of wired homes—in your market. | plow design, eow Salish, new Y, 
i 4 efficiency—the 1950 Sifon- 
® Total spendable income—in your market. Aire is a distinct departure } 
from orthodox fan design i 
® Amount and kind of advertising Dearborn will Brand new ORCHID blade 
: most efficient ever designed 
pour into your market. for exhaust fan. Unique de- 
a sign eliminates air turbulence at fan's 
® Necessary amount of local advertising for you center and vortexing at blade tips. Gives 
to run over your own signature in your market. cig pe ne ee ce 
uv ‘ EMA. F 
and other market data never before available! 1,050 RPM. 
BIG WEATHER-MAKERS FOR 
It’s an exclusive market analysis... careful fact-find- PR hemp <i 
ing in your territory ... prepared by Dearborn especi- AND DEB-35 
ally for you... it means money in the bank for you! Feature for feature, the best 
looking, most efficient, trouble- 
free coolers on the market. New 
Dearborn-designed casement 
/ window enclosure assembly Nc 
makes installation in most case- 
wip windows as simple as any PUSt 
other kind. New features, new 
efficiency, new economy mean 
new profits for you. 
Get your order in early for 
pcos A — gol your Dearborn Weather-Makers li 
actories: e THEY'RE PROFIT-MAKERS FOR Y 
General Offices: 1700 WEST COMMERCE ST., DALLAS, TEXAS os 
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Gree Hands 


when you use the 
swinging door — 


Operates quickly and 
quietly too, if it’s 





No. 240 FLOOR HINGE 


BALL BEARINGS give a light, frictionless, 
swinging movement to doors without strain, in carrying 
the weight. Doors can be held at rest fully opened, 
or swing back to the closed position. 





Doors equipped with this hinge will remain firmly 
in the center of the opening when at rest as there is 
no possibility of wear in the hinge bearing. 


The No. 240 Floor Hinge is radically different from 
all other types of floor hinges and is Usually sold with 
its companion for the swinging door, the No. 225 Push 
Plate, made in attractive lustrous finishes. 





Here’s a popular sales team 
that stays in demand 
year ‘round. I a a 


¥T ' - 


" (PEEEEEEEEEEEEL 







No. 225 
PUSH PLATE 





View of Hinge showing 
one Side Plate, Back Plate 
and Floor Plate attached 
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SALES! 





more 












WITH 





THE King Coffon LINE 


iiss the King Cotton Line . . . cordage that's 
packaged to SELL. These attractive counter display 
packages are designed to sell more cordage, save 
counter space and do a real merchandising job 
for you. | 


Check with your jobber . . . For more Sales and 
more Profit carry a line that's “packaged for 
profit’ — KING COTTON. 






CORDAGE 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 


Mlgp 
ed thin 
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»-.to sell more window glass 









It will pay you to stock your window glass, merchandise it, cut it—right on 





your selling floor. Properly displayed, it is a “stopper”—and a profit-builder. 





Your profit on window glass, coupled with the faster turnovers made possible 





by a good display, can make window glass a leading item for you. 





Here’s how you can get started. Ask for the free L-O-F plans and specifica- 





tions for a display storage rack to fit your needs. Then build it, install it 





and your're all set to cash in on extra window glass sales. 





Of course. you'll want a good stock of the easier cutting L-O-F Window 


























Glass (the kind with the famous nationally advertised trademark). For advice 








on what quantities of the fastest selling sizes to stock, call your nearest L-O-F 





distributor. You can get your display plans from him, too. No obligation, of 





course. Libbey“Owens-Ford Glass Company, 1425 Nicholas Bldg., Toledo 3,0. 









LIBBEY: OWENS - FORD 
a Gredl, Nawew GLASS |-------------------------- 














IMPORTANT: Mail this coupon to your L-O-F glass distributor. 


Please send me the book, “Greater Window Glass Profits”, containing L-O-F window 
glass display unit plans. 


ree! 


Send for 
display rack 
plans TODAY. 


COMPANY NAME 


(Please Print) 
STREET ADDRESS _ 
eo O 


CITY ; ___ POSTAL ZONE __——__ STATE 


REQUESTED BY 


wt 
ve 
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announces the largest, most powerful 
sales-building campaign ever put behind 
garden hose—starts this spring to your customers 





















IG full-color ads in Life, Saturday Evening Post, Better com 
Homes and Gardens — 35,000,000 hard-hitting sales im- ‘ 
pressions, tens of thousands of them right in your neighborhood! 


ma 


a ; 5 os ; the wind 
To make it easy for you to make this advertising advertise you, 


. : , -- . %s many otl 
B. F. Goodrich supplies a complete merchandising tie-in plan. . 


And only B. F. Goodrich offers you this complete hose line: Koroseal 
the sun, 

Koroseal—the fastest-selling hose in America. runs ove 
Thousands of people know about Koroseal. If, however, they powerfu 


want a rubber hose, they prefer one made by the same manufac- 
turer. They'll like B. F. Goodrich Garden Club. It’s lighter than 


most rubber hose, yet strong and long-lived. Attractive sage 


It’s color 
sided sh 


green. Full-flow coupling. Coupli 






For heavy duty, there’s BFG Maxecon—for golf clubs, parks, 


estates. 


any 
cc 

For your price market, offer Signal—a hose that’s still 
well made, excellent value. 


And there’s the hose that has zoomed to 
national prominence and leadership— 


=i as 


ore" 
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@ LEADS THE FIELD 
@ BUILDS STORE TRAFFIC 
@ WINS LASTING CUSTOMERS 


“OROSEAL is the most popular, fastest-selling hose ever Fair trade price is $9.35 
~ made. Dealers everywhere say a Koroseal hose displayin {65-7 509 feet $13 20 for 75 feet 
v7 e 


the window brings in scores of people who buy the hose and 

many other profitable items. Koroseal builds business. Here's the hose line for faster sales 
. ¢ 

Koroseal is Ys to “2 lighter than other hose, it can be left out in bigger profits! 


the sun, it doesn’t need to be drained, it isn’t cut even if a car ‘ iiss 
Tell your B. F. Goodrich distributor 


runs over it. So, you see, Koroseal makes gardening easier—a 
powerful sales argument to men and women. you, too, want these 
It’s colorful—bright red or brilliant green, in new multiple- extra hose profits 


sided shape, with polished chrome-finish couplings. ee: sp 8 
Or write The B. F. Goodrich Company, Industrial 


Couplings are reattachable so if hose is accidentally damaged, and General Products Division, Akron, Ohio. 
List 
BY 


E ich 








anyone can cut out the damaged section, and reattach the 


coupling. 


; 
WG, 
Koroseal is packaged for your convenience and that 
of your customers—all ready to carry out, no wrap- 


ping, no delay. 














© 
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Watch them march forth—and leave profits in your cash 

 register—all 4 models of the SPEEDMATIC SAW. In 

. demand because they’re the 2-Way Balanced Saws that 
cut with ease, speed, perfection. 


eS 


* 


i) The easy-to-use GUILD A-6 and A-8 SAWS—sturdy pro- 
duction saws at attractive low prices every builder can | 
afford. Light-duty Guild A-4 also available. : 


’ 


. No building project should be without the SPEEDMATIC 
“<< RADIAL ARM attachment for cutting multiple pieces 
for framing; ripping long timbers; compound mitering, etc. 


.. Big time-savers on door, sash and screen fitting, 
#.) SPEEDMATIC and GUILD POWER PLANES assure 
perfect square and bevel finish cuts. 


A ‘‘must’’ on every project—the SPEEDMATIC 
ROUTER. Cuts time on grooving, ripping, chamfering, 
contouring and various cabinet and trim cuts. Reduces 
mill work. With inverted mounting on table attachment, 
serves as Shaper. Also lighter GUILD ROUTER and 
SHAPER for many applications. 


3 Hinge butts for as many as 100 doors and jambs a day can 
\. be mortised by the SPEEDMATIC ROUTER, used with 
§ the Porter-Cable HINGE BUTT TEMPLET. 


Get Wore Tuformation 


Lock mortises are absolutely accurate—need no shimming 


Lon —when made with the SPEEDMATIC LOCK MOR- on these famous Speedmatic and Guild Tools. Get a 
see’ TISER ATTACHMENT, powered by the interchangeable Setaiied al fh hey fit i a ata ~ 
' © eiaieae alt ties Sieaier. etaile picture of how they fit into the heavy, competitive 
building programs for 1950 and help you get 
e- For fitting and surfacing of cabinets and trim, it’s the — pogo the toot businees. 
22 SPEEDMATIC BELT SANDER. For light jobs, the iii Ai i 
“~ 


Guild Sander is just right. 


Oy Newest addition to the Speedmatic family—the light, 
ay orbital-motion SPEEDMATIC STERLING 1000 
SANDER for the finest finishing. 


~’. To mechanize thousands of costly “‘little’’ jobs, it’s the 
® GUILD COMBO-TOOL—and the fully equipped 
*“ COMBO-TOOL KIT that will sell with it. 
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1950... big year in building! But builders 


are caught in the cost vs. price squeeze—and that’s where 


you come in. Their big need is for mechanization—to 


speed work, ease the job, cut costs. And these Speedmatic 
and Guild Electric Tools fill that need. Get your share of 
the building market profits with these proved, quality 
tools—useful in scores of building operations. 
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@ Customers for screen cloth usually have three questions 
in mind when they step up to the counter: “Is it easy to 
stretch ‘square’. . . will it look well in the frame... will it 
last?” 

You can quickly answer such questions to any customer’s 
satisfaction when you show him Cyclone “Red Tag” Insect 
Wire Screening. 

Cyclone’s double-wire selvage makes it easy to obtain a 
square stretch. Cyclone lies flat without curling—which also 
makes it easy to install. Straight, parallel wires give Cyclone 
Screening an even mesh—assuring your customer of good 
looks in his screen job. 

As for lasting—either Cyclone bronze cloth or the heavily 
galvanized cloth speak for themselves in terms of satisfactory 
service. 

And don’t forget to clinch the sale by pointing out the 
familiar Cyclone “Red Tag” that has stood for high quality 


for more than 50 years. SCREEN TIME IS HERE! 


\ll Cyclone “Red Tag” Screening complies with all require- @ Demand for Cyclone Insect Wire Screening soon will be at 





INSECT WIRE 
SCREENING 







ments of Commercial Standard CS 138-47 issued by 


; fe oa < its peak. Sales are going to be heavy, so display this item 
National Bureau of Standards of U. S. Dept. of Commerce. Pee : 


where your customers can see it. Stock your shelves with a 
complete selection of widths, meshes and finishes. Equip your 


CYCLONE FENCE DIVISION counter with a convenient skate for unrolling, measuring and 


(American Steel & Wire Company) 
cutting, 


WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES Don’t be caught short on this fast-moving spring item 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK Check your stock and call your jobber today 


CYCLONE fed Jag” HARDWARE PRODUCTS 


HARDWARE CLOTH - INSECT WIRE SCREENING - LAWN FENCE - GATES - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 
UNITED oe ar ee ee ee STEEL @ 


60 HARDWARE AGE, FEBRUARY 23, 1950 















ill be at 
his item 
; with a 


lip your 
ing and 


gz item 


Ss 





1950 











@ Sharp, Tough Corners 
@ Straight, True Sides 
@ Clean, Strong Threads 


REPUBLIC UPSON 


« Semirtinisheds aud, 
Cold Puucled, Nu! 


—from the more than 20,000 
members of the REPUBLIC 
UPSON Quality Line. 


; * 








ZS REPUBLIC STEEL CORPORATION 


Bolt & Nut Division 
CLEVELAND, OHIO . GADSDEN, ALABAMA 


=> Export Department: Chrysler Building, New York 17, N.Y. 
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sells best 
because it does 
the job right! 


Don’t take chances with good 
cordage customers. Sell them Puri- 
tan quality and you'll sell them ° Ap 
again and again. Puritan quality is | 
based on over 40 years of experi- 
ence—on fop materials —on expert 
workmanship. Result: trouble-free 
performance year after year AND 


For those extra sales... bigger profits for you! 


Puritan Sash Cord is tops as a 













tent rope, well rope, plow line AO OTT 
or child's swing. ‘S Guaranteed by © 
Good Housekeeping 

$F 4S abveanist wate 


Write for additional literature and sales helps 
on the complete Puritan line which includes 
Puritan Maid, Planet and Eclipse Clothes Line, 
Puritan Regal, Kendale, Southgate and Mag- 


nolia Sash Cord. 5 
jobber f 
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4-STAR 


FEATURE | ational Lock’s new no. ||) | 


ask your jobber 





¢ One Complete 
Deluxe Board to 
Replace Several of 
Your Other Boards 


* Reduces Inventory 
While Providing All 
Major Cabinet 
Hardware Items 


* Only 21” Wide, It Saves 
Counter Space... . 
Makes Space 

More Profitable 


* Appeals to Those Who 
Want the Finest... 
Increases Per 

Unit Profit 


Superlative 
Quality... 


Items in this assortment 
have been carefully se- 
lected as the ultimate in 
National Lock quality. 
Included -are only the 
very finest... the best 
hardware available 
anywhere. Open stock, 
if desired. Ask your 
jobber for details. 





DISPLAY BOARD AND ASSORTMENT 


| Gyodern CABINET WARDWARI 


& 


CUSTOM 
(FORGED BRASS) N6I-406 


N6I- 408 
AGI-269 


ARISTOCRAT 
DELUXE 


| N6I-407 


NS8-598E ; Lit aS if 
N61-409 


i N6I-406 
| &. = 2 


N6I-407 
N6I-225 | N6F408 
meena ate 


N6I-200 \ S 
N6I-048 | ; “& N6I-242 
ii eo eels AG3-3018N A63-3017N BOARD NO.150 


= mre a a 


fy Forged Brass Hardware 
i New Type Concealed Hinge 
jy Beautiful Concave Knobs 
df Smart Die-Cast Handle 
Other Fast-Selling Items 


NATIONAL LOCK COMPANY | | 


ROCKFORD, ILLINOIS e MERCHANT SALES DIVISION i \' 


DISTINCTIVE HARDWARE...ALL FROM ] SOURCE 
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the Ladies 


(bless ‘em) 


| CAN’T RESIST 
$ THESE BRILLIANT CHROME 


EVEREDY 


Speviabtics! 


That's why so many dealers wire us rush orders for the 
Kake-Saver* and Bacon-Egger* . . . Kake-Saver 
is a high, wide and handsome cake cover. Its 
sparkling dome of durable steel, finished in polished 
chrome, fits snugly into a groove in the stunning and 
useful clear glass base .. . Bacon-Egger is a “Jack-of- 
all-meals”. Cover-plate placed on bacon makes 
it fry flat without turning and keeps hot grease from 
splattering. Ring-drain catches drippings. Apron 
keeps bacon HOT while eggs are frying. All-steel 


construction—shining chrome finish . . . Kake-Saver 


@ . and Bacon-Egger are con- 

Pe V4 y, y sistently nationally adver- 

‘ ot tised to over 10,000,000 

women. See your jobber 
now about your 


Easter order. 


KAKE-SAVER 
A natural gift for birth- 
days, showers and other 
occasions, Retail price... 


$2.95 ($3.40 in the West) 


BACON-EGGER 


Cooks complete meals like ham and 
eggs, hamburgers and rolls, hot cakes 
and bacon, grilled sandwiches. Retail 


price $2.95 ($3.25 in the West) 


INDIVIDUALLY 
GIFT-BOXED 





*T.M. REG. APP. FOR 


The EVEREDY @. 


FRE@eRICEe, MARVICAND 


WORLD'S LARGEST MAKERS OF CHROME KITCHEN UTENSILS 
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STARTING 
THIS MONTH 


CALS ey 
bs 
*" faee 


every lunch hour 





The greatest advertising program 
in THERMOS history! 


Here comes the most influential advertising program ever 
presented—on vacuum bottles—on kits. 

Thermos always has been noted for its consistent, effec- 
tive national advertising to back you up—but this is bigger 
than anything ever done in the past! 

Striking advertisements in color! Month after month! 
In the powerful Saturday Evening Post! Starts February 25! 


Tie in with this program... all the way! 


SHOW YOUR CUSTOMERS THE TRADE-MARK 


THERMDs 


TRADE MARK REG. U. S. PAT. OFF 


THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 
Thermos Limited, London 


Ther Bottle ¢ Ltd. Toront 
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T’S TRUE! 





Furrile SRE SALES-PROVED 
FOR BIGGER VOLUME 


PRODUCTS 








#309. FUTURO CENTER-PIECE BOWL. Burrite modern 
styling for smartness of design... beautifully 

proportioned bow] to fill in as a decorative aid for 
center-piece table arrangements, for flowers, fruit 
d/or a serving platter or so many other practical 
uses...available in Burrite standard colors and 











designed to plegse...a beauty...so completely 
different from ordinaw shakers...scientifically 
designed to assure jfroper flow...sturdy easy grip 
handle and Burrife’s positive locking cap. 


—~ 





COLORS: Two-tone combifiation — red and ivory 
green and iv@y blue and ivory — yellow and ivory. 


CAPACITY 100z. DIMENSIONS: 3" diameter and 4” high. 










j 


= #310. FUTURO SALAD SET. 
Always in demand...beautifully 
packaged in a smart decorative gift box 
...an ideal gift for so many occasional events 
throughout the year...available in Burrite standard 
colors and the new metallic copper-tone shade 
...Set contains one 10’ bowl, one 7" bow, 
nest of four 5’ bowls — plus salt and pepper. 


i 3831 Verdugo Rd. - Los Angeles 65, Calif. - Cable address: “BURRITE” 





the new metallic copper-tone shade. 
DIMENSIONS: 12” square x 2" deep 


Other Burrite Sales Leaders 


*® #303 -Futuro Salt & Peppers 
Dimensions: 3" high x 1'3" sq. 
*% #302-Futuro Divided Plate 
Dimensions 10” square 

*% #306-Hande Batter Bow! 
Dimensions: 7"dia. 4% "deep 
Capacity: 3 pts. 

*® #115- 

Birthday Candle Holders 

* #122-Utility Bow! 
Dimensions: 4°5"dia. 2;"deep 
* #301- 

Futuro Fruit & Salad Bowl 
Dimensions: 10"sq.x 3"deep 
Capacity: 7 pts. 

*® #207-Fruit & Salad Bow! 
Dimensions: 11"dia.3*s"deep 


* #307- 

Futuro Fruit & Salad Bow! 
Dimensions:7"sq.x2%"deep 
Capacity: 2% pts. 

* #300- 

Futuro Fruit & Soloed Bow! 
Dimensions: 5"sq.x1%"deep 
Capacity: 1} pt. 

® #121-Fruit & Salad Bow! 
Dimensions: 9" dia. x 2%"deep 
*% #117-Fruit & Salad Bowl 
Dimensions: 5"dia.x 1*3"deep 
*% #123-Honde Pitcher 
Dimensions: 8%" high, 8” long 
3%" wide. Capacity: 2 qts. 

*% #125-Hande Cookie Jar 
Dimensions: 8" dia.7*s" high 
Capacity: 4 qts. 


Futuro Line available in the new metallic copper-tone color 


Write for prices, samples and information 


1 BURROUGHS MFG. CORP. 
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This new, light weight, handy size JOY 4A 4 


PINKING SHEAR is hot-dropped 
forged of surgical instrument steel and 
runs on an anti-friction ball-bearing. 
It pinks light silks as well as heavy wool- 
ens with equal ease. The retail price is 


4 with no reduction in 
s your mark-up 
The 6 unit Counter Stand, sh ‘ 
the ri Pink. ; . THIS BP 


on the right, is the hottest item in Pink- 
ing Shear Merchandising ever offered. 














» « : 
It is a self-seller, attractive, yet hard- wo A j HO 
hitting. It is 12” high and only 8/2” m 
wide—small enough for any busy of + Prt PRACT 
counter. One Pinking Shear is perma- ee : 
nently displayed, the other 5 pinking : j 
shears in the 6 unit deal are packed ) ini Thi: 
in the attached stock container—indi- aUlculs...Dutlosts ony nthe ) 
vidually boxed. ls yo 
se 
Hor 
hon 
Twe 
IMPORTANT CONSULT YOUR JOBBER aes 
NOTICE h 
The full length, 9” JOY or the REX Cutlery Corporation, 
Pinking Shear for pro- giving us your Distributor's name. 


fessional pinking has 
been reduced from 


REX CUTLERY CORPORATION 


4 $ 
7.75 to 6.95 IRVINGTON 11, NEW JERSEY 
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DUTCH BRAND 


Household 


DUTCH MASKING TAPE oo Dino 
BRAND [ieee | | 
Da: 





THIS NEW DUTCH BRAND 


HOUSEHOLD MASKING TAPE HAS MANY 


PRACTICAL USES —iLo a Aly lle df 


This neat display of a dozen rolls of DUTCH BRAND 
Household Masking Tape has proved successful in 
selling tape. 


Household masking tape has many uses around the 
home — so much so that it has become a demand item. 
Two or three displays placed in heavy traffic spots in your 
store will make extra sales for you— it's a self seller. 


Order from your jobber! 


| VANCLEEF BROS [NC 


Manvfacturors... Rubber Products... Est. 1910 
CHICAGO 19, U.S.A. 
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A Fountain Brush of this quality has never before been offered at 
retail for less than $7.50. This handmade brush of custom quality 
scrubs—washes and rinses in one operation—Houses, Windows, ALL 
Screens, Awnings, Cars, Trucks, Trailers, Boats and any ALUMINUM— 
other washable surface. The public is waiting for this Light weight—no corrosive 
brush at this new low price—display them and ee ca anna: Oe ee 
they will sell themselves. The brush is 6 inches to your customers without reser- 
in diameter and fitted with aluminum handle vation. 
to fit any garden hose. Suggest this HAND DRAWN BRISTLES— 
brush eyery time you sell a hose— ante aan wire 234" “aa — 
a a new hose with every Aa MAR-PROOF TT FOR 
rush sale and watch your Me proof rubber bumper that will not mark or mar any surface. 
profits climb. No other brush at this low price has this feature. Wi 
BRUSH REFILLS — replaceable brush elements available at low 
cost. However, original brush element will last several years with No lad: 
M ordinary use. ‘ 
A Reinfor 
EXTENSION HANDLES— 2, 4 and 6 foot aluminum pipe extension handles brace, 
for reaching upstairs windows, screens, etc., available at 60c per foot retai! including , f 
coupling. 2@ PUN 
DEALER: This is our No. 104 Brush which is sold only direct to dealer. Because od fre 
of this policy of selling dealers direct, we are able to offer especially attractive house. 
discounts. Write for complete information and discount schedule. weig 
SUGGESTED RETAIL PRICES handle 
Houset 
COMPLETES #98 compretesS mR 98 
WITH TWO FOOT WITH FOUR FOOT 
HANDLE ....2e- HANDLE ..... ) i} 
Four larger New Featherweight Brushes prices from $6. 75 to $9.75. KH ———— = 
K. C. FOUNTAIN BRUSH cO., 1230 OAK ST., KANSAS CITY, MO. 
oe 
MORE PRESSURE TO WRING IT 
‘ROL OVL’ MOP WRINGERS 
Equipped with Gliders 
and Braces on Bot- 
tom. ‘ 
, This heavily built Oval Mopping Bucket has proved to be the - 
ay —— Pome most practical for mopping and cleaning. Equipped with a 
Rol-Ovl type wringer, it is especially designed to stand hard 
The New White Steel = wear and abuse. The foot lever, only 8” from the floor, brings 
running clear through 2 z Wh, 
oe, pins end the rollers together with a powerful squeeze that wrings mops , 
—" = thoroughly and with little effort. Wringers made with either £ 
wood or steel rollers and equipped with gliders or Easy Roll- 
ing noiseless casters. Two sizes — 16 or 26 qt. capacity. 
Equi d with E - 
elie Moiedioes _ ALL 
ters. 
Send for Catalog Number 150 
WHITE MOP WRINGER CO. FULTONVILLE, N.Y. 
MANUFACTURERS OF... A Complete Line of Floor Cleaning Equipment canoes 
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ALL-ALUMINUM SCREENS 


ror EASY SALES sano GREATER PROFITS 


ror WOOD 
WINDOWS 


No ladder needed— 
Reinforced by cross 
brace, screens can 
be hung or remov- 
ed from inside the 
house. Very light 
weight. Easily 
handled by Mrs. 


Housewife. 








For METAL 
WINDOWS 


Attached with 
WING CLIPS (at 
no extra cost). Af- 
ter installation, no 
screwdriver needed 


to change or remove 


Peretti 





screen for windou 
washing. Flips of! 
instantly. No loose 
screws to get lost. 


Because they are light in weight, they are easy 
to Handle — Demonstrate — Deliver. (Many 
customers will take them home in their own cars.) 


Made of rust-free aluminum and packaged in a 
handy carton. Do not deteriorate while in the 
warehouse. Take up minimum stockroom space, 
because carton of 10 screens is under 5” thick. 


Manufactured by modern methods—assembled 
on a production line — by people with a decade 
of experience in aluminum screens: Your Guar- 


antee for uniform top quality and freedom from 
consumer complaints. 

All standard sizes for wood and metal windows 
available from stock — shortest delivery time on 
special orders. You can take a// your screen prob 
lems to Fabrico. 


DISTRIBUTORS INVITED 
For samples, prices and information on available 
franchises, write to 


Screens & Fabricated Metals Corp. 


NORTH BERGEN, N. J. 





Light Weight. Screens are easily han- 


dled—quickly installed. 


IN ANY QUANTITY — IN ONE QUALITY — THE BEST! 


Corner Locks give wedge-fit without 








corrosive effect or discoloration. 





W hy consumers 


go for 
FABRICO 


ALL-ALUMINUM 


SCREENS 


"REGISTER APPLIED FOR 


Rolled Tubular Section. 18x14 mesh 
Alclad aluminum screening combines 
corrosion - resistance with maximum 
strength. Held at maximum tautness by 
specially-designed aluminum spline. Pre- 
cision engineered for maximum strength 
and rigidity. 








Rugged Strength. 
Will Not Red-Rust. 
Need No Painting. No upkeep. 


No Stains, no discoloration of walls, 
woodwork, draperies or blinds. 


Hardware Included—complete with 
rust-resisting hanging or attaching de- 


vices. Can be used also to WOO 
hang storm windows. \ ra) 
WING CLIP for casement 

windows. 

Protective — A glowing cigarette or 


windswept burning leaves will not harm 
the screen. 
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2500 CHOREMasrerR DEALERS 
CANT BE WRONG! 









DON'T BELIEVE US... 
OUR DEALERS TELL YOU 
THEIR OWN SUCCESS STORY 


“We have been successful selling Choremaster 
for the past two years for a number of rea- 
sons. Customer acceptance of the one wheel 
feature which permits cul- 
tivation at any time during 
the growing season. Ease ot 
operation and quick change 
of attachments for numer- 
ous jobs. Sufficient traction 
for doing a wide variety of 
chores. We told the public 
about the product, took 
every opportunity to demon- 
strate, stocked replacement 
parts. 


We started our business 
n 1948 concentrating on 
the sale of Choremaster and 
equipment and sold 97 trac- 
tors during the first season. 
Since Choremaster sales 
have been a major factor 
in the starting of our Farm, 
Garden and Lawn _ equip- 
* ment business you can read- 
ily understand why we be- 
lieve it is the popular gar- 
dentractor tosell.” (Signed) 
Ray A Dietz, Dietz Farm 
Service, York, Pa. 





Illustrated are a few of many dealer 
letters testifying to their success with 


Choremaster. Copies on request. 








CAN I SELL IT? Our hard-working, alert dis- 
tributor salesmen pitch in and help you make 
sales. You'll find CHOREMASTER is easiest 
to sell of ALL garden tractors. Choremaster is 
priced right. 1, 2 & 3 H.P. models as low as 
$132.00. Big line of mowers, cultivating tools & 
other attachments. 


WILL | MAKE MONEY? Certainly! You can't 
avoid making money. There is a big, unworked 
market for the Choremaster Garden Tractor in 
practically every community. 


WILL I GET ADVERTISING SUPPORT? 
Absolutely! CHOREMASTER advertises more 
than any other garden tractor sold through dis- 
tributors and dealers. By actual records, CHORE- 
MASTER advertises 19% more than any other 
walking tractor manufacturer. 











Send Me Facts About Choremaster Dealership 


CHOREMacTER DIVISION 


The Lodge & Shipley Co. 
828-2 Evans Street, Cincinnati 4, Ohio 
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Waterloo 





FL-100 DE LUXI 
TACKLE BOX 





LINE 


@ Fishermen swear by 'em . . . and BUY ’em! 
They hold — in handy compartments — all the 
multitudinous equipment fishermen need. Look 
at these features! 

Watertight bottom . . . easy acting brass pin piano 
hinges . . . extra strength welded corner braces 
and tray rests .. . extra heavy embossed steel . . . 
double rolled edges . . . 17 plug and spoon com- 
partments . . . 5 hook and sinker compartments 
. . » (14 with special cork bottoms) . . . 1 large 
misc. tray compartment . . . cork bottomed reel 
compartment. Cannot tilt or tip . . . trays auto- 
matically fold back. 

Size 19” x 7” x 8”—packed in individual cartons. 
Order NOW from your jobber. 


VALVE SPRING 









fJuow THOSE 
«BABIES SELL! 
— ) 





COMPRESSOR CO. 


“Waterloo Dowa 
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anaes Soar STRETCH 


Shuford’s “Pre-Stretching” in the manufac- 
turing process means Shuford’s Clothes 
Lines and Sash Cords stretch less, 





ey, Shuford’s high-quality yarns are firmly- 

Ki braided, assuring higher tensile strength. 

4 | Heavy household fabrics hang on husky 
am) Shuford lines with complete safety! 











“SSLONGER WEAR 


Shuford’s high-gloss polishing process 
makes Shuford’s Clothes Lines and Sash 
Cords water resistant . . . long lasting... . 
resist extremes of weather . . . move easily 
through pulleys! 


THE LOW-COST, LONG-WEARING LINE 


Bi ga eX f iJ F A q 1 
A fi 7 
v ‘ } J , 
rom coast to 


a) # / al 
, tors 
. Shuford eg on 
~* coast ; 
| plete service - 
} ———— 


RY, N.C. 














4p 
SPECUY THESE 
















SHUFORD BRANDS! 
y), S$ BETTER 


/ 


CLOTHES LINES “” LESS 
SUN 
HAWTHORNE STRETCH 
cextea MORE 
MORNING GLORY 
SH Oc 
cote ial 
‘= LONGER 
SASH CORD WEAR 
REDWOOD 
IRONWOOD 
BLUE SPRUCE 
CYPRESS 







impetus at the point of sale! 





H | 


KORY, N. 


not hahe 
sfameus” clothes lines and sash cords bear the 
: Housekeeping Seal of Approval .. . 
consumers throughout the nation .. . 


¢, 


aa 
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Quality of Product and 
antity of Backing— 







“I’m a typical Lowe Brothers Dealer and like many others 
I’m making good money! Why ?—for three good reasons! 
“FIRST REASON—PRODUCT QUALITY! It’s a pleasure to sell Lowe 
Brothers quality because customers are pleased with re- 
sults—they always come back to me for paint. 
“SECOND REASON—NO CATS AND DOGS IN THE LINE! All colors 
are Style-Tested— proved by research to be in keeping 
with the very latest color trends. They move much faster 
because they are the colors customers want and will buy 
for fine home decoration today. 
“THIRD REASON—SUPPORT! No paint line—no matter how 
good — is going to hop off the shelf and sell itself. Lowe 
Brothers back their products with the kind of advertising, 
display and promotional helps that pull customers into 
re the store. It’s the most complete and Consistent dealer 
One typical product from Lowe support in the business: powerful basic materials—signs, 
Brothers Line Of Profit Leaders clocks, displays, color cards, literature, etc.—plus a steady 
flow of new ideas and materials for special, traffic-build- 
ing store promotions that really pay off! 





* “All in all, it’s a winning combination of product-quality 
Universally Preferred and support-in-quantity that builds extra profits. If you 
For ALL Enameling! want quick details about handling this profit leading line of 


consumer preferred products, write Lowe Brothers today !”” 
Puts profit into your paint-selling picture because: It hides . 
perfectly —one coat renews furniture, walls, woodwork, THE LOWE BROTHERS COMPANY © DAYTON 2, OHIO 
countless other things! Super TOUGH — even withstands 


many strong stains, acids! Excellent for both interior and 


exterior use! These and other standout features make 
PLAX a preferred, popular and very profitable product for We SO Crs 
Lowe Brothers Dealers everywhere! 


PAINTS * VARNISHES 
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Selling Points! 


All the way through 


You get big sales leverage on 
every class of trade, with the full 
line of Gilmer Garden Hose. It 
backs you with a prestige name 
and gives your customers their 
full money’s worth. 










this ZLnet line 


GILMER BADGER (Black G-1308 or Green G-1309) 
is lively seamless rubber with staunch 1-ply 
reinforcement. It stands lots of pressure, weather 
and dragging. Here’s hose to shade competition 
in the volume market. 


GILMER FOUR ACE (Brown G-1324) is the hose 
“built like a tire’—with the strength of Rayon 
Spiral Cord under the tread-like cover. Sell big 
footage to greenhouses, garages and estates, by 
stocking this ultra-strong hose. 





All Gilmer Rubber Hose comes 
25 ft.—50 ft. coupled, and 500 
ft. bales uncoupled. Gilmer full- 
flow couplings work smoothly, 
hold fast and stand up. 


GILMER PLASTIC HOSE (Red or Green) gives you all 
the right answers on this type of hose. Light but 
strong. Defies weather, mud and mildew. Shoots 
a real stream. You know it’s practical because it’s 
Gilmer Hose. (25 ft. and 50 ft. lengths only.) 


AND WITH GILMER V-BELTS—LOTS OF SALES—IN LITTLE SPACE 


for fast belt measurement goes with it. Also your Gilmer Window 
Card, Inventory Card, and Gilmer V-Belt catalog that helps 
become customers when they see your Gilmer V-Belt Tower dis- you fill any V-Belt request. They know they’re getting the 
play—a profit-maker that fits an 18’”’ space. Gilmer Handimeter foremost V-Belt when you say Gilmer. 


Ask about the Self-Sell Merchandise Displays of Gilmer Cord Sets, Wire and Tape 
L. H. GILMER COMPANY sion oF unirep states russer company Tacony, Philadelphia 35, Pa. 


BUY vile THROUGH sil YOUR sil GILMER & hn 


NEW—SCIENTIFICALLY DESIGNED 


sists WINDMASTER™ 


BAROMETRIC 


DRAET CONTROL! 


INSTALLATION 


GILMER TUXEDO (Black G-1326 or Green G-1325) 
has added Rayon braid—vulcanized in. ‘Kinks, 
separation and weak spots are out! The cover 
lasts years. When they want ‘‘something better’’ 
this is it. 











Repairmen and owners o1 oil burners, washers, power mowers, 
power tools and other appliances are your prospects. They 


DISTRIBUTOR by 











@ BETTER CONTROL @_ EASIER 
@ MORE PROFIT 





Square housing and patented angle mounted vane provides more 
uniform opening with larger effective area. Tested characteristics 
show a flat curve, assuring even, effective control—efficient 
operation at all draft values. See the test chart—it shows definite 
superiority. 







yee 
10 


Cotton R 


301 


Wire Re 


Exceptional simplicity of design and sturdy construction enable 
you to offer your customer higher quality at lower cost and 
better profit. 


Installation is exceptionally easy—ask your jobber. 


THE SKUTTLE MANUFACTURING COMPANY 
4099 BEAUFAIT AVENUE « « DETROIT 7, MICHIGAN 
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Dont get cde short! 
ae lose added volume! 


HEAVY SELLING 
MONTHS STILL AHEAD! 


RVLITE 


Now enjoying the 
biggest year ever! 


eS =< KEEP R- V- LI TE ON DISPLA y 


ee SSeS eae 


~ 


a 
e TYPES ie ~~ CHECK YOUR PRESENT SUPPLY 


SANE 


year ‘round profit =, ORDER AMPLE STOCKS TODAY 
100-C 200-P 


Cotton Reinfor Plastic Reinfor 


300-W _400-T Nae ~CORPORATION 


Om 








ORDER from your JOBBER 
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{WY 
FAST-SELLING 


CAMBRITE 
HOUSE NUMBERS 


fie oe eee | AeA 
S$ 















Delivered in this House Numbers 


compact carton— 1 213) 


ready to set up 
and SELL! MAIWAYS SEEN 




















Se Sad 












Here’s an eye-catching display for your 
counter with a solid sales punch. 

It’s yours—FREE—with your carton of 
CAMBRITE tile house numbers! 


You can put it up in less than a minute. 
It occupies very little more than a foot 
of counter space. It holds your entire 
stock. And it’s a sure fire shopper-stopper! 


Everybody uses house numbers—just place 
these smart black-on-white CAMBRITE 
numerals where they can be seen and 
watch ’em sell! They’re covered with a 
satiny glaze, easily cleaned, visible day 
or night. 

Each CAMBRITE display contains —in 
one small carton—an assortment of 
120 numerals and 42 frames in three 
sizes. Dealer’s price $24.84*, list $41.40, 

YOUR PROFIT $16.56! 


*less 2%, 15 days, f.o.b. Cincinnati 


® SEE YOUR JOBBER OR SEND COUPON TODAY! ° 


The Cambridge Tile Mfg. Co., Dept. HA-20. 
> Cincinnati 15, Ohio . 


Gentlemen: Please send me complete information 
about CAMBRITE house numbers and * 
the new counter assortment. 


© Cambrite 





Name .__— scant ee ee ° 
Company— ee —————- ¢ 
Address_— — z 

or... 2 ess * 





Your batik Seaconahii = sasccsi basinal 
eeeeeeee##ee?e#%ee#ee e @ 
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CATHEDRAL 
TONE 
CHIME 




















Model C-10 

LIST $8.95 

SELLS BY EAR! 

Here's a fundamental improvement in tone — a n d 


that’s where improvement counts when you're 
selling door chimes. The secret is Liberty Bell’s 
exclusive Resonance Magnifier, an ingenious de- 
vice that brings out the lovely timbre and mel- 
low overtones of a true cathedral chime. Miles 
ahead competitively, with that $8.95 price tag. 

Cathedral Tone operates on any standard 10- 
volt bell transformer, sounds two notes for the 
front door, one for the rear. 

We're talking up the Liberty Line with national 
advertising in such magazines as Better Homes 
and Gardens and House Beautiful. 

Liberty Bell offers a complete line of sensibly- 
priced door chimes from $2.95 to $19.95. 


Write for current catalog. 


lil 


MANUFACTURING COMPANY 





SINCE 1924 
MINERVA, 


DOOR CHIMES +BELLS + BUZZERS » TRANSFORMERS * SIGNALING DEVICES 


HARDWARE AGE, FEBRUARY 23, 1950 








ti 


We are 

cooperatin 
NATIONAL 
HARDWARE 


HARDWAI 





DEVICES 
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| f 
KEEP YOUR STOCK Sh 


to meet strong, steady demand! 


Slaymaker's FOUR 


35° Solid cast brass, 

polished finish. For 

standard security. 
Size across case 15/16”. Double- 
ward mechanism. Hard, tough 
steel shackle. Two coined keys. 
Packed in individual box; one 
dozen in display carton. Wgt., 
1-1/2 lbs. dozen. Key blank 
K254. 

Price, $2.80 dozen. 


C ‘‘Super-Tumbler’’ 
6 q mechanism licks the 
old bogey of inter- 
changes! Padlock is solid cast 
brass with polished finish. Size 
across case 1-1/2”. Shackle of 
hard, tough steel. Two coined 
keys. Each padlock in individual 
box; 1/2 dozen in display carton. 
Wsot., 4 Ibs. dozen. Key blanks 
K230 and K230A. 
Price, $5.55 dozen. 


PADLOCK No. 55 


PADLOCK No. 78 


BEAUTIES! 
ae 


Size across case 
1-7/16”. For standard security. 
Double-ward mechanism. Solid 
cast brass with polished finish. 
Hard, tough steel shackle. Two 
coined keys. Packed in individ- 
val box; one dozen in display 
carton. Wgt., 3 Ibs. dozen. Key 
blank K253. 


PADLOCK No. 75 Price, $3.60 dozen. 


] g C Here’s the biggest, 
finest padlock of 
all! ‘’Super-Tum- 

bler” mechanism for super-se- 

curity. Solid cast brass, polished 
finish. Size across case 

1-15/16”. Hard, tough steel 

shackle. Two coined keys. Each 

padlock in individual box; 1/2 

dozen in display carton. Wgt., 

6 Ibs. dozen. Key blanks K230 

and K230A. 


PADLOCK No. 88 Price, $6.30 dozen. 


» F¢ 


Exclusive ‘‘SUPER-TUMBLER’’ MECHANISM 


This Slaymaker exclusive feature is on the two larger padlocks. It allows more than twice as mgny key 


changes as in ordinary disc-tumbler locks. Its secret is an entirely new principle of tumbler contact! 


IMPORTANT NOTE: Any number of any of these padlocks can be supplied 


keyed alike. No additional charge for this service. All padlocks available with 10-inch 
chain attached, if desired. 


Get the Slaymaker MINIATURE SHOWCASE, too! 


This rich-looking miniature showcase is free with the SM7 assortment of 13 each of 
Nos. 55 and 75 and 7 each of Nos. 78 and 88. Order a fresh one. Better yet, order 
two—one for your counter, one for your window. You pay nothing extra for 
the showcase! No. SM7 assortment. Your cost $13.85. You sell for $20.76. 
Your profit $6.91. 


SLAYMAKER LOCK COMPANY 


SINCE 1888 - LANCASTER, PA., U.S.A. 
WORLD'S MOST COMPLETE LINE OF PADLOCKS 


NATIONAL 
HARDWARE WEEK 
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LAWN and GREEN 
CULTIVATORS 


For the aeration and conservation of 
lawns, putting greens and fairways 


NATURAL —> Ca > 





PAINTED GREEN —> 


DISCS BLACK ——————-> 


@ DESIGNED ESPECIALLY FOR 
HOME LAWNS 
© SIMPLE TO OPERATE 


Golf green keepers know that soil aeration is essen- 
. tial to turf upkeep. By using Spike Disc frequently, 
you too can have beautiful lawns and greens, even 
during prolonged dry periods. 


For best results, Spike Disc should be used before 
reseeding, fertilizing and top dressing. By light 
sprinkling after use, the seed and fertilizer are set- 
tled into the perforations and not washed away by 








flooding rains or high winds. 


Tray is provided for weight to be added for deeper 
penetration of hard-baked soil. 


Eight discs of High Carbon Alloy Steel, each i0 ins. 
diameter. Spiking Width: 16 ins. 


Also makers of Dunham Water-Weight Rollers 


Manufactured by 


OHIO MACHINE PRODUCTS, INC. 


COLUMBUS, OHIO 


JOHN H. GRAHAM & CO., INC. 


Sales Agents 105 nuane Street, New York 8, N. Y. 














Good 


Reasons 
— Why... 


\\y 
.\ Ready for 
\ Immediate 


Delivery 


gree 
roller and 
me 
ore DUNHAM 
identifying 
features. 


DUNHAM 


wacnt LAWN ROLLERS 
BRING SALES 


1—Easy to operate and move about — on 

their new KEYSTONE OILITE self-lubri- 

cating bearings. 

2—Easy to fill and empty—aluminum pipe 

drum plug is quickly removable. 

3—Operate with either water or sand as 

filler. 

4—Drums are water-tight, with heavy steel 

heads. 

5—Weight easy to adjust. 

6—Rounded drum edges, plus clean face 

welding, prevent damage to turf. 

7—Adjustable scraper automatically keeps 

drums clean. 

8—Complete line of popular sizes, popularly 

priced. 

9—These strongly constructed rollers have 

long had nation-wide acceptance by home- 

owners, country club green-keepers, park and 

cemetery superintendents, tennis courts, etc. 
Every sign points to increased need this spring 

for Dunham Lawn Rollers. Are you stocked to 

meet the demand? If not, send in your order NOW. 


For full information, discounts, literature, etc., 
contact your jobber. Or, if necessary, write us. 





3G-157 


JOHN H. GRAHAM & CO., INC. 


GENERAL SALES AGENT 
105 DUANE ST., NEW YORK 8, N. Y. 
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TIGER HOSE 
1 Braid 











Priced so you ¢an be aggressively com- 
petitive. Rugged, hard-working hose, 


reinforced with braid of tough yarn. 
Flexible, easy to handle. Rugged black 


cover. %” size. 
2 YEAR GUARANTEE 











THE FAST-SELLING, ALL-PURPOSE 


ZA 
BW Broest un 


Minimum Inventories. No stockroom “sleepers” . . . each and 
every item a fast-selling, good profit, goodwill-building value. 





2 Braid 


Molded hose reinforced with two husky 
braids. Corrugated black neoprene com- 
pounded cover (green slightly higher). 
Sun, weather, abrasion resistant. %” and 


¥,” size. 


10 YEAR GUARANTEE 


VIXEN HOSE 


VIGILANT HOSE 


1 Braid 


Fine quality, priced right. Reinforced with 
braid of high-strength yarn. Pliable, long- 
lasting. Corrugated neoprene com- 
pounded black cover (green slightly 
higher) which is sun, weather and abra- 
sion resistant. 9” size, 


LEADER HOSE 


Mandrel-built plied construction, takes 
high water pressures, withstands rough 
handling. Attractive red cover. For ga- 
rages, contractors, towns, etc. %” and 
¥,” size. 
5 YEAR GUARANTEE 

all hose in 25 and 50 ft. lengths coupled, 
shipped 5 to a bale. VIGILANT, VIXEN 
and TIGER also in 500 ft. lengths, 








5 Year Guarantee 
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PLASTIC GARDEN HOSE 
One person tells another about 
wonderful VERI-LITE PLAS- 
TIC HOSE . . . demand snow- 
balls to biggest hose volume 
ever! Feather-weight; resistant 
to storm, sun, heat, cold; strong 
as granite! 

GREEN-YELLOW-RED 
mounted on attractive 
self-selling display card. 















































Distributors in all principal cities 


PLANT: CAMBRIDGE, MASS., U. S. A. * P. O. BOX 1071, Boston 3, Mass. 
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Advertised for Your Benefit in the 
SATURDAY EVENING POST 


Ne tithe 





owl ING Sf 
whe SINKS, TOILETS, 
RN SEPTIC = 


king digging, 


ck-brea free all your 


ive, ba 


’ torage- 
teriorate ins 
‘ i leading plumbers 

d janitors 
stores an ; 
poor houses, in \b., one 
Ib, and 100 Ib. steel dru 

For complete e informers 
oS rie FOLDER 


Wi IsiON 
OR i = Inc 


o-M = 
PIG Are yt eiroit 13, Mich. 
DIG-NO-MOR is 
® Advertised in the Saturday Evening POST and other 
national publications. 
© Highly efficient. Works fast. Keeps sewers, drains, 
sinks, toilets, septic tanks free from clogging by roots, 
hair, grease, paper, etc. 
© Inexpensive. Sold only in 20, 40 and 100 Ib. drums at 
attractive prices and attractive discounts. 
® Distributed through the regular channels. If your jobber 
has not yet stocked DIG-NO-MOR, we will drop ship 
and bill through your jobber if you give us his name. 
ORDER FROM YOUR JOBBER OR SUPPLY HOUSE 
LITERATURE ON REQUEST 











10674 GRATIOT AVENUE—DETROIT 13, MICH. 


DIG-NO-MOR DIVISION 














ASSOCIATED SPECIALTIES CO., Inc. 





GILBERT PLASTICS @ GILBERT PLASTICS @ GILBER 






oc. fOr 
1,001 USES 


Mechanics, hobbyists, sportsmen, fishermen, home 
repairmen ... all of your customers need this handy 
all-purpose box. Ideal multi- -compartment box for 
keeping numerous small items neatly stored . 
easily identifiable. The GILBERT U TILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 
designs for each size. 


PLASTIC BAIT BOX 


Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 
or foul lines. Concealed spring, snap lock cover. 
Fits on any belt . . . curves snugly and securely 
at waist. 

Don’t let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 
in your order now! 





Plastic boxes made to 
your specifications. 


ae 
G | L fa E R T PLASTICS CORP. @ HILLSIDE, N->* 


THEY REMEMBER AT HOME 
FORGET IN YOUR STORE! 





ig 


._ LINOLEUM 
~ §EAM AND EDGE BINDING 
GET EXTRA SALES WITH $ & W’S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
INDIVIDUAL 
12-FT. CARTONS 


because the home owner forgets 
to make a purchase while in your 

12 feet of pliant, sil- 

very zinc in each small 





store ... and you lose an extra 
sale! Put the S$ & W linoleum seam 
and edge binding displays near 


box . . . pre-shaped, your cash register and watch them 
prepunched with nail empty out. No cutting ...no meas- 
holes . . . plus all nec- uring. The customer pockets the 


essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 


handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 











HARDWARE AGE, FEBRUARY 23, 1950 


Cc - 
4LBERT PLASTICS @ GILBERT PLASTICS @ SDILSW1d suagti9 esas 








HARDW 





wa 
™ 
» 
- 


"wee 


CG, 
{BERT PLASTICS @ GILBERT PLASTICS @ SDILSW1d Luagtisessiis¥* 





ING 


ted 
jets 
our 
tra 
am 
ear 
em 
as- 
the 
ile! 


te, 
N 


0. 


10 
TIC 


1950 








Behind This 
Price Tag Is... 
THE 

BIGGEST PAINT 
STORY OF 

THE YEAR! 
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FRISCH & CO,., Iric. 


565 BARRY STREET, NEW YORK 59, N. Y. 


MAIL NOW FOR FULL FRISCO DETAILS 


PORCH & DECK 
ENAMEL 


No matter how long you’ve been in business, you're 
bound to gasp at the price tag attached to the new 
FRISCO Line of House Paint and Porch and Deck 
Enamel! Never before has such paint been offered 


at such an eye-snapping low figure! 


No doubt about it, FRISCO — the lowest-priced 
quality paint in all America—hits the market just 
when the demand is greatest. You know how it 
is in your community. People want paint, and 
people need paint, but they balk at the fancy 
prices asked for most paints. Now, in FRISCO, 


they get a quality paint at a price they want to pay! 


See. FRISCO Paints have 


been awarded the Gim 
4} hy Part 
Uahs Y/ Ql bels Bureau of Stand- 
Mm BY GIMBELS ards OK for brushing, 
BUREAU OF self-leveling, drying 
STANDARDS time, resistance to sun, 
water, sulphide gas. 








Frisch & Co., Inc. 
565 Barry St., Dept. HA 
New York 59, N. Y. 


Please send me full details about low priced Frisco Paints. 
Name 

Store Nome . 

Street 

City 


Zone .... State 
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$$$$$ IN YOUR 
CASH REGISTER 


TUCKER CUSTOMERS 
ARE SATISFIED CUSTOMERS 


Reclining Chair 

The #41 reclining chair 
is built for comfort, dura- 
bility. Adjustable to three 
positions. Frame of hard- 
wood, natural varnish or 
lacquer in colors. 
Heavy, colorful 
canvas, reinforced. 
Folds compactly. 








Peerless cots are “naturals” for camps, homes, gyms, clubs 
and outdoor usage. Designed for service, made of heavy 
O.D. duck, hardwood frame, painted metal. 


Porch—Lawn Chair 


Frame of hardwood, in natural 
varnish, or lacquer in colors. 
Durable, reinforced seat. Heavy, 
colorful canvas. Folds com- 
pactly, lightweight and easy to 
handle. 











Other Tucker Lines 


Juvenile furniture, and a complete line of canvas special- 
ties. Send for literature and price list now. 




















Don’t Miss Sales of These 
Nationally Advertised 


GUARANTEED 
HORNETS (:2:"::) 
ee oe 














Advertised in Outdoor Life, Field EE 


and Stream and Outdoor Tips. |] <7 


HORNETS Are the Miracle Lures 
Everybody’s Talking About! 


Beautifully designed and made, HORNETS are lures 
neither game fish nor fishermen can say “No” to. 
Like a live minnow in the water—guaranteed results! 
Three sizes— Nos. 3 (1/6 0z.), 2/0 (2/5 0z.), 7/0 
(1 0z.), each size in combinations of red, yellow, 
green, black and white trim on bodies, swivel- 
guard and tails of soft pliable plastic. Line 
keels prevent line twist. Bodies of 
nickeled brass. No. 3, 75c each re- 
tail, No. 2/0, $1.25, 
No. 7/0, $1.75 — full 
profit for you. Dozen 
to carton. We back you 
fully on guarantee. 
Write today for 
catalog-folder 
and prices. 


































No. 3 Hornet 
weight 1/6 oz. 
(actual size) 

For trolling, casting, 
spinning 









HORNET, INC. 


400 Clark St., Elyria, Ohio 
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@ It’s the only reel of its kind— 


the J. A. Coxe automatic free 






---Slarts 
your 
sales 
rolling 


IN THE 


AY PVENING 


Post 


(February 18 issue) 


spool reel. Precision built to the 






smallest detail, yet you can take 





it apart—without tools—in less 






than ten seconds! Exclusive Coxe 





cross-bolt design assures perfect 






spool alignment and extra years of 








casting accuracy. Phosphor 





bronze bearings, rust-proof nickel- 






silver frame. 










po fan att 
fot mort 


. $495 









@A tackle value you never 


thought you'd find! Greenanodized 





aluminum head cap and tail plate 
—the rest completely chrome- 
plated. Adjustable drag to suit your 
fishing—new lightweight spool 
with snap-on plastic arbor—the 


famous Bronson Duo-Pawl. Swift 










and sturdy and light as its name, 
you'll want the Green Hornet for 


every one of your fishing family! 


Bronson “Green Hornet’’. 





35 fresh and 
Salt water models 
to choose from. 


Bronson 


FISHING REELS 


FISHING REELS 











he Rowson REEL COMPANY + BRONSON, mem CoA 
World's Largest. Makers of Fine Fishing Reels — 
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ti 
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Another... 
MONEY -MAKER 
ror You/ 


THE 















Lazy lkes are 





sae 


fair traded. THE MANUFACTURERS OF 
Nos. 1,2 and 3 

$1.25 
No. 4 (Husky) 

$1.40 










Be ready for the extra profits Kautzky’s new HUSKY IKE can make 
for you. This bigger beauty has all the natural minnow action and 
superior fish-getting qualities of the fast-selling Lazy Ikes. 31/4” 
long. Weighs in the 5% ounce class. Available in 5 color combina- 
tions. Here’s good news for the man who has trouble casting 
lighter lures. Just the thing for the angler who goes after the big 
ones. It’s another Ike lure to ring up bigger sales for you. 


ATTENTION, JOBBERS! 


Your territory for Lazy Ike lures 
Write for 
complete information today. 


may still be open. 


DEPT. H, FORT DODGE, 1OWA 










Kautzky Manufacturing Co. 



















UNION 


TACKLE BOXES 


|HOPPE'S 
LUBRICATING 
OIL 








AVAILABLE ACAIN... 
...and Better Than Ever! 


Union Tackle Boxes, missing from dealers’ shelves 
last year because of a disastrous fire which struck 
our plant—are back again! Our new, modern fac- 
tory is back in full production turning out a complete 
line of these “‘better-than-ever” Tackle Boxes which 
have been acclaimed the finest in the field!... 
beautiful, new 14%2” x19” models packed with 
features to delight the practical fisherman. 


They Are Wanted 





faction. That's why 


Hoppe’s No. 9 Solvent 
Hoppe’s Gun Cleaning Patches 
Hoppe’s Lubricating Oil 
Hoppe’s Gun Grease 

Hoppe’s Gun Cleaning Pack 
Shipments now being made to Jobbers’ stocks. Place 
your orders now for early Spring delivery. Consult | 
your Jobber today—or write direct for information. 


tials in the market. 
Jobber will confirm this. He can supply you-—to 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Pa. 


SLANE” 








UNION STEEL CHEST CORP., LE ROY, N.Y. 





Shooters ask for these gun cleaning ser 9 ials 
by name—and they use them with a confidence 
built upon over 45 years of gun cleaning Sati: 


are the most widely used gun cleaning essen- 
Your own Sporting Gooc 


Je 
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Kitch-N-Kamp > 





N 


FOR THE KITCHEN FOR CAMPING 


OFFERS RICH DOUBLE MARKET 
TO HARDWARE TRADE! 


Most cooking utensils appeal to either the housewife market or the camp and sportsman market—never to both at the same time. Here at last is 
the amazing, new Kitch-N-Kamp Griddle designed to serve this rich, double market . . . and offer a double sales opportunity to hardware jobbers 
and dealers! 


QUALITY FEATURES, HARD HITTING PROMOTIONS MAKE THIS GRIDDLE A FAST MOVER! 


The amazingly low retail price of only $2.95, plus the quality features and double value of the Kitch-N-Kamp Griddle assure fast turnover to jobbers 
and dealers. Add to this the hard-hitting, aggressive promotions planned by the manufacturer, and the Griddla becomes a ‘'must'’ for you to stock! 
Check these unusual quality features. The Griddle is made of solid, sturdy cast aluminum. The back is rib reinforced to prevent warpage. The 
exclusive ‘Process 62'' surface finish prevents food from sticking. Cooking area is large, covering two burners. Molded finger-grip handle is detach- 
able. Truly a quality product! 


DON'T DELAY! WRITE TODAY FOR COMPLETE DETAILS! 


Jobbers . . . dealers get the full facts now, so you can begin cashing in on big profits immediately! If sample is desired, send check for $2.00 


H. & S. METAL POLISHING INC., Dept. H-2, 4023 Fulton Ct., Cleveland 13, Ohio 
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$3.25 West of Rockies 














DELIVERY SAME DAY FACTORY PRICES 






“9009 C80Ge) 


COMBINATION 


NG FLOATS | | 


Gil-Ash ROLLER SHOES 


CHICAGO SKATES 


FOR BOTH CASTING 
AND STILL FISHING! 


OVER 2 MILLION SOLD LAST YEAR! 


Five popular sizes-at popular pre-war prices, 20c to 40c The buy of the year, these ladies 
retail. Also 3 fast selling Lumi-Glow models-glow in the closed toe top grade white elk or 
dark for night fishing thrills! Nationally advertised. Avail- 
able through leading jobbers everywhere. 


men’s open toe top grade black elk 
outfits, competitively priced. 


PLACE YOUR ORDERS : il _— 
WITH YOUR JOBBER NOW! ORTSMEN’S W rite today for catalog and prices 


DAYTON BAIT CO. trom Geo. Gillis Shoe Corp. 
3307 N. DIXIE DRIVE + DAYTON 5, OHIO FITCHBURG MASSACHUSETTS 
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Label - the pr 


A message to 


every merchant who sells 


products made of steel 


oducts you di 





_ ee 





ODAY, with every merchant facing 

increased competition, you'll want to 
take advantage of every merchandising 
“extra’”’ you can to give added sales appeal 
to the articles you sell. 

That’s where the U-S’S Label can be of 
real assistance to you. 

For this label is the best-known mark of 
quality in the world of steel. Your custom- 
ers know it well. For years they’ve heard 
about it on the radio, and seen it advertised 
in their favorite periodicals. They’ve come 
to accept it as a dependable symbol of good 
steel, wherever it appears. 

Merchants who have displayed this label 


UNITED STATES STEEL 


HARDWARE AGE, FEBRUARY 23, 1950 


CORPORATION 


on the products they sell have proved be- 
yond doubt that it is a definite aid to sales. 

Why don’t you plan to profit by the con- 
fidence the public has in products made 
with U-S’S Steels? Why not decide, now, 
to take advantage of the merchandising 
value of the U-S’S Label? 

Just do two things. (1) Insist that your 
suppliers provide you with merchandise 
that bears the Label. (Your suppliers, in 
turn, will request it of the manufacturers. ) 
And (2) point out the Label to your cus- 
tomers as their guide to quality steel. 
United States Steel Corporation, P.O. Box 
236, Pittsburgh, Pennsylvania. 


SUBSIDIARIES 


UNITED STATES STEEL 


p A) p y ’ 
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Start now... 






CLEMSON'S "Ye 
big 3 lawn machines | ~ 


Clemson's big national advertising campaign starts 
in March 11 issue of Saturday Evening Post... will 
reach millions of home-owners all Spring through 
the pages of Better Homes & Gardens, American 
Home and the Post. Tap the demand Clemson 
is building by putting all 3 Clemsons on display 
now. Use coupon to order your free newspaper 
mats and consumer hand-out literature. 
Easy-to-see quality—easy-to-point-out features 
—plus a wide price range—makes every Clemson 
a standout buy ... the biggest value you ever 
offered. And no wonder when you check these 
Clemson sales producing features: 
.-. Box frame construction for extreme 
rigidity with light weight .. . Fingertip, 
vibration-proof grass height and shear 
adjustments ... No-bobbing action ... 
Three part roller for easy turns... 
Baked yellow enamel finish. 


-— 


/ ALE 


CLEMSON BROS., INC. | 
Dept. HA-2, Middletown, N. Y. { 
RUSH ME THE ITEMS CHECKED { 
oO Price Sheets oO Set of Newspaper | COMPLETELY PACKAGED 
| 
| 
| 
| 


Advertising Mats Clemson mowers come 
to you individually 

My Name. packed in handsome 

cartons. Definitely 

easier to stock. 

Eliminates possibili 

of marred merchandise. 





(Please print) 





Address. 








eer @2 2 @ eee 


@s31 
CLEMSON LAWN MACHINES ARE SOLD EXCLUSIVELY TO RETAILER OUTLETS THROYEN RECOGNIZED BISTRICETORS 
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MAKES 
NEW 
CUSTOMERS 


You can sell “Molyflex” to customers 
who never bought high speed blades 
before — because its extreme flexibility 
brings “Moly” High Speed cutting 
performance to awkward jobs and 
unskilled hands. It’s shatterproof and 
unbreakable in a frame — cuts 23.8% 
more metal than average high speed 
flexibles. 


STAR STEELRITE 

METAL MARKING CRAYONS 

Attractively packaged, ideal for 

marking on hot, cold, damp or 
grimy metals. Withstand pickling, yet 
do not affect enamel application. 


CLEMSON HELPS YOU SELL 
Remember ...Clemson’s national ad- 
vertising features your “star” sales 
story in leading industrial papers. And 
Clemson’s famous Wall Chart and 
Metal Cutting Booklets are still avail- 
able...to help your customers solve 
their cutting problems. Write for your 
free supply .. . today. 


CLEMSON BATS WC 
sgun, WA. O33 





Makers of band and power back saw blades, 
frames, metal cutting band saw blades and 
Clemson Lawn Machines 
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THE © /Cocsereen LINE... 


G. U.S. G CANADA PAT. OFF 


... the pace-setter... the original woven 
metal fire curtain that’s known and demanded, 
is having a longer selling season this year. 
Extend your Flexscreen profit season—keep 
Flexscreen on display ... keep your “‘fire- 
place corner” set up —ready for business. 


23 MILLION MESSAGES 
in these magazines, in Feb- 
ruary and March alone, will 
back your Flexscreen selling. 
They'll tell your best cus- 
tomers about Flexscreen’s 
superior fabric ..Unipull.. 
the beauty, safety and con- 
venience they find only in 
Flexscreen. They'll be call- 
ing for Flexscreen this spring 
—be sure you're ready! 


FOR PLUS PROFITS 


... feature the new portable 
Frame Flexscreen —also na- 
tionally advertised during 
February and March... de- 
signed and priced for vol- 
ume sales. And don’t forget 
the Flexscreen line of Fire- 
place Accessories..andirons, 
firesets, firelighters, etc., spe- 
cially designed as “com- 
panion pieces” to Flexscreen. 


Ask our representative to call with complete informa- 
tion, or write us, at 250 North Street. 


4 BENNETT - PREEAND INC. & 


NORWICH, NEW YO 


STOVE PADS 









Good Housekeeping 
£ a0, o/ 


45 aoveanste OE 





ASK YOUR JOBBER 


SEND FOR CATALOG OF SIZES, DESIGNS, AND PRICES 
INCLUDING CHROME AND STAINLESS STEEL STOVE PADS 














THE METALOID CO. CLEVELAND 4, OMI 


q IN CANADA: 3 WELLINGTON ST. EAST TORONTO, ONT. 











CLARK 
GEM FLUE STOPPERS 





BACK 


Featuring: 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 

Diometer Fasteners Per e Per 5 
#3 Ivory 8-17/64" o” oy 3 Ibs. 7 oz. 43 Ibs. 
#8 Ivory 9%" 7" or 8° = 5 ibs. 62 Ibs. 


Packing—! dozen per carton, | gross per case 
Order from Your Wholesaler, or Write Us for Reference 








ROCKFORD. 
ILLINOIS 


J. L. CLARK MANUFACTURING CO.., 
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Boost your volume on porcelain enameled ware 
with the 






Sturdily constructed of 
wood and masonite and 
attractively finished in 
beautiful light blue lac- 
quer. Copy silk screened 
on both sides so that unit 
may be used as an island 


display. 


+ . . ] 

In your window...in your store...it sells more! 

ERE’S the newest and smartest display in modern 
housewares merchandising — the colorful Nesco 

SelecTable Display. It’s a good looking, permanent N & S CO 


display, built to give years of service! 
ie nlite DIAMOND WHITE ENAMELED WARE 


In your window, it simplifies the grouping of Nesco 





Diamond White Enameled Ware and presents it more has the features your 
attractively. customers want! 
In your store, it’s an efficient se/f-service display that 
invites handling of the merchandise and increases im- @ Made with Titanium for a 
pulse buying. Fits standard display tables and counters. brighter, smoother, more 
It is compact, space-saving, easy to maintain, and is durable finish. 


flexible so you can feature the items and sizes best for 


. k @ Modern, attractive, with 
your market. Will hold nestable pieces and smaller a ie 


/ gay red trim. 
items, too. 

To sell more and make more, ask your Nesco dis- @ Smooth edges, hand-fit 
tributor how you can get the Nesco SelecTable Display! handles, rounded corners. 
NATIONAL ENAMELING AND STAMPING COMPANY @ Popularly priced for fast 


270 N. Twelfth St., Milwaukee 1, Wis. turnover. 
Sales Offices: Candler Bidg., Atlanta « Merchandise Mart, Chicago + 200 Fifth Ave., New York 
Western Merchandise Mart, San Francisco « Ambassador Bidg., St. Louis 
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PROFIT FACTS 


Q. What copper pot cleaner gives you a HIGH 
profit and sells faster than any other on the 
market? 








A. HIGH PROFIT, fast-moving CHORE GIRL, 
the all-copper, non-rusting, non-splintering pot 
cleaner that’s kind to women’s hands. 





“Mr. Merchant: It’s the more rapid 
turnover sellers like me, CHORE 
GIRL, that make up for the slower- 
moving items in your store. My HIGH 
profit, plus the fastest sales of all 
copper pot cleaners make it good busi- 
ness for you to keep me well-stocked 
and well-displayed on your counters 
and shelves. I take up so little room 
. . . but I pay you a BIG profit for 
that little space. 

“Your customers know my quick- 
cleaning, no-rust, no-splinter qualities. 
They’re used to seeing my lively ads 
in Life, Better Homes and Gar- 
dens, Country Gentleman, Good 
Housekeeping, Saturday Evening 
Post, Family Circle, Farm Jour- 
nal, Woman’s Day and in Nancy 
Sasser’s widely-read Buy-Lines. So 
. . . keep me in plain sight to remind 
your patrons they need me and you'll 
show handsome profits . . . 


AND | MEAN PROFITS!” 


CHORE GIRL 


METAL TEXTILE CORP. ° ROSELLE 19, N. J. 
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Can openers are no exception 


WEST OO huss 


The world’s finest can opener 
gives them what they want today 


is A look at the Westco 65 and the value 
bes and quality is apparent. It is the “Best 
Seller” in the famous Westco family 
that includes the famous big Westcos 
that are preferred by restaurant and 
hotel chefs everywhere . . . and manu- 
factured to the same precision standards. 
The chrome-plated die-cast frame car- 
ries a rotating cutting blade that shears 
out can tops cleanly and quickly with 
little effort. It tucks away in a drawer 
"| out of sight . . . out of the way and 
opens any can anywhere. Attractively 
packaged in individual boxes, you'll find 
Westco 65 easy to sell. Your customers 
will find it easy to use. 

Write now for prices and information. 
The Turner & Seymour Manufacturing 
Company, Torrington Connecticut. 


TsS® — 


TORRINGTON 


Quality Products for Over a Century 
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MIXING BOWL SET: Colorful set | 
serves dual purpose of kitchen utility | 
or decorative table service. In opaque | 
red, yellow, and green per set. | 
Molded and distributed by New | 
Plastics Corporation, 1017 N. Syca- l 
more, Los Angeles, Calif. | 

| 

| 


Yuyy 


b 


STEMWARE: This beautiful stemware 
complements any dining room. Trans- | 
parent, gem-like colors in red, green | 
or blue. Molded and distributed by F. J. ' 
Kirk Molding Co., Brook St., Clinton, 
Mass. 





TAP-A-GLASS COLD DRINK DIS- | 
PENSER and STACK-A-TOP VEGE- | 
TABLE CRISPER: Ideal refrigerator j 
accessories. Molded by George A. 
Coleman Company, 36 S. Linden Ave., 
So. San Francisco, Calif. Distributed 
by Trylyn Manufacturing Co., 57 Post 
St., San Francisco, Calif. 


Tie-in your plastics housewares promotion 
with Dow’s powerful national advertising 

. then cash in with increased traffic . . . 
volume sales ... greater profits. Alerted 
customers will be looking for color-bright 
plastics housewares made of Styron (Dow 
polystyrene) when the first full-color adver- 
tisements break with the March issues of 
Ladies’ Home Journal, Better Homes and 


Plastics Division Dept. SHW-6 — THE DOW CHEMICAL COMPANY « MIDLAND, MICHIGAN 


"COLOR CuES * 
for Smart Kitehens / 


is your cue to smart 


merchandising of 
PLASTICS 
HOUSEWARES 






Gardens and Good Housekeeping Magazine. 


“Color Cues for Smart Kitchens” is the 
booming kick-off to the powerful 1950 
Styron Housewares program . so plan 
your store promotions now around colorful, 
durable, budget-priced housewares bearing 


the “made of Styron” label. It’s your buy- 
word for better plastics products that you 


can buy and sell with confidence. 








SUPREME BOWL, RING and LINER: 
Complete shrimp or fruit serving unit 
comes in crystal with transparent red, 
blue, amber or green parts. Molded 
and distributed by The Bolta Com- 
pany, Canal Street, Lawrence, Mass. 





COOKIE CUTTERS: A multitude of gay 
uses for these transparent red items 
++. as cookie cutters ... as sand toys 
+ + +» @$ Ornaments. Molded and dis- 
tributed by Loma Plastics, Inc., 1111 
Foch Street, Fort Worth, Texas. 


FREE—Reprints of colorful national 
ads, additional copies of Check Lists 
with display ideas, new window and 
counter displays and use of sound 
slide film for training sales personne! 





New York © Beston © Philadelphia © Washington © Atlanta © Cleveland © Detroit © Chicago © St. Louis © Houston © San Francisco © Les Angeles © Seattle © Dow Chemical of Canada, Limited, Toronto, Canada 
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a I THINK 1950 
| THINK 1950 WILL BE A 
WILL BE A GLOOM YEAR 

BOOM YEAR FOR SALES! 








FOR SALES! 












































a 
Bi 


Boom? —’' Gloom? 


WE DON’T KNOW— 





SO WE’RE NOT TAKING ANY CHANCES! 





Waft 
four 
Some economists predict 1950 will be arecord year § You'll see sales-loaded ads on this new appliance in il 
—— aoc ge viii isi arenot Life... Better Homes & Gardens . . . Bride’s Maga- A 
a er Ee zine .. . Modern Bride ... House and Garden... turr 
We don’t know which ones are right —but we’re and House Beautiful. a * 
: ! 
taking no chances! So no matter which way 1950 goes—you can count reac 
And so—for the very first time—we’re putting on a boom year for Combination Sandwich Grill 
an impressive year-round advertising campaign be- = and Waffle Iron sales. What sales-appeal this new 
hind the beautiful new General Electric Combina- beauty has! Appliance & Merchandise Dept., Gen- 
tion Sandwich Grill and Waffle Iron. eral Electric Co., Bridgeport 2, Conn. 
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Waffle grids are 60% larger! It toasts delicious sandwiches . . . makes 
four luscious waffles at one time (when large waffle grids are inserted) 

. . even fries bacon and eggs—all right at the table. Gives your custom- 
ers almost a square foot of cooking surface. 

Also available in Automatic model at $19.95. On the Automatic, a 
turn of the Temperature Selector quickly gives the desired heat. And 
a “‘tell-you-when”’ light signals the instant correct temperature is 
reached. All at a low, low price. 


You can put your confidence in— 
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MOP WRINGERS ....“1889-1950” ||/0€ 


Away back in the “Gay 90’s” era... many of the Fathers and Grand- 
fathers of present day Hardwaremen were buying “EAGLE” Mop 
Wringers . . . It was their sound judgment exercised in the selection 
of quick-selling, QUALITY merchandise that insured the success of 
their businesses. 


Today, thousands of these Hardware Dealers throughout the Nation 
are still handling the “EAGLE” because they recognize it as the 
QUALITY MOP WRINGER OF THE PRESENT ERA. This group, 
coupled with the new customers that a progressive business acquires 
over such a long period of years, constitutes the most widespread group 
of SATISFIED CUSTOMERS that ANY Mop Wringer concern can 


boast of. 


JOIN THE EVER GROWING 
RANKS OF SATISFIED “EAGLE” 
CUSTOMERS BY SPECIFYING 

' “EAGLE” MOP WRINGERS ON 
"EAGLE" brand made in 14 YOUR FUTURE ORDERS! Don’t 
and 22 qt. sizes—with both accept a “substitute’—REMEMBER, 
Wooden and Hot Dipped Gal- there’s only one “EAGLE” Mop 





Opens cans, ja 
glasses easily « 


From $3.9 


Jar opener on! 





vanized Pails Wringer and it is manufactured by... 
"Mop Wringer Manufacturers since 1889" anh Page — phe 
HAMILTON, OHIO, U.S.A. Dipped Galvanized Pails 
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CABINE 
MODEL 
Gleaming whit 
net encloses 
can opener wi 
Swing-A-Way {1 
the way, when 
this model is ¢ 
modern stream 






For More Flayorful 
Coffee, Feature the 


EMPIRE 
PERCO - DRIP 


Coffee made without 
boiling in an Empire 
PERCO-DRIP is full-flav- 
ored, delicious. Starts 
perking in 60 seconds. 
Smartly modern styling. 
Designed for years of 
service. 
@ Brillian: Polished Alu- 
minum 


EMPIRE 
Hi-Lo 
Pivot-Lite 


Every sportsman, mo- 
torist, vacationist, 
wants this brand new 
HI-LO Pivot-Lite. Two 
beams, at side and 
top, swing in a ver- 
tical arc from pivo 
in lantern base. Only 
lantern permitting 
use of both lights at 





A PROFIT LINE of Quality Products 
At POPULAR PRICES —For 
Homemakers, Sportsmen, Children 


Tastier Toast 
With An EMPIRE 
ARISTOCRAT Toaster 


Makes toast that's al- 
ways an even, golden 
brown—crisp on the out- 
side, light and moist in- 
side. 












@ Flip of Door Turns @ Direct-Heat Emersion @ In 5 to 9-Cup Sizes same time. Stands, 
Toast Automatically Unit @ Fully Guaranteed, carries, hangs up— 
@ Flat Top to Keep @ Underwriters’ @ Cool Thermoplax Underwriters’ Labo- stays put at any an- double light wherever 
Toast Warm Laboratories Handle ratory Approved gie. Comfortable wanted. Long-lasting 
@ Smart Styling—Lus- Listed No. 1801, 5 Cup—tist: $3.95 bail handle. Throws battery and Mazda 
trous Chrome Finish @ Designed for No. 1802, 9 Cup—List: $4.75 brilliant single o bulbs. 
@ Cool Ebonized Long Service P 
Handles No. 769, List: $3.95 No. 870, List: $4.35 


oc 
u 








Two Budget 
Opener and k 
Functionally st 
higher-priced | 





EMPIRE ELECTRIC 
HOUSEWARES 


THE METAL WARE CORPORATION _ “NEW York, 200 Sth Avenue 


TWO RIVERS, WISCONSIN CHICAGO, Room 1411A Merchandise Mart 





LANTERNS 
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loday’s Fastest Selling Line! 


STELLAR FEATURES! BIG DISCOUNTS! LOW PRICES! 








Opens cans, jars, bottles and 
glasses easily and safely. 


From $3.98 to $7.95 
Jar opener only $1.98-$2.98 





Ue 
CABINET (7 LS 
MODEL a: | 
Gl ing white Ided cabi- 


net encloses chromium-plated 
con opener with oll exclusive 
Swing-A-Way features. Out of 
the way, when it’s out of use, 
this model is designed for the 
modern streamlined kitchen. 


$7.95 





Two Budget specials! Can 
Opener and Knife Sharpener. 
Functionally superior to other 
higher-priced makes, for only 


$1.49 each 






Ny. aunt O8 4 Mifunp 
rf * oF 


ne 
*" Guaranteed by > 
Good Housekeeping 
£2745 aoytarist? a9 







een 








Swing-A-Way is top o’ the lot among lines that are ‘‘clicking’’! 





Every item sparkles with sensational unmatched features! The 





new smart Cabinet Can Opener is sweeping the country! The new 





blue-and-silver sealed and sanitized packages are pushing im- 





pulse purchases to new peaks! Yes, Swing-A-Way is positively out 





in front with everything you want—and need—for fast turnover 





and handsome profits. The stakes are big... and it’s your move! 







Standard 

ME model Can 
4 CZ = Opener, with- 
‘Su IM EEA SN . out magnetic 
c ! . feature. From 
$2.49 t0 $4.49 


“Stainless” 
model $6.95. 


Magnetic . 
* 


Swing-A-Way is the only Syncro-Gear Drive Can opener 
with “rolling pierce’ action that keeps cutting wheel 


ever sharp. Shock-proof assembly provides ‘‘cushion” 
against injury from damaged cans. Has automatic lid 
lifter. From $3.49 to $5.45. 


The only genuine Swing-A-Way Appliances 


SWING-A-WAY MANUFACTURING CO. 
4100 BECK AVE. « ST. LOUIS 16, MO. 


Canadian Representative —Fox Agencies, Ltd., Port Credit, Ont, 
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ICE CRUSHER 


All rust-proof metal. Continuous 
feed; gear drive; multi-cube ca- 
pacity; large aluminum ice cup. 
Adjusts for 3 sizes of ice. Key 
parts of stainless steel. In chrom- 
ium with red or white trim. $7.95 







‘SD 


KNIFE SHARPENER 


Recommended by makers of finest 
cutlery. Exclusive angle blade 
guide assures true even honing, 
on both sides. Twin wheels, re- 
versible for long service. Of fine 
220-grit alumilite, waterproof. 


From $2.98 to $3.98 





UTILITY RACK 


Friction grip holds the 5 rugged 
bors from swinging. 60 in. of 
hanging space. Adhesive-back 
mounting for tile walls. $1.98 
Standard model without tile mount 

98¢ 








TORO 
‘Sport [awn 

Binn 94” 

Zlinch ‘09? 


PLUS FREIGHT 


a8 


9 ae F sgt ie z 
NEW 21-INCH SPORTLAWN...dollar for dollar it’s tops for power, 
width of cut, quality and dependability. Sturdy, simple... 
climbs steep slopes, mows heavy grass with ease. Disston 


tool steel cutting blades. 1.6 h.p. Briggs & Stratton engine. 
Ball-bearing mounted reel. Fingertip controls in tubular 
chromeplated handle. Wide diamond-tread rubber tires. 


NEW TORO MOWERS FOR 1950 


Here they are... 9 brand new Toro models for 1950 with the 


Now...America’s most 
complete line of power 
mowers with industry’s 
best dealerservicesystem 


PARTS QUICKLY AVAILABLE. Most Toro Dis- 
tributors are equipped to provide 24 hour 
delivery of any part for any Toro mower. 
Where else can you get speedy mower 
service like this? 


98 


REPAIRING AND OVERHAULING are done in 
your nearby Toro Distributor’s shop by 
men specially trained in Toro maintenance 
work. From factory to distributor to you, 
Toro Mowers are handled by specialists! 


best profit possibilities Toro has ever offered to dealers . . . built 
by specialists with 30 years’ experience in engineering mowing 
equipment for championship golf courses . . . backed by a speedy, 
trouble-proof service set-up for dealers that’s unique in the 
power mower business. Check the extra sales features of the 
new Toro line...note wide range of mowers to fit every 
customer’s needs. Retail prices are more attractive than ever 
this year, and the profit picture for dealers is something to cheer 
about, thanks to Toro’s finer-than-ever program of national 
advertising and dealer sales helps. 


88 TORO DISTRIBUTORS with Toro parts and 
repair facilities, plus a full line of Toro 
mowers, are strategically located through- 
out the United States and Canada. No 
mower but Toro provides this service! 


HARDWARE AGE, FEBRUARY 23, 1950 





18-INCH SPO 
power and c 
of the 21-inc 


WHIRLWIND 
blade mowe 
Eliminates 
1%h.p. Brig 


WHIRLWIND 
action lifts 
clippings to 
constructio: 
type model, 
$184.50 f.0. 


HARDWA 


engine. 
tubular 
tires. 


arts and 
of Toro 
hrough- 
3 No 


18-INCH SPORTLAWN ... last year’s best seller now with increased 


power and cutting width! Same simplicity and rugged dependability 
of the 21-inch Sportlawn. 1.1 h.p. Briggs & Stratton engine, simpli- 
fied clutch and V-belt transmission. Now only $94.50 f.o.b. factory. 


Ph; 


WHIRLWIND “ALL-PURPOSE” MOWER . . . Now under $100! 18” rotary 
blade mower grooms lawns, cuts tall weeds and tangled growth. 
Eliminates hand trimming and raking. 1” to 3%” cutting heights. 
1% h.p. Briggs & Stratton engine. Folding handle. $99.50 f.0.b. factory. 


NEW NS ... heavy duty favorites for large area mowing. 24” 
and 27” models. 1.9 h.p. Briggs & Stratton engines, independent reel 
and traction controls, floating axle for smooth cut, big pneumatic 
tires, finest all-steel construction. $241.75 and $259.00 f.o.b. factory. 


NEW TORO ZIPPER... powerful 36” sickle bar mower for cutting 
weeds and tall growth. Cuts close to obstacles, operates on roughest 
terrain. Replaces 5 men with hand scythes. Self-propelled with 144 
h.p. engine. Sturdy steel, simple controls. $194.50 f.0.b. factory. 


WHIRLWIND '22” MODELS... “suction-lift”’ 
action lifts grass for smooth trim, chops 
clippings to mulch. 2.5 h.p. engine. All-steel 
construction. Large pneumatic tires. Push- 
type model, $149.50. Self-Propelled model, 
$184.50 f.0.b.factory. 
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SPORTSMAN HAND MOWER... 34 Ibs. of 
amazingly quiet, easy-running precision 
mechanism. 17” swath, ball-bearing mounted 
reel with Disston tool steel blades, bed 
knife. Tubular steel chrome-plated handle. 
Only $28.50 f.o.b. factory. 


GET THE FACTS ... and you'll go Toro! Write 
now for complete information about the 
1950 Toro Line, and name of your nearest 
Toro Distributor. Address: Toro Manufac- 
turing Corporation, 3071 Snelling Avenue. 
Minneapolis 6, Minnesota. 
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We’ve Put 


MORE PUSH 


Behind AfaLL Tools for 1950 
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Millions Will See MALL TOOL Advertising Featuring 


Electric MallSaws * Tree Saws * MallDrills 
Belt Sander * Bench Grinder * Polisher-Sanders 
Floor and Surface Planes ¢ All Attachments 


New light-weight Mall 7-inch 
MODEL Polisher-Sander takes the work 
out of polishing the family car, 


127PS waxing wood-work, sanding 


floors and walls. Drills up to 
$ 50 %" holes in steel, masonry, con- 
crete, and up to 1" in wood. A 
heavy-duty industrial tool, it has 
infinite uses on the farm or in 


the home. Operates on 115V 
AC-DC. 





POLISHER. List Price 
SANDER 
Cuts everything from wood to 
steel. Ideal for home, farm, and 
factory. Crosscuts, rips, angle 
cuts rough or dressed lumber 
upto 2". Grooves mortar joints, 
cuts and scores concrete, tile 
and other composition mate- 
rials. Bevel-Depth Attachments 
permits 45° bevel cuts from %" 
to 1-11/32", straight cuts 5/16" 
to 1-31/32". When mounted on 
sturdy all-metal MallSaw Stand, 
it serves as a table saw, shaper, 
drum and disc sander, grinder 
and wire brush—complete with 
rip fence and miter gauge. Other 
> 


$61 List Price models with 2%, 2%, 3%, 3%, 


With Bevel-Depth Attachment 4'2-inch cutting capacities. 





MODEL 60 


Our continuous national and trade paper advertising 
produces live leads for Mall Dealers. Effective mailing 
pieces, window and counter displays, roadside signs, 
and other dealer helps, plus missionary work with your 
salesmen make Mall Tools a highly profitable line for 
any location. 


Over 1000 Mall Portable Gasoline Engine, Electric, 
and Pneumatic Power Tools for a million jobs. 32 
Factory-owned Service Stations from Coast to Coast 
provide quick, dependable repair service. 

Write TODAY for FREE 52-page booklet "Mall Portable 
Power Tools” and details of our deal for dealers. 


MALL TOOL COMPANY 


7702 South Chicago Ave. 





Chicago 19, Ill. 
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ALWAYS CARRY (Larsorm} 
HOOKS and STAPLES 


in stock 








A Regular and Steady 
Demand for These Numbers 


SIS No. 1974 Round 
= Sessa: Hooks & Staples 
——— 


No. 1972 Square =o==_S 
y - - 


Hooks & Staples — ~_) 
— 


Above packed 1/4 gross to box 
Sizes 4”, 5", and 6” 


~« 


ny 
. \ 


nN. - )) No. 1960-U 6” 
=f ' 


Steel Safety 


eR O Hooks & Staples 
\ \Y- a ) Packed 12 in box. 








Order from your jobber or write to 


CHAS. O. LARSON CO. 
ILLINOIS 


STERLING e 























Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 








trade prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 
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TODAY'S BIG | _ 
OPPORTUNITY, _ 


NONE BETTER’S ' 


Complete 
WRENCH 


PROGRAM 


“Tarmarninar s Focntt 


pd 
NONE SETTIA NB ALLOY TOOLS 
4 


omornow s Tools Today * 3° Every day, increasing farm and 
WONE BETTER NB ALLOY TOOLS home mechanization calls for 
ay more GOOD Wrenches. And this 

growing demand is pointed right 





veece ra 















at YOU! Prepare for this selling 
lomornow + Toots Today opportunity NOW. NONE BET- 
TER’s complete and ecenomical 
Wrench Program brings you full equip- 
ment for profitable Wrench sales in one 










convenient package! With each handsome 
NONE BETTER Stocking & Display Panel 


you receive a selectively balanced stock of 


ae | 


‘am ! 
“{ 


high quality Tools—realistically priced to sell 


To 
ee | 


at a sound profit. You get Inventory Checking 


t 
' 


i‘garge I 
anes | 
{' ' 






Card, Price List, Consumer Literature and Mat 

Service Helps for local advertising. It’s complete 

. it’s sure-fire . . . it’s the NONE BETTER 

Program for you! Ask your Jobber. NOW for the 
facts. 
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NEW BRITAIN MACHINE COMPAN 


New Britain, Conn. 
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‘Stock these proven 


” o 
Dw 


= for bigger tape 
profits now and 
for the future! 


ACCURATE 


FRICTION AND RUBBER 


Machine Graduated 
Steel and Aluminum Squares 






Try Squares 


See The Southington 
Line 











Pointing Trowels 


S 0-HARD SCREWS SEI 
Sheet 


Metal Wood 








Southington Hardware Mfg. Co. 


Southington, Conn. 














ARCHITECTS ond BUILDERS 
AGREE ON ~(CHICAGO)-" 
xy, SPRING HINGES 























- Se. ee Seen 
; Streamlined "TRIPLEX™ 
7 rf y 
. ! SPRING BUTT-HINGES ( 
| SALES HAVE BEEN GOING UP — UP— UP i Every year more and more Archi- 1 case 
EVERY YEAR FOR OVER 30 YEARS! ie and Builders - ong ta ee. 
ecture are specitying cago 

1 Every year—for more than 30 years—sales of "Triplex" Spring Butt Hinges and ¥ 
| ACCURATE TAPES by dealers and distributors | here are a few of the reasons why: ‘“ 
| i ’ 
have increased. That’s why you can count on 1. They ore smart looking and Plus FB 
; big profits now and even greater profits next streamlined to harmonize with FI 
; year. It’s good business to stock and sell ACCU- the most modern architectural . 
| RATE TAPES. If you do not carry them — join | requirements. 
the big parade of dealers cashing in on this | 2. Careful and capable designing 
; Nationally advertised, nationally accepted line | has created many superior fea- 
1 of proven nee, Don’t delay — get all tures of time tested advantages. 
the details, now! ] 3. Here is a product that main- 

WAREHOUSE STOCKS AND AGENTS strategically | tains our tradition for quality 
y located throughout the country. Write for name of | - @ tradition that has guided 
| wholesaler nearest you and new illustrated catalog. | Type BUT2001 us through more than 60 years. What a 
I Address inquiries to: ACCURATE MANUFACTURING ; ht. cow 
1 COMPANY, -Garfield, New Jersey. ' Modern Button : , ‘ 
Tip Ornamentation Spring Hinges of Quality selling V 
| SEATS TAPE...1T WILL PAY YOU TO MAKE SURE ca <i 
Sn CTS | 
"ACCURATE TAPE G (CESERSd | ian: 
i ie. CHICA U.S.A: NEW YORK and in ' 
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YOURS FREE! 


to bring you more 
“Wipe-On”’ 


ful, two-color advertising mes- 
sage. Compact, too—only 9” 
wide—yet it holds plenty of 
Wipe-on for fast counter 


sales _ 





It's a beauty! Sturdy, chromed- 
steel construction, with power- 








than ever before 


THIS PERMANENT SELF- 
SERVICE COUNTER DISPLAY 


FEATURED IN THE EXCITING NEW 





Wipe-On 3-in-1 deal 





* actually increases your normal profit by 
1.9%! 


* also FREE—79¢ bottle of LiFF, Embree’s new 
miracle remover! 









Fi beauuluhes I" Menths f 


You get 


1 case 6-12 Wipe-On Assortment........ 


Retail Your cost 
Value only 


slap elbaiaaienisceliia $18.96 $12.64 


including 1 FREE bottle LiFF, new miracle remover........ .79 FREE 


1 case containing 


-cipaith» Th cxo-op ain tye) 10.02 6.68 
6—pints Zoll 
1 case containing FREE metal counter display rack.............. FREE 
Be re aon ce niesstpenenniuibionticbonin FREE 
ee OU I aio ccinsessitsciesccccrscccnenseseses FREE 
FREE 2 ‘“‘Lucky 7°’ Contest coupons— 
(Save 7 for $9.83 merchandise prize) ............... FREE 


YOUR NET PROFIT..... 














$29.77 $19.32 


ecssecevecseccosececs $10.45 





See Your Distributor Today 
Order Wipe-On Item % 3-1 





What a honey of a moneymaker 
this new ‘'3-in-1"" Deal is! Fast- 
selling Wipe-On in both popular 
sizes—PLUS a modest initial stock 
of Zoll surface conditioner, men- 
tioned on every Wipe-On label 
and in Wipe-On advertising. 


With the counter display, the 79¢ 
bottle of LiFF and the complete 
line-up of advertising helps—all 
FREE—the ‘'3-in-1"’ Deal is an 
unusual value—and will go fast. 
There's only one to a customer, so 
don't delay, call your distributor 
for ‘'3-in-1"" today! 
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VS.wiPE-ON’s SPRING ADVERTISING 

campaign is coming soon! And the 
3-in-1 Deal is the ideal way to cash in 
on the demand this advertising will 
create! 








EMBREE MFG. COMPANY 
ELIZABETH 4, N. J. 
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CONGRESS PULLEYS 


For 
HIGHER 
PROFITS 


FASTER 
TURNOVER 





GET THIS NEW DISPLAY 


Contains 50 individually boxed pulleys— 
in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 
3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 
low prices and full information. Also get 
the Congress V-Belt Display Assortment. 





CATALOG ON REQUEST 


CONGRESS °*:::::° DRIVES 





3750 E. OUTER DRIVE, DETROIT 34, MICH. 









in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OlL 
COLORS FOR YOU ON SIGHT. 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
Oil COLORS AND WHITE. 


¥,. 
r cS PURE 

> Ol 
 & COLORS g 





Here’s the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


SheftieldZronze 


PAINT CORPORATION 
CLEVELAND 19, OHIO 








DON'T JUST CARRY VISES 






REMOVA: 

HARDENED 

STEEL JAW 
INSERTS 









PIPE JAWS 


PART OF VISE 


oe 
AND SCREW , m7 
fa 
A 


<a “— 
ed 


HARDENED STEEL 

CuT OFF TOOL 
ANVIL 

| WITH HORN 


STEEL CHANNEL 


SLIDE PROTECTS 
SCREW 


i) 
Lf Pi 
ELECTRICALLY | “ats co : i 
WELDED ENOS |} é - 
/ IST ‘ " 
\ MACHINIST'S i SWIVEL BASE 
' 


DISPLAY THE LINE THAT SELLS ITSELF 


LOCK LEVER 
q b) 
Today's buyers want (and deserve) good practical product 
advantages. Desmond utility vises provide so many 
proven plus-values that sales will definitely increase if 
you put them out where your trade can see them. 


sy 
L 


On top of that, Desmond will back your sales efforts with 
sales-proven display material: colorful, easy to use, and 
profit-producing. Write for Bulletin V-10 for the whole 
story. 


" pltemeae, USE THIS CONVENIENT COUPON ------~; 
THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


! I 
! 1 
! 1 
' Yes. Send me Bulletin V-10 with full information i 
' on the Desmond-Simplex Utility Vise Display Deol. 1 
! 1 
! 1 
\ Name_ : 
| Firm ; 
: Street- ; 
; City State : 
ee... ee ee ee ee Dee 
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nd the solder that MELTS FASTER, BONDS 
ted Gardiner brand solder. Stock it ane 
tractively colored packages; all 
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Here's a brand name 
that has ACCEPTANCE 


( Magara 


... and here’s a product line-up 
unequalled for SALES APPEAL 











You'll find it pays to stock Niagara 
Farm and Garden Brand products... 
especially when you display them at 
heavy traffic points during the buying 
season. Suggest Niagara products by 


PROFIT name when customers ask about in- 
secticides and fungicides. Chances are, 


they'll already know about them, for Niagara does an aggressive and 
extensive advertising job on these popular products. This combina- 
tion of established acceptance plus continuing advertising support makes 
the Niagara line the most logical choice for your store. 


STOCK IT 





You get plenty of repeat business on Niagara products, for, once a 
customer tries them, he’s sold on them for many seasons to come 
Thousands of professional growers depend on Niagara products for 
crop protection. The same formulations used by commercial growers 
are packaged in convenient sizes under the Niagara Farm and Garden 
Brand label for the amateur grower. Carefully compounded, laboratory 
and field tested, they perform as claimed on their labels. 


You'll find these labels do a fine merchandising job, too. They tell how 
and when to use...how to mix and apply for best results. Moreover, 
the packages are colorful so they'll stand out on your display stands. 


Helpful literature is available for amateur growers and gardeners. 


* Write to us for complete details on Niagara 
Farm and Garden Brand Products. 


y VICIQOUNC = Tad 


CHEMICAL DIVISION 





FOOD MACHINERY AND CHEMICAL CORPORATION 
Middleport, New York 
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the BIG NAME IN 
ROTARY 








HERE ARE 7 REASONS WHY: 


/ 
i TRIM SLOT ON BOTH SIDES; cuts all the 
ef grass clean to the edge — no trimming! 
2 


4-CYCLE BRIGGS & 
ENGINE; strong, 


3 18-INCH TEMPERED STEEL CUTTING 
BLADE. Pulverizes cuttings and 
throws to side —no raking! 


PATENTED ALL-ALUMINUM 
ROTOR CASTING with guards 
a a rear and sides; super 
safe. 


STRATTON | 1.6 HP. 
















LARGE DIE-CAST BALL 
BEARING WHEELS roll 
easily; can’? rst. 


ADJUST .cLE 
cuTTinG 
HEIGHT, from |! 
to 3 inches. 


20-INCH 
CUTTING 
BLADE 
available 
ot smell 
extra cost. 






NEW 
TRIM 
FEATURE 


ON 
BOTH SIDES 
ENGINEERING 


G. DOYLE COMPANY 


526 Cherry Street, Kansas City 6, Missouri 


World's Lorgest Manufacturer of Rotary Power Mowers 


MAIL THIS COUPON TODAY! 














J. G. DOYLE ENG. CO. : 
Dept. HA2 : 
| = $26 Cherry St. ' 
| Kansas City 6, Mo. 4 
a a‘ : 
Gentlemen: 
: i i n the new ft 
J end me Dealer information o 
| ; pag Roto Trim Rotary Power Lawn Mowers. : 
| ' 1 want to know more about the complete line of ; 
| 4 Doyle Rotary Power Mowers. ; 
| 4 : 
| ’ 
ps NAME_ ' 
\ 
ADDRESS 
ZONE_ STATE___ 
oer. - ee a rere -——— = oo 
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*PROMOTE—To forward, 
advance, stimulate; to con- 
tribute to growth, increase, 
enlargement.—Dictionary. 


? 
* 


‘ 
a | 


Some hardwaremen stick to the belief that “files create 
their own demand” .. . that a community will buy just so many and no 
more. A persuasive sidewalk “barker,” for example, could easily upset 
that idea. He’d sell files to dozens of passersby who might not have given 
the subject a thought before listening to his “promotional” arguments. 


Which proves that file sales can be created — largely by merely re- 
minding people where, when and how they can make good use of these 
inexpensive, versatile “tools of a thousand uses.” You don’t need to 
employ the ballyhoo of the sidewalk barker. You can put plenty of 
sensible sales stimulants to work — such as: 


1 Ample stocks that offer a good variety of files in order to interest a large 
cross section of customers ... mechanics, farmers, professional and home 
craftsmen, hobbyists, householders, etc. 


2 Good permanent file displays inside your store; and frequent special dis- 
plays in your window (especially in association with seasonal other tools). 


3 Frequent mention of files in your local advertising and mailing inserts. 


4 Having your sales force frequently suggesting “a couple of good files” 
when waiting on customers. 


Indeed, files are more responsive to sales promotional efforts than most 
any other hand tool item — because files are “expendable” . . . they’re 
a type of tool that by its nature must be replaced at relatively frequent 
intervals. Turnover is rapid. Your wholesaler handling Nicholson or 
Black Diamond brands can help you work out an 


<A : 
effective plan. 






qe 
wt 
“FILE FILOSOPHY,” the famous Nicholson book, 
can help you, too. Send for it. FREE. 


MOLs ——, 
sa 
U.S.A. —- 


NICHOLSON FILE CO. ¢ 25 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 


baal a ¢ H 9 LS cf) a «++ A FILE FOR EVERY PURPOSE 
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inere 5 SOome+nning Liv’ t fi sie 


strong steel chain that appeals to the average mi 


The other day I opened up an ACCO-PAK 
of 4" Proof Coil Chain— put it on my 
counter. Just left it there — went on about 
my business. 

First man that came in looked at it a 
minute. Then he couldn’t resist dipping 
in and taking hold of that chain— letting 
it slip through his fingers — playing with 
it, sort of. 

I could see he was trying to think of 


some excuse to buy a length of that chain 
so that he could take it home and put 
it to work. 

You know it didn’t seem any time at all 
till I'd sold the whole 150 feet and opened 
up another ACCO-PAK. 

It’s just like the American Chain jobber 
salesman said. ‘‘ Chain is one of those things 
it pays to keep out where men can see it and 
get their hands on it.’’ 


Sure, I sell AMERICAN —the complete chain line 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 





AMERICAN CHAIN & CABLE 


marx “ ) In Business for Your Safety 
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formal Editorial Comments 





Hidden Taxes—a Public Relations Job 
For Hardware Dealers 


HAT has weather to do with 

taxation? Just this. We 

know we can’t do anything 
about the weather except talk 
about it. But we are beginning to 
find out that if we talk loud and 
long enough about taxes, we stand 
a chance of getting something done 
to lighten the tax load carried by 
American business and the Ameri- 
can public. 

There’s the President’s tax mes- 
sage in response to a chorus of de- 
mands for tax relief. There’s Con- 
gressional debate on taxes sched- 


uled to take place during the next 
months. No one knows yet just 
how far Congress will go toward 
cut backs and equalization. It 
probably won’t go far enough. 

That means hardware dealers, if 
they have not already done so, 
must take on a public relations 
job. They must spread tax aware- 
ness, not only in Congress on the 
subject of tax equality, as many 
have been doing, but also among 
their customers on the subject of 
hidden taxes. 

Hidden taxes make you. as a 


Zito G 


hardware dealer, not only a tax 
payer but also a tax collector on 
every sale you make. Hidden taxes 
are imposed on everything, from 
the raw material to the finished 
product. They multiply down 
through the economic chain and 
are hidden in the price you and 
the consumer pay for goods. The 
story you can pass on about hid- 
den taxes is told in this issue of 
HARDWARE AGE beginning on page 
130. It’s a story that should be 
told over and over again by 
everyone. 


Instead of Criticizing Competition— 
Study It and Make Profit 


T is a favorite indoor sport of 

some independent merchants, 
regardless of their fields of opera- 
tion, to sit down and criticize their 
competition — particularly chain 
store competition. Chain stores 
burst forth at scheduled times with 
specific displays—store and win- 
dow—and with advertisements on 
a schedule. There also are other 
differences. 

However it looks to us as though 


a study of chain store operations, 
with a view to emulating some of 
their ways, would benefit any in- 
dependent merchant. A_promi- 
nent eastern hardware merchant 
does just that, and to the profit of 
his store and his employees. Many 
mornings before entering his store 
our friend says, “Before going 
into the store I assume I am the 
manager of a chain store, who is 
shortly expecting a visit from his 
district supervisor. With this 
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thought in mind | look over the 
entire store with a critical eye, to 
spot those things for which | 
would receive a sharp rebuke.” 
This analysis, says the merchant, 
is made not with the idea nor in- 
tention of scolding his associates 
but agth the honest purpose of 
making improvements. 

As a result, our friend’s store 
looks as though he and his asso- 
ciates do, in truth, want to avoid 
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criticism from an 
“higher up.” 


imaginary 
And his sales and 
profit records prove the wisdom of 


his use of some unusual psychology 


for actually there is a “higher up” 
person to consider, and that is the 


consumer who ultimately makes 
the purchases in your store in that 
of our competitor’s. 


This Is No Time for Complacency! 


HE abnormally high sales vol- 

ume of 1948 and 1947, in most 
instances, make 1949 comparisons 
not so impressive. Although opti- 
mism prevails in retail and whole- 
sale hardware distribution chan- 
nels, this is no time for compla- 
cency. Today is the day to start 

if you haven’t already done so 

to plan for more aggressive ef- 
fort behind merchandise of high 
unit sales value. It is the time to 
determine what are quick turnover 
lines and which are potential shelf 


Your Store 


N the final analysis, retail hard- 

ware store salesmen are the 
most important factors in hard- 
ware distribution. They make 
personal contact with the ultimate 
consumers, the people who pay the 
final bill. Unless properly trained 
to present merchandise and ex- 
plain the services for which goods 
are made, they can quickly undo 
all the work expended in attracting 
customers into the store. In just 
a few moments they can spoil all 
the good impressions that advertis- 
ing, window displays and the 
right kind of merchandise have 
created in the mind of a customer. 

Salespeople for retail hardware 
stores, must be trained by the man 
who operates the store, for they 
can seldom be found in other 
stores, offices or localities. Sales- 
people who are rated as good in 
another store may not always pro- 
vide top performance in a new lo- 
cation. 

A hardware dealer’s best solu- 
tion to the problem of getting 
trained people in his store is to 
pick the best help, potentially, and 
then train them himself. By com- 
bining practice, supervision and 
adequate instruction a dealer can 
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warmers. Chain stores concen- 
trate on those lines which sell 
quicky and profitably as well as in 
sufficient volume to make the cash 
register ring often. 

That is good economics in any 
field. 

General economic conditions are 
a big faetor in determining the rise 
or fall of any concern’s volume. 
But whatever happens, in the com- 
ing months, this is no time to say 
“Well. we can’t expect each year’s 


volume to exceed that of each pre- 
vious year.” While such a state- 
ment may be true, broadly speak- 
ing, we cannot just sit and take it. 
If we do we are just being plain 
complacent. 

These are days for expanding 
efforts on the profitable portions of 
our business enterprises and for 
dropping non-productive builders 
of overhead. 

Let’s not be complacent, let’s 
just “get in there and pitch.” 


ls As Good As Your Salesmen 


mold his own sales staff to the 
needs of his store and his trading 
area. The very first day a new 
man is taken on as a retail hard- 
ware store salesman, he should be 
informed of the store’s operating 
policies. As soon as possible he 
should be told which are the profit- 
making lines and which lines are 
primarily carried for customer 
convenience, despite possible low 
profit margin. Train your sales- 
men to go after sales of merchan- 
dise that yield good profit, but 
show them how,to do so in a man- 
ner to create both volume and cus- 
tomer goodwill. 

In-the-store training should be 
supplemented by the study of sales- 
manship principles in school 
courses where available. Em- 
ployees should be encouraged to 
take formal courses in hardware 
merchandising, either by personal 
attendance or through correspond- 
ence courses, 

Store meetings for your entire 
staff, and on a regular schedule, 
are urgently recommended. For 
such sessions, each issue of Harp- 
WARE AGE is a veritable gold mine 
of product information, sales ideas 
and inspiration. New methods of 
handling stock. talking points on 


various items and lines, new poli- 
cies and customer complaints and 
suggestions should be brought up 
and discussed at store meetings. 
These meetings, a most important 
adjunct in the training of sales 
personnel should be as informal 
as possible, so that all employees 
having suggestions or questions 
not involving personal relations 
between management and em- 
ployees, should be invited to pre- 
sent them. 

The training of hardware store 
salespeople is one of the most im- 
portant aspects of store operation 
for both oldtimers and newcomers. 
And that training can be imple- 
mented by tying in with it some 
form of incentive plan. Incentive 
plans, tied in with adequate train- 
ing, mean better volume, higher 
profit and greater customer good- 
will. The form such an incentive 
program takes is a matter for the 
individual store operator to de- 
termine. Some firms favor 
bonuses. Commissions make a 
hit elsewhere. And there is al- 
ways the possibility of a combina- 
tion of such plans, all a matter for 
the individual store owner to con- 
sider in line with his type of trade 
and trading area. 
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SCREEN AND STORM DOOR CLOSERS. 
In three styles and sizes to handle any weight 
door. Positive acting, long wearing. 


LIQUID CLOSERS. Sturdily built for 
long, dependable wear and exceptional 
performance under most difficult condi- 
tions. Plenty of types and sizes for all 
kinds of installations. 2 year 


-—- guarantee. 


STREAMLATCH. The last word in modern night 
latches. Three styles: 
ivory with chrome 
trim; slate gray with 
brass trim; neutral 
with brass trim. With 
or without HOLD-O- 
MATIC feature that 
holds back the latch 
automatically for one 
arm operation 


Quality and value are still first 
considerations in your customers’ 
minds. When you display the 
full ILCO line, you eliminate 
any doubts or questions they 
may have .. . for the ILCO 


trade mark on a Padlock . . 
PADLOCKS. One of the most 
complete lines of cylinder pad- 
locks in the trade. All types, 
sizes and finishes; single or 
double locking; disc tumbler or 
pin tumbler. 


Streamlatch . . . Door Closer 
... or Duplicate Key 
is a sure sign they’re getting 


their money’s worth! 


KEY-CUTTING MACHINES. Make money by 
the minute! A complete range of improved 
Yypes for fast, super- 
accurate cutting. 
Plus — the most 
extensive line of 
dependable key 
blanks on the 
market 


(iN DEPENDENT LOCK COMPANY 








“ 
4, Sad Bo : 
‘ucip te aw Fitchburg, Massachusetts 
Branches in Principal Cities 
NEW YORK, 25 Warren St. DETROIT, 2109 Cass Ave. ee 611 N. Eutaw St. LOS ANGELES, 406 Wall St. 
CHICAGO, 555 W. Randolph St. PHILADELPHIA, 508 Commerce st. FRANCISCO, 121 Second St. SEATTLE, 568 First Avenue, South 
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Do's and Don't's on 


Your 1949 


Outlining what may and what may not be taken as business deductions, 
Mr. Lasser tells which Income Tax Forms should be used for different 
types of business units. Although "inventories should include all mer- 
chandise and supplies,’ says the author, he enumerates circumstances 
in which goods on hand may not be included, such as those received 
on consignment. Shows which tax accounting methods may be used to 
reduce tax, and do it legally, and what compensation can be deducted. 


; = are some sug- 


gestions—all drawn out of my ex- 
perience with retailers. Every one 
of these can be of use to retailers 
in preparing their 1949 tax re- 
turns. 


What About 
Your Deductions? 


The main problem in preparing 
a return for your business is to 
find all deductible expenses. 

You know, I am sure, that per- 
sonal expenses are never allowed. 
This is true even if you pay for 
them out of your business. For 
example, if you write out a busi- 
ness check for the purchase of 
furniture for your home, that is 
not a business expense. It is part 
of your drawings from the busi- 
ness. 

Your own drawings or salary is 
not deductible. 

Capital costs cannot be deducted. 
Generally, the cost of acquisition 
of an asset or of prolonging its 
life is a capital expenditure. But 
the current expenses of running a 
business are not capital expendi- 
tures. 

Strictly speaking, every purehase 
of an asset or property (other than 
inventory) is a capital expense. 
Yet the law permits a deduction if 
the useful life of the item pur- 


112 


chased is less than a year. For 
this reason, the cost of small items 
is deductible. Although capital ex- 
penditures are not deductible in 
the year paid or incurred, their 
cost may usually be recovered. This 
is done through a deduction called 
“depreciation.” 

These deductions which you take 
in the business schedule are in 
addition to the normal deductions 
given everyone, i.e., taxes, interest, 
and contributions. 

But you are not permitted to 
take a deduction twice. If you de- 
duct interest or taxes as an expense 
of your business, you cannot again 
deduct them ,in another part of 
your return. 

If you are in business as a sole 
proprietor, a separate return is not 
filed for your business. You in- 
clude on page 1 of your tax form 
the profit or loss from Schedule C 
on page 2 of your personal tax 
form. If you are a partner, you 
must then use Form 1065. If you 
conduct your business as a corpo- 
ration, you use Form 1120. 


What Can You Deduct? 


Here is a list of possible deduc- 
tions. See how many you can as- 
semble. Deductible business ex- 
penses include: 

Advertising expenses. 
Assistants’ and employees’ 
compensation where paid by you 
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and essential to your business. 

Books required for the busi- 
ness if their useful life is short. 
(If they have a long useful life. 
an annual depreciation deduc- 
tion may be taken.) 

Contributions and assessments 
paid to Chambers of Commerce 
and professional associations 
and made for business purposes. 
Cost of attending meetings or 
conventions. 

Cost of bonding employees or 
assistants. 

Damages, court costs and 
other expenses paid by you in 
connection with most civil law- 
suits. 

Depreciation on your furni- 
ture, fixtures, equipment with a 
useful life of more than one 
year and used in your profession 
or business. 

Display expenses. 

Embezzlement or defalcation 
losses to the extent they are not 
compensated for by insurance. 
(This may be deducted only in 
the year the loss occurs. The 
cost of apprehending the thief 
is not deductible. ) 

Entertamment expenses __ if 
necessary for your business. (In- 
clude dinners, drinks, flowers, 
lunches, parties, tickets to con- 
certs, sporting events and thea- 
ters, ete.) 

Entertainment of assistants 
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TAX RETURN 


By J. K. LASSER 


Author "Business Tax Handbook" 
and "Your Income Tax" 


and employees at dances, parties 
and picnics. 

Equipment you must buy if 
the useful life is short; if not, 
annual depreciation charges and 
maintenance cost may be de- 
ducted. 

Fire, casualty or theft losses 
to the extent they are not com- 
pensated for by insurance. 

Gifts given for business pur- 
poses. 

Laundering or cleaning work- 
ing clothes or uniforms. 


old depreciable equipment, fur- 
niture or machinery used in your 
business. You may deduct its 
present depreciated value (cost 
less depreciation), less the 
amount received for it. 

Annual depreciation only on 
furniture, fixtures, machines and 
heavy equipment. 

Maintenance expense of busi- 
ness premises. Include cleaning, 
electricity, heat, insurance, light, 
paint, repairs, water and _ in- 
cidental alterations. 


Loss on sale or scrapping of 





About the Author: 


J. K. Lasser, who wrote this article for HARDWARE AGE, 
is a Certified Public Accountant in New York, New Jersey 
and California, and the author of "Your Income Tax," issued 
annually and enjoying nationwide popularity, 9,000,000 
copies having been sold. He is also the author of "Business 
Tax Handbook" published every other year and co-author of 
"Corporate Accumulations and Section 102," with Robert S. 
Holzman. Mr. Lasser is also author of ‘How to Run a Small 
Business," to be published later this year, and editor of 
several handbooks on accounting and tax accounting. He is: 
Adjunct Professor, New York University; Chairman, Institute 
on Federal Taxation and Consultant on Business Research at 
the University of Miami; former President, Tax Institute, Inc. 
(A national organization set up for colleges, administrators 
and business for tax research); member, Council and member 
of Federal Tax and several other committees, American 
Institute of Accountants and amember and former Vice 
President of Federal Tax Committee of The New York State 
Society of Certified Public Accountants. He is also editor 
of "The Tax Clinic," a regular monthly column dealing with 
current tax matters in The Journal of Accountancy. 
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Membership fees paid to your 





J. K. LASSER 


trade association for a business 
purpose. 

Messenger service. 

Miscellaneous or unusual ex- 
penses paid by you which were 
directly necessary to earn your 
business income. 

Moving expenses incurred in 
transferring to a new location. 

Office furniture. If its useful 
life is short, the cost may be de- 
ducted when paid. If it has a 
long life, you may deduct only 
the annual depreciation. 

Office supplies, postage and 
stationery paid for by you and 
used in your business. 

Patterns or designs purchased 
by you and required for your 
business. 

Publicity expenses paid by 
you. 

Rent paid for business prem 
ises. (If you use part of your 
residence for business purposes, 
only that portion of your rent 
is deductible. ) 

Repairs to tools, instruments 
and equipment used in earning 
your income. 

Signs used for your business 

cost if the useful life is short; 
otherwise annual depreciation 
charges. 

Telephone and telegraph ex- 
penses. 

Trade magazines, journals 
and periodicals. 

Traveling and other expenses. 
Include railroad and other fares, 
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meals, lodgings, tips, telephone 
and telegraph, baggage charges 
including insurance, attendance 
at business conventions, display 
expenses (hotel sample room 
costs), automobile expenses, etc. 


Do You Use Your Home 
In Your Business? 


Many retailers use part of their 
residences or other personal prop- 
erty in connection with business. 

Then a division of the various 
expenses can be made _ between 
business and personal use. The 
portion used for your business may 
be deducted. For example, when 
an auto is used for both business 
purposes and personal uses, an ap- 
portionment of your depreciation, 
repairs, and operating expenses 
may also be made. You can de- 
duct the portion allocated to your 
business. 

It is perhaps advisable to keep 
records of mileage, number of 
trips, etc., in order to prove a fair 
apportionment. For example, a re- 
cent Tax Court case allowed the 
owner of a retail store to deduct a 
portion of his automobile ex- 
penses. He used his personal car to 
deliver articles sold to his cus- 
tomers. 


What About Pay to Members 
Of Your Family? 


Here are the rules for payments 
you make to members of your 
family for interest, salary or other 
normally deductible costs or losses: 

While no loss from sales and 
exchanges among members of 
the family is deductible, bad 
debts arising in the family are 
deductible. 

Salaries paid are deductible. 
if reasonable, for actual service 
performed for a business, as 
discussed below. 

Interest can be paid. 

Husband and wife can be 
partners in an enterprise pro- 
vided the interest of each in 
principal and income is real and 
continuous. 

Losses on sales of capital as- 
sets between husband and wife 
are not deductible. 

You may pay reasonable sal- 
aries to your wife and minor 
children if they perform ser- 
vices that would ordinarily re- 
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quire an outsider. Each must 
report the salary as income. 
Each files a return and pays a 
tax. 

Your child may receive less 
than $600, and have no other 
income. Then he is not re- 
quired to pay a tax. 


erty, or shares) to your children 
over 21 who perform various 
services. 

You can also deduct amounts 
paid for household help to the 
extent that their services are 
used in your business. Services 
of members of your family must 
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Amazing, but you may still 
claim him as a dependent (if 
he receives less than $500). 

You are, of course, always 
entitled to a deduction for com- 
pensation paid (in money, prop- 


be continuous and substantial to 
get a deduction. They may not 
be slight or insignificant ser- 
vices as any wife or son might 
perform for her husband (or 
father). (See next page.) 


Gu & 


A Quick Check List 
For Tax Deductions 


DO 


|. Take interest, taxes and contribution deductions in proper 
section of tax return. 

2. Apportion expenses of home, automobile, etc., where used for 
personal and business reasons. 

3. Deduct for salary and interest paid to members of your family. 
4. Claim a dependency for children you support even if you 
pay them a salary. 

5. Deduct compensation paid—even if not in cash. 

6. Distribute partnership earnings according to contract—even 
if made at end of year. 

7. Use the standard deduction when business expenses are high 
and other expenses are low. 

8. Deduct bad debts arising in the family. 

9. Deduct for capital expenses where life of asset is not more 
than one year. 

10. Protect yourself against default in installment sales by one 
of four methods—giving same tax result. 

11. Deduct payments to household help to extent that their ser- 
vices are used in your business. 


DON'T 

|. Deduct: personal expenses. 

2. Deduct capital expenses—but take depreciation deductions. 
3. Deduct losses from sales and exchanges among members of 
family. 

4. Overlook the elections available to you to reduce your tax 
and the method of changing these elections. 

5. Attempt purchases of partnership interests or assumption of 
other partners’ earnings in working out partnership distribution 
of profits. 


[] 6. Overlook the alternatives in selling and buying methods to 


‘= 


OU 


OO 


defer or accelerate income. 

7. Include in inventory: supplies not acquired for sale, capital 
assets, goods received on consignment, and many others listed in 
the article. 

8. Overlook the many alternative methods available in valuing 
inventories. 

9. Deduct drawings or salary you get from your own proprietor- 
ship or partnership. 

10. Overlook that expenses may be deductible while income is 
deferred in installment sales. 

11. File a separate return for your business if you are a sole 
proprietor. 
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For Compensation to 
Wife 


Adult children 


Minor children 
to prove that 


Real employee relationship exists. 


You Treat It This Way 


No part is deductible. But you 
can split your income with her. 

Any reasonable pay and board 
are deductible. 

If you seek a deduction, be ready 


You actually make payments for services (by payment for schooling 
or support might be in that class if it is really pay for services). 

The minor chooses to work with you rather than somewhere else. The 
services must be voluntary, not enforced. 


Actual services are performed 
of the household duties. 


Are You Getting Full Use 
Of the Standard Deduction? 


Individuals in business often 
have an important stake in the 
“optional standard deduction.” 

Your total income, less your 
“business deductions” and capital 
losses (described below) is called 
your “adjusted gross income.” 
Your standard deduction is about 
10 per cent of your adjusted gross 
income, but never more than 
$1,000. But if your adjusted gross 
income is less than $5,000, and 
you want to take your standard de- 
duction, you must use the tax 
table in Form 1040. 

If your adjusted gross ineome 
is $10,000, you can still have a 
$1,000 standard deduction without 
proof. But if you are a married 
person filing a separate return, 
your standard deduction cannot be 
more than $500. If you want a 
larger deduction, you have to 
itemize your costs in filing Form 
1040. 

The standard deduction is in 
place of only part of your deduc- 
tions. Some of them are not in- 
cluded in it. Most important, you 
are allowed your entire business 
costs as deductions to determine 
your adjusted gross income. 

Example—A storekeeper has 
income of $4,000 and costs of 
$1,000 to run his place. He then 
has interest and taxes on his 
home of $400. He first deter- 
mines his adjusted gross income. 

That is $3,000. Then he figures 

10 per cent for his standard de- 

ductions. That is $300. Obvi- 

ously he should not use the 
standard deduction, if he seeks 
the cheapest tax. since his actual 


not those ordinarily classed as part 


deductions are $400, He should 

itemize his costs. 

So it becomes important for you 
to know which costs are included 
as “business deductions” and 
which are in place of your stand- 
ard deductions. Your business de- 
ductions are allowed you as an 
ordinary and necessary cost of op- 
erations. This includes all busi- 
ness interest and taxes, losses in 
business. business contributions or 
other costs directly incurred. 

You may get your cheapest tax 
if you will segregate these costs. 
This will permit you to take full 
account of all the costs that re- 
duce business or professional in- 
come, 

Your standard deduction is 10 
per cent of your adjusted gross 
income, but not over $1.000. You 
get your adjusted gross income by 
subtracting from your total in- 
come— 

All of your ordinary and 
necessary costs to conduct your 
operations. 

Including all rent, interest, 
taxes, losses, contributions and 
other costs directly connected 
with your business income. 


When you use the standard de- 
duction, the usual rule is that the 
higher the business deduction, the 
greater will be the total deduc- 
tions. That is because you reduce 
gross income by business deduc- 
tions to get adjusted gross income. 
Then you compute a standard de- 
duction on that adjusted gross in- 
come. 

Compensation may be in cash. 
3ut you may also have a deduc- 
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tion if you pay in other than cash 
for example, 

Amounts deducted from sal- 
ary or wages for social security 
taxes, hospital benefits, pension 
provisions, or for payment of 
any debts, by assignment of 
wages, garnishee deductions or 
payments made because of a 
judgment. 

Amounts paid for services as 
an employee. in a form other 
than cash, such as property, 
notes, stock. or even tax-exempt 
bonds. If employees are paid 
for services with something 
other than money, the fair mar- 
ket value of the thing given in 
payment is a deduction. But if 
services were rendered at a 
stipulated price, that is generally 
presumed to be the fair value of 
the property received. If notes 
with no fair discount name are 
given, these are not a deduction 
until they are paid. 

Living quarters, clothing, 
meals, light, heat, telephone, au- 
tomobile or similar expenses fur- 
nished. 

Notes given—if worth face 
value. 

In case of ordinary life insur- 
ance premium, you have a de- 
duction if the employee can 
designate the beneficiary. 

In case of property sold to 
employees for less than fair mar- 
ket value, the difference be- 
tween what you sell it for and 
the fair market value is a deduc- 
tion if intended as additional 
compensation. 


What About Your Salesmen? 


If any of your salesmen work on 
a commission basis and have a 
drawing account. The income 
which a salesman reports may not 
be the amount that he actually 
draws during the year. It may be 
more or less. It depends upon the 
arrangement you make with your 
salesmen: 

1. If the drawings this year 
were equal to the salesman’s 
earnings, then he— 

Is taxed on the amount drawn 
or earned (they are both the 
same ). 

2. If the drawings were less 
than his earnings and he— 
Had the right to draw the bal- 
ance of his earnings this year, 


Lis 





he is taxed on the amount of 
his earnings. (This is called 
“constructive receipt.” ) 
Cannot draw his earnings until 
a certain period after they are 
earned, he is taxed on the 
amount of his drawings. (If in 
1949 he had drawings against 
1948 earnings which he could 
not draw in 1948, he includes 
those drawings in his 1949 in- 
come. ) 

3. If the drawings are more 
than his earnings and he 
Does not have to repay if he 
leaves his job while over-drawn, 
he is taxed on the amount of 
his drawings. 
Must repay any amount over- 
drawn on leaving his job, then 
he is taxed on the amount of his 
earnings. (If in a later year his 
earnings are greater than his 
drawings—the excess being ap- 
plied to his previous overdraw- 
ings—he is taxed on the entire 
earnings. ) 


How Can Partners Control 
The Division of Income? 


If you distribute partnership 
profits, salary, or interest on 
capital accounts—determined at 
the end of the partnership year— 
they are treated as ordinary in- 
come to the partner in the year 
ending with the close of the part- 
nership tax year—not that of the 
individual. All items are treated 
as distribution of partnership 
profits. 

Partnership distributions are en- 
tirely a matter of contractual re- 
lations. 

As long as there is no effort 
among the partners to purchase 
the interest of another partner, or 
to get another to assume earnings, 
they may determine partners’ in- 
dividual earnings on the last day 
of the year, rather than at its start. 
That often occurs in professional 
partnerships. Here the arrange- 
ment is that earnings will be al- 
located on the basis of the respec- 
tive contributions of individual 
partners to the business for the 
year, or the partners may: 

1. Alter the contract as many 
times during the year as the 
partners see fit to state properly 
the respective incomes of each 
partner. This is not assigning 
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income earned to another part- 
ner. It is recognized by the 
courts as determining the meth- 
od in which income is actually 
earned by each partner. 

2. Even give one partner a 
fully deductible loss while the 


others have taxed profits. This 
can be done by guarantees of 
one partner to the others. 
Obviously this process affords 
much opportunity for control of a 
partner’s individual income. This 
can, and probably should, be ma- 








What About Tax Accounting Methods to Reduce Your Tax? 


The law offers you a good number of elections to reduce your tax when 
you are preparing your tax return. They include— 


You Have This Election 


Accounting Methods—Report in 
many ways, for example— 
Cash basis; or 
Accrual basis, etc. 


Bad debts—Deduct: 
Actual bad debts as they occur; 
or 
An addition to reserve for bad 
debts. 


Partial bad debts—Deduct: 
Amount that is partially worth- 
less; or 
Entire debt when it becomes all 
worthless. 


Carrying charges related to ac- 
quisition of capital assets— 
Deduct in year paid; or 
Capitalize (add to cost of asset). 


Installment sales by dealers—Re- 
port: 
All the profit in the year of the 
sale; or 
The portion of profit of the col- 
lections as made. 


Casual sale or'sale of real property 
when certain conditions are 
met— 

Same as item immediately above. 


Involuntary conversion proceeds— 

Use to restore or replace the 
property immediately; or 

Use to set up a replacement fund. 


Inventory—Value it many ways; 
for example— 

First-in, first-out (“fifo”) 
method; or 

Last-in, first-out (“lifo”’) 
method. 

Retailers also have an election 
of using the retail method or 
the conventional method in 
connection with one of the 
above methods. 


To Change Your 
Election, You Do This 


Get permission from Commis- 
sioner. 
You must apply within 90 days 
after start of year in which you 
want to change. 


Get permission from Commis- 
sioner. 
Apply at least 30 days before 
the end of the tax year. 


This deduction is only available if 
the reserve method is not used. 
The only change to be con- 
sidered is the one immediately 
above. 


Once you elect as to a specific type 
of deduction, all similar types 
must be treated similarly. But 
you still have an election as to 
other types. 


Get permission from the Commis- 
sioner. 
Apply within 90 days after start 
of year in which you want to 
change. 


You may make this election each 
time you have a sale of this type. 


You must apply promptly for per- 
mission to set up a replacement 


fund. 


To change from “fifo,” you must 
file Form 970 with your return. 
To change from “lifo,” you must 
get permission from the Com- 
missioner. Apply within 90 
days after the start of the year 
in which you want to make the 
change. 
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Top to bottom—Forms 1065, 1120, 1040 and 970 mentioned in this article. 


terially reduced when his efforts 
for the firm have been at a reduced 
scale during a year. And it might 
be increased, with consent of other 
partners, when the labors of an 
individual partner warrant it. You 
might, for example, provide. by 
year-end arrangements, that nearly 
all losses are to be borne by one 
partner. He may well be the per- 
son able to use them in a given 
year. 

Partnership income cannot in- 
clude personal earnings of a part- 
ner—unless you make your agree- 
ment covering that point. They 
are taxed to him. More important, 
one partner cannot pay partnership 
costs and expect a deduction. The 
partnership must pay them. 


How Do You Handle 
Your Business Sales? 


One way to defer sales income 
is to arrange to ship merchandise 
on consignment this year to be 
sold next year. If you merely 
simulate a consignment, the law 
will tax you when you give title 
to your shipment. 


Trade and cash discounts give 
you a control of income. Give 
trade discounts on your sales if 
you want a deduction. Take cash 


Dealers of personal property 
who regularly sell by the install- 
ment plan can adopt one of four 
ways of protecting themselves in 
case of default. 

An agreement that title is to 
remain in the seller until the 
buyer has completely performed 
his part of the transaction: 

A contract in which title is 
conveyed to the buyer immedi- 
ately, but made subject to a lien 
for the unpaid portion of the 
selling price; 

Immediate transfer of title to 
the buyer, who at the same time 
executes a reconveyance in the 
form of a chattel mortgage to 
the seller; or 

Conveyance to a trustee pend- 
ing performance of the contract 
and subject to its provisions. 
The tax result is the same with 

all four methods. 

Income from installment sales 
may be reported on the cash, ac- 
crual, or installment basis. No per- 
mission is required from the Com- 
missioner to adopt the installment 
basis, whether for the first or a 
later year return. 

The income reported is a pro- 
portion of each installment pay- 
ment received this year. You find 
the gross profit ratio to the total 
sales for the year when the sale 
was made. It is done this way 
(See table below.) 


Collec- Income 

Total Cost of Gross % of tions Reported 

Year Sales Sales Profits Profit in 1949 in 1949 
1947 $50,000 $25,000 $25,000 50% $20.000 $10.000 
1948 80,000 48.000 32,000 40% 30,000 12,000 
1949 60,000 42.000 18,000 30% 10.000 3,000 


discounts on your purchases if 
you want the A trade 
discount reduces your sales (or 
purchases) at the. time of the 
transaction. A cash discount is a 
deduction only at the time pay- 
ment is made. 

Can you use the installment sales 
method? If you regularly sell your 
merchandise on the 
basis, you can 


income. 


installment 
defer the 
profit to the year when you collect. 
You do not need to make all your 
sales by that process. You can 
use the installment sales deferral 
on only your installment business 

providing you regularly sell 
that way. 


o — 
gross 
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Expenses and other deductions 
(not included in cost of sales) are 
deducted in the year when in- 
curred if you use the accrual basis. 
They are not allocated to the years 
when the income upon the collec- 
tion is reported. 

An installment dealer may find 
it necessary to finance his install- 
ment sales. He can 

Borrow money from a bank 
or finance company and agree to 
keep a margin of installment 
notes from customers as_ se- 

curity. 

Assign installment notes to a 
bank or finance company. They 


(Centinued on page 173) 





AAT) Gtr ane’ 


Here is a section of the hardware 
department showing the lighting 
fixture canopy. Note wide aisles. 


Sales Top $300,000 Mark 


[. one were to draw a 
circle with a 75-mile radius. it 
would practically constitute the ex- 
tensive trade territory served by 
Nelson’s Hardware & Furniture 
Co., an Ace Store, at Park Falls, 
Wis., a town with a population of 


but 3,242. 





= | ING FILTURES 





Furthermore, within that trade 
territory, there are a limited num- 
ber of towns having a larger popu- 
lation than Park Falls. There are, 
however, only one or two of them 
which have as large and complete 
hardware stores as Nelson’s. In 
this big trade area. dairying, lum- 
bering and the operation of vaca- 


tion resorts constitute the main 
activities. The population is 
sparse and scattered, except at cer- 
tain points. Naturally, such a re- 
gion has varied merchandise needs. 


Its 40th Anniversary 


Nelson’s Hardware & Furniture 
Co. serves this big territory profit- 








oo Vrardware 


The front of the 
store is of the 
visual type with 
a single central 
entrance for the 
two divisions of 
the business. 
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ably and well. Last vear the store 
celebrated its 40th anniversary, 
and further growth is indicated. 


Cost $30,000 


In 1946, at a cost of approxi- 
mately $30,000, this store was 
given an extensive remodeling. 
This provided greater display and 
service facilities. and increased 
business from $176.000 in 1946 
to approximately $300,000 in 1948. 
Of this volume. about 70 per cent 
can be attributed to the hardware 
division. 


The farmer. the vacationist or 


a L Ly 


Paint and wallpaper are featured 
to advantage in this section of 
the establishment's first floor. 
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Ladies find the displays of gift- 
wares and more prosaic lines both 
interesting and well illuminated. 


in a Town of Only 3,242 


And Nelson's Hardware & Furniture Co. does more 
than $200,000 of that in hardware and related 


lines. Deliveries made within a 75-mile radius 


“WALLPAPER Suantsossici~ 


sai 














This section of the basement is given over to a display of 
working equipment. It's a spot that is popular with farmers. 


the town resident, who goes into 
this hardware store can find just 
about anything in the way of hard- 
ware and home furnishings that 
he wants. No need to go to dis- 
tant cities to get a big selection of 
stock. The steadily rising volume 
of trade reveals the fact that such 
a store is appreciated by people in 
this tremendous trade territory, 
measured in miles. Customers 
come from many distant towns 
and crossroads to shop at Nelson’s 
Hardware & Furniture Co. 


Two Floors and Basement 


The remodeled store has a 50-ft. 
front and is 115 ft. deep. The 
second floor, devoted principally 
to furniture and appliances, is 50 
bv 75 ft. The basement. contain- 


Spraying equip- 
ment, steel goods 
and a variety of 
other farm needs 
are concentrated 
in this part of the 
basement. 


Oo O 
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ing a display of farm and lumber- 
ing merchandise is 26 by 120 ft., 
and is very popular with farmers. 

“Our idea in establishing this 
store on its present basis was to 
give the townsperson and _ the 
farmer a complete home store,” 
says J. O. Nelson, president and 
founder of the company. “We 
carry a large stock of varied mer- 
chandise. People who come here 
from nearby towns are all aware 
that we have a big stock and that 
they can get what they want here.” 

The character of this store’s 
business varies with the months of 
the year. In the winter, lumber- 
men’s supplies sell very well. There 
is still a great deal of lumbering 
in northern Wisconsin, often by 
small companies. and these firms 


need hardware and lumbering sup- 
plies. Many farmers do lumbering 
to some extent on their extensive 
woodlots and they need special 
saws and other tools for this work. 
Power and hand tools sell very 
well throughout the year. 

Dairy and poultry farmers have 
a high, relatively stable income. 
and equip their farms very well, 
and so the store features merchan- 
dise for them. The Nelson farm 
section, in the basement, is usually 
crowded with farmers. A sizable 
stock of harness and horse goods 
is carried on hand, because many 
farmers in the region have horses 
as auxiliary power. Demand for 
such merchandise is quite brisk 
in this area. 


Delivery Problem 


“Our delivery problem is quite 
important,” says Carl P. Nelson, 
secretary and treasurer. “We'll de- 
liver from 50 to 75 miles on hard- 
ware and furniture. This is im- 
portant to the customer who buys 
bulky merchandise and who lives 
some distance out. Of course, we 
have to group and route deliveries, 
but the customer is patient in this 
regard. Weather conditions some- 
times hold up deliveries a day or 
so, but we manage to satisfy cus- 
tomers. For such a large territory 
as ours, a delivery service, is a 
‘must’.” 

In a rural and resort area of this 
type, bottled gas is decidedly popu- 
lar. The firm has more than 200 
accounts which it services with 

(Continued on page 138) 
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Here's a section of the appliance room display at Christoph's. 


Asking Questions Suggests 
Extra Sales and Makes Sales 


George Christoph trains staff to find out 
customers’ buying intentions. If not made on 
the spot, the road is open to a future sale 


Eres sales are made 


at Christoph’s Hardware, Streator. 
Ill., because George Christoph. 
owner, and his staff ask customers 
about their buying needs and de- 
sires. This is especially true when 


it comes to appliances. George Christoph 


The theory is that most home- tehes on order 
owners want more appliances than for @_ refrigera- 
they actually own. So. i hee tor. All he did 

ey ac _ y own. So, - order to wes esh the eus- 
find out just what appliances they tomer if he was 
want, the store’s sales staff in all in need of one, 
| i ee ee aaa He was and the 
departments—hardware, farm im- ache iia 


plements. and appliances — asks 
every customer, at every oppor- 
tunity, “Do you need a washing 
machine?” or “Do you need a 
refrigerator?” And many a large 
appliance sale is made by the lead 
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that results from such simple 
questions. 

In answer to such questions, the 
customer who may have made only 
a small purchase, may readily 
reply, “Well, I have been thinking 
about it. How much would a good 
washing machine cost?” Then the 
sale is on its way. 

In case the salesman knows that 
the customer has a washing ma- 
chine or a refrigerator, the ques- 
tion is phrased in this manner. 
“What appliance are you thinking 
of buying next?” Most customers 
are willing to discuss their buying 
intentions. 


Helps the Customer 


If a customer contemplates buy- 
ing an electric range, for example. 
but does not think she can afford 
to buy one for several months, she 
nevertheless still likes to talk about 
her intentions. The fact that she 
likes to talk gives the Christoph 
Hardware a prospect for an addi- 
tional appliance sale. Then, too, 
the store management can show 
her how she can afford to buy that 
range immediately. 

Mr. Christoph keeps daily. 
weekly, monthly and yearly ree- 
ords of what his nine sales clerks 
sell. In this way he can check on 
their performance, and he then 
has records on which he can base 
yearly bonuses to employees. 

He also tells his salespeople to 
be as friendly as possible with cus- 
tomers, to talk with them and learn 
their interests. For example, a 
local carpenter was once told 
where he might get some carpen- 
try work on a farm in the Streator 
area. In return the carpenter un- 
expectedly gave the store a tip 
about a farmer who planned to 
buy farm machinery and home 
appliances. That tip amounted to 
a $2,500 sale which probably 
would not have been made had 
the store not followed the policy of 
learning more about its customers. 

Mr. Christoph says that the 
average store owner and his sales 
clerks have no accurate picture of 
the true purchasing power of cus- 
tomers who come into the store to 
buy. One may know something 
about a man’s income but not 
necessarily how much money the 
man has available for spending. 

“It is mighty easy to forget to 
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ask customers if they need appli- 
ances, or what appliance they plan 
to buy next,” says Mr. Christoph, 
“but I make it a point to remind 
the sales clerks every morning of 
this important phase of our selling 
program. Such a system of re- 
minding helps them and me put 
this sales technique into effect 
every day.” 

Mr. Christoph’s store is on the 
right hand side of a large build- 
ing, and his appliance and farm 
machinery division is on the left. 
A wide entrance connects the 
two stores at the center. Each 
store also has its own front en- 
trance. 

“We make full use of the dis- 
play material which appliance 
manufacturers give us. for we have 
found that it helps us make sales,” 
says Mr. Christoph. “We use dis- 
play material which can be hung 
up and we also have many appli- 
ance folders placed at strategic 
points. We are always surprised 


at how often people pick up these 
folders and read them when in the 
store, while waiting to be served. 
or to have packages wrapped. We 
also have appliance folders in the 
hardware section and insert some 
with purchases made to people 
whom we think are prospects.” 


Better Selling 


While a well arranged, and well 
stocked store is a big asset in mak- 
ing a_ satisfactory number of 
profitable sales today, Mr. Chris- 
toph thinks an important key to 
profitable operation is better sell- 
ing. Merchandise has excellent 
selling points which need to be 
emphasized to prospects to get 
them interested in buying. It is 
in this phase of selling that in- 
formed, personal salesmanship can 
prove to be the tool which pro- 
duces greater sales volume. Mr. 
Christoph and his sales staff con- 
stantly keep this principle in oper- 
ation in the store. 


Wall Display Promotes Sales of Clocks 


A SPECIAL clock display 
board for both electric and 
mechanical types at the Flanegin 
Hardware Co., Inc., Logansport, 
Ind.. aids in making more sales of 
this kind of merchandise for the 
firm. 

The display is equipped with a 
number of niches in which clocks 














are placed and connections are 
supplied for the electric models. 
Against the lighted backgrounds 
the clocks stand out clearly and at- 
tract the attention of store traffic. 
Most of the display board is at 
eye level and indirect lighting also 
helps in making it very much more 
appealing. 


This wall display makes passers-by clock-conscious and builds sales. 
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Fixture designed to feature a mass display of paint and related items. 


Hardware Age Display Ideas 


How to Sell More Paint and Accessories 


Mos: hardware 


stores stock paints, which they 
carry on shelves along the wall. 
and in many cases the wall space 
is not adequate to stock and dis- 
play maximum stocks. 

The accompanying illustration 
shows a specially designed paint 
table which will feature paint on 
all four sides and, at the same 
time. allow for the displaying of 
many related items—paint, tools, 
scrapers, putty knives, a complete 
line of canned glues, glass cutters, 


etc., all neatly arranged in glass 
bins. When related items are dis- 
played together in any department 
of your store many extra sales 
will result. One or more of these 
tables set in front of the paint 
wall shelving will pay off in in- 
creased sales of all these tie-in 
items. 


Tables Are Adaptable 


The same type of tables also can 
be used for a bulk table top dis- 
play of any seasonal paint sub 
line, and an ordinary one-step 
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riser can be used to step up the 
mass display of cans. 

A number of these tables loaded 
up with quarts and gallon paint 
cans on all four sides will make 
a real mass display out on the 
floor in the paint department and 
will convince customers that your 
store is the main one in town from 
which to purchase paints. 

The height of the table top from 
the floor should not be over 32 in. 
and the space between the ply- 
wood shelves should be governed 
by the size of the can. A good 
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~ 
EXTRA CORNER 


SELF SUPPORTS 


Detail illustration of three-step riser. 


idea is to plan for quarts on the 
top shelf with gallons on the lower 
shelf and base. 

The three-step riser (B) can 
easily be constructed out of ply- 
wood to fit the table top and you 
will note that the steps are built 
on a slant so that the item in the 
bins will be at the proper level 
for customer inspection. The mea- 
surements we list for the riser are 
based on using a table 32 in. high 
which will make the height of the 
top step of the riser 56 in. from 
the floor which will not make the 
unit too high to obstruct customer 
vision across the store. 


The Proper Size 


A good size for the unit would 
be 5 or 6 ft. square depending on 
the present fixture layout in your 
store. In a future issue we plan 
to show a few model paint de- 
partment layouts for various size 
stores and they will show how to 
display the maximum amount of 
paints in the minimum floor area. 
.The solid construction of the 
shelf and table top supporting this 
unit and extra shelf supports can 
be built in at all four corners for 
further support of the shelves when 
loaded with heavy quart or gallon 
cans of paint. 

The base should be of %4-in. 


plywood nailed on to a 2 by 4-in. 
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rim with two or more cross sup- 
ports and this rim should be set 
in about 2 in. to form a toe space 
all around the unit as shown. 
The units shown on these pages 
are designed for the average size 
merchant who must operate on a 
limited budget. That is the reason 
we always show simple, easy-to- 


*2 SET GALK T0E SRACE~ | 


follow construction details so that 
any good local carpenter can build 
them at a saving. We can, how- 
ever, refer you to at least one 
manufacturer of store fixtures who 
has recently developed some spe- 
cial heavy metal standards and 
brackets which can be bolted to 
the base (E) to support the ply- 
wood shelves (C). Using these 
you would only have to build the 
base, shelves, and the three step 


riser (B). 
Paint Brush Display 


Paint brushes, a related line to 
the paint and paint accessories 
displayed on the table top, can be 
shown on the top step of the riser 
held in between metal rods as 
shown. These can be purchased 
in 6 or 10-in. lengths and can be 
firmly attached to the panel (A) 
with three screws. The best place 
to sell more paint brushes is right 
where all the small impulse items, 
glues, scrapers. and plastic woods 
are displayed as an open display 
of these items attracts people. 

A customer can buy a good 
brand of advertised paint, use an 
old worn out brush and wind up 
with a poor paint job and this is 
the reason we suggest the copy 
“Good Paint Brushes Make a Good 
Paint Job” for the panel (A). 





This Display Attracted the Anglers 


When fishermen 
visit the Reinhold 
Bros. Co., 2402 
W. Lisbon Ave,, 
Milwaukee, Wis., 
an Ace _ store, 
they quickly see 
the sports de- 
partment. The 
store management 
has mounted nu- 
merous baits on 
removable panels, 
and also installed 
a couple of bent 
pipes onto which 
reels are fasten- 
ed. Thus the fish- 
erman has every- 
thing he needs in 
the way of fishing 
supplies right be- 
fore him at this 
store. With the 
baits put on pan- 
els, there is more 
eye appeal than 
if they were laid 
flat on a counter 
display, say store 

officials. 
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Get Ready for Warmer Weather 
With Barbecue Equipment 


Maxwell Hardware Co. features the line in its 
windows in early spring and capitalizes on 
its gift possibilities throughout the season 





= Maxwell Hardware 
Co., Oakland, Cal., has found that 
barbecue equipr ent and an accom- 
panying number of accessories to 
be very profitable line. The vol- 
ume of these sales is increasing 
every season, as more and more 
people become acquainted with the 
delights of cooking and eating out 
of doors. Barbecue lines are the 
answer to a maiden’s (and ma- 
tron’s) prayer, for barbecue cook- 
ing is essentially a man’s job, and 
when father gets the cooking urge 
there are an endless variety of ac- 
cessories to offer him as gifts. 
The season on the Coast usually 
opens about the first of March and 
is very active until July. Many 
people, especially those coming to 
California in the winter, purchase 


some of the essentials at once. in 
order to have them ready for early 
spring. Newspaper ads and win- 
dow display are the most effective 
methods of advertising, as these 
lines must be seen to arouse the 
greatest interest. Young people 
frequently purchase an entire out- 
fit at once, including a portable 
pit, maple block, maple serving 
items, hats and aprons, heavy 
tableware, and a number of small 
accessories. The majority of 
people, however, buy only the 
grill, table and benches at first. 
using the pottery and cooking 
utensils they have on hand. But 
soon they want a typical barbecue 
line, so ranch pottery, copper and 
brass pitchers, big wooden bowls, 
caps, aprons and the like find a 
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This display of barbecue equipment 
attracted all members of the family 
and paved the way for gift sales. 


ready sale throughout the season. 

Maxwell’s concentrates on sell- 
ing the portable pit or grill. Once 
this is installed there is a steady 
demand for all the acéompanying 
lines, which are purchased both 
by the “chef,” and as gifts. For 
Father’s Day in June, for birth- 
days, anniversaries, and Christmas 
there are many accessories to sug- 
gest. The firm never runs out of 
items for new gadgets are constant- 
ly being placed on the market, and 
they are stocked as soon as they 
are available. 

The chief difficulty in setting up 
a barbecue line is the initial cost, 
which H. K. Hanneson, buyer for 
the Barbecue Shop, figures at 
about $1200. For those who do 
not wish to stock the heavy equip- 

(Continued on page 145) 
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Interior view of plant display window. 





Greenhouse Tie-in Boosts 


Stadelman-Bonn Hardware Co. features greenhouse- 
grown plants during April and May on a 40 per 
cent basis. Sales of garden tools also increase. 


iii BONN 
Hardware Co. at The Dalles, Ore., 
a wide awake city of 15,000 on 
the Columbia River, above the 
Bonneville Dam, has worked out 
a unique program for cashing in 
on the garden trade for the 
months of April and May. 

Each year in November, L. A. 
Ralph, who has charge of the 
garden department, goes to a local 
greenhouse, and with the pro- 
prietor checks through the list for 
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the coming spring. All vegetable 
and flower plants are grown by 
the greenhouse and placed in the 
store on consignment. The store 
is allowed a straight 40 per cent 
on sales. Each weekday morning 
before the store opens the green- 
house truck delivers a fresh supply 
of plants which are displayed in 
the store window. 

In the vegetable line the store 
features head and leaf lettuce, 
cabbage (three varieties), cauli- 
flower, which retail at 25 cents a 


dozen plants. Onion plants 100 
for 25 cents. Tomato plants (six 
varieties), peppers (two varieties), 
egg plant, celery, and parsley re- 
tailing at $1 a dozen plants. 


Flower Plant Sales Lead 


Flower plant sales lead vege- 
table plant sales two to one. The 
leading annuals carried include: 
Snapdragons, zenias, asters, agera- 
tums, salvias, petunias, stocks, 
marigolds, and lobelias. These 
annuals retail for 50 cents a dozen. 

Geraniums sell for 40 cents a 
plant. Carnation and delphium 
plants at 75 cents a dozen. Be- 
gonia and lantana annuals at 15 
cents a plant. 

In 1948 Stadelman-Bonn Hard- 
ware sold over 10,000 dozen to- 
mato plants and over 3,000 dozen 
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Seed Volume 60 Per Cent 


annuals during April and May. 
Besides these two classes they sold 
over 1,000 dozen of what they 
term “odds and ends’ plants. 


Sales Increasing 
The year 1949 showed a sub- 


stantial increase over 1948 and 
L. A. Ralph estimates that 1950 
will be the all time banner year. 

Since the plant line has been 
added, seed sales, both bulk and 
package have been running from 
40 to 60 per cent above previous 
years when plants were not of- 
fered. Garden tools and acces- 
sories, including plant foods are 
moved up to the front of the store 
for the two months in which plants 





are handled. Sales from this line LAS 
have doubled since the line was Garden tools, plant foods and garden accessories are also moved to the 
(Continued on page 168) front of the store during the months in which the plants are featured. 
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The bulk and package seed section is on 
wheels and is moved to the window area. 
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All Types of Floor Coverings 
For All Types of Customers 


Ta hardware depart- 


ment store of Eugene Maurer, 
Inc., on Germantown Ave., Phila- 
delphia, Pa., caters primarily to 
home owners and craftsmen and 
carries a diversified stock to meet 
their needs. Like many other hard- 
ware stores, Maurer’s sells and in- 
stalls linoleum, asphalt tile and 
rubber tile floor covering, but also 
goes a step beyond with the mer- 
chandising of broadloom carpet- 
ing, priced up to $4.50 per yard. 

Long established in its area, 
Maurer’ receives many recom- 
mendations from customers who 
have purchased floor coverings at 
the store and this has led to num- 
erous sales. In addition, the firm 
tells the facts about its floor cover- 
ing and other departments in ads 
in church bulletins and_ classi- 


Eugene Maurer, Inc., handles a diversified line 
ranging from asphalt tile to carpeting and does 
its own installation work 


fied telephone directories. While 
smooth surface floor covering, par- 
ticularly linoleum, is sold to people 
making their own _ installation, 
about 90 per cent of the store’s 
sales of this type of merchandise 
is with installation as part of the 
selling price. 


Installation Check Ups 

When people want to purchase 
linoleum, or asphalt or rubber tile 
floor covering, with installation by 
Maurer’s, a prompt visit is made 
to their homes so that a firm price 
can be given for the necessary 
goods. their installation and for 
the removal and disposal of old 
floor covering. 


In its 30 by 17-ft. floor covering 
and paint show room, the store 
offers two lines of asphalt tile, 
three lines of linoleum and four 
lines of rubber tile, as well as two 
lines of paint. Standard inlaid 
linoleum is offered in 60 patterns 
and 15 patterns of heavy weight 
linoleum are also available, the 
standard weight being the best 
seller. Although there is a vari- 
ance in line with the condition of 
the floor to be covered, much of 
the rubber tile is sold at 65 to 68 
cents per sq. ft. installed and the 
asphalt tile at 15 to 35 cents per 
sq. ft. For its broadloom carpet- 
ing. by the yard, the price range 
is from $3 to $4.50 per sq. yard. 





A section of the floor covering and paint department showing some of the numerous patterns. 
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Model kitchen display featured by the store at the annual Faribault Home Show. 


Follow-Up Method Steps Up 
Appliance Volume 


| o farmer who buys 


one appliance from a_ hardware 
store is very likely to be an active 
prospect for another appliance 
within a short time. provided 
products and service are satisfac- 
tory. 

Working on this principle, Joe 
Burmeister of the Marshall-Wells 
store. Faribault, Min., and his 
right-hand man, Bernie Yesek. 
have been contacting farmers in 
their area regularly in the past 
few years and achieving a fine 
appliance sales record. 

Take, for example, the matter 
of floor furnaces. Many modern 
farms today are without good 
heating systems. and the demand 


Joe Burmeister believes in selling a single 
appliance in as many homes as possible and 
following up those sales for future business 


for a good floor furnace is con- 
siderable, says Mr. Yesek. The 
Marshall-Wells store at Faribault 
has sold numerous floor furnaces 
to farmers in the area and one 
sale usually brings in a number 
of others. 


Farmers Furnish Leads 


“Farmers visit one anothei 
quite frequently.” says Mr. Yesek, 
“and they talk about the weather, 
crops and often mention heating 
problems. If a farmer has a new 
floor furnace. sold and _ installed 
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by us, the neighbor frequently is 
impressed with its performance 
and becomes a prospect. Some- 
times he walks into our store with- 
out being called on, and then fre- 
quently when we call back on the 
original purchaser, he tells us of 
neighbors who might be interested 
in a floor furnace.” 

Mr. Yesek also states that the 
farmer who purchases a floor fur- 
nace, often can be sold a washing 
machine, electric refrigerator and 
sometimes a model kitchen during 


(Continued on page 140) 
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Few merchants realize that every sale they make E vcny ae ey ie 
turns them into a tax collector. And on every chant, in fact every businessman, three-v 
purchase, they make, as merchant or consumer, has always been a tax payer. Of state, | 
they pay for an extra load — hidden taxes. that he has often been too pain- soso 
fully aware. Perhaps numbed by vague 
the amounts paid out to local, state, merch 
and Federal governments, he prob- manuf 
ably has taken no notice of his addins 
role as a tax collector. Yet, be- been i 
cause of that role, unwittingly as- throug 
By R. S. WILD sumed, he is forced to bear the chain. 
Associate Editor brunt of some of the consumer re- Abc 
of Hardware Age sistance to price. close 
Hidden taxes are at the root of is onc 
the problem. Imposed on every- return 
thing, from the raw material to then, 
the finished product, hidden taxes bill he 
multiply and pyramid down ye 
through the economic chain, until can fi 
(Billions of Dollars) 7 . , ws al 
a final result is buyers’ opposition. -_ 
down 
Can't Uncover Them All so-call 
cigare 
So complicated and so overlap- It is 
ping is the hidden tax structure pays | 
that it is physically impossible to tobac 
uncover them all. The story can Prope 
only be told in part. But for hard- and o 
ware dealers to create tax aware- per fa 
ness among his customers is a step $48 a 
towards alleviating any resentment come 
towards them as the instrument 
behind a high price. And when | 
consumers reach the same degree Bu 
of tax awareness as hardware deal- 
ers, their concerted efforts can Pgs 
work towards a solution of the the : 
burdensome hidden tax situation nisi 
through their voters’ mandate. ret 
Here is the story that you as a ia = 
hardware dealer can pass on to No 
your customers. It tells of the hid- —_ 
den tax trials and tribulations of the f 
the consumer, which you, after all, wae 
are too. cally 
Mr. Average Consumer, when he The 
puts cash on the line for a pur- and 1 
chase, is generally unaware that porte 
and 
tax 
gove: 
Tax receipts of Federal, State as 
and Local Governments for the mant 
Fiscal Years 1941-1948. 
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he’s caught in the middle of a 
three-way tax squeeze—on local, 
state, and federal levels. He may 
protest the price by muttering 
vague imprecations against the 
merchant, the middleman and the 
manufacturer. He has no way of 
adding up the tax bumps that have 
been imposed on the price down 
through the entire distributive 
chain. 

About the only time he comes 
close to feeling any real tax pain 
is once a year when income tax 
return time rolls around. Even 
then, the sharp smack of the tax 
bill has been softened by the pay- 
as-you-go collection method. He 
can figure on real estate and per- 
sonal taxes. He can manage to nail 
down excise taxes on travel, some 
so-called luxury items, gasoline, 
cigarette and several other taxes. 

It is estimated the average family 
pays $69 in liquor taxes, $45 for 
tobacco and $49 for gasoline. 
Property taxes, some paid directly 
and others indirectly, come to $177 
per family. Sales taxes take another 
$48 and corporation income taxes 
come to $317. 


They Trap the Dollar 


But what Mr. Average Consumer 
—and that includes the man behind 
the counter and the desk too— 
isn’t aware of, except dimly, is the 
tangled web of hidden taxes that 
traps a large part of every dollar 
he pays out. 

No one can unravel the web, 
break down, add up or segregate 
the full bill for hidden taxes that 
every citizen pays out on practi- 
cally an around-the-clock basis. 
The Tax Foundation, a non-profit 
and non-partisan organization sup- 
ported by persons, civic groups 
and business firms interested in 
tax problems, in its studies of 
government spending and taxes, 
has found 150 tax levies on the 
manufacture and sales of a wo- 


YOU Collect Hidden Taxes 
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Federal Tax Collections by Source. 


man’s hat. There are 116 taxes on 
a man’s suit of clothes, 151 on a 
loaf of bread and at least 100 on 
a dozen eggs. 

Hidden taxes pyramid the price 
of everything—from the raw ma- 
terial to the finished product. Some 
of these taxes are collected from 
the manufacturer. Others repre- 
sent levies on business by the gov- 
ernment on every link in the pro- 
duction and distribution chain. 

oO oO 
Charts in this article from 
Facts and Figures on Govern- 
ment Finance, published by 
The Tax Foundation, New York. 
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Selected Fiscal Years 1939-1948. 


All, whether hidden or not, sprang 
from government spending and 
multiplied as government spending 
flourished. 

These hidden taxes, regardless 
of where they are imposed in the 
economic chain are everybody's 
business. They appear on every- 
body’s price and everybody’s bill. 
Here are a few, not always ap- 
parent but nonetheless startlingly 
real, which you as a hardware deal- 
er collect. 

At the manufacturers’ level there 
are excises tagged on to electric, 
gas, and oil appliances, electric 
light bulbs, radio sets, refrigera- 
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tors. sporting goods, phonograph 
records, auto spare parts, tires. and 
tubes. 


639 Hidden Taxes 


On a newly built house in a 100- 
house development and sold for 
$10,000, no less than 639 hidden 
iaxes were uncovered in the con- 
struction, development of site and 
purchase financing. They were 
taxes collected by Federal and state 
governments from the architect, 
huilder, banks, agents, insurance 
companies, railroads, contractors, 
manufacturers, wholesalers, deal- 
ers, and subcontractors. It is pre- 
sumed some of these were absorbed 
but a sizeable percentage was 
passed on in the price. 

Taxes were paid by manufac- 
turers of plumbing and heating ma- 
terials, masonry, insulation, roof- 
ing, wallboard, electrical fixtures, 
hardware, paint, steel, flooring and 
millwork. Dealers and jobbers 
were taxed on their handling of 


the linoleum. plumbing and heat- 
ing materials, electrical fixtures, 
major fixtures and landscaping. 
Supply firms were taxed in con- 
nection with the roofing, insula- 
tion, paint, steel, masonry. lumber 
walls and hardware. 


The Consumer's Troubles 


That is an illustration of the 
hidden tax structure as it affects 
the business man. That same busi- 
ness man, or you as a hardware 
dealer, changing into your other 
role that of Mr. Average Consumer, 
even before you open your doors 
in the morning, runs smack into 
hidden taxes in this manner. Then 
Mr. Average Consumer, according 
to The Tax Foundation, awakes at 
7 a.m., turns off the alarm clock 
(price, $6; tax, $1.20). He climbs 
out of bed (price, $195; annual 
personal property tax, 75 cents), 
walks across the floor of his $8,000 
house (annual general property 
tax, $240), switches on the elec- 
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tricity (33 cents tax on his $10 
monthly bill) which lights the bulb 
(price, 20 cents; tax, 1 cent). 

To music from a bedroom radio 
(price. $30: tax, $1.80), he shaves 
with his electric (see above) razor. 
As a newscaster reports that his 
state is preparing to increase in- 
come taxes and impose a general 
sales tax on everything anyone 
buys, he applies a handful of bay 
rum (price, $1.30; tax, 26 cents). 

He dresses, fastening cuff links 
(price, $3.50; tax, 70 cents), and 
tie clasp (price, $1.50; tax, 30 
cents), puts on his wrist watch 
(price, $70; tax, $14). In the 
kitchen he snatches two slices of 
bread from electric toaster (price, 
$16; tax, 96 cents), lifts his coffee 
from the gas stove (price, $190; 
tax, $8.55), and grabs a glass of 
fruit juice from the refrigerator 
(price, $300; tax, $13.50). 

A glance out of the window 
shows it’s raining, so he calls his 
wife (marriage license, $2) to 
telephone (monthly bill, $12, tax, 
$2.05) for a taxi. No taxi avail- 
able so he gets out his own car 
price, $1,800; tax, $126 plus an- 
nual registration of $8; tax of 5 
cents on each pound of new tire; 
tax of 5 per cent on each new part 
or accessory; state or Federal 
gasoline tax average: 514 cents 
per gallon) and drives (operator’s 
license. $1.50) to the railroad 
station. 

Relaxing at the station with a 
cigarette (price per pack, 20 cents; 
Federal tax, 7 cents; average state 
tax, 3 cents), lit by a match (tax 
51% cents per 1,000). Aboard the 
train, he gives the conductor his 
ticket (price, 85 cents; tax, 13 
cents only if not a commutor) and 
settles down to a hand of bridge 
with three cronies, using, of course, 
a deck of cards (price, 40 cents; 
tax, 13 cents). 

On the way to his business, he 
stops to by a roll of camera film 
(price, 40 cents; tax, 4 cents) 
that he promised his son (birth 
registration, $1), and the lipstick 
(price, $1; tax, 20 cents) he 
promised his wife. 

Arriving eventually at his busi- 


State Tax Collections—by Source— 


1948 Fiscal Year. 
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This past year there has been an 
appreciable gain in most species of 
wild life—thanks to the outstanding 
accomplishments of the nation’s game 
restoration and management experts 
—and tothe growing cooperation and 
understanding by America’s hunters 
concerning wildlife problems. 

And right along with the increased 
game ‘‘crop,’’ the ‘‘crop’’ of hunters 
and shooters of all kinds has soared to 
new heights, too—over 12,500,000 








MORE GAME—MORE HUNTERS 





hunting licenses were issued in 
1949! 

You’ve probably already noted this 
increased interest in shooting. Cer- 
tainly, with more hunters than ever 
before, plus an improved game 
*‘crop,’’ the time has come for a care- 
ful review of gun and ammunition 
sales opportunity in your area and a 
complete stock of items your cus- 
tomers will expect to find when they 
visit your store. 








New Remington-Peters 
movie gives merchandising 
tips to dealers 





Here’s a movie you can’t afford to miss: 
“Two for the Money.”’ It gives you the 
last word on modern, profit-building 
store management. In 30 interest- 
packed minutes you’ll see how up-to- 
date display, inventory and manage- 
ment control, selective buying and sell- 
ing are blended into a profit-winning 
combination. Produced in cooperation 
with the National Retail Hardware As- 
sociation, ‘“T'wo for the Money” will be 
shown at most Hardware conventions 
in 1950. Plan to see it soon. 
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AMMO INVENTORY EASIER 
WITH FREE CHECK SHEETS 








Here’s an extremely 
a easy, quick way to keep 
: an accurate check on 
your ammunition stock. 
And a good way to avoid 
that embarrassing ad- 
mission: ‘‘No, we're 
temporarily out of that 
caliber, sir.”’ 

With these Check 
Sheets you can tell at a 
glance what you have 
in stock, what items 
need replenishing, which 
are the fastest-moving 
types of ammunition in 
your market. Dealers 
using Check Sheets say 
they’re an error-proof 
way to make ammuni- 
tion inventory. 

If you would like to 
try these free Check 
Sheets—easy to read 
and mark—ask for your 
supply. Write to Rem- 
ington Arms Company, 
Inc., Sales Promotion 
Division, Bridgeport 2, 
Conn. 
































** Targetmaster”’ is Reg. U. S. Pat. Off. 
by Remington Arms Company, Inc. 





1950—A BIG YEAR | 
FOR AMMUNITION SALES | 


All signs point to a big sales-harvest in 
the ammunition business in 1950. Never 
before have there been so many hunters 
and shooters of all kinds. Shooters have 
little ammunition on hand now and are 
in the market for fresh supplies. 


BACKED TO THE HILT 


You’ll get plenty of support from Rem- 
ington in 1950, too. We’re going in BIG 
to back you up with hard-hitting adver- 
tising and merchandising—all pointed 
toward helping you to a profitable year 
in ammunition sales. 





FULL STOCKS FOR FULL PROFIT 


So stock up now on the full, well-rounded 
Remington line. Feature Remington am- 
munition in,your store and in your local 
advertising. Shooters will soon learn that 
your store is the place where they can 
get what they want when they want it. 





TIMES HAVE CHANGED 











“Wild? Why, in the old days I shot 
a bear right from that front porch!”’ 
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DAY—Despite the hour, you are constantly the victim of hidden taxes—NIGHT 


ness, he settles to a day’s work 
(annual income, $5,000: federal 
and state income tax, $510). If 
he works hard for the rest of his 
life, he will be able to provide the 
government with a handsome slice 
of inheritance tax. 

So Mr. Average Consumer and 
Mr. Hardware Dealer sit in the 
middle of the muddle of burden- 
some taxes, the over-lapping struc- 
ture of which makes it impossible 
for the tax-payer to find out how 
much he actually pays government. 


Topped War-Time Peaks 


But this much is known: Last 
year most of the nation’s 47,000.- 
000-odd income taxpayers worked 
an average of one month for the 
federal government. The nation’s 
total tax bill, last year, topped 
even the war-time peak; was con- 
siderably higher than the country’s 
food bill and was almost as high 
as the combined cost of housing. 
household expense, medical care 
and recreation for all the people 
in the nation. 

Whatever the burden, the end 
need is simplification of the tax 
structure by Congressional action. 
Excise taxes, hidden or otherwise. 
Federal and state, wartime and pre- 
war imposed present good targets 
for current efforts towards tax re- 
lief. Many of those taxes have out- 
lived their original purposes and 
have been diverted to provide gen- 
eral revenue. Also, once a tax is 
on the books, government is notori- 
ously slow to give up the funds it 
produces. 

What is needed to spearhead the 
drive for general tax relief is more 
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tax awareness on the part of the 
general public, the ordinary tax- 
paying citizen. His influence, 
brought to bear on his elected rep- 
resentatives, can decide the vital 
questions facing Congress in its 
consideration of spending and tax- 
ing programs. 


Varied Demands 


Many suggestions for tax re- 
form have come from the bottom 
of the industrial ladder all the way 
up to the top. Such programs 
naturally follow the special inter- 
ests of the groups involved. There 
are demands for government econ- 
omy, cutting the budget, against 
government spending programs, at 
home and abroad. But whatever 
the difference in approach this is 
certain: The rich man pays in in- 
come taxes and the poor man pays 
in hidden taxes. 

The area of disagreement nar- 
rows when considering the need 
for eliminating the confusion of 
overlapping taxes imposed by Fed- 
eral, state, and local governments. 
That has added to the tax burden 
of all tax-payers and makes the 
present tax structure so unwieldy. 


Separation of Sources 


Roswell Magill, president of The 
Tax Foundation, former Under 
Secretary of the Treasury, writing 
on this problem in the Tax Re- 
view published by The Tax Foun- 
dation, suggests the separation of 
tax sources as an attack against 
overlapping taxes. Thus certain 
forms of taxation would be as- 
signed to federal or state jurisdic- 
tion in an arrangement which 


would prevent poaching. The aim 
is to remove the same item of 
wealth or income or transaction 
from taxation by two or three 
levels of government. 

The Federal government would 
get the income tax from which it 
presently gets 72 per cent of its 
total tax receipts and the states 
now having income tax would re- 
linquish them. In addition the 
national government would draw 
revenue from customs duties and 
liquor and tobacco excises. 


Taxes for State 


To the state would go inheri- 
tance taxes, gasoline taxes, retail 
sales taxes, admissions and unem- 
ployment taxes. In the case of 
corporation taxes, the state should 
adopt a uniform, non-duplicating 
plan for the taxation of corpora- 
tions and of transactions that cross 
state lines. Since each state may 
enact its own tax formula, there 
is much overlapping between the 
states in taxing transactions that 
which originate in one state and 
are completed in another. Con- 
gress could enact a statute provid- 
ing how interstate transactions, 
and corporations doing business in 
more than one state, shall be taxed. 

However the problem is solved, 
however much disagreement there 
is about the methods that arrive at 
the solution to the tax tangle, two 
things are apparent. There is room 
and need for tax revision and for 
tax reduction. In that there is 
general agreement. Greater tax 
awareness can consolidate that 
agreement and keep it before Con- 
gress. 
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HIS is the season when your 
farm customers arein the 
market for chain. 


They'll buy Electra Cow Ties or 
Electra Trace Chains because they 
know Electras are “tops” in quality 
and dependability. 


f 


of your farm customers! 


Also, during the next few weeks 
they'll call on you for log chains, 
well chains, tie out chains, halter 
and dog chains, breast chains, anti- 


spreader chains, Jumbo Grip Farm 


a host of other 


Tractor Chains... 


farm chains. 

















Order a stock from your jobber. 
Place them on display. They'll 
bring you a lot of profitable sales 
... give your Customers security and 


satisfaction in every link! 


A. 2875 
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The Cleveland Chain & Mfx Go. 














Cleveland 5, Ohio 


Round Associate Chain Companies: The Bridge- 
port Chain & Mfg. Co., Bridgeport 1, Conn. 
@ The Cleveland Chain & Mfg. Co., Cleve- 
land 5, Ohio @ Round California Chain Co., 
So San Francisco and Los Angeles 54, Cal. 
Seattle Chain & Mfg. Co., Seattle 8, Wash., 
@ Woodhouse Chain Works, Trenton 7,N. J. 
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Norman B. Holter, the 82-year-old 
head of A. M. Holter Hardware Co. 
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Gift displays are arranged 
on each side of this depart- 
ment which is 10 ft. in width 


and 75 ft. in length. 





_ a first load of mer- 


chandise ordered for the A. M. 
Holter Hardware Co. was shipped 
up the Missouri River to Fort Ben- 
ton and hauled over the 140 miles 
to Helena, Mont., by ox team. It 
was more than a year from the date 
it was ordered until it arrived. 


Increased Population 


That was back in 1867, before 
the state entered the Union. The 
population of the entire area which 
is now Montana was but 18.000. 
Helena today is almost twice that 
size, with the entire state showing 
a population of over 600,000. 

Kighty-two years ago, Norman 
3. Holter. the present active head 


Slide Rule Methods 


of the firm, was born in the build- 
ing which a part of the store oc- 
cupies. 

“In that first shipment of 
goods.” Mr. Holter said, “there 
were gift items. People bought 
vifts then just as they do now, only 
they were mostly practical gifts. 
I don’t think the customers we had 
before the turn of the century 
would feel at home in a gift de- 
partment such as we have today.” 


Gift Shop 75 ft. Long 


Today the Holter cift shop is in 
a separate room 10 ft. wide and 
75 ft. long. In addition to a front 
entrance there is an arched door- 
way leading to the department 
from the main sales floor. 
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Giftwares are displayed on each 
side of this long room. Plate glass 
mirrors are mounted against the 
wall behind the displays, running 
the full length of the room. The 
three bottom display shelves on 
each side are of wood, with a sec- 
ond set of three glass shelves above. 

Running the length of the room, 
through the center of the ceiling, 
which is of acoustic tile, is a four- 
tube fluorescent fixture. The wall 
displays are further lighted with 
indirect light, the tubes being 
covered with a canopy which ex- 
tends out from the wall above the 
glass display shelves. A large neon 
sign is mounted over the archway 
from the main sales floor. 


The Slide Rule Procedure 


Except for the holiday peak, the 
giftwares department inventory is 
held between $6,000 and $7,000. 
Items brought to the department 


G 


The Gift Shop is 
connected with 
the main floor of 
the establishment 
by an arched 
doorway. A large 
neon sign points 
the way for gift- 
minded customers. 








or Its Gift Department 


are marked up 50 per cent. The 
date the item is placed in stock is 
listed in a special book. 

Nine months from the date the 
item goes on the shelf, if it is not 
sold (and this includes everything 
except pattern ware and standard 
items), the price is marked down 
one-third. This reduced price is 
allowed to stand for exactly three 
months. 


“Gift Ware Specials” 


At the end of this three months’ 
markdown, if the item has not 
sold it is transferred to a “Gift 
Ware Specials” section of the de- 
partment and marked at cost. The 
item remains in the special section 
for 30 days. If it has not been sold 


lf an item is not sold in nine months, the 
A. M. Holter Hardware Co. marks it down 
one-third, if still unsold after three months 
it becomes a special and is sold at cost 


it is taken to the wareroom. All 
dates of change and mark down 
are entered in the record book. 

After the lagging item has been 
in the wareroom for 60 days it is 
again brought to the department 
and displayed again for 30 days at 
the specials section. 

“There are a number of ad- 
vantages to this method of han- 
dling our gift items,” says Lou 
Everett, who has charge of the gift 
department and does all of the buy- 
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ing and advertising. “We have a 
regular clientele who come to the 
‘Gift Ware Specials’ section of ow 
department once or twice a month. 
These regular customers are not 
bargain seekers but more people 
who buy gifts ahead of the im- 
mediate need date and like to take 
advantage of the reduced price. 
“We have practically no mer- 
chandise which this stepped-down 
marking method won’t move.” 
The department is showing be- 
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a rr =8=6—Sh lamps. They proved to be slow 
GIFT WARE — ‘i sellers. So slow, in fact, that they 
ite 





AA 





Lou Everett, department manager, in the giftware specials section. 


tween two and three turnovers per 
year. 

Mr. Holter recalls that even this 
method of slide rule mark downs 
for gift items is nut a new pro- 





cedure for the store which has op- 
erated at 113 North Main St. for 
53 years. 

Back in the early days the store 
stocked some fancy oil reading 


This sidewall display of wall planters boosted sales in these items. 
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ALS ' were moved to the back room. An 


enterprising sales clerk hit upon 
the idea of painting the shades, 
shining the brass and putting all 
the lamps on a center table, marked 
down to a very attractive price. 
They all were sold within a week. 


Sales Top $300,000 Mark 
In Town of Only 3,242 


THE 
THE 


(Continued from page 120) Sta 
bottled gas. The service man is wil 
also able to handle delivery of ha: 
some merchandise on his calls. The the 

— % ; cli 
bottled gas volume in itself is 
. Str: 
profitable, and also furnishes con- 
stant contacts with many appli- 
ance-minded customers. 

“We make numerous appliance An 
sales through our bottled gas ser- col 
vice,” says John A. Nelson. “Our fixi 

. . . . . ‘ 
man is well trained in selling. His Sp. 

* . . . i 
recommendations and_ invitations - 
can bring many people into our fur 


store to look at our large stock of 
appliances.” 

The Nelson store employs 11 
people, which is just about the 
largest retail payroll in this small 
town. This gives some idea of the 
employees needed to handle the 
store’s business on peak days. 








The store has a carpet and floor PLI 
covering crew which lays floor cov- G26 — 6’ § 
: : : H26 — 6” § 
erings for people in the area. This we 
service has proved highly popular L26 — 6” 7 
' LS26— 6” § 
and has also boosted floor cover- °° — 7") 
ing sales considerably. The ser- lth 
vice crew is often able to get tips 654 — 61 
nan 
for other sales of merchandise a aed 
stocked by the store. 1936 —10” ] 
282 -- 8” ( 
. . 

Plumbing Supplies — 

The firm sells large quantities of 


plumbing supplies, but has no 
plumbing installation service. How- 
ever, it recommends local plumb- 
ers for such work. In addition, 
many purchasers do their own 
plumbing repairs and buy supplies 
from the large Nelson stock. Fur- 
naces are also sold, and a part 
time employee installs these fur- 
naces in his spare time. 

“Our advertising budget runs 
about 114 per cent,” says Mr. Nel- 
son, “and we may increase it a lit- 
tle this year.” Circulars, news- 
paper and movie screen advertis- 
ing are all used by the firm. 
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THE MORE YOU SHOW |: 
THE MORE YOU SELL ! 


STANDARD DESIGN 


Standard panels measure 24 x 48”, are 34” plywood 
with blond oak face finished natural providing a 
handsome background which effectively displays 
the tools. Tools are securely mounted with metal 
clips and wing nuts—easily removed for demon- 
stration and sale. Furnished at cost of tools only. 


CUSTOM DESIGN 


Any of these displays can be furnished in special 
colors and dimensions to match your own store 
fixtures. Displays will also be made up to provide 
any combination of tools selected by the dealer. 
Special displays are also furnished to the dealer at 
cost of tools only. Chrome moulding, if wanted, 
furnished at cost. 





fools 


DISPLAY NO. 501 


CONTAINS 





PLIERS WRENCHES SNIPS 





T47 — 7” Circular 
S410—10” Standard 
$412—12” Standard 


Al6 — 6” Crescent 
Al8 — 8” Crescent 
H28 — 8” Standard A110 —10” Crescent 
L26 — 6” Thin Nose AC16— 6” Crestoloy 
LS26— 6” Side Cutting | AC18 — 8” Crestoloy 


G26 — 6” Standard 


a — 6° Gemntend The best tool sales tonics you ever saw and they cost 


you nothing. They Show, Remind and SELL at no 








CHISELS cost to you. Displays are supplied without any extra 





50 — 7” Lineman’s AC110—10” Crestoloy : P 
50 — 8” Lineman’s | AC112—12” Crestoloy stock of tools since replacement tools are available 
542 — 7” Diagonal BC168— 6” - 8” 56036" Cs Caen ; 

: 160—34” Cold Chisel through Crescent jobbers. Our display department 


654 — 6” Long Nose Double End 


1000 —10” Combination 360—1"" Cold Chissl 





1000 —12’’ Combination 
1936 —10” Fence Tool 


282 -— 8” Carpenter’s 
Pincers 

282 —10” Carpenter's 
Pincers 








RETAIL 


EVERYBODY 
RECOGNIZES 
QUALITY 


Rescue es FT 


HACKSAW FRAME 


175—%”’ Wood Chisel 
175—1” Wood Chisel 





1046—8” - 10” - 12” 
Adjustable 


175—1{” Wood Chisel 











SIZE 24x48 INCHES. WEIGHT 
HIPMENT 49 LBS. 


$55.65 


PACKED FOR S 


ee oe ee 


a 


ys 
4 4 








f 
by this Jhadewerk — CRESCENT TOOLS 


a 
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FI. __ Ke 


“Crescent” is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and made only by 


To ot 


cOMPAN Y, 
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will work with you on problems of color, size and 
location. Send us full information and a sketch or 
photograph to illustrate your problem. We will fur- 
nish design suggestions. 


CRESCENT TOOL COMPANY 
Jamestown, N. Y. | 


ioscan + 
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TRIPLE 


your 


PAINT REMOVER 
SALES! 


Order this new 
demonstration 
pack today! 


Place the new Klean Strip ‘“Try-it-Yourself” 
pack on your counter or display table so 
your customers can make the famous one- 
minute Klean Strip demonstration them- 
selves! They'll see how Klean Strip actually 
“Pecls off Paint’--so cleanly—so easily! 

The ‘“Try-it-Yourself” pack comes com- 
plete with brush, metal testing panels, book- 
lets, and 12 pints of Klean Strip. It can be 
set-up to go to work for you in a jiffy. 
(Dealer's cost, $6.12: retail value, $9.60.) 

Order from your jobber today and watch 
your paint remover profits grow! There’s 
nothing like Klean Strip! 


DEALERS: For free sample of 
Klean Strip, write 


W. M. BARR & CO. 
2342 S. Lauderdale, Memphis, Tenn. 


2 


KLEAN: | be 





CLEAN * EASY TO USE 
NON-INFLAMMABLE 
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This display, built around 
a pillar, attracted people 
interested in lawn goods. 





rr rrecwmem gig 
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Mass Display Sells Lawn Seed 
And Other Lawn Essentials 


HIS interior display used last 
spring at the main downtown 
store of Ernst Hardware. Seattle. 
Wash.. featured lawn food. lawn 
seed and other items for lawn 


care and growth. Built around a 
pillar, with a fixture for display 
of pamphlets and other informa- 
tion on lawn care attached to the 
pillar, it attracted attention. 


Follow-Up Method Steps Up Appliance Volume 


(Continued from page 129) 


the months that follow his satis- 
factory experience with the floor 
furnace. Thus one original sale. 
handled and serviced properly. 
leads to others. He says that the 
Marshall-Wells store has numerous 
farm accounts ,where from one to 
four appliances have been pur- 
chased in this manner over a two- 
year period. 

“We were also among the first 
dealers in this area to handle tele- 
vision receivers,” says Mr. Yesek. 
“Some dealers shy away from the 
service angle on these sets, but 
this problem didn’t bother us. We 
sold the sets and if any of the 
purchasers had trouble we gave 
them a new set promptly and 
shipped the defective or ailing set 
back to the manufacturer. Han- 
dling such problems promptly has 
helped this store in selling a lot 
Many of 
the purchasers of these sets are 
farmers.” 

Mr. Yesek does not believe that 


of television receivers. 


a cold canvassing method in the 
rural area would produce as much 
appliance business as the method 
his store follows, namely, to sell 
one appliance in as many farm 
homes as possible and then follow 
up on these same accounts to sell 
more appliances within the next 
vear or so. 

“Whenever an appliance cus: 
tomer comes into the store to pur- 
chase some item of hardware not 
related to the appliance he bought. 
we frequently inquire about his 
Mr. Yesek explains. 
“Many customers then tell us what 
they think about the item. 
tell us of minor complaints which 
handle. Others 
praise the appliance, and some 


appliance.” 
Some 


we can easily 
give us tips on neighbors who 
want to buy. We find that regular 
produce many 
wher 


store traffic can 
extra appliance 
handled right.” 

The hardware store also has an 
appliance exhibit at the annual 


prospects 
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Faribault Home Show, attended 
by thousands of townfolk and 
farm residents. Mr. Yesek says 
that numerous prospects can be 
developed at such a show. former 
customers-re-contacted and a great 
deal of sales-producing literature 
given to people wh» later may be- 
come prospects and customers. 





“Last year we had a large model 


kitchen display at the Home | 
Show.” says Mr. Yesek. “We 


made it as homelike as possible. | 


We even laid an asphalt tile floor | Satisfied Customers Profit-Hours for You 














under the units and extending 





three feet out from the base of 


the cabinets.” .. When you rent 


Model kitchen sales at this store 


range up to $650, says Mr. Yesek. 
While a plumbing code prohibits 
stores without plumbing depart- 


ments from installing in the city 
of Faribault, this does not apply aD 

to rural areas. Many farmers to- ar” 

day are very handy with tools and " 


| 
| 
like to install the kitchens they 

purchase at a hardware store. | 














\ 
Build a big and steady sander rental income 


with AMERICAN Quality Machines! 
With American Sanders in the hands of 


However, the store staff aids any 
farmer with installations if he 
desires. 

your customers, you can be sure that the 


machines will do the work with complete 


Dog Harness Display 
Attracts Customers 


NX effective dog harness dis- 
play, with numerous harness 
items hanging neatly on hooks | 
where they can be seen and in- 
spected very easily by customers, 
aids sales at the O'Neill Hardware 
Co., Lake Forest, Ill. The display 
is placed at a strategic spot be- 
tween the sports department and 
the main first floor section where 
it attracts many people. 
Numerous dog supply items, in- 
cluding remedies, are displayed 
under glass at the same spot. 


satisfaction. 
You get the utmost in profit-hours with 
American—because American Machines 
are built right... expertly engineered 
. precision manufactured . . . quality 
throughout. Many have found the 
average cost of repairs and mainten- 
ance extremely low compared with 
high rental profits... built to make 


money for’ you! Send coupon for 





Little American 8” Floor Sander 
lever-type epoceuse 
professional results ° > ° 
in rental use. American Floor Surfacing 


Machine Co., Toledo 3, Ohio. 


free profit-plan booklet. The 


American Rental 8” 
Floor Sander ...tilt- 


type...anideallight 
weight machine. 


FLOOR MACHINES . .. PORTABLE TOOLS 


American Spinner 





ishing, disc sand- 
ing, steel wooling, Street 
and scrubbing 
floors.Brush spread 
14,16 or 17 inches. 








City State 


SEND COUPON TODAY! 








Dog owners find everything 
they need in this display. 











poevweirens site disc. me ae a ae ee ee oe oe ee ee oe ee oe oe oe ao 
type sander finishes The American Floor Surfacing Machi “ 
J 7 s « Machine Co. 
Sonn oe 522 So. St. Clair St., Toledo 3, Ohio 
ets. 542" & 7” discs. DC) Send 12-page illustrated free booklet showing 
how to make money in the floor sander rental 
business. 
DC Send latest catalog on the following, without 
obligation: 
Maintenance Mach- 0) Floor Sanders 0 Floor Edgers 
ines. Labor-saving 0 Maintenance Machine 
machines for pol- — 
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Six Out of 10 Paint Customers 
Buy Brushes at Collignon’'s 


South Dakota dealer believes in giving his 
customers advice on how to do a good paint 
job and emphasizes the need of new brushes 


=_— COLLIG- 


NON who operates a hardware 
store in Woonsocket. S. D.. popu- 
lation 1,050, sells paint brushes 
to six out of every 10 paint cus- 
tomers. 

Here is how he does it: First, he 
learns what kind of job the paint 
customer intends to do. No mat- 
ter if it is house, interior. or fur- 
niture painting. he tells the cus- 
tomer, “If you use a new brush it 
will help you to get much better 
results.” 


Recognize Cost of Labor 


Then he picks up several brushes 
with good bristles and shows them 
to the customer, letting him feel 
the bristles. “In just about six out 
of 10 instances, | make the sale.” 
says Mr. Collignon, “because most 
customers know it’s the labor of 
painting that is the biggest ele- 
ment of cost. The paint and the 
new brushes cost very little in com- 
parison to the cost of the labor of 
painting.” 

Of course, Mr. Collignon points 
out. in order to sell a lot of 
brushes. the hardware dealer must 
carry quite a stock of them. He 
does and many of his small 
brushes range in price from 75 
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Edward Collignon displays some of the quality brushes 
he shows to every customer that buys paint at the store. 


cents to $1.75 and sometimes 
higher. 

“IT always advise a customer to 
buy a quality brush, even for a 
very small job.” says Mr. Collig- 
non. “Other hardware dealers 
who come to visit me are surprised 
at the large stock of quality 


brushes I handle. They can 


hardly believe that | sell them, but 
I do. Give the customer a chance 
to buy the brush which will help 
him to do a good job and most of 
the time he will buy it.” 

Mr, Collignon says that he be- 
gan to place a lot of emphasis on 
brushes when a customer now and: 
then would complain that he didn’t 
get a good job with the quality 
paint purchased at the Collignon 
store. Upon inquiry, he discov- 
ered that invariably the custom- 
ers had used old paint brushes. 
Therefore, he began to stress the 
advisability of using new brushes 


- with every paint job. He has been 


aw 


One of the store's typical 
paint windows that attract 
the paint-minded prospects. 
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THE NEW 1950 SELF PROPELLED 





Sell One Machine for ALL Mowing Jobs 


CUTS WEEDS  .. . With the blade guard removed, A 


Moz-All is a powerful weed cutter. Cuts weeds higher than your 





head. Sails thru thick, tangled grass. Platform bends weeds over, . “a 
blade snips them off, then pulverizes them. Ideal for cleaning weeds J 


from under fences, in orchards, on overgrown lots. 


MOWS LAWNS  ... . MoxAllisa highly efficient lawn 













mower. Whirling blade sucks grass up, gives it a smooth, even cut. NATIONAL 
Clippings are chopped into fine, beneficial mulch, and distributed CONSUMER 
CAMPAIGN .. 


evenly over the ground. Eliminates raking of clippings. One to three 
inch cut. 


TRIMS UP CLOSE . 


Moz-All trims close enough to eliminate 
hand trimming. Cuts right up to walls, 


around poles, next to sidewalks. Trims 
near flowers and bushes. Highly maneu- 


MOZ-ALL is being 
heavily promoted in 
June, July, and August 
in the cream of all 
farmer publications: 
Successful Farming. 
Your farm customers 
want this multi-purpose 
mower. Be prepared. 


verable. 





MOZ-ALL Features That Mean pf 
Money In Your Cash Register 


I. Power drive supplies plenty 
of pull for large lawns and 
hills. Quickly shifted in or out 
of gear. 

2. Finger tip controls let you 
shift and control engine speed 
with little effort. 

3B. Blade guard offers ample 
safety. Moz-All is first in safe- 
ty. Remove guard for cutting 
weeds. 


A. Blade is properly tempered 
for this job. Easily sharpened 
by anyone. 

3. Belt driven throughout. 
Applies steady power. Slips 
with shocks. 

G. Full 12" puncture proof 
tires. Go easily over rough or 


smooth ground. 





ip \y ayy y 
= ' ij a ‘ 
FREE SALES HELPS . ag ™ . Write Today for the complete MOZ-ALL program. 
WIND-KING ELECTRIC MEG. CO. err. wazs0 MERRILL, IOWA 
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IN 22,612,761 a0s 


IN 1950 WE DIRECT 
DAIRY FARMERS TO YOU! 
You know this: 


EASIER TO USE 
EITHER SIDE CAN BE UP! 





Advertised in Successrut FARMING; 
HOARD’s DAIRYMAN; PRAIRIE FARMER; THE 
FARMER; WISCONSIN AGRICULTURIST; NEW 
ENGLAND HOMESTEAD; DAIRYMEN’S LEAGUE 
News; New ENGLAND DAIRYMAN; BETTER 
FARMING METHODS; CALIFORNIA DAIRYMAN; 
WESTERN Dairy JOURNAL; MODERN DAIRy- 
MAN; NATIONAL COUNTY AGENT & Vo-AG 

TEACHER ... and others. 







TIME * BETTER 
PROFIT FOR YOU 


Also Sell 
Pe 
SANIT-AIDS 


Sanitary Cleaners 
WRITE FOR SAMPLES 





“aa 


SCHWARTZ mec. co., two Rivers, Wis. 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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having very results ever 
since. 

When a customer asks what he 
should do with old brushes, Mr. 
Collignon tells him that there are 
many paint jobs about home and 
farm where such brushes can be 


good 


used, especially for first coats. 
When a customer buys a quality 
brush at the Collignon store, the 
owner advises him to take good 
If he follows this ad- 
vice he need not always buy a new 
paint brush for every job. 

“We know who the customers 


care of it. 


are who buy quality paint brushes 
from us.” says Mr. Collignon, “and 
when they come in the next time to 
buy paint we always ask how that 
quality brush is holding up. If 
they care for it properly they can 
use it again.” 

Mr. Collignon says that it is sur- 
prising how much paint informa- 
tion a home owner can forget from 
one spring to the next. Therefore. 
he always inquires of paint and 


varnish customers whether they 


know how to apply the product 
If he receives a negative answer 
he takes the time to explain prope: 
painting processes. 

This advice is appreciated be- 
cause it brings customers back as 
satisfied repeat patrons and that is 
what counts. He finds that a large 
number of paint customers do not 
know how to paint over old enamel 
to make it hold properly. A large 
percentage of them think it only 
necessary to paint over the old 
enamel, wh:le Mr. Collignon al- 
ways stresses that the old enamel’s 
glossy surface must be roughed so 
that the new enamel will take 
proper hold and look well when 
dry. 

To increase paint sales Mr. Col- 
lignon makes effective use of the 
catalogs which are issued by a 
wholesale house. These consumer 
catalogs—including a paint sec- 
tion with color charts—are dis- 
tributed with the dealer’s imprint, 
several times a year. He uses about 
3,000 of these catalogs at a time. 


Mowers Shown Where Traffic Goes 


FAH spring the Giese Hard- 
ware Co., East Grand Forks, 
Minn., displays power and hand 
lawn mowers near the front of 
the store where the heavy traffic 
is sure to see them. There is a 
wide 6-ft. aisle to one side of the 
mower display. This wide aisle 


permits traffic to flow freely and 
also enables a sales clerk to pull 
out a mower into the aisle for 
closer inspection by the prospect. 
Placement of mowers at this loca- 
tion early each year has helped 
boost sales, say officials of the 
company. 





Customers can't miss this aisle display of mowers. 
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Get Ready for Warmer 
Weather With 
Barbecue Equipment 


(Continued from page 125) 


ment at once, it is suggested that 
only the cooking and serving 
dishes, and a varied line of acces- 
sories be carried, and orders taken 
for pits and grills through photo- 
graphs. ; 

Window display is a potent fac- 
tor in putting over the sale of bar- 
becue lines. Early last April the 
firm arranged a_ three-window 
showing. In the background was 
a white picket fence over which 
red roses were trailing. In front 
was one of the portable pits, and 
further down were several grills. 
racks, long handled forks, and a 
wide variety of plates, cups. sau- 
cers, mugs. and condiment con- 
tainers. 





One of Every Three 
Farm Families 
Uses Tarpaulins 


HE extent of the market for the 

sale of canvas tarpaulins on the 
nation’s farms has been shown by 
a Bureau of Agricultural Eco- 
nomics survey which has just been 
completed and made available to 
the National Cotton Council. 

Approximately 30 per cent of 
the families living in rural areas 
own at least one tarpaulin, and 
twice as many farm families own 
tarps as non-farm families living 
in the same area. 

Of those which own tarps, one 
family out of three owns more than 
one. This indicates important pos- 
sibilities for tarpaulin sales by 
hardware stores to the 70 per cent 
who have not discovered the prac- 
tical advantages of tarpaulins, as 
well as additional covers to those 
already owning one, says the Na- 
tional Cotton Council. 

The government survey showed 
that tarpaulin owners used them in 
hundreds of different ways but the 
use stated for tarps by 54 per cent 
was for protection to planted seeds, 
feed, grain, vegetables, flowers, 
fruit, tobacco and hay. The sec- 
ond highest use was for covering 
machinery, followed closely by 
protection to produce and poultry 
being hauled to market. 


To Help You Sell MORE SPRAYERS 
Chapin Offers This 1950 Program — 





© A complete line of sprayers for 1950. Hand and Com- 

pressed Air models; CO. gas operated, Knapsack, 
Wheelbarrow and Cart styles. Also hand dusters for 
every use. 


An active plan for participation in National Hardware 
Week, April 28 to May 6. Write for details. 


catalogs, photographs, etc. 


More representatives in the field than ever before to 
give you greater attention and personal service. 





© Complete merchandising helps, mats, electros, folders, 













... Because 


reports indicate that 
| sprayer inventories are 
| generally low. So are 
| stocks of steel, brass, 
| copper, tinplate and many 
| other materials that go into 
Chapin products. Our prices 
are the /owest in many years. 
They won't go lower—perhaps 
higher as supplies tighten. 
| Therefore, we urge you to order 


NOW. 


Write for NEW CATALOG 
No. 50 


SINCE 1887 


R.E. Chapin Mfg. Works, Inc. 


| 200 CHAPIN ST. F BATAVIA, N. Y. 
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Seeds are featured in the window, plant flats and seed onions in front of the store. 


Display and Advertising Help 


Build Business in Seeds 


A REPUTATION for 


quality seeds, good service, and a 
highly profitable seed volume each 
year has been built by the J. H. 
McGrath Hardware Co., Hastings, 
Neb., through its seasonal window 
displays of garden seed and garden 
items. During the planting season, 
several salespeople are kept busy 
practically all day long helping 
customers at the bulk seed dis- 
plays. 

Knowing that the gardener is in 
the market for many other articles 
at planting time, the store manage- 


o 0 
Steel goods are shown near 
the seed display, a fact that 
aids sales considerably. 
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J. H. McGrath Hardware Co. shows them 
early in windows and store interior and tells 
the story in newspapers and on the radio 
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ment arranges to have related 
items: prominently displayed along 
with seeds. 

One window used last year by 
the firm illustrates this point. It 
showed bulk seeds in a step-up dis- 
play in small glass cups, with iden- 
tifying signs. A large sign bore 
this copy, “Visit Our Bulk Seed 
Department.” On the walk in front 
of the window area were some wire 
baskets containing seed onions. 
There were also some plant flats. 
This was enough to remind many 
a gardener to go into the store and 
purchase seeds for his garden. 


Window Display 


In the window were many more 
gardening items such as fertilizer, 
plant food, sprays and spraying 
equipment, clippers, hose and 
hand and power mowers. A 
power mower was displayed out- 
side the store near the plants, so 
as to heighten the attention value 
of the entire display. 

The main bulk seed section at 
the store is located about half way 
down the 110-ft. store. There is 
plenty of aisle space all around the 
department, so that customers can 
circulate freely picking out the 
seeds they wish. Sometimes there 
are as many as 15 to 25 customers 
waiting in the department and the 
ample aisle room _ encourages 
traffic to move about freely, which 
frequently results in more sales. 

Newspaper, radio and direct 
mail advertising is used seasonally 
to let the people know that it is 
time to buy seeds. The response is 
usually excellent. 


Her Question 
By BERTHA P. BOONE 


HE merely came to buy a stove, 
And told the salesman so; 
He dwelt upon its stainless-steel, 
Its in-take and out-go; 
The tricks of its minute controls, 
Its non-corroding bolts— 
Combustion chamber’s over-size, 
And its new-fangled holds. 
Breathless, he paused to ascertain, 
If he had sold its charm; 
Her only question knocked him 
cold, 
“But, will it keep me warm?” 
(The idea for the poem was 
gleaned from “The Story Teller” 
in Capper’s Weekly.) 
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PRIME the best name 


in electric fence 





Even in ordinary years, 60 percent of all 
quality fence controller sales are made in 
the spring. This year, acreage adjust- 
ments on cash crops make spring electric 
fence needs even greater— and that means 
sales of Prime quality controllers and ac- 
cessories. Now is the time to display and 
sell—_the whole Prime line. If you are out 
of stock on some models or accessories, 
see your distributor, or write direct to the 
factory. Be ready for big business in 
quality controllers. 


New Prices to Help You Sell 


Look at the new suggested retail prices 
for leading Prime models. Model 486, at 
left, has been reduced to prewar price. 
This is the leader of the highline series, 
with the famous Prime Moto-Chopper 
proved by records of continuous service 
for ten years and more. . 


Note the new price for the two-circuit 
Model 2C-1, at left center. It handles 
tough jobs with a separate circuit for 
upper and lower wires, or electrifies two 
one-wire fences. 


On Prime high-quality battery con- 
trollers retail prices have been increased 
slightly—extra profits for you. Model 
333 (shown at left with cover removed) 
is priced at $24.95. Model 33, at $18.50. 
Retail price for the Test-Rite 6-light tester 
is now reduced to $1.95. 


The PRIME Manufacturing Co. 


1669 South First Street * Milwaukee 4, Wisconsin 
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This corner of the 
department is de- 
voted primarily to 
items of interest 
to the fisherman. 





Sporting Goods Occupy 


in Iron Mountain, Mich., a city of | ’round, because about one-fourth 

= GOODS 11.080. K. C. Calvi who has oper- of the store’s display space is de- 

are volume, profit and traffic build- ated the firm since 1921 does a voted to it. He capitalizes on the 
ers at the Quality Hardware Store —_ good business in the line the year _ location of Iron Mountain, which 


is in the midst of a widely patron- 
ized resort area, with enough 
rugged wilderness to give excellent 
trout fishing in brooks, creeks and 
rivers. There is also considerable 
lake fishing. Thousands of tour- 
ists, including many fishermen, 
visit the region yearly from May 
until October. 


Three-Way Advertising 


Newspaper, direct mail and 
radio advertising help to carry the 
store’s sports department’s sales 
talks to many people throughout 


go 








Fishing rods receive front-of-the- 
store attention. This display is 
one of the first things that the 
sportsman sees when he enters. 
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the area. Equipment for hunting. 
fishing, baseball, skiing and other 
sports are featured in the store 
displays during the proper selling 
seasons. 


Fishing Rod Display 

The first sporting goods to 
catch the eye of the customer is a 
rounded corner display in the cen- 
ter of the store just inside the 
front door. This display is made 
for showing long trout and the 
shorter conventional fishing rods. 
The inset area behind the rods is 
used for a display of lanterns and 
tackle boxes, which are indispen- 
sable items for the true dyed-in- 
the-wool fisherman. 

The bottoms of the rods fit into 
small slots, while the center of the 
rods slip into a clamplike arrange- 


ment which makes them stand 
straight. They are easy to take 
out, inspect and replace. 

“This display sells a lot of fish- 
ing rods for us,” says Mr. Calvi. 
“Nobody can miss seeing it when 
they enter the store, and a fisher- 
man will always come closer and 
take a second look. The display 
background can be attached to 
the front of any table, but we like 
it right up-front. 


Large Stock of Baits 

“We carry a large stock of 
baits, because fishermen in_ this 
area like a variety of bait, espe- 
cially those who fish for trout. 
Once a fisherman knows a store 
has a large bait stock, he'll come 
back time and again during the 
season to buy one or more of these 
items.” 

Indicative of the number of 
fishermen and hunters who trade 





A father, son and young friend inspect a mitt. There's a sale in prospect. 


One-Fourth of Their Space 


Quality Hardware Store cashes in on line by 


catering to the needs of hunters and anglers. 


Sale of licenses attracts customers to store 


with the store is the fact that the 
firm sold 1072 resident fishing 
licenses, about 500 non-resident 
licenses and more than 1000 hunt- 
ing licenses. Although not all of 
these license seekers will make 
other purchases, a goodly number 
of them do so. 

The store also has an excellent 
stock of outboard motors. The 
service department which repairs 
and services the motors also ser- 
vices rods and reels. 

There is also considerable base- 
ball activity in Iron Mountain and 
vicinity. During the spring sea- 
son, Mr. Calvi always has a large 
counter display of baseball gloves 
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and mitts of every sort. This open 
display helps to sell many more 
gloves than would be the case if 
they were back on a wall display, 
he reports. 


Step-Up Promotes Sales 


A step-up arrangement is also 
used for showing these gloves, so 
that each level is higher than the 
front row. This helps bring more 
gloves to the attention of fathers 
and sons. Mr. Calvi reports that 
when fathers and sons come into 
the store together, the son _ will 
always pick up a glove from the 
display and try it on. This pro- 
motes sales, he says. 
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HOLD-E-ZEE 


The Original m 
Automatic Grip 


SCREWDRIVERS 


Mee ig el Better! 
.. and here’s why: 
Features are outstand- 
ing. Promotion is 
steady and right! Repu- 
tation is nation-wide 


... and quality, 
from hand-ground 
















ORDER 


chrome-vanadium / nn 
bits to unbreak- JOBBER! 


able, insulating 
handles is 
unsurpassed! 


I 
ne 
noe 


FOR BOTH 
TYPES OF 
Lit@ >) 2?) 
HEAD SCREWS 


g 


NATIONALLY 
ADVERTISED in 

@ The Saturday Evening 
Post 

®@ Collier's 

@ Popular Mechanics 


RS | @ Popular Science 
4 coro Monthly 







UPSON BROS. INC 
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Residential Gas Service Survey Indicates 
Promising Areas for Merchandising Efforts 


HE Bureau of Statistics of the 

American Gas Association, has 
issued a “Survey of Residential 
Gas Service” by counties through- 
out the United States. The report 
provides data for developing mar- 
ket analyses, determining sales po- 
tentials and for locating the most 
promising areas for expanded mer- 
chandising efforts. 


Permits Comparisons 


The present use of the county as 
the basic unit has the advantage of 
permitting comparisons or corre- 
lations with many other market or 
economic data which have been 
developed on an individual county 
or county group basis. 

In addition to the basic cus- 
tomer data, there is shown in- 
formation concerning the physical 
characteristics of the gas dis- 
tributed in each county. Recent 
county population estimates are 
shown wherever such statistics 
were obtainable from official state 
agencies. The county tabulations 


also list available gas appliance 
saturation estimates for water heat- 
ers, refrigerators, and househeat- 
ing units. 


Questionnaires 


Gas utilities serving 97 per cent 
of all gas utility residential cus- 
tomers in the United States re- 
sponded to questionnaires which 
were mailed last fall. Estimates 
were prepared from secondary 
sources for the companies serving 
the remaining 3 per cent of the 
residential gas customers. Every 
effort has been made to include all 
existing companies from local dis- 
tributors with one or more natural 
gas wells to the largest utility dis- 
tribution system. The 190-page 
volume represents the most com- 
plete survey of its type made avail- 
able. Copies may be obtained from 
the Bureau of Statistics, American 
Gas Association, 420 Lexington 
Ave., New York City 17, at $2.50 
each for non-members and $1.50 
for members. 





Economist Sees Three Factors Bolstering 
Business During First Six Months 


EVERAL factors, rather tem- 

porary in nature, which will 
have a favorable effect on general 
business conditions during the 
first half of 1950, are (1) the 
catching up on orders and busi- 
ness deferred during the steel 
strike; (2) dttempts to replace de- 
pleted inventories, and (3) the 
payment of almost $3 billion in 
G.I. insurance refunds. These 
highly favorable developments will 
be concentrated in the first six 
months of this year, Dr. Jules 
Backman, associate professor of 
economics at the N. Y. U. School 
of Commerce, Accounts and Fi- 
nance told Indiana Retail Hard- 
ware Association dealers at their 
recent convention. 


Weak Spots 


“These favorable developments,” 
stated Dr. Backman, “are obscur- 
ing several important weak spots 
which have been developing in the 
economy. These weak spots in- 


clude the reduction in business 
spending for plant and equipment, 
the reduction in the volume of 
exports, and the persistent decline 
in farm incomes. 

“During the second half of 1950. 
the temporary stimulating factors 
at work in the first half will be 
eliminated and the less favorable 
factors will emerge more signifi- 
cantly. To the extent that auto- 
mobile sales decline in the second 
half of 1950, these declining 
tendencies will be accelerated,” he 
said. 


Unemployment 


The total volume of unemploy- 
ment will probably average a little 
more than in 1949, Dr. Backman 
said, but he explained that this 
development will reflect the failure 
of our economy to absorb the new 
entrants into the labor force, the 
factor which accounted for most of 
the rise in unemployment last year. 
in his opinion. 
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Dr. Backman anticipated that 
“hardware sales in 1950 would 
be only moderately higher than 
they were in 1949. The 1948 rec- 
ord toward which many retailers 
look with nostalgia will not be 
attained by many. While this is 
unfortunate, it must be remem- 





bered that hardware sales are still | 


running more than three times as 
large as before the war. 


Lower Volume 


“The decline in farm incomes | 


will mean a somewhat lower vol- 


ume of business for hardware | 
stores dealing primarily with rural | 


trade. Even after any such decline, 


total farm income will still be at | 


relatively high levels and will be | 


supplemented by a very substantial | 


volume of liquid assets. As a re- | 
sult, no major decline in such sales | 


is anticipated. However, hardware 
stores with a substantial volume 
of farm business will find that they 


will do more poorly in 1950 than | 


in 1949 and will have a less favor- 
able record than the industry as a 
whole.” 


Inventories Lower 


“While separate data are not 
readily available for inventories 
of hardware store sales, data are 
available to show the inventories 
of building materials and hard- 
ware stores combined. There has 
been a persistent decrease in these 


inventories since the peak levels | 
reached in September, 1948. A | 


year later, inventories had been re- 
duced by a little more than 10 per 
cent. 
ventories was about in line with 
the reduction in hardware sales. 

The speaker emphasized that 


“there was no justification for a | 
continuation of government defi- | 


cits in years of such high business 
activity as 1949 and the current 
year. Substantial cuts in spending 
by government are an important 
prerequisite for putting our fiscal 
house in order. Unfortunately, 
while there is much talk about the 
desirability of cutting expendi- 


tures, there doesn’t seem to be any | 
real will to do the job. It is always | 


possible to find many excuses for a 
continuation of government spend- 
ing. The events of recent months 
have clearly shown that such ex- 
cuses still abound.” 


This overall decrease in in- | 


+ a | 


Good Ocal in Tools 









OCTAGON PATTERN NAIL 
HAMMER No. 530 
Alloy steel, 


drop forged, 
fully polished. Weight, 16 oz. 
Clear lacquered, semi-octa- 
gon, selected white hickory 
handle, with rounded grip 
for comfort. 


tomer... 


longer service. 
And a good deal 


a quality de 


profit! 


for your customer 
and YOU, too! 


Yes, a great deal for your cus- 
because Heller ham- 
mers and trowels mean better 
performance, easier handling, 


for you.. 


aler. 





MACHINISTS’ BALL PEIN HAMMER, No. 802 

Highly polished and baked enamel finish. Weights from 
2 oz. to 3 lbs. Drop forged. Clear lacquered, selected white 
hickory handle. 


“MAJESTIC” PLASTERERS’ FINISHING TROWEL 


Light weight. Hi-grade spring steel blade. 
Smooth basswood handle. Sizes: 
x 11”. No. 315-F, 4%” 


mounting. 


HELLER 


Aluminum alloy 
No, 315-A, 4%” 
x 11%”. 


“MAJESTIC” BRICKLAYERS’ TROWEL No. 45-B 


London Pattern — Narrow. Blade, post and tang forged in 
one piece. Tempered, taper ground and polished. Hardwood 
handle set at an angle to give perfect hang and balance. 
Size: 4%” x 11”. 


BROTHERS COMPANY 


CONTACT YOUR JOBBER for our FULL LINE of Carpenters’, Machinists’, 


Bricklayers’, Blocksmiths’ and Farriers' Hammers. Also Craftmaster Scrapers, Chisels, 


Newark 4, N. J. 


Tilesetters', 


Newcomerstown, Ohio 


Tinners’, 


Punches, Masterenches, Files, Rasps and other quality tools. 
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because every Heller tool 
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The Courts Comment on 
Agreements Not to Compete 


By ALBERT WOODRUFF GRAY 


;= Supreme Court of 


New Jersey last December held 
that an agreement between two re- 
tail hardware dealers was illegal 
and void where one retailer agreed 
not to engage in any competitive 
lines within a radius of one-eighth 
of a mile of the store of the other 
dealer so long as the other dealer 
should remain in business. 


Under Suspicion 


To our law makers a contract 
for the elimination of competition 
has the attributes of the evil of a 
black cat crossing a path in the 
full of the moon. Any contract 
that bears a taint of monopoly or 
seeks to eliminate competition is 
under suspicion at the start. 

The retail hardware store, in 
New Jersey, had been in business 
for 16 years after the agreement 
was made with only negligible 
competition to which no objection 
had been made. When competi- 
tion increased however and the of- 
fending merchant began stocking 
and advertising competitive mer- 
chandise this suit was brought. 

“I don’t want any competitor on 
top of me” had asserted the mer- 
chant who had exacted this cove- 
nant. 

“As a gener] rule,” said the 
court here holding this restraint 
unenforceable, ‘any unreasonable 
restraint of trade is illegal and 
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‘Any contract that bears a taint of monopoly or 

seeks to eliminate competition is under suspicion 

at the start," in the eyes of the court, says the 

author. However, courts have held that "an agree- 

ment in reasonable restraint of trade is valid" pro- 

viding it is not "'so large as to interfere with the 
interests of the public." 


vo.d but an agreement in reason- 
able restraint of trade is valid. 
Partial restraints that serve to pro- 
mote and protect trade are coun- 
tenanced but guardedly enforced.” 
\ restraint of this character to be 
recognized as valid and enforce- 
able “Must be such as to afford a 
fair protection to the interests of 
the party in favor of whom it is 
given and not so large as to inter- 
fere with the interests of the pub- 
lic.” 

This principle of law whereby 
courts will only qualifiedly give 
their support to the enforcement of 
provisions of this character against 
competitive business is frequently 
invoked in instances where upon 
the dissolution ‘of a partnership 
the member of the firm who con- 
tinues the business seeks some pro- 
tection against his retiring partner 
setting up a competitive business. 

Such an agreement, made by two 
partners in a hardware store in 
Georgia, contained a clause that 
the retiring partner would “not en- 
gage in business in competition 
within a radius of 200 miles of the 
community in which the partner- 
ship had existed.” 


Started Again 


Then, immediately upon the 
execution of the agreement and 
receipt of the money for his share 
of the business, he started a hard- 


ware business identical in every 
way with the one with which he 
had agreed not to compete, claim- 
ing such a restriction was not en- 
forceable. 


Held Unenforceable 


Holding that the provisions of 
this agreement were valid and en- 
forceable against the partner who 
had sold his share and started a 
competitive business, the Georgia 
Supreme Court pointed out that a 
contract against competitive busi- 
ness “without limitation as _ to 
space or territory, although limit- 
ed as to time, is unenforceable as 
being against the policy of the law 
but that a contract which affords a 
fair protection to the party in 
whose favor it is made and is not 
injurious to the public may ex- 
tend to all the territory covered 
by the business, the good will of 
which has been sold.” Further, 
that such an agreement for a 
stated time not to engage in busi- 
ness within a defined area is legal. 

A contrary result occurred how- 
ever under somewhat similar con- 
ditions in Pennsylvania and a com- 
parison of that incident with this 
Georgia case helps in understand- 
ing the line that separates agree- 
ments of this sort for restraint of 
competition that are legal and en- 
forceable from those that are il- 
legal and unenforceable. 

In Pennsylvania a tool manufac- 
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Spray-O-Namel pioneered and developed the aerosol-type 
spray paint unit. Spray-O-Namel’s superior, especially developed 
paints assures even the rankest amateur a professional 
silky smooth gloss finish. 
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FREE COUNTER DISPLAY 


Eye catching to stimulate action at the point 
of purchase. 












FREE ADVERTISING MATS | Aeminum Gold clear Plastic 


Action getting 1, 2, 3 and 4 column ads. 


l 

) 
FREE COUNTER DISPLAY | ie Seu | 1,89 
Complete with color swatches. . & Orchid retai 


Grey Sky Blue 


FREE WINDOW POSTER 


All Prices Fair Traded to Assure 


ce er) Nationally Advertised ¢ 0% e PROFIT. 


aihes colors per doz. cans $13.61 net. 


Colorful and dynamic. 











for name of your nearest jobber, write 


ufactured By 


ILLINOIS BRONZE POWDER CO., INC. { i 1: Ri ye rE 2023 S. CLARK ST., CHICAGO 16, ILLINOIS 
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turer with no salesmen and selling 
his product entirely through retail 
distributors, had associated with 
him as a distributor a retailer in 
a Pennsylvania city. The owner of 
a competing retail hardware firm 
purchased the store of the distribu- 
tor with an agreement with the tool 
manufacturer that he would retain 
the distributing rights. 


The Contract 


lhe contract of the retail store 
purchaser with the manufacturer 
had this provision, “As a condition 
material to our agreeing to leave 
this agency with the said distribu- 
tor, in the event of your purchase 
of the latter, you distinctly and ab- 
solutely undertake and agree that 
your present firm, its successors 
and/or assigns, any representative 
thereof or yourself, will not sell or 
offer for sale under any condition 
whatsoever (certain parts) manu- 
factured by your former company 
which may be used with any torch 
of our manufacture to any cus- 
tomer of this agency.” 

To this agreement was attached 
a list of approximately 800 cus- 
tomers to whom this limitation ap- 
plied. For about six months the 
retailer followed this agreement. 
Then he sold out and sold his own 
tool parts to any and all customers 
who would buy irrespective of the 
limitations to which he had agreed 
with that manufacturer. 

The manufacturer of the tools 
sued to enforce the restrictions of 
the contract and stop the sales of 
other tool parts to their own cus- 
tomers and was sustained by the 
Pennsylvania court. 

With the broadening of the 
avenues of trade, said the court 
here, and with the increased facili- 
ties for transacting business, mere 
extent of area has ceased to be a 
controlling factor in determining 
the legality of agreements of this 
character. 

It is the rule in most jurisdic- 
tions that so long as a contract in 
restraint of trade or competition is 
reasonable it is not for that reason 
void. Here the restraint imposed 
by this agreement between the tool 
manufacturer and the distributor 
was held to be no greater than that 
required for the protection of the 
manufacturer and was therefore a 
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valid and enforceable agreement. 

In the Georgia case the agree- 
ment of the competing retailer not 
to go into business within a speci- 
fied radius was held by the court in 
that state to be unreasonably re- 
strictive. 

Substantially the same limita- 
tions are imposed by law on em- 
ployment agreements where it is 
provided that a salesman or other 
employee who has during his em- 
ployment become familiar with the 
customers of his employer, shall 
not after leaving that employment 
undertake to work for any com- 
petitor within a certain locality or 
within a certain time after the 
termination of his former employ- 
ment. 

“Generally,” said the Colorado 
Supreme Court of these agree- 
ments, “covenants incident to a 
contract of employment by which 
an employee agrees not to disclose 
trade secrets or engage in com- 
petition after employment, while 
not viewed with the same indul- 
gence as are restrictions incident 


to a contract of sale, will be sus- 
tained if they are no wider than 
reasonably necessary for the pro- 
tection of the employer and do not 
impose undue hardship on the em- 
ployee.” 


Provisions 


Here the contract with the sales- 
man provided, “That for a period 
of one year after termination, for 
any cause whatsoever, of his em- 
ployment by the company, he will 
not directly or indirectly, either as 
an individual, partner, stockholder, 
director, officer or agent, or in any 
other manner whatsoever, (a) en- 
gage in the same line or similar 
line of business as that now car- 
ried on by the company in Denver 
or environs; (b) transact any 
business in the same line or simi- 
lar line of business as that now 
carried on by the company with 
any person, firm or corporation 
with whom he came in contact as 
a representative of the ‘company 
and that he will not during the 

(Continued on page 172) 
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“I'll take the one with the ‘Toni!'" 
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Hie) CASCO EXTRA PROFIT OFFERS 


we, 


FIRST AGAIN TO GIVE RETAILERS THE BIGGER PROFIT THEY NEED 


You make more sales... more satisfied customers ...more money with 


CASCO...AMERICA’S FASTEST SELLING STEAM & DRY IRON! 


TH YOUR ORDER FOR ONLY 5 





EXTRA PROFIT OFFER “B” 
DUR ORDER FOR C 











WE CHALLENGE ANY STEAM & DRY IRON 4 
TO MATCH CASCO IN QUALITY FEATURES ra 


CASCO is the only Steam & Dry Iron on the market s 
combining ALL the features every woman wants! 
WV USES ORDINARY WATER WAYE\taymey iia 
V WEIGHS LESS VFILLS EASIER 
V FABRIC DIAL FOR BOTH ‘V STEAMS LONGER 
Steam and Dry Ironing ~ AND MANY OTHERS 


* e * ORDER TODAY FROM 
¢ aX | q@> YOUR WHOLESALER. 
2 < J OFFER POSITIVELY LIMITED 


CASCO PRONIICTS CORPORATION ¢ RRINGFPORT 2 CONNE CTICUT 











Store Has a Homeworkshop 
Fan Who Sells Other Fans 


Schroeder's Hardware salesman is a power tool 
enthusiast, talks the power tool language and 
helps sell the homeworkshop idea to others. 


W. EN hardware 


store salesmen know the merchan 
dise they sell its a big aid in mak- 
ing extra sales. This is especially 
true in the case of power tools at 
Schroeder’s Hardware, owned Ly 
Henry Schroeder, managed by 
his brother, Otto Schroeder, and 
located at Jamestown, N. D. 


Has the "Know-How" 


One of the salesmen, Howard 
Docktor, has a homeworkshop in 
his basement which contains many 
of the same type of power tools 
the store sells. He tells interested 
prospects just what can be done 
with them and shows how they 
operate. For example, he told one 
prospect how he had cut out the 
pieces for a picket fence for his 
yard in a very short time. This 





interested the prospect who 
wanted to make the same sort of 
fence and so he bought some 
power tools. 

This store, one of the Our Own 
group, has a large stock of power 
tools on display in a center aisle 
toward the rear of the store. In- 
cluded in the stock are items such 
as a 10-in. tilting arbor saw selling 
at approximately $200 and not 
always found in power tool stocks 
in some stores. 

“We like power tools and give 
them good display,” says Otto 
Schroeder. “There is hardly a 
man who can resist buying some 
power tools for home workshop 
use. When a prospect starts look- 
ing at them, we don’t stress price 
so much as what can be done with 


the tools. Mr. Docktor is able to 
tell many of these prospects what 
specific jobs other tool buyers have 
done with their purchases. This 
makes a big impression with 
many prospects.” 


Accessories Featured 


A considerable stock of acces- 
sory items is kept on hand at the 
store, for it has been found 
that many of these items can be 
sold to power tool owners. The 
Schroeder store staff calls these 
items to the attention of power 
tool purchasers at the time of the 
original purchase, and also when 
they come into the store again to 
look at additional items. 

“We find that both townspeople 
and farmers are buying these 





Herman Docktor, a salesman for Schroeder's at right, discusses power 
tools with a prospect. He's able to offer suggestions that mean sales. 
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power tools,” says Otto Schroeder. 
“Most. of them are repeats. Very 
few will buy enough tools at one 
time to fully equip a homework- 
shop, but start with one or two 
items and then add to them during 
the year. We like this sort of buy- 
ing because it brings the customer 
back into the store time and again. 
And the more often he comes 
back, the more he will buy, not 
only of power tool items, but also 
of various other articles of mer- 
chandise.” 

Power tools get window atten- 
tion quite frequently at this store, 
because they stop the men and 
bring some of them in to ask 
questions. Many a man seeing a 
power tool window, resolves to 
buy one of those items and start 
a homeworkshop “next payday.” | 

Considerable newspaper adver- 
tising space is given to power 
tools, says Mr. Schroeder. and di- | 
rect mail is also used. 


Sign on Building Reminds 
Passers-by of Needs 

OLFF, Kubly &  Hirsig, 

Madison, Wis., uses a well 
centered and lettered sign on the 
back of the building housing one | 
of its three stores. This sign not | 
only gives the name of the store, | 
but features the fact that the com- | 
pany sells builders’ hardware, 
home appliances, housewares and 
toys. Facing an important high- 
way, the sign is seen by sidewalk 
and vehicle traffic very easily. 








Motorists and pedestrians see 
this sign and are reminded of 
things they need at home. 





PLENTY OF PROFIT WITH THESE 
EASY-TO-SELL 


Samson LEADERS 


SPOT SASH CORD 


Has no equal for hanging windows 

. is indispensable for general use 
around home, farm, camp, store 
and factory. Spot Cord is made of 
extra quality, fine cotton yarn... 
braided under even tension to pro- 
duce a firm yet flexible cord... 
smoothly glazed to increase dur- 
ability and reduce stretch. 























TITE-ROPE CLOTHESLINE 


A stranded wire line, testing over 
330 pounds in strength, protected 
by a gleaming white plastic cover 

. . cleans with a whisk of a damp 
cloth ...no stretch, no sag, no 
rust. Packed twelve 50-foot hanks 
in a colorful display carton, usually 
several connected. 


WHALE CLOTHESLINE 


A solid braided cotton line with 
glazed finish . . . excellent quality 
. made of good cotton yarn and 
50‘; stronger than ordinary lines. 
Twelve 50-foot hanks in a carton, 
individually wrapped, connected 
in pairs. 


SMALL LINES. Solid Braided Glazed Cotton Cord in sizes from 
Nos. 3% to 5. Ideal as a general purpose cord such as mason's line, 
garden line, shade cord, indoor clothesline, etc. 


Samson 


SAMSON CORDAGE WORKS 
Boston, Mass. 
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Trains continually move along these tracks and across the two bridges. 





Noise Attracts the Hobbyists 


_- into Van 


Heertum’s hardware store on 
Broad Avenue in Palisades Park, 
N. J. gives one the feeling of en- 
tering a small railroad marshaling 
yard, for overhead will be found a 
decidedly unusual display of model 
electric trains grinding about on 
60 ft. of rubber-cushioned track 
and across two suspension bridges. 

The Van Heertum brothers, Wil- 
liam, Arnold and John originally 
intended this display for the 
Christmas season, but the layout 
is so unusual and the comments 
have been so favorable, they have 
decided to retain it as a perma- 
nent feature of the store. 

The bridges are constructed of 
1 by 3-in. pine wood, with 2-ft. 
high plywood towers. The cables 
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Model electric trains moving on overhead tracks 
and across two suspension bridges attract many 
customers to Van Heertum's store in New Jersey 





A closeup of the bridges showing their construction. 
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PLAS-TEX 








3" 


The widely famed Plas-Tex line of superior plastic ware is highlighted by 
incomparable variety of original styling and colors, the finest of 
materials and superb crafstmanship. These qualities and features have 
created new appeal and demand in a complete range of kitchen, patio, 
bar-b-g, gift ware and novelty items that make customers everywhere 
look and ask for genuine quality Plas-Tex products. The trade 
mark ‘‘Plas-Tex’’ means proven, profitable year ‘round sales ! 
IMMEDIATE DELIVERY + CATALOG SHEETS, PRICE LISTS UPON REQUEST. 


THE PLAS-TEX CORPORATION 
2525 MILITARY AVE., P.O. BOX F + LOS ANGELES 25, CALIF. 
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WOODENWAR 


gads 
HT SALES 


... with NEW designs 
for 1950! 





me, i ol 


ENGLISH IVY 


The deep rich-green leaves of this hand- 
painted pattern entwine gracefully around 
the leaiae of this beautiful hard maple 
bowl. Orders are coming in so fast, we 
have made English Ivy one of our three 
open stock patterns. Sizes 6” to 17” 


“ae. 


ate 
APPLE — 


These beautiful handpainted wine-red apples 
really have sales appeal. Designed to match 
a well-known pattern found on the finest 
imported china. APPLE is only a month 
old and has already received nation-wide 
acceptance. Sizes 6” to we 





i. ae 


DESERT ROSE 


Here’s another gay design that goes with a 
nationally known china pattern. It’s as col- 
orful as the Desert Rose itself. Skillfully 
painted by talented artists. Here we feature 
a table set including a matching hand- 
a serving tray and a new imported 
‘french Cherrywood fork and spoon set. 
Bowl sizes 6” to 17”. Tray 16”. Fork and 
Spoon set—10” and 12”. 
Get your customers to start a set: 
Other pieces in Rio Grande line 
include individual bowls, Lazy 
usans, dinner and salad plates, 
meat blocks, salt and pep- 
per shakers and year around 
Gift Box sets. 
Send for your 1950 
Catalog and Price List 
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are of sash cord and the “down” 
cables are of heavier line. The 
front bridge measures 18 ft.. 1 in. 
and the rear bridge is 12 ft. in 
length. 


Both bridges are coated 
with aluminum paint. 

On the north wall of the store 
they have constructed a back-drop 
of typical New Jersey countryside 
and on the south wall is a scene 
representing the skyscrapers of 
New York City. 

Underneath each back-drop are 
placed three banks of track and 
trains to display the line the Van 
Heertums handle. Four men work- 
ed three days to complete this novel 
set-up at a cost of $35. 


A New Line 


Hardware and hobby products 
are a comparatively new line for 
Van Heertum’s, for prior to 1945 
this store was a_ headquarters 


for wholesale paint and wallpaper 


supplies. In 1944 the store was 
gutted by fire with complete loss 
of stock. After extensive altera- 
tions were made, the Van Heertum 
brothers discovered they had a 
completely modern store with no 
merchandise to sell in their field. 
They decided it was the time to 
enter the retail hardware business 
even though there was a shortage 
of critical merchandise during that 


period. 


Self-Service 


Self-service has enabled them to 
cut their margin of profit and, at 
the same time, gain their objective 
of giving the customers the kind 
of merchandise they want and at 
the right price. 

Although _ the 
given the freedom of the store, they 
can always rely on the Van Heer- 


customers’ are 


tums to help them in selecting their 
purchases. 


Center Aisle Display Catches Eyes of Power Tool Users 


COUPLE of extra sales-stim- 

ulating touches are given to 
power tool displays at the Schanck 
Hardware Co., Libertyville, Ill. 
and they are paying off in extra 
sales. 

\ display of booklets describ- 
ing power tools and their uses is 
placed adjacent to the woodwork- 
ing tool display near the center 


aisle. Many a man picks up one 


of these booklets, browses through 
it. and discovers uses for wood- 


working machinery of which he 
was formerly unaware. His in- 
stimulated, he 
makes inquiries, and frequently 


terest becomes 
makes a purchase. 

Another idea used is placing 
white paper around the entire bot- 
tom of the tables on which the 
displays stand. This boxes off 
otherwise unattractive table legs 
and creates a bright, neat appear- 
ance which appeals to men and 
women alike. 





This display attracts power tool users and is a builder of sales. 
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Dealers Are Urged 
‘To Keep Political 
Fences in Shape 


INY/E have gone a long way 


toward socialism in this 
country because we have been sit- 
ting back selling hardware instead 
of tending to our political garden- 
ing, which is just as much a duty 
as joining the P.-T.A. or support- 
ing the church and the Commun- 
ity Chest,” Joseph F. Leopold, of 
the National Tax Equality League, 
recently told a convention of Ken- 
tucky hardware dealers. 


Avoid Federal Taxes 


Mr. Leopold cited numerous in- 
stances where churches and col- 
leges are now engaged in big busi- 
nesses, in competition with regu- 
lar business enterprises, and are 
thereby avoiding the usual Federal 
taxes. 

The speaker brought the matter 
close to home for the hardware 
dealers of the Blue Grass state by 
referring to the recent newspaper 
stories about the possibility of 
Churchill Downs becoming a 
charitable institution operated by 
the University of Louisville. If 
this move were effected, Mr. Leo- 
pold pointed out, one more good 
source of much-needed revenue 
would be lost to Uncle Sam. 

“I’m not against horse racing, 
but God help us if we must sup- 
port education by horse racing,” 


Mr. Leopold said. 


Factories Moved 


He told that some 50 American 
industries have moved their fac- 


tories to Puerto Rico, or have set | 


up branches there, in order to take 
advantage of the 12-year mora- 
torium on taxes in the West Indies 
island. 


Pause and Reflect 


¥ 156 years—up to 1945—Fed- 
eral expenditures were $179.- 
000,000,000. 

From 1945 to 1950 Federal ex- 
penditures were $191,000,000,000. 

One out of every $3.50 you earn 
goes for Federal, State and local 
taxes. — Transportation Associa- 
tion of America. 
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MAGIC-CLERK 
COUNTER DISPENSER No. EBC-66 


Keep your MAGIC-CLERK 
Counter Dispensers and Dis- 
play Boards filled at all 
times with Billings Life-Time Wrenches—the wrenches made 
solely for the hardware trade. Retailers build quick profits and 
repeat them steadily because the Magic-Clerk (66 wrenches 
with a quick $18.96 profit on the deal) has sure-fire customer 
appeal and the attractive Display Boards create solid sales by 
their mass display of Life-Time wrenches—44 sizes in 4 styles. 

. Refills are easy to get. Stay ahead with Billings during '50 
with these Profit Repeaters! ORDER FROM YOUR WHOLESALER. 


“BILUNGS 


TOOLS WITH TRADITION - SINCE 1869 











THE BILLINGS 








Home Made Display Doubled 


Business in Fishing Tackle 


Labor and $2 worth of lumber built business 
for Montgomery's and helped feature the line 
where prospective customers couldn't miss it 


A SIMPLE, home 


made case, made from two dollars’ 
worth of materials, doubled fish- 
tackle business for L. W. Perkins, 
owner of the Montgomery Furni- 
ture Hardware Co., in the little 
mountain town of Williams, Ari- 
zona. 

The case makes it possible for 
Mr. Perkins to show numerous 
small fishing tackle items at easy 
arm and eye level. He displays 
these items under easily accessible, 
sliding plate glass panels made 
from scrap glass orginating in his 
own glass department. 


Mounted on Table Top 


The shallow display case is 
mounted on top of a table which 
is 301% in. high. The display case 
itself is 3 in. deep in front, and 
9 in. deep at the back. The front 
frame of the case was fashioned 
from regular 2 by 4 in. lumber. 
It is 541% in. long by 34 in. wide 
and is located in the same spot in 
the store where the old, conven- 
tional showcase display was lo- 
cated, on the right of the aisle lead- 
ing from the entrance. 

“Our fishing tackle sales dou- 
bled because customers can see 
small items such as hooks, reels 
and spools of line displayed with- 
in easy reach,” Mr. Perkins says. 
“When a fellow wants something 
from the case, he either picks it 
out himself, or we get right out 
there with him and help him. 

Williams, a town of about 3000 
population, is situated at an eleva- 
tion of 6700 ft. It is, however, 
close enough to warm areas to 


make it possible for Mr. Perkins 
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This home made tackle case put the line in the open and doubled sales. 


to sell fishing tackle on a year- 
round basis. 

“During the slack time, when 
tackle sales drop off a bit,” Mr. 
Perkins says, “we condense the 
tackle into half the case and devote 
the rest to gum mounts and tele- 
scopes. 

One end of the home made case 
is equipped with a simple fishing 


rod rack. The two shelves under 
the old table-counter hold displays 
of larger fishing equipment such 
as tackle boxes, minnow “buckets,” 
creels and other related items. 
To complete the effectiveness of 
this compact tackle section, Mr. 
Perkins added a plywood easel in 
the back of the case. On this he 
shows a variety of artificial lures. 
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HOW'S YOUR 
STOCK OF THESE 


juat- Selling 


ITEMS? 
ORDER NOW! 





oe 
= 
= Nu-CALK SPEED LOADS 


Our national advertising 
tells your customers to buy 
SPEED LOADS from YOU! 
Don’t miss any of these sales. 
Keep well supplied at all times 
wth Nu-Calk SPEED LOADS. 
Packed 10 loads to a carton. 
Easy to sell because it’s so easy 
to use! 





HTS-ALL ADJUSTABLE 
SCREEN DOOR GRILLE 


Be ready to tie right in with the 
“teen door season. Have suffi- 
Gent stock on hand of FITS-ALL 
Adjustable Screen Door Grilles 
mall 3 sizes. Feature these ar- 
tistically designed grilles in an 
attractive window or floor dis- 
flay. Their eye-appeal means 
sales-appeal. 


Nu-ART 
HOUSE 
NUMBERS 
Bronze or 
Stainless 
Steel 


Here's a modern, distinctive line 
you should feature all year 
found. Number of uses are un- 
limited where permanency and 
attractiveness—at small cost—is 
desired. Beautiful display case 
provided free with first order as- 
sures rapid turnover and good 
profit. ey 


WRITE FOR 
WR 1950 
CATALOG! 


Shows tue Come 
plete line of Mack- |\ 
lanburg-Duncan 
profit-making, 
quality products. 
Send for your free 
Copy today! 











































Nu-GLAZE 
ALWAYS 
STAYS 
PUT! 











No-Glaze 


SLAZING COMPOUND 














REASONS WHY IT PAYS 10 SELL 


Nu-GLAZE INSTEAD OF PUTTY! 





~ IT MAKES SATISFIED CUSTOMERS 


eg 


<9) BECAUSE Nu=GLAZE STAYS PUT! 


-— 


Although Nu-Glaze is applied like putty, it is entirely unlike putty in other 
ways. Needs no working up, clean to handle—not oily, does not dry out, 
harden, crack or peel. Perfect for glazing wood or metal sash, replacing 
putty, setting plumbing, filling cracks, boatwork of all kinds. Nu-Glaze does 
the job better too, because it always sets to a rubber-like consistency. It’s 
no wonder Nu-Glaze sells fast! 


% 
2. *% A BIGGER PROFIT ON EVERY SALE! 
& re 


Most important of all is the bigger profit you 

& Ss § make when you sell Nu-Glaze! Ordinarily when 

you sell a pound can of Nu-Glaze, you make 10c 

or more on the sale. But when you sell a pound can of ordinary putty, as a 

rule you only make about 1c. That’s why we say it pays you to sell 

Nu-Glaze instead of putty. You make bigger profits! You satisfy customers 
because Nu-Glaze always “stays put!” 


MAKE THIS EASY TEST! PROVE FHE SUPERIORITY OF Nu-GLAZE! 


Place an equal sized dab of 
Nu-Glaze and putty on the op- 
posite ends of a white blotter, 
then notice what happens. With- 
in a few hours the oil will bleed 
from the putty as it does on dry 
wood in a sash. Once the oil is 
out, the putty will harden, then 
crack and pull away. See how 
the oil stays in Nu-Glaze. Very 
little ever bleeds out on the 
blotter or dry sash. Nu-Glaze 
keeps its rubber-like consist- 
Nu-GLAZE ency ... always “stays put!” 


Te / 





ORDINARY PUTTY 


ORDER NOW — Your order will be shipped same day received! 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 











Left to right, front row: William M. Stout, executive vice-president and general manager; Sherwin M. 
Wylie, president, Elizabeth, Pa.; E. A. Hastings, treasurer and assistant general manager; second row: 
Darrell C. French, Murphy-Benham Hardware, Wilmington, Ohio, re-elected director; T. R. Caltrider, Pikes- 
ville, Md., newly elected director; J. R. Freehling, W. T. Freehling & Sons, Marwood, Pa., director, 
and Wm. R. Ritter, Ritter's Hardware Store, Mechanicsburg, Pa., re-elected vice-president and director; third 
row: Walter R. Conaway, Perry Hardware, New Lexington, Ohio, director; Frank Smith, Smith Brothers, 
Hamburg, N. Y., director; Earl Wyant, Gilbert & Co., Huntington, W. Va., secretary and director, and 
M. R. George, George & Cunningham, Mt. Pleasant, Pa., director. 


Be Thrifty in ‘50, Theme of American 
Hardware Supply Co's. 40th Meeting 


Hk 40th annual merchandising 

fair and stockholders’ meeting 
of the American Hardware Supply 
Co., was held at company offices 
and warehouse, 41-43 Terminal 
Way, Southside, Pittsburgh, Pa., 
Jan. 30-Feb. 1, 1950. 

Dealer-stockholders, to the num- 
ber of 325, gathered to hear of 





Stockholders of the American Hardware Supply Co., at the 40th annual mer- 


the progress that had been made 
by the company during 1949, The 
sixth floor of the company ware- 
house was given over to the dis- 
plays of 82 of hardware manufac- 
turers, who displayed their mer- 
chandise for the benefit of Ameri- 
can dealers in attendance at the 


meeting. 


chandising fair and stockholders’ meeting held recently in Pittsburgh. 
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An increase in buying over the 
same period of last year was re- 
ported. 

After the final stockholders’ 
meeting, at which two board mem- 
bers were re-elected and one board 
member was newly elected, the 
stockholders and guests, totaling 
950+ persons, attended the annual 
banquet which was held in the 
main ballroom of the William 
Penn Hotel in Pittsburgh. 

The convention and merchan- 
dising fair were augmented by 
lectures and motion picture films 
carrying pertinent selling infor- 
mation to the dealers. 

Sherwin M. Wylie, recently 
elected president to succeed the 
late Charles Scarborough, spoke 
of Mr. Scarborough’s activity 
during the past 39 years and said 
his work had made American 
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Stops Customers, 
Starts Sales! 


Here’s what typical Dealers say: 


]| Customers get the ‘feel’ of the tool with 
the motors running—a very definite 
sales incentive.”’ 
CROBAUGH HARDWARE CO., Tiffin, Ohio 


There is no need to hunt around for an 
outlet when we want to show a customer 
how a tool works. It’s all there in one neat 
package — tools, outlets and information 

booklets.”’ 
GEO. SACKS & SONS, Baltimore, Md. 


It will sell a tool to a customer who had 
not the slightest intention of buying 


one. 
HOME OWNERS SUPPLY CO., Fresno, Cal. 


HH] This display attracts women as much as 
men. They ask many questions and try 

out the tools. It doubles sales.”’ 

FOX HARDWARE No. 1 STORE, Mansfield, Ohio 


i ! believe this display will build up a 
repeat business for all items in the 

Home-Utility Line.’’ 

MATHENY HARDWARE CO., Forest City, N. C. 


We find this Merchandiser really at- 
tracts the customers. They take great 
interest in trying out the tools.”’ 
R. R. CUNNINGHAM CO., Johnson City, N. Y. 


HERE ARE THE FACTS! The dramatic 
Home-Utility Merchandiser fits all stand- 
ard store counters in minimum space (29” 
x 59’’). No floor space needed. Designed for 
maximum through-store visibility. Pleas- 
ingly lighted by inside-frosted, plastic, 
illuminated sign. Five electric sockets are 
handy for plugging-in and operating any of 
the electric tools. Drilled holes are so 
positioned that it is an easy matter to 
screw down stands. Special deal includes 
Merchandiser and complete group of Home- 
Utility Tools and Accessories. Pays for 
itself, gives you a good profit in short time. 
WRITE TODAY for full details to: The 
Black & Decker Mfg. Co., Dept. H653, 
Towson 4, Maryland. 
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Hardware Supply Co. what it is 
today. 
. William M. Stout, executive 
Are ou d in vice-president and general man- 
ager said that much work, time 
and planning had been spent to 
make the 40th annual meeting 
possible. American has obtained 
| all the leading brand items which 
| can be profitably merchandised 
| by its dealers, he declared. In 
view of the rumors of contem- 
plated slumps which were circu- 
lated in early 1949, American still 
enjoyed an excellent year, he re- 
ported, for the dealers later woke 
















up to the fact that they had to buy : 
in order to sell and, as a result. 
| total sales for the year amounted 
to $9,278,748.69. He stated that 
| there had been a decrease of but 
4 per cent from the previous year. 
Although 1946, 1947. and 1948 
were exceptional years, business 
competition and the availability 
of merchandise will now prevent OW. 
the high profits of those years. Cen 
This year will be one of work. 66 and | 
advertising and selling and, above City, is a 
all else. the dealer must practice sary one 
the art of selling. hardware 
Mr. Stout said that the organiz- 1870 by 
ation is shipping a steadily in- business 
creasing number of items per iron, ste 
order. By calling in a time-saving way sup] 
engineering firm, the company The 8( 
speeded up its entire operational company 
YOU CAN BUY procedures. He called for all the brates a1 
dealers to buy what they need but pace wit 
TOP QUALITY not to over-buy, for over-buying hardware 
is not good business, and asked course 6 
AND UNEXCELLED for closer cooperation from all ing fron 
York Ci 


dealer-stockholders. 
cago, R. 


in indus 
and heat 


HOLDING POWER 
WITHOUT PAYING 
A PREMIUM! 


H. L. Gould, vice-president in 
charge of sales, stated it had been 
his privilege to work for American 
and with the dealers for the past 
1] years. He said that nationally 
advertised brands of merchandise 
have been the backbone of Ameri- 
can Hardware Supply Company 
and should be the backbone of the 
stores of all members. He said 


and equi 
wares, s| 
television 
marine s 
plies, in 
associate 


The TRIPLEX SCREW @. 


5317 GRANT AVENUE 


eral heac 








CLEVELAND 5, OHIO that, “To help meet competitive Cc 

threats, the company is announc- Rober 

WRITE OR WIRE YOUR REQUIREMENTS TOBA ing a new package design, full of helene | 
eye-appeal, which will identify its business 

A lines with the company.” Yale, M 

] | oe al ° "| Ph 6H At the close of Mr. Gould’s ad- York Ci 
5 \ Nu/ “ ‘ | dress, he and Virgil Hall, vice- came ide 
CAP AND SET SCREWS + BOLTS, NUTS AND RIVETS | president in charge of buying con- hardwar 

| ducted their annual giant plat- Mead, t 

| form sale. his own 
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ROBERT K. CARTER 
Founder 


WILLIAM B. PAULSCRAFT 
President 


R. K. Carter & Co. Marks 
80th Anniversary 


OW, in the middle of the 20th 

Century, R. K. Carter & Co., 
66 and 68 Reade St., New York 
City, is observing its own anniver- 
sary as a purchasing agent for the 
hardware industry. Founded in 
1870 by Robert K. Carter, the 
business then dealt in hardware, 
iron, steel, mill, mining, and rail- 
way supplies. 

The 80th anniversary, which the 
company marks this month, cele- 
brates an expansion that has kept 
pace with the changing needs of 
hardware merchants over the 
course of eight decades. Operat- 
ing from its main office in New 
York City and a branch in Chi- 
cago, R. K. Carter & Co. now deals 
in industrial supplies, plumbing 
and heating and electrical supplies 
and equipment, appliances, house- 
wares, sporting goods, radio and 
television, automotive accessories, 
marine supplies, photographic sup- 
plies, insecticides, chemicals and 
associated items under those gen- 
eral headings. 


Company History 

Robert K. Carter, the founder. 
before he established his own 
business entered the employ of 
Yale, McFarland & Co. in New 
York City in 1866. Later he be- 
came identified with the wholesale 
hardware house of Hart Blevin & 
Mead, then in 1870 established 


his own business. 


From modest beginnings, the 
number of wholesalers he served 
grew and so did the volume of 
purchases. In 1891, a co-partner- 
ship was formed with Frank R. 
Blauvelt, later vice-president, un- 
der the company’s present name, 
with Robert K. Carter actively as- 
sociated with the firm until his 
death in 1904, Mr. Blauvelt died 
in 1921. 

As the business continued to 
expand and the demand on the 
company for heavy iron and steel 
products increased, a branch office 
was established in Pittsburgh and 
it was then, in 1893, that Alfred 
G. Greening joined the company 
in that branch as manager. Mr. 
Greening had received his early 
hardware training with Stollberg. 
Clapp & Briggs of Toledo, serving 
the company as order taker, sales- 
man, and vice-president in charge 
of sales. 

In 1900 Mr. Greening was trans- 
ferred to the New York office and 
elected secretary-treasurer of the 
company, succeeding to the presi- 
dency upon Mr. Carter’s death. 
During Mr. Greening’s leadership. 
the business had a steady and 
healthy growth, greatly expanding 
the lines purchased by the com- 
pany which in turn increased the 
number of firms it represented as 
their New York and Pittsburgh 
buyers. 

Mr. Greening served as _ presi- 
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y0eed 


sells the 


~ YANKEE” 


130A Q-R Spiral 


A tool that makes time for 
your customers makes sales 
for you. The ‘‘Yankee’”’ 
130A converts a simple, 
easy push into a power- 
spin that drives the screw 
home. The quick-return 
(Q-R) spring automati- 
cally returns the handle 
for another power drive. 
Keeps the bit in the 
screw slot. Makes an 
easy one-hand job of 
driving and drawing 
screws even in awk- 
ward positions... 
overhead or down be- 
low, in narrow places 
or “blind”’ applica- 
tions. That’s the 
kind of speed with 
manpower econo- 
my aman can see 
in a moment and 
buy without hes- 


itation. That’s 
worth money 
on the assem- 
bly line, in the 
shop, for all 
kinds of mainte- 
nance work. Built 
to do hard work 
the easiest way... 
for years and years 
of willing service. 


WORK-SAVING ACCESSORIES 









extra drills | sockets bits with counter= 
bits centering sinks 
sleeve 
“YANKEE TOOLS STA THE TOOL BOX 


OF THE WORLD 





NOW 


NORTH BROS. MFG. CO. 





PART OF ae 


Philadelphia 33, Pa. 


167 

















YOU'RE MISSING SOME- 
THING if you fail to see the 
Hall-Wessel hardware conven- 
iences. Every-day utilities that 
combine eye-appeal with prac- 
tical utility. You get unexcelled 
tensile and impact strength— 
plus beautifully smooth, hand- 
somely finished products in 
brass, chrome, bright zinc, cad- 
mium or ebony. Precision made 
for consistent, dependable 
quality. Priced to sell quickly 
and yield a 
quick profit. 
Write for cat- 
alog and name 
of your neigh- 
borhood job- 
ber. 


| \SA O/ 


ve HALL- 


ip 


~ iy _WESSEL 


fe} 2116-26 W. NICHOLAS ST. 
iL 
6 




















PHILADELPHIA 21, PA. 
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L In Canada: GEORGE S. HALL CO. 
\ 9 Wellington St., East, Toronto 1 j 
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dent until his death in June, 


1947. Since it was a long estab- 
lished policy to back up his man- 
agement with men of experience 
in the hardware and_ associated 
merchandising fields, William B. 
Paulscraft, now president, had 
been inwited to join the company. 
Mr. Paulscraft started his business 
career in 1881 with Sargent & Co. 
and 10 years later joined the old 
Hardware Buyers Association in 
New York as its assistant man- 
ager. When he went with R. K. 
Carter & Co. in 1902, he became 
manager of the Pittsburgh office 
but returned to the New York 
office two years later to take 
charge of buying and _ statistical 
work. Thereafter he became secre- 
tary and then vice-president and 
at Mr. Greening’s death, president. 

Serving with Mr. Paulscraft in 
conducting the operations of R. K. 
Carter & Co. are Edwin M. 
McNeil. vice-president; Charles K. 
Greening. treasurer, and son of 
the former president: William P. 
Herrmann, assistant treasurer, and 
Theodore D. Haubner. 
in charge of selling and field men 


secretary; 


and second vice-president. Others 
are R. H. Stettig, office manager; 
N. B. Shomburg, buyer for house- 
wares, sporting goods, photo- 
graphic supplies. chemicals; W. J. 
Guggenheim, hardware and_ in- 
dustrial hardware department 
buyer; William E. Seeman, buyer 
for electrical supplies and the ap- 


pliance. automotive and radio de- 


partments; P. E. Costa, in charge 
of the plumbing and heating de. 
partments. Arnold A. Gough 

manager of the Chicago office 
located in the Corn Products Bldg. 

Each of these men have had 
long experience prior to joining 
R. K. Carter & Co. and have been 
associated with the company for 
many years. 

Mr. McNeil, vice-president, has 
been with the firm since 1963, 
serving in various capacities in 
the New York office, including the 
then export department. He was 
named manager of the Pittsburgh 
office in 1913 and remained man- 
ager when that office was moved 
to Chicago in 1935. He returned 
to New York in 1947 to take 
charge of all buying. 

Mr. Greening, treasurer. joined 
the Carter organization in 1937 
and previously was associated with 
New York banks. William P 
Herrmann began his major busi- 
ness career with R. K. Carter & 
Co. 35 years ago. He is in charge 
of all credit matters. 

Theodore D. Haubner became 
Carter’s buyer of electrical sup- 
plies in June, 1917, having pre- 
viously served in the early wire- 
less telegraph field both on ship 
and ashore. After 10 years as 
buyer for R. K. Carter & Co.. he 
was placed in charge of the con- 
tract sale department which sells 
the Carter buying service to pros- 
pective clients. He was _ elected 
second vice-president in 1945. 


Greenhouse Tie-in Boosts Seed Volume 60 Per Cent 


‘ 


(Continued from page 127) 


moved to the front of the store 
in a spot near the window plant 


display. 
“We have found,” L. A. Ralph 
says, “that plants with small 


blooms lead in sales. During one 
month in 1948 we sold around 
500 geranium plants without 
blooms. We offered no plants in 
bloom. During the same month 
in 1949, the greenhouse furnished 
us geranium plants of the same 
approximate size but with small 
blooms. In 1949 we sold more 
than 2.000 of the blooming ger- 
anium plants with the same adver- 
tising and the same display. 
“Another leader has been a 


packaged rose bush which we sell 
for 59 cents. These are furnished 
us under the same 40 per cent 
terms. We have been selling be 
tween 2,000 and 3,000 of thes 
bushes each season.” 

Advertising for the two-month 
plant season consists of small dis- 
play ads in the local newspaper 
one week before the sale starts. 
and one or two small one column. 
2 in. ads a week for the two 
months of the sale. 

Because around 80 per cent of 
all plant sales are made to womer 
buyers, the store tries to have its 
small display ad in the woman's 
section of the local paper. 
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Every person who stops at this point sees the gloves and sales follow. 


Wrapping Counter Display Sells Gloves 


NEAT 15-ft. wrapping coun- 

ter is used at Clavey’s Hard- 
ware, Libertyville, IIl., for the dis- 
play of merchandise as well as 
service. 

David Clavey, owner, has a 
number of display slots just below 
counter top level, and these slots, 
with light colored backgrounds, 
can easily be seen by customers. 
The top of the counter has a thick 
piece of plate glass over the area. 
Gloves usually are displayed in 


these slots and this means that 
practically person who 
stands at the wrap counter sees 


every 


the items. 

“We sell a lot of gloves from 
this counter,” says Mr. Clavey. 
“The light colored background of 
the slots makes the gloves stand 
out clearly and they attract atten- 
tion. Our sales prove that these 
gloves will sell well when they are 
displayed so that customers cant 


help seeing them.” 
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“They're reversible" 
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The Only 
Coaster Brake Advertising 
that Builds Business 
for Everybody 


A NEW IDEA 


“Ride a Bike—It’s Fun.” A new idea that 
establishes a slogan for the bicycle industry. 
It’s advertising that sells the need, that sells 
the bicycle, that helps you sell Bendix* Coaster 
Brakes. 


NATIONALLY ADVERTISED 


This brilliant new advertising campaign will 
appear in Look and Holiday. 


16 MILLION COMIC BOOK ADS 


For the youth market there will be more than 
16 million advertisements in a long list of 
favorite comic books—and special campaigns 
for Boy Scouts and 4H groups. 


MORE TRADE ADVERTISING 
THAN EVER 


A sarge trade paper campaign will keep re- 
tailers and wholesalers all over the country 
intormed about this new program. 


AND SALES PROMOTION TOO 


Sales aids and point-of-purchase material will 
help you to tie in with the campaign. 

Get all the details of this new and exciting 
program from the Bendix Coaster Brake 
representative in your territory, or write 


*REG. U. S. PAT. OFF 


> 
Rr 


ECLIPSE MACHINE DIVISION of 





AVIATION CORPORATION 


ELMIRA, NEW YORK 
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One of the sessions at the 26th annual convention of the Ace Hardware Corp. 


200 Dealers and Personnel Attend 
Ace Hardware's 26th Convention 


ITH the exception of one 

store, whose owner was ab- 
sent due to illness, the 26th an- 
nual Ace Hardware Corp., 1319 S. 
Michigan Ave., Chicago, conven- 
tion and exhibit held at the Hotel 
Sherman, Jan. 23-25, was attended 
by representatives from each of 
the 142 stores in the organization. 
The Monday morning business 
meeting was presided over by 
Richard Hesse, president, and the 
first session was entirely devoted 
to the subject of buying. The 
buyers of each of the eight de- 
partments presented a condensed 
report of their departments, past 
and future, and answered ques- 
tions from the floor with reference 
to merchandise prices and trends. 
Each day’s session began with a 
company breakfast. 


The Program 


Monday afternoon, after lunch- 
eon, the dealers and others from 
Ace Stores participated in the 
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At Chicago 


Grand March to the exhibit rooms 
where 210 manufacturers were 
represented. On Tuesday morn- 
ing, a number of manufacturers’ 
representatives who supply the 
stores with major lines, spoke on 
the merits and uses of their 
products. 

The Wednesday morning meet- 
ing was addressed by the manager 
of the advertising department who 
reviewed some of the promotions 
used in 1949 and provided details 
on the program for 1950, which 
has been enlarged and intensified. 
The manager of the Ace merchan- 
dising service called attention to 
the Ace Store fixtures, which he 
stated have been constantly im- 
proving and have added to the 
efficiency and promotion of the 
self-service features. 

Gern Lindquist. vice-president. 
concluded the program by review- 
ing some of the progressive steps 
taken in the past which have con- 
tributed to the acquisition of the 


new Ace building. He also pointed 
out that these steps have aided in 
maintaining the  organization’s 
reputation for accomplishment. 
He assured the dealers that it was 
due to their cooperation as well as 
the efforts exerted by the operat- 
ing unit, that Ace has attained its 
present position in the hardware 
industry. He emphasized that if 
Ace is to maintain its reputation, 
dealers must continue their readi- 
ness to meet their obligations in 
all respects. 


Entertainment Features 


On Wednesday evening, more 
than 700 Ace dealers, families and 
friends met for cocktails in the 
grand ballroom of the hotel. Later 
the Ice Parade designating the 
theme, “Ace Sets the Pace” fol- 
lowed by an “Orange Tree” sup- 
plement, marched onto the dance 
floor after which a banquet and 
dance was held, with music pro- 


vided by Will Holly and his band. 
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Just what housewives are looking for .. . a refrigerator with 
smart, clean, beautiful styling. Efficient design gives spaciousness of 
big 8!/, cu. ft. model in floor space of old style 6 cu. ft. models. Plenty 
of room with 14.4 to 17.5 square feet of shelf area in new AT8C model. 


Large Freezers. 42 pounds of Frozen Food is easily stored in the big 
across-the-top freezer. The eye-level compartment of the U type model 
holds 28 pounds of Frozen Food. 


Roll-a-Grip Latch . . . a high quality, trigger-action latch, found only 
on America's finest refrigerators. Twin Crispers each have 12 quart 
capacity. Full width Vege-Crisp Drawer has 18 quart capacity. Latest 
type flexible aluminum Ice Cube Trays. New "Pancake" type Tecumseh, 
Hermetically-Sealed Compressor . . . the most efficient and Quietest 
ever developed. Highest Quality, yet priced Competitively! 


A Complete Line of MARQUETTE Home Freezers 


Four models for every farm and home need... 16, II!/, 8 and 4 cu. 
ft. capacity. Dealers: Now's the time to install a Marquette Home 
Freezer in your own home. It'll help put that extra punch into your 
selling. Stock up now for busy Fall Freezing Time .. . and Profit Time 
For Youl 

Write today for information on the Complete Marquette Line. 
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MARQUETTE APPLIANCES, Inc. 
MINNEAPOLIS 14, MINNESOTA 
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NEW SERIES 500 


RITE-LOCK 


FOR SLIDING DOORS 








NOW-FULLY 
REVERSIBLE 


4 ADJUSTABLE 
WIDTHS FIT 
1%"-2" DOORS 





Here is the most 
versatile lock for every sliding door 
application. It is adaptable to any re- 
quirement as to hand, security and finish 

.. while the three standard sizes ad- 
just to fit any door thickness, 1%” to 2!’ 

The thumb button, emergency or 
blank discs or cylinder can be inter- 
changed from side to side on the job. 
This means that dealers can supply any 
combination required by merely stock- 
ing a few representative discs and 
cylinders in popular finishes. 

Rite-Lock is easily installed by a 
simple cut-out without any mortising. 
The escutcheon measures 412” x 278! 
All exterior parts solid brass. Write us 
on your letterhead for the new Adams- 
Rite Catalog 49. 


CYLINDER DEADLOCK FOR SLIDING DOORS 
This cylinder deadlock aa 
operates by cylinder from “4 > 
one or both sides. Fits all : 
standard cylinders with ro ol 
adapter cams furnished 
(specify when using Yale or —\ 
Sargent cylinder). Solid {| 
bronze face, strike and bolt. 4| 
Heat treated aluminum At 
alloy case. Use your own 4) 
cylinders and trim. Also | i 
used as jimmy-proof lock. y 
mwramty watt 4 CENTURY 
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Agreements Not to Compete 


(Continued from page 154) 


time of his employment hereunder 
or at any time thereafter, furnish 
to any individual, firm or corpora- 
tion, other than the company, any 
list or lists of customers” or in- 
formation of any kind pertaining 
to the business of the company.” 

This agreement was held valid 
and binding by the Colorado court 
when the salesman upon. leaving 
this employment completely disre- 
garded the contract and solicited 
orders from those who were and 
those who were not customers of 
his former employer. 

A famous case in New Jersey 
that has ever since been authority 
for employment restrictions of this 
character, arose over the interpre- 
tation of one of these contracts 
with a steel producer. 

The agreement provided, on the 
part of the employee: 

“He will not at any time directly 
or indirectly during the term of 
this agreement or afterwards, di- 
vulge to any person, firm or cor- 
poration any information of any 
nature, now known to him or here- 
after acquired by him during the 
term of this agreement, relating to 
or regarding any process of steel 
making or of melting or treating 
steel that may have been, is now or 
may be hereafter during the term 


of this agreement used in the 
works” of the employer. 

The New Jersey court refused to 
enforce this provision. “The neces- 
sary result of the enforcement of 
the contract would be that the em- 
ployee must either work for the 
steel company or remain idle; and 
since the restraint is unlimited in 
point of time or space he might at 
the option of the company be with- 
out employment for the rest of his 
life at the only trade he knows.” 

Six basic rules were laid down 
by William H. Taft when a judge 
in the Circuit Court of Appeals 
that have ever since governed the 
interpretation of these agreements. 
These rules must be followed in the 
making of any agreement for the 
restraint of a competing business 
or of an employee from accepting 
employment with a competitor. 

“Covenants in partial restraint 
of trade are generally upneld as 
valid when they are agreements 
(1) by the seller of the property or 
business not to compete with the 
buyer in such a way as to derogate 
from the value of the property or 
business sold; (2) by a retiring 
partner not to compete with the 
firm; (3) by a partner during the 
partnership, not to do anything to 
interfere by competition or other- 








Home Made Panels Add Color to Displays 
) a 





Last spring the Reinhold Bros. Co., Milwaukee, Wis., (an Ace store) offered 
some excellent window displays, the backgrounds of which were constructed 
and painted by a member of the store staff. The dominant motif of the 
background was a happy bird sitting on the perch of a nest which in turn 
had a white cloud in the background. The letters reading "Spring" were 
also on each of the six panels used in windows fronting on two streets. 
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wise with the business of the firm; 
(4) by the buyer of property not 
to use the same in competition 
with the business retained by the 
seller; (5) by an assistant, servant 
or agent, not to compete with the 
master or employer after the ex- 
piration of his term of service.” 
and, lastly, that the restraint thus 
imposed must not be greater nor 
more extensive: than is necessary 
either in time or territory, for the 
protection of the good will thus 
sought to be protected. 


Do's and Don'ts on 
Your 1949 Tax Return 


(Continued from page 117) 


pay you cash and the install- 

ments would then be owed to 

the bank. 

If you use the first method, you 
can continue to report on the in- 
stallment method. But if you use 
the second method, the entire 
amount you receive from the bank 
is taxed to you in the year you re- 
ceive it. You lose the advantage 
of the installment method. This 
is true even if you have to buy 
back the notes from the bank if 
the customer fails to pay. 


What Should You include 
In Inventories? 


Inventories should include all 
merchandise and supplies. But 
they should not include: 

Supplies which have not been 
acquired for sale, or which will 
not become a part of merchan- 
dise intended for sale. 

Materials ordered by you for 
future delivery, title to which 
has not yet been transferred to 
you. 

Assets of a capital nature, 
machinery, fixtures, land, build- 
ings, accounts receivable, cash, 
or like assets. 

Goods received on consign- 
ment. 

Goods sold (also containers), 
title to which has passed to your 
customers. 

You should include in inventory 
merchandise purchased (including 
containers), title to which has 
passed to you. 

It is immaterial that merchan- 
dise is, not in your physical posses- 
sion, i.e., is in transit, or for other 
reasons. All raw materials and 
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It°s good business to standardize on... 
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...new Hall-Mack Crystalcrome 
— jewel-like beauty — brilliant 
solid chromed brass combined 
with crystal-clear Lucite — ac- 
cessories of the finest quality. 


... Aristocrome Accessories — 
classic styling—heavy, rich con- 
struction and appearance — 
chromium plated solid brass— 
there’s no finer accessory line. 


...popular Coronado — distinc- 
tive modern styling and luxu- 
rious looks—for bathroom re- 
quirements in the “medium” 
price range. 


...and Tempo Accessories — 
solid quality at low cost — 
simple, functional beauty and 
long life—for modest budgets. 


Bathroom Accessories 
are Important... 


eeeeeeeeeeseeeneeeneeseeeoeesees es 





HALL-MACK COMPANY 
1344 W. Washington Blvd., Los Angeles 7, California 
7455 Exchange Avenue, Chicago 49, Illinois 








ROLLER SKATES 


Union Hardware No. 5 is now and 
has been for many years the easiest 
selling roller skate made. It’s the 
standard of the industry. 


Repair Parts” 
is to SELL 


N Repair Parts / 
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supplies which have been acquired 
for sale or which will physically 
become a part of merchandise in- 
tended for sale are included in in- 
ventory. That includes containers, 
such as kegs, bottles, and cases, 
whether returnable or not, if title 
to them will pass to the purchaser 
of the product to be sold. 
You do not need to include— 

1, Operating supplies or prop- 
erty not intended to be sold. You 
may treat it as a deferred charge 
to be deducted as used or con- 
sumed. Decisions are in conflict 
as to whether you may price at 
lower of cost or market in this 
treatment. 

2. Goods under a noncancel- 
lable contract of sale, segregated 
and applied to the contract. The 
buyer includes them in his in- 
ventory. 

3. Merchandise, title to which 
has passed to the buyer. (Title 
passes, usually, when the parties 
intend it to pass.) Exclude it 
from seller’s inventory. Include 
it in buyer’s inventory, even if 
goods are in transit or buyer 
does not have physical posses- 
sion. 

4. Goods, including shipping 
charges, sent C. O. D. Include 
these in inventory of seller until 
payment and delivery are made. 

5. Goods shipped on approval. 
Include these in seller’s inven- 
tory until they are accepted. 


How Do You Value 
Your Inventory? 
In valuing your inventory, you 


may not deduct a reserve for price 
changes or estimated depreciation 





in value; nor may you omit any 
stock on hand. 

Inventory which is unsalable at 
normal prices or unusable in the 
normal way because of damage, 
imperfections, shop wear, changes 
of style, old or broken lots, or 
other similar causes, including 
secondhand goods taken in ex- 
change, can be valued at the esti- 
mated selling price, less direct cost 
of disposition. Take into consider- 
ation their usability and condition. 
But in no case should this be less 
than the scrap value. 

When you claim a reduction in 
the value of your inventory be- 
cause of shop—or shelf—wear, 
damage, or outmoded fashions, 
the burden is upon you to prove 
its true market value because of 
these defects. You may not take 
an arbitrary or blanket mark-down 
from cost. To get a proper mark- 
down, you must establish: 

1. The goods are in fact shop- 
worn, or damaged, or outmoded 
because of style changes, 

2. A true market value (the 
selling price, less the direct cost 
of disposition) , and 

3. That this market value is 
less than their cost. 

Cost, and cost or market, which- 
ever is lower, are often approved 
as proper methods for inventory- 
ing. In addition, two other methods 
have had common usage in the re- 
tail business—one termed “last-in, 
first-out” and the other “first-in, 
first-out.” 

The effect made upon profits, 
by the various methods of inven- 
torying, is outlined in the following 
example: 


EXAMPLE—Assume that inventory at beginning of year was com- 
posed of 1,000 units which cost $2 each and had a market value of 


$2 on that date. 


Purchases in the year —2,000 units at $4 


Sales in the year 


—1,500 units 


Inventory at end of year—1,500 units (mkt. value of $5) 


Method 
Cost 


Cost or market, 
whichever is lower 


First-In, First-Out .. 
Last-In, First-Out . . 


Inventory at Therefore 
End of Year Cost of Goods 
Is Computed Sold in Year 





1,500 at $4 1,000 at $2 
500 at $4 

§1,000 at $2 

1,500 at $4) '500 at $4 
{1,000 at $2 

1,500 at $4560 at $4 
1,000 at $2 1,500 at $4 

500 at $4 
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The “GOLD LABEL”® 


The finest nozzle ever 
made. Heavy bronze, 
wide, deep knurling, hand 
polished finish. Patented 
non-rising sleeve takes 
wear off packing, assures 
extra years of leak-free 
service. 





" Ld 
The “DIAMOND"® 
Heavy, all brass, with 
easy operating spray, 
straight stream or shut- 
off. A top seller in the 
medium price class. 


No. 161 
Finished 
Erass 


No. 161-¢ | 
Polished, " 
Chrome indh 





Plated — 


The “BRASS KING"® 


Unequalled for size, 
easy of operation, and 
other features in the 
economy price field. 
Fully adjustable. 


No. 33 


Sherman Otters 
FULL LINE 


Of Fast Selling 
Hose Nozzles 


You can offer your trade today's 
finest Lawn Hose Nozzle in every 
price class when you stock and dis- 
play the Sherman line. For Sher- 
man provides a complete line of 
nozzles, each a leader in appear- 
ance, construction, and perform- 
ance. 

For many years, Sherman has been 
America's top manufacturer of 
Lawn Hose Nozzles and other 
brass hose fittings. So when you 
sell Sherman, you can be sure you 
are selling the best liked, most 
profitable Hese Nozzles and fit- 
tings on the market. 


H. B. Sherman Mfg. Co. 
Battle Creek, Michigan 


Sherman 


LAWN HOSE GOODS 
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The “retail method” may also 
be adopted for pricing inventories 
if— 

Its use is designated upon the 
return. 

Accurate accounts are kept. 

The method is consistently 
adhered to unless a change is 
authorized by the Commissioner. 

Under the “retail method” the 
retail selling prices of the goods 
on hand at the end of the year in 
each department, or of each class 
of goods, is reduced to approxi- 
mate cost. This is done by elimi- 
nating the amounts added (the 
mark-up) to the cost price for 
selling and other expenses of do- 
ing business, and margin of profit. 

Since you maintain more than 
one department in your store— 
and deal in classes of goods carry- 
ing different percentages of gross 
profit—you should not reduce 
marked-up goods by a percentage 
of profit based upon an average of 
the entire business. Compute and 
use the percentages for respective 
departments or classes of goods. 


Practice Approved 


Sometimes a company using the 
“retail method’ adjusts retail sell- 
ing prices for mark-ups but not 
for mark-downs. That practice is 
also approved. But adjustments 
must be consistent and uniform. 
Where mark-downs are not in- 
cluded, mark-ups made to cancel 
or correct mark-downs cannot be 
included. Mark-ups included must 
be reduced by the mark-downs 
made to cancel or correct those 
mark-ups. 

If the retail method is used in 
conjunction with the “last-in, first- 
out” method, the Treasury may 
require you to make adjustments 
for mark-downs as well as mark- 
ups. 

Mark-downs which are not based 
on actual reductions of retail sales 
prices, for example, those based 
on depreciation and obsolescence, 
are never recognized. 

If you have not determined in- 
ventories by following the prac- 
tice of eliminating mark-downs in 
making adjustments to retail sell- 
ing prices, you may adopt the prac- 
tice only by Treasury permission. 
But you always may do it in a first 
return of income. 
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Money-making dealers 
and jobbers everywhere 
will stock Red-I-Post, the 
only basement post with 
sensationally improved sup- 
port for floors. Its patented 
Ring-Lock bears upon the 
full circumference of the 
two telescoping columns, 
distributes the load uni- 
formly. 










\NG-LOCK 


NO HOLES 
NO PINS 
NO WEDGES 


R 







No pins, no wedges, no 
holes for children’s prying 


fingers. No spreading or 
mushrooming of tubular col- 
umns with Red-I-Post Posi- 
tive Ring-Lock. .It’s double 
adjustable — the removable 
Ring-Lock for telescoping 
column adjustments and the 
Jack Screw for final adjust- 
ments and lifting. 


With Profitable Red-I-Post, 
you get ready sales for 
farm, home, commercial, 
and industrial use. Sell the 
complete line — telescoping 
and builders’ posts. Order 
today. 


For name of your near- 
est distributor, write Saw- 


2-3/8" O.D. FULL WT. PIPE | 


A__ 2.5%" 0.D. 13 GA. WELDED TUBING 


so 


hill Manufacturing Com- ANOTOUALITY 


pany, Sharon, Penna. PRODUCT 


IMMEDIATE SHIPMENT 





KEEP FLOORS LEVEL AND SAFE 





Lawn Mower Line 
The Coldwell- Philadelphia Lawn 


Mower Co., Inc., Philadelphia Division, 
Greenfield, Ohio, has announced its 
1950 line of hand and power lawn 
mowers. Illustrated is the “Colonial” 
a 16 in. hand mower, designed for use 
on average sized lawns. Features five 
steel cutting blades, cast iron knife bar, 
ball bearing mounted revolving cutter, 


adjustable height of cut and 10 in. 
diameter deep tread rubber tires. Also 
cast iron wheels with 59 tooth gear, 
and precision molded cast iron’ side 
frames machined to close tolerances for 
perfect’ mower alignment and accurate 
gear mesh. Designed so handle and 
chassis can be placed in a single carton. 


Seymour Smith Spring Stock 


Seymour Smith & Son, Inc., Oakville, 
Conn., is offering a complete ready to 
sell assortment of items said to move 
fast. Included is an eight color center 
display; four individual displays and 
other selling material. When set up 
as illustrated, maker says it is a pruner 


176 


and garden shear department. Display 
and stock can be used as _ separate 
units. Cost to dealer is $76.36, retail 
value, $119.55. Includes 27 pruning 
shears, 4 long handled pruners, 2 tree 
pruners, 14 grass shears, and 10 hedge 
shears. Also window and counter cir- 
culars, and streamers. Twenty pruning 
handbooks said to be worth $5 included. 


Glass, Dish Drainer 


{rtistic Wire Products Co., Inc., East 
Hampton, Conn., is making a glass and 
dish drainer, model 50 GD, coated in 
Vinylite plastic. Made in red, white or 
yellow. Packed six of any color per 
carton or two of each color per carton. 
Unit is 16% in. long by 13% in. wide 
71 


by 744 in. high. 


‘Midget’ Tool Merchandiser 

All steel self service “Midget” tool 
merchandiser as well as tools are in 
Gardex blue and yellow color combina- 
tion. Holds 24 tools and occupies 24 
by 13 in. of counter space. Each tool 
is named, numbered and priced. Holds 
rakes, culti-weeder, dandelion cutters, 
culti-hoes, culti-spades, transplanting 


/ 
Loadgntee! STURT oun 
7 SET Topay 


trowels, planting dibbles, trowels, forks 
and cultivators. Gardex, Inc., Michigan 
City, Ind. 


Disston Circular Blades 


Henry Disston & Sons, Inc., Philadel- 
phia, Pa., is offering a line of circular 
saw blades for portable electric saws 
now in use. Saws are made in all pop- 
ular sizes with center holes tailored to 
fit the mandrels of Black & Decker, 
Mall, Skilsaw, Thor and Porter Cable 
electric powered units. Saws are avail- 














able in crosscut, rip and combination 
types which will permit power handsaw 


operator to increase usefulness of his 


machine. All blades are said to have 
a high finish and keen teeth, accurately 
fitted. 
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vail- Cinderella’? Ekco Keepsake Tableware 


tion Meplay—for window or counter. Features 
‘new, superbly gift-packaged Ekco Sta- 
Tableware in the ‘‘Keepsake” pattern. 


his te is flatware that accentuates grace and : : ’ ; : 
lave ty, perfect balance and careful crafts- “Cinderella” Ekcoline Kitchen Tool Display— for window or 
sale whip. Each piece highly polished for counter. A stunning presentation of the 7-piece Ekcoline 
E ting beauty, with finished edges for that Set with rich yellow plastic handles—ivory tip and black 
pensive’ look. In two-color presenta- B I G G - S T band. It’s a neat set of 6 most wanted stainless steel kitchen 


mn. boxes. A proved seller. tools and a 6-place wall rack. Displayed in their handsome 


50 tial “Kee: ke”’ assortment, total re- N A M 3 ] N two-color presentation boxes, Ekcoline Kitchen Tools have 
i $67.60 re ea free display , a fine habit of selling themselves at first glance. 


4 '@) U Ss f W A R iz S Special Ekcoline assortment, total retail $65.05, includes 


CO PRODUCTS COMPANY, CHICAGO 39, ILL. free display. 












CLINTON HEX MESH NETTINGS—Strong selvage; 
hangs well and is easy to handle. Light and heavy 
grades fora variety of uses. In standard widths, meshes 





® 


and wire sizes; galvanized finish. 


4 CLINTON GENERAL PURPOSE 
WELDED WIRE FABRIC 

A strong, smooth, galvanized wire fabric for a variety 
of uses .. . animal pens, machine guards, fencing, etc. 
100 ft. rolls; standard widths, meshes and wire sizes. 


WISSCO FLEXIBLE WIRE & 
CLOTHES LINE—Smooth, long- 
wearing, rust-resistant. Coils of 50! 
or 100' or connected lengths. 


— tapes DOOR SPRINGS — 

Made of selected wire, and avail- 
able in black japanned and cadmium 
finishes. Unequalled for toughness and 





durability. Hooks for installation in 
each box. 


QUICK HITCH GATE SPRINGS—A 
rugged spring for heavy doors and gates. 
Made of oil-tempered wire, black japan- 
ned and cadmium finishes. Quickly ap- 
plied, easily operated. / 





WICKWIRE SPENCER 

NAILS AND BRADS 
—Made in all standard 
sizes from 3/16" to 3". 
Attractively packaged in 
%, Y, and 1 Ib. pack- 
ages; also 25 Ib. cartons 
and 100 Ib. kegs. 





Contact your jobber... Prices on application 


Made by the makers of GOLD STRAND INSECT 
WIRE SCREENING and CLINTON HARDWARE CLOTH 


WICKWIRE SPENCER STEEL 


AMERICAN WIRE FABRICS CORP. 


500 FIFTH AVENUE, NEW YORK 18, NEW YORK 


Boston « Buffalo +« Chicago + Denver «+ Detroit + Ft. Worth + Philadelphia 
Pacific Coast Subsidiary—The California Wire Cloth Corporation, Oakland 6, Cal. 
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Arvin Metal Dinette Set 


Noblitt-Sparks Industries, Inc., Co- 
lumbus, Ind., is offering the “Arvin” 
metal dinette set featuring a_ plastic 
table top. Bonded to laminated Phillip- 
pine mahogany and sealed into the 





table’s metal frame, the surface is said 
to be easy to clean and to be impervi- 
ous to stains, acids, alcohol, hot greases 
and boiling water. Maker claims the 
surface will not chip or crack. Avail- 
able in mother-of-pearl grey, green and 
canary. Plastic surfaces are designed 
with graining effects which permit deal- 
ers to offer matching chair and tables 
or by pushing contrasting pieces they 
can make nine color combinations. 
Tables are 30 in.-wide and 60 in. long 
when 12 in. extension leaf is in use. 
Four legs, curved at juncture with table 
top are of chrome-plated metal, 144 in. 
in diameter. Stainless steel apron runs 
around table’s perimeter, extending 
three in. below surface. Seats are four 
leg type; seats and form-fitting backs 
deeply upholstered in vinyl plastics. 


Gun Tacker Attachments 


The Arrow Fastener Co., Inc., 31 
Maujer St., Brooklyn 6, N. Y., is offer- 
ing two attachments for the T-32 gun 
tacker which are attached by removing 
screw, fitting in, and replacing screw. 
Window shade attachment is said to 
assure deep penetration of staple into 
shade Screen attach- 
ment is constructed with two prongs 
which clamp into the webbing of the 


window pole. 


screen, rendering it taut. 


‘Kitchen Scoop Set 


Mack Molding Co., 100 Main St., 
Wayne, N. J., is making a plasticware 
Each set 
contains four scoops of graduated sizes 
with lengths from 3% in. to 9 in. over- 
all. Scoops are molded of plastics in 


set of four scoops that nest. 


permanent colors. 
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‘Nu-Hue’ Line Tube System 


The Martin-Senour Co., 2520 S. 
Quarry St., Chicago, Il, is now using 
tubes and cans of liquid colors for 
combining with white bases of flat, 





semigloss or enamel to extend the 
“Nu-Hue” line. Maker claims 204 tints, 
tones and shades can be mixed by 
formula from 16 liquid colors. Also 
available is a consumer operated color 
harmony selector which provides a ro- 
tating drum showing many harmonious 
color combinations. Each row presents 
a basic color plus three harmonious 
colors. The 204 colors represented in 
the new system are based on complete 
color coverage of the hues, with har- 
monious tints, tones and shades so that 
any color the consumer wants can be 
found, it is said. 


G.E. lrons, Fans 


General Electric Co., Bridgeport, 
Conn., has introduced a line of small 
appliances and fans. Models are two 
irons and two fans. Improvements 
have been made in several other fans, 
the steam iron and mixer. F-26 iron 
at $9.95 weighs 2% lbs., and the F-32 
at $8.95 weighs 4% Ibs. Both are 
automatic and have large sole plates; 
dial the fabric temperature selectors, 
and plastic handles. They are cooled 
by circulating air and have double 
thumb rests for both right and left 
handed ironers. One of the fans, 10 in. 
home model is for use on table or floor. 
Suspended in “U” shaped support it 
may be set at any angle from horizontal 
to 90 deg. Fan has quiet, single speed 
motor which does not require lubrica- 
tion. Delivers 550 cu. ft. of air per 
minute. Retails for $12.95. Other 
fan, $29.95 has 12 in. blades that de- 
liver 975 cu. ft. of air per minute. Fan 
can be made to oscillate or remain fixed 
by twisting a knob. Motor operates at 
two speeds and is completely enclosed 
in plastic shell. Operation of improved 
steam iron is by button in top of han- 
dle which switches from dry to steam 
ironing. Water in storage tank does 
not boil but forms steam when it 
drops on hot soleplate. Mixer has new 
speed selector band giving proper set- 
ting for each job. Plastic juicer at- 
tachment squeezes out juice, strains 
it and traps pulp in molded-in strainer. 
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Every year more and more 

people are replacing hand 

mowers with power mow- emma a- sd 
ers. Take advantage of wey 

this trend... sell Phiia- 

delphia, the outstanding 

power line of all—in 1950. 






THE FALCON 


SUPER FALCON 


THE FALCON JR.—A Deluxe 19’’ mower 
that's perfect for small home owners. Features 
1 h.p. Briggs & Stratton Engine—clutch and 
throttle controls—weight 90 Ibs.—handle stands 
upright for storage. 


THE FALCON—The same dependable Falcon 
with a new look—new selling features. Cutting 
width 21"—powered by 1 h.p. Briggs & 
Stratton Engine. Automotive, double friction 
type clutch—gll chain drive—cutting height 
Yr" to 22". Weight 129 Ibs. 


THE SUPER FALCON—For big jobs here's 
power plus with a 1/2 h.p. Briggs & Stratton 
engine—21” cutting width—all chain drive— 
The Philadelphia Dealer automotive, double friction type clutch—cutting 
height adjustable from Y2"’ to 22". Weight 


Data Kit, containing 131 Ib 
Ss. 


prices, complete mower 
details and pictures of 
free sales helps, is yours 
without obligation. 
Write for your free 
copy today! 





PHILADELPHIA LAWN MOWER DIVISION 


Coldwell-Philadelphia Lawn Mower Co., Inc. 


GENERAL SALES OFFICES: N. Washington St., Greenfield, Ohio 
Factory ... Newburgh, N. Y. 


179 








| Capitalize on these 
Advantages of 


| cute el NG 

IN DISTRIBUTOR 

| | WAREHOUSES 
| Handy-Packs are sturdy...can be moved, 
HANDY- PACK | handled or even dropped without break- 







Sealed with 
nylon tape 











ing. They can bestacked neatly and easily 
without crushing or toppling. They 


save time... eliminate costly spillage, 
BOLT CARTONS mixing and sorting. 





IN JOBBER SALES 





Sturdy Handy-Pack bolt cartons have 
sales features never before available. 
Jobber salesmen respond by pushing 
the line... because they have something 
‘extra’ to sell. Sales go "way up. 





@ Handy-Packs contain the same small 
lot quantities of bolts that have been Rugged open 


drawer 





standard for years. Cut thread carriage 
and machine bolts have nuts attached as 
always. 


STURDY HANDY-PACK 
CARTONS 


are constructed of corrugated board with 
a certified bursting strength of from 125 
to 200 Ibs. per sq. in. depending on bolt 
size. The cartons are — in wooden | 








boxes...can be ordered in carload or less- 
than-carload lots. Every carton is sealed 
with nylon tape...is certified reshippable. 
Tying and wrapping are not required 
when you reship. Sturdy Handy-Packs 

are superior in ‘ouhes way to ordinary IN RETAIL OUTLETS 
‘paper’ cartons. Warehousemen, jobber 

salesmen and sales clerks who have tried 

them don’t want anything else. Order 
your bolts from Buffalo and enjoy the 
many advantages of Handy-Pack. 





Handy-Pack covers are marvelous open 
drawers for bolt cabinets. They save 
time...elimimate opening cartons every- 
time you make a sale. The Handy-Pack 
covers are sturdy...won’t bulge, tear 
{ or crumble. 








= EE 
WRITE for this free circular on quantities 
and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 





Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS 











WHAT'S NEW 








Johnston's Power Mowers 


Johnston Lawn Mower Corp., Ot- 
tumwa, Iowa, supplementing its 18 and 
20 in. “Lawn Patrols,” has added a 





22 in. model which is powered by a 
Briggs and Stratton engine. Features 
the dual clutch control; clutch may be 
operated manually by means of control 
lever or automatically by lifting or 
lowering the mower handle. Also incor- 
porated in the new model is the spring- 
loaded, ball bearing belt tightener 
eliminating belt adjustment. Two hand 
mower models with 16 and 18 in. cut- 
ting widths finish out the line. 


Aerosol Line 


Casco Products Corp., Bridgeport, 
Conn., offers an improved aerosol line 
comprising five products: The insecti- 
cide, an air-refreshment, moth-proofer, 
roach killer and household wax. In 
addition the dealer purchases his own 
choice of any two cases of aerosols he 
wishes to stock at a 40 per cent dis- 
count. To aid the dealer, Casco is 
offering with its shipments free counter 
display in full color that hold “display- 
n-sell” assortment of two insecticide 
cans, two air-refreshment cans, two 
moth-proofer cans, three roach killer 
cans and two cans of household wax. 


HOCSER UD 


\ FERDSLS 


eS 


heed bud tt 


a) 
BUY WITH CONFIDENCE Buy ASCO 
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Motor Luncheon Set 


Landers, Frary & Clark, New Britain, 
Conn., is making a motor luncheon set 
consisting of a compact suitcase model 
17 by 15 by 6% in. Case features 
metal ball feet, snap-lock fasteners and 





keys and includes enough equipment for 
four people—two Universal quart vacu- 
um bottles, four knives, forks and tea- 
spoons with red tenalite handles, four 
red plastic plates, 8 in. in diameter 
and four cups, six oz. capacity, a white 
enameled lunch box, 13'2 by 8 by 4% 
in.; can opener, salt and pepper shaker. 
Retails for $29.95. 


Lucas Promotion Campaign 


John Lucas & Co., Inc., 1617 Penn- 
sylvania Blvd., Philadelphia 3, Pa., in 
its spring promotion activity is empha- 
sizing the slogan, “Thrifty Buy.” Avail- 
able to dealers is the presentation 
folder, “Turning Point in Paint Profits,” 
which illustrates in color the merchan- 
dising aids and cooperation extended 
by Lucas to the dealers. The program 
is correlated in a _ booklet, “Thrifty 
Buy” Promotion Campaign, which 
breaks the plan down into 12 major 
steps. To promote “The Thrifty Buy,” 
slogan, Lucas dealers will be provided 
with coin banks in the form of half 
pint paint containers. Booklet illus- 
trates signs available, truck decals, and 
supporting dealer aids. 
rough newspaper ad layouts, window 
and counter display cards, good-will 
give-aways; color magic counter book; 
money-savings sales; price cards; pro- 


Suggested 


motion publicity ideas; and the hand- 


bill Lucas “Thrifty News.” 


Drip-Cloth 


KeKo Products Division, Kennedy 
Car Liner & Bag Co., Inc., Shelbyville, 
Ind., offers the “Kover-it” drip cloth, 
for protection of floors, rugs, or furni- 
ture, during painting, cleaning or stor- 
age. Cloth is 107 by 144 in. which re- 
tails for $1 in the east and _ slightly 
higher in the west. Made of heavy, pli- 
able paper, maker says it will stand 
hard usage. Banded with a striking 
wrapper. Packed 12 per bundle, 30 


lbs, to bundle. 



















@ NEW! PORT-O-OVEN 


A wonderfully versatile top-of-stove 
oven with an accurate thermometer 
set in the cover. Excellent as a potato 
baker and food crisper. Also makes 
an ideal outdoor grill oven and 
baker. Shipped nested 


name! 


NE Wren 


to identify America’s Oldest 
and Biggest selling line of 
BLUE STEEL Kitchenware 


blu pride 


Ss 





Blue steel kitchenware, made by 
Parkersburg, has been the nation’s 
stand-by in the low-priced field for 
more than half a century. Now this 
old, established line of kitchenware is 
being given a name and a trademark 
... “blu-pride” ...to identify the out- 
standing value inherent in all Parkers- 
burg products. Ask your wholesaler 
about “blu-pride”’ Steelware...the big- 
gest selling line of its kind! 


BISCUIT SINGLE 

PANS LOAF PAN 

9x 14x 1% 542 x 9%2x 2% 

DRIPPING 

PANS DOUBLE 
ROASTERS 

8x 10x 2% 

10x 14x 2% No. 2— 8x12x6 

12x 17x 2% No. 4-10 x 15x7 

16x 17x 2% No. 7—13x 18x8 


Ask Your Wholesaler for Prices 








| THE PARKERSBURG 
STEEL COMPANY 


| PARKERSBURG, WEST VIRGINIA 








| The home of MASTR-LOK Stovepipe and ‘‘biu-pride’’ Steelware “a 
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| 'Moto-Mower’ Models 


Illustrated is an 18 in. “Lawn-Ace” 
power mower, one of two models of 
“Moto-Mower” both equipped with 





Brick 


A ne 
for spé 


by Th 

















) me 
| | o 
BP 

Mich. 

| standard “Moto-Mower” parts including scaling 

6 in. reel with five crucible steel blades thickne 

and cutting height adjustable *4 to space t 

factor. 


1% in. The other is a 17% in. “Power- 
: HAT WORK Wi E HOU I PAY | Cut.” Mowers feature “V” belt, chain marked 
| drive, and large sheaves, designed to both e 


reduce engine speed to make operation scale. 


WILLIAMS 


| ata slow walk possible. Lever control the tot: 


is from handle bar. Wheels are 10% is chec 
| in. in diameter and equipped with semi- thumbr 
pneumatic tires. Both have a cutting ply tur 
| capacity of one to two acres per day. scale t 
| Illustrated model is powered by a point 0 
| Briggs & Stratton and the “Power-Cut” 636 are 
| by a Clinton engine. Both retail for maple, 
| less than $100. Moto-Mower Co., 4600 finish « 
| Woodward Ave., Detroit 1, Mich, plied. 
graduat 


and de 


| Burgess Counter Cartons joints 


accurac 





















Burgess Battery Co., Freeport, Ill. prevent 
has designed two counter cartons to aad: Gh 
display its zebra-striped flashlight bat- one a 
Pick the combination that tery. Both packages carry the two- 
b i f color theme and the red-headed Bur- 
meets the requirements o gess zebra. Merchandisers are avail- K 
your local market from able in 12 cell and 48 cell sizes. As nocl 
cartons are opened for counter use, Furni: 
dia . ‘ 
Williams wide selection of zebra pops up and combines with bold : 
Wrench Boards. They can type to offer the flashlight batteries Klau: 
: Ave., J 
be combined in endless five pie 
15 kno 
ways as wall, counter or : 
lew pi 
. . a“ | 
island displays. All are 12 of patte 
| their o 


wide by 24” high, except 


a 
No. 7 which is 16” wide. Wu) s | 
Furnished at cost of tools iy. | 
only. Ask your jobber or / L/ / 


write to us for complete 


information. 


ghee 
Fathighs A} FA 


Batter», 








sealed in steel and plastic. The 12 cell 
standing them upright to display the 


smoothly rolled top edge, machine -eal- 


} : 

carton brings batteries out in open by 
| : 

| ed into the battery top. 


J. H. WILLIAMS & CO., DEPT. HA-223, BUFFALO 7, N. Y. 


182 HARDWARE AGE, FEBRUARY 23, 1959 HARD’ 











Is 


‘Lawn-Ace” 
models of 


with 


»ped 





s including 
teel blades 
ible 4 to 
in. “Power- 
belt, chain 
esigned to 
» operation 
ver control 
s are 10% 
with semi- 
a cutting 
s per day. 
red by a 
Power-Cut” 
retail for 


* Co., 4600 
Mich. 
‘tons 
eport, Il. 


cartons to 
hlight bat- 
the two- 
aded Bur- 
are avail- 
sizes. As 
unter use, 
with bold 
batteries 





‘he 12 cell 
n oper by 
isplay the 
shine seal- 


23, 1950 





WHAT'S NEW 








Brick Masons Rule 


A new brick mason’s “Red End” rule 
for spacing of brick courses is offered 
by The Lufkin Rule Co., Saginaw, 





|) m 836 joomon Gg B81Cx Cason 
CA Arrereren rn AT hutuslud 








on Pak me arrest 2 e810 
| ae } bite | HAlsidiel {) 





Mich. Rule is said to speed up correct 
scaling of brick walls when mortar 
thickness is known, and also 
space to be bricked is the only known 
factor. One side of rule is regularly 
marked consecutive inches to l6ths on 
both edges. Other side has a mason’s 
scale. When mortar thickness is known, 
the total thickness of an average course 
is checked on the inch side with the 
thumbnail on the edge of the rule. Sim- 
ply turning the rule over, the correct 
scale to indicated at the 
point of the thumbnail. Rule sections 
from select, hard 
maple, cut with the grain. Protective 


when 


use will be 


636 are made white 
finish coating of white enamel is ap- 
plied. Prominent-face figures and clear 
graduation lines are imprinted clean 
Patented brass lock 
joints said to prevent end play, assure 


and deep. solid 
accuracy and solid brass strike plates 
prevent wear on markings in opening 
and closing. Directions packed with 
every rule. 


Knock-Down Plywood 
Furniture 


Klaus Grabe, Inc., 730 Lexington 
Ave., New York City 22, has added 
five pieces of furniture to his line of 
15 knock-down Five 
new pieces are available in the form 
of patterns for those who wish to have 
their Patterns are 


plywood units. 


own lumber 


cut, 





thus available for 27 pieces of which 
20 are in kit form. Kits contain all 
parts necessary, lumber is cut, pre- 
sanded and drilled; webbing is pro- 
where needed in choice of five 
colors, and kit contains glue, nails, 
screws, sandpaper and plastic wood 
and step-by-step instructions. Pieces are 
designed in “modular” unit to fit and 


vided 


supplement each other as all dimen- 
sions are standard. New pieces are: 
bench unit, 6 ft. long, 20 in. wide, which 
makes a coffee table, at $24.95; 20 in. 
wide and 29 in. high cabinet with ad- 
justable shelves and_ sliding walnut 
doors at $64.95; 48 in. cabinet 
with two sliding walnut doors at $49.95; 
single cabinet 24 in. wide, $29.85; and 
48 in. 
long, at $16.95, which can be used as 


long 


a shorter version of the bench, 


a base with any of the modular cabinet 
units; and a piece which converts the 
single modular unit 

modern kneehole desk, at $12.95. 


cabinet into a 


Racks for Dinnerware 

Ernest Tatcher, Miami Fla., has de- 
rack 
Tatcher has designed 


vised a display holding 52-piece 
dinnerware sets. 


two individual racks to be set side by 





side. This offers an advantage to deal- 
ers who sell combination sales such as 
glassware or silverware or both. Racks 
may be combination 
sales merchandise placed between. Also 
available are racks for skeleton dinner- 


divided and the 


ware sets, where space conservation is 


needed. 


Vegetable Fungicide 
The Dou 


Mich., is offering “Thiodow.” 


Midland, 


a fungi- 


Chemical Co.., 


cide which is said to show excellent 


results on potatoes, tomatoes, celery 
and other vegetables and ornamentals. 
It is offered in liquid form. Maker says 
it is easy to handle and measure when 
added to spray mixture and that it can 
be used effectively and safely with in- 


secticides that are used on crop plants. 
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These attractive counter dis- 
plays, pyt to workin your store, 
will remind your customers 
that they need new Hack Saw 
Blades. These new displays 
are all purpose, all around 
jobs—front (shown) and back 

- are identical so you can use it 
on counter, shelf or island. It 
sells from any angle. 


Now Display Packed, at no 
extra charge, for More Sales! 
Get them from your jobber — 
there’s a display with High 
Speed Molybdenum Blades 
and one with Standard Tung- 
sten Blades. 


G. W. GRIFFIN CO. 


Franklin, New Hampshire 





General Sales Agent 


John H. Graham & Co., Inc 





105 Duane Street, New York 8, N. Y. 
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Packaged to Sell. 


Brass or steel escutcheon pins of fine quality...Packed in attrac- 
tive metal-edge boxes that act as sturdy containers and make 
eye-catching displays—or, if you prefer, in 100 Ib. kegs... Stand- 
ard or special sizes...plain or plated finishes...made in special 
metals on request. Special nails, rivets and screws made to order 
...Economy, quality and quick delivery in large or small orders 
..-WRITE FOR PRICES...We will send quotations promptly... Ask 
for free Catalog and Decimal Equivalents Chart. 


JOHN HASSALL, INC. + vcr 


Manufacturers of Cold-Headed Specialties — Established 1850 


AAS TAL MUTRIA 


TRADE MARK 


“SHOWBOAT” GONDOLAS 


ALL, METAL AND GLASS 


SPECIAL NAILS RIVETS SCREWS, 


SPECIAL NAILS RIVETS SCREWS 
UB MAAYELIL BDL BL IRELAY 


po 


== 
je) 
rT 
tH 
a 


HOLD MORE 
SHOW MORE , 
SELL MORE ‘ 











\ 
¥ 





Scores of buyers say ..."the finest | 
display units ever built”...“pay for ~ 
themselves in less than a year”... 
“Increase sales more than 25%.” 

REEVE “Showboats” provide three times more display area than flat counters. 
Each bin is clearly visible from all sides. 


High chrome finish tubular frame... baked enamel perforated metal shelves 
. heavy glass with polished edges for bin divisions . . . and other exclusive 
features that make the REEVE “Showboat” the most beautiful and functional 
display unit made. Complete in every detail . .. Ready to set on your sales floor 
. and go to work. Send now for brochure giving full description. 


OUR NEW CATALOG JUST OFF THE PRESS! Send for it today! Hundreds 
of new improved items from ticket holders to large display units. REEVE 


REEVE COMPANY 


“Serving America’s Retailers since 1913" 


2220 S. GRAND AVENUE + LOS ANGELES 7, CALIFORNIA 








WHAT’S NEW 





Auger Bit Display Stand 


Chicago Latrobe, 411 W. Ontario St., 
Chicago 10, Ill., offers a combination 
merchandising unit and display stand 
for its auger bit. Unit is of wire 
construction which folds into a com 
pact box and is packaged with com 
plete assortment. May be reshipped in 
original carton to dealers. The unit, 
due to the colors used, is an efficient 
silent salesman. The bit, says the 
maker, because of its design, can be 
easily resharpened with any type of 
file or grinding wheel. It is reported 
to perform as satisfactorily in drilling 
the end grain of wood as it does in a 


cross section. 


Toilet Tank Tray 


Wisconsin Housewares Co. Manito 
woc, Wis., is making the “Dri-Maid” 
toilet tank trays. Tray is made of 
heavy gage steel and finished in white 
baked enamel. Available in three mod 
els; the “Moderne.” which fits free 
standing tanks, collects and evaporates 
moisture; “Large,” for 22-in. wide wall- 
hung toilet tanks, self draining; and 
“Standard” which fits 20-in. wide wall 
hung tanks, collects and drains moisture 
into bowl. Individually packed in dis 


play carton, 24 to shipping case, weight 


54 Ibs. 
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Portable TV Set 


Motorola, inc., 4545 W. Augusta 
Blvd., Chicago 51, IIL, has a portable 
television set, 9L1 with an 82 in. 
tube. Set itself is 1715/16 in. wide by 
10% in. high by 211/16 in. deep and 
weighs 29 Ibs. Set is operated by 
plugging in a telescoping antenna 
which is carried at the top and con- 
nected to a regular AC power outlet. 
Maker says this antenna gives good re- 
sults in most TV areas. Has two con- 
trols, an on-off switch and a station 
selector. Volume and contrast can be 
adjusted to suit differing viewing con- 
ditions. It is reported that an auto- 
matic frequency control circuit almost 
entirely eliminates picture interference 
from auto ignition, airplane and other 
electrical sources. Radio frequency 
stage of amplification boosts the incom- 
ing signal so far above unwanted noise 
and picture interference, it is said, that 
they are negligible. Portable comes in 
russet brown simulated leather and is 
mounted in a luggage type case with 
a removable hinged lid. Face of set is 
covered with rough textured monk’s 
cloth grille contrasting with brushed 
gold finish fittings and plastic contro! 
knobs. Retails for $149.95, 


‘Metco’ Household Stools 


The Metaloid Co., Cleveland, Ohio. 
offers 11 models of household stools 
and stepstools in the “Metco” line. 
Available in chrome and colors the 
stools feature a large “rectangular 
form” seat which is said to provide 10 
per cent more seating area than other 
stools. Line also features five styles in 


utility tables. 














NEW LOW PRICED , 


LAWN SPRINKLER SYSTEM JA 










5 COMPLETE 
SPRAY UNITS 


For Distribution To The Hardware Trade 
Makes “Built In” Sprinkler System from Garden Hose 


e TESTED CONSUMER ACCEPTANCE 
e LIBERAL PROFIT MARGIN 
@ COUNTER DISPLAY CARTON 


Choice territories open for qualified representatives 


For Further Information Write 


LUBPRODCO MANUFACTURING CO. cttvetano 3, onid 











: Streamlined for Sales 
Packaged for Profits 


colorful Carton 


our Shelves 


: Y 
Brightens ‘ies Selling 


spruces 


OnLy 
yGl WHOLESALERS 
: : 
jeaming cgiar-bright” finishes 
Gleam 


5s C8. 
METAL proouct NY 
320 Butt 
Write for catalog TODAY. 


STAR 
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No. 74 
WELL CONSTRUCTED 
and 
ATTRACTIVELY 
FINISHED 

















No. D77 
EXCELLENT VALUES 





No. 78 and 178 


Write to us today for our new 
jobber catalog pages illustrating 
the complete line of CHAMPION 


Screen Hardware. 





The 





CHAMPION HARDWARE (C0. 


GENEVA, OHIO 
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Steak, Kitchen Knives 


The Camillus Cutlery Co., Camillus, 
N. Y., is offering a line of kitchen 
knives which at first will comprise six 








a 


types—two 3 in. paring knives, clip 
and sheepfoot, three 5 in. utility, gen- 
eral purpose and steak knives and a 
4 in. spreader. Knives are of stainless 
steel, which is said to be rust-proof and 
edge retaining. Blades are hardened and 
tempered and sharpened by hand under 
oil. Handles are of polished hard rubber 
which is said to be unaffected by boil- 
Maker says they are per- 
manently anchored onto the tangs by 


ing water. 


two aluminum double 
Razor sharp blades are pro- 


compression 
rivets, 
tected by heavy acetate sheaths. They 
permit the shape of blades to be seen. 
Knives are available in open stock and 
retail from 79 to 98 cents. Alse in a 
three doz. assortment with which is a 
free display dispenser and two side 
counter cards. Also being made is a 
five piece set with wall rack to retail 
for $4.95 and a six piece de luxe steak 
set with solid maple block to retail at 
$7.50, individually boxed. 


Masonry Drill Improvement 


Carboloy Co., Inc., Box 237 Roose- 
velt' Park Station, Detroit 32, Mich., 
has applied high tensile wire to form 
a “live-spiral” flute on the shank of a 
carbide masonry drill said to simplify 


and reduce time and cost in drilling 
holes in masonry, brick, tile, concrete 
and similar materials. Maker says the 
“live-spiral” flute cleans the hole of 
dust while the hole is being drilled. 
With the “live-spiral” masonry drill, 
the wire is wound around the shank 
in a low spiral helix. Dust cut loose 
goes right up around the spiral and out 
the top of the hole accumulating in a 
circular mound around the OD of the 
hole. Maker claims a nearly constant 
rate of penetration results. Drills, said 
to fit any rotary drill, drill press or hand 
brace, are retailing at the same prices 
as former round shank drills and are 
available, in 10 diameter sizes from ‘4 
to 1 in. Each is individually packed 
in a transparent plastic tube with screw 
top. Also available in three kits, two 
containing six drills each from 3/16 to 
*% in. and from %4 to % in. Third 


kit contains the 4, 34 and % in. sizes. 


‘Little Giant’ Padlocks 


Master Lock Co., Milwaukee, Wis., 
has added to its “Little Giant” padlock 
series, the 144 in. padlock. Retailing 
for 20 cents, the No. 44, has a hard 





wrought steel case reinforced with a 
ribbed edge. Improved multi-spring 
lever security provides a good range of 
key changes, says maker. Other fea- 
tures are individually milled, nickel 
plated keys, solid brass key guide 
which extends through the lock and a 
3/16 in. self-locking swivel shackle. En 
tire padlock is cadmium plated. Each 
is boxed individually 12 to display 


carton. 


Running Water Booklet 


The Deming Co., Salem, Ohio, has 
issued a booklet on “How To Select 
Your Water System.” which contains 
helpful information on numerous sub 
jects related to the proper selection and 
installation of automatic water system- 
Booklet includes numerous illustrations 
Subjects include protection of water 
supply against contamination, impor 
tance of using adequate sizes of pipe. 
explanations and diagrams showing dif 
ferent types of shallow and deep wel 
pumps and their respective range o! 
depth of well. 
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Six-Inch Bench Grinder 


The Black & Decker Mig. Co., Tow- 
son 4, Md., is offering 6-in. bench 
grinder designed for speeding up jobs 
in the home workshop or on the farm. 
Powered by the 4 hp. motor and sup- 
plied with general-purpose grinding 
wheel and wire wheel brush, the bench 
grinder is handy for sharpening knives, 
tools, twist drills, shears; for removing 
rust, scale, old paint; and for cleaning, 
burnishing and preparing surfaces for 
soldering and welding. Unit may be 
equipped with different grades or grind- 
ing wheels and with rag buff wheels 
for buffing and polishing. Unit features 
tool rests which are adjustable for 
wheel wear; wheel guards, cast integral 
with the motor housing to provide pro- 
tection; rotor and wheel spindles 
mounted on ball bearings covered by 
sleeves; toggle switch mounted in base, 
which has four rubber feet. Weighs 
31% Ibs., and has an overall spindle 
length of 12% in. and overall height 
of 10 in. 


Buch Catalog 


\ loose leaf page catalog has been 
issued by Buch Mfg. Co., Elizabeth- 
town, Pa., which includes descriptive 
material and illustrations of the vari- 
ous wheelbarrows, lawn rollers, stone 
boats, which make up the company’s 
line. In the back is a separate list of 
prices for the line. 


Serrated Edge Hedge Shear 


The Village Blacksmith Co., Water- 
town, Wis., is making the “Aristocrat” 
hedge shear, with a wider and deeper 
serrated edge. Maker claims branches 
cannot loosen from its grip. Lower 
blade is notched; both blades are fully 
polished, and hollow ground. Features 
heavy duty spring washer with lock 
nut. Kiln dried hickory handles are 
sanded and lacquered to a bright fin- 
ish. Riveted to full width tang with 
two over-sized, compression __ rivets. 
Hardened fulcrum screw is said to 
assure smooth action. Packed 12 to cor- 
rugated box, weight 24 Ibs. Blade is 
8 in. long. retail price $2.65. 















Prominently displayed on your 
counters or shelves, the attractive HOL- 
TITE package will ring up steady repeat 
sales. Rugged, precision-made HOLTITE 
fastenings in sturdy, colorful packages with 
shelf-legible labels that contain complete 
at-a-glance information of contents 
color-coded for quick identification and 
time-saving inventory taking. Your distri- 
butor stocks this quality line of engineered 
fastenings—a dependable source for over 
42 years. 


HOLTITE- Phillips 





The colorful HOLTITE-Phillips Household Kit 2 
sells on sight! Contains assortment of 22 dozen flat 
head steel wood screws, most commonly used 
lengths in diameters from No. 5 to No. 12—with 
Call Your 2 Phillips drivers, Nos. 2A and 3A. 


Distributor 








h m 
New Bedford. 


© Mass..USA 
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1950 MODEL 


of the famous... 


ee 2/new LOW PRICE 





Handee with 51 accessories in handsome 


heavy steel, piano-hinge case, now at 
the lowest price in all Handee 
oo eer re ae $2495 


Handee with 7 accessories in 95 
er rrr $19 


Handee is the “Cadillac” of small power 
tools. First tool of this type and today’s 
finest. Far ahead of all others, it’s the choice 
of homecrafters and mechanics everywhere. 


Handee grinds, drills, polishes, cuts, en- 
graves, routs, carves, sands, saws, etc. 
Works on metals, alloys, wood, leather, 
plastics, linoleum, glass, horn, bone, etc. 














(OTHERS HAVE 


BAR ARMATURE 
3) 





am WHAT THIS MEANS =~ 
C) @ LONGER LIFE C) 
ca @ BETTER PERFORMANCE 
= @ SMOOTHER ACTION 
@ COOLER MOTOR wnict 


PREVENTS FREQUENT BURNOUTS 
AND COSTLY REPAIRS 


GIVES YOU 

THE SAME ADVANTAGES YOU WOULD 
GET FROM AN 8-CYLINDER CAR 
AS COMPARED TO ONE HAVING 
ONLY 4-CYLINDERS 












CASH IN ON THIS i.cWS 


The dependable Handee advertised for the 
past 18 years is much in demand. It’s easy 
to sell at a good profit. And remember this: 
one Handee customer recommends another. 


ACCESSORIES ARE PROFITABLE 


Over 500 Handee accessories to fit most 
power tools, offer you a steady, year- 
around sales volume. Keep them in the 
new, theftproof, dustproof display case 
which is 23” high, 16” wide, 12” deep 
and attracts a lot of attention. It’s free 
to dealers on a special offer. 


Write for discounts, dealer aids and 
details about the dispiayv case. 


CHICAGO WHEEL & MFG. CO. 
1161 W. Monroe St., Dept. HA Chicago 7, itl. 
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Voltage Booster 


American Floor Surfacing Machine 
Co., Toledo, Ohio, is offering a voltage 


booster designed to correct low voltage 


conditions for users of floor sanding 





machines, radial arm saws and other 
portable equipment up to 5 h.p. Maker 
says it is not necessary to make a 
special hookup for either of the volt- 
ages. Two plugs, one indicating 115 
and the other 230 volts are readily 
available to match the voltage of the 
motor. Maker says it does not matter 
whether an input low voltage is used 
on the “100” or the “200” volt circuit, 
the user will always have a full 115 
and 230 volt on output. No moving 
parts, unit is cased with carrying 
handle; overall dimensions are 744 by 
8x 11 in. Unit is air-cooled and is re- 
ported to efficiently operate one tool on 
a 230 line simultaneously to operating 
one on the 115 line within rated h.p. 
Made in two capacities standard, 
which weighs 55 I|bs., suitable for all 
normal floor sanding machine opera- 
tions where not over a total of a 4 hp., 
constant demand is made on the unit 
and the heavy duty model, 65 Ibs. in 


weight. 


Nylon Paint Brush 
Merchandise Kits 


Supplementing its promotion cam- 
paign on nylon-bristled paint brushes, 
the E. 1. du Pont de Nemours Co., Inc., 
Wilmington, Del., is offering to dealers 
merchandising kits which contain com- 
plete display materials for getting the 
most out of paint brush lines and for 
emphasizing the related sales possibili- 
bilities of brush merchandise. Kits con- 
sist of streamers in red calling con- 
sumer’s attention to company’s adver- 
lising in magazines, counter cards, pub- 
licity releases and suggested radio com- 
mercials. Feature of kit is a pamphlet, 
“How to Choose and Use a Nylon 
Paint Brush” which contains advice on 
choice of proper brush for a particular 
job as well as proper care and han- 
dlmg of brush. Tying kit together is 
a sketch-text sheet containing diagrams 


for developing suggested displays and 
for tying in other items normally sold 
with paints. 


Automatic Defrost 
Refrigerator 


Westinghouse Eleciric Corp., Pitts- 
burgh, Pa., is offering an automatic 
rapid defrost system refrigerator with 
9.6 cu. ft. capacity. “Frost Free” sys- 
tem is said to remove all frost from the 
refrigerator’s freezer walls before it 
can build up. It then automatically 
disposes of the defrost water by quick 
evaporation. Process is accomplished 
by warming the Freon refrigerant with 
an electric heating element and circu- 
lating it through the system to melt off 
the frost on freezer wall. When tem- 
perature ratio between freezer wall and 
warmed Freon shows frost has been 
melted, defrosting cycle is switched off 
automatically. Defrost cycle sets in 
motion when unit has been opened 
successively 60 times. Water formed by 
melting falls onto sloping tray beneath 
freezer which empties into a pipe run- 
ning down back of unit carrying water 
into a pan under the compressor, heat 
from which evaporates water. Othe 
features include: a covered, sliding 
drawer type anodized meat keeper 
16 |bs., butter keeper at top 
holding 42 lb. at spreading consistency, 
and two humidrawers. Holds 28 qts. of 
milk. Retails for $399.95. 


holding 


s 


Two-Heat Percolator 


Dominion Electric Corp., Mansfield, 
Ohio, is making a dual heat percolator 
of polished aluminum. Of eight-cup 
capacity, its black plastic handle stays 
cool and black plastic feet protect 
table surface. Two-speed heat indicator 
is said to brew coffee quickly on “perk” 
or keep it hot indefinitely when turned 


— a 





to “warm.” Has built-in socket. Op- 
erates on 110-120 volt (25-150 cycle), 
ac, 425 watts. Listed under Reexamina- 
tion Service of Underwriters Labora- 
tories, Inc. 
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‘Coronet’ Refrigerator 


‘The Coolerator Co., Duluth, Minn., is 
introducing the RB 75 “Coronet” model 
suggested to retail at $189.96. Designed 
in a space saver cabinet that is two ft. 








wide and 573/5 in. high, the unit 
features the capacity of 7% cu. ft. 
long door model, maker says it main- 
tains safe storage temperatures through- 
out the entire cabinet. “ZerO-Lator” 
compressor is designed to eliminate 
need for false bottom in the cabinet. 
Other features are U-type evaporator 
which has storage capacity for 20 lbs. ; 
of frozen foods and two ice cube trays. tint 

Also has five shelves. Three in. of jet- 

packed “Cell-U-Fibre” insulate the cab- d + h EXTRA [en 

inet. Temperature control has 10 stops made wit precision 
including off position. Lock is spring 


loaded snap-action. by the Kaufman Process 





Sewer, Drain Cleaner 


Associated Specialties Co., Inc., 10640 
Gratiot Ave., Detroit 13, Mich., is 


Fast turnover is important to your profit pic- 
ture, but fast assembly is what interests your 


offering a sewer and drain cleaner manufacturer and repair shop customers. It’s 

Fosrag nye hari compounds a by-product of the precision accuracy of 

are sald to attack roots, paper, grease, i 

hale, collec grounds and agen ep the Cleveland Socket Head Screw forming and 

sewer or drain without digging. Avail- threading. Equally important is extra strength 

able in 20, 40, and 100 Ib. steel drums. —the result of Kaufman Process manufacture. 

Illustrated literature available upon re- . ° : 

quest. By this efficient cold-forging process, steel 

: qualities are actually improved. And with mod- 

Carpenters’ Pincer ern heat treatment added, Cleveland Screws 
Crescent Tool Co., Jamestown, N. Y., are extra tough—stand the strain of heavy 

is introducing No. 282 carpenter's tightening. It pays you to stock and sell 

pincer which also has general utility 

value to other artisans. Sharp edges Cleveland Socket Head Cap Screws. 

fit close to flat surfaces. Button cutter THE CLEVELAND CAP SCREW COMPANY 

near the rivet will take care of other 2917 EAST 79TH STREET ‘ CLEVELAND 4, OHIO 


types of cutting, it is claimed. Addi- 
tional utility is provided by a tack claw 
at the end of one handle and a screw- 
driver point on the other. Finish: pol- 
ished jaws, parkerized handles. Avail- 
able in six, eight and 10 inch size, re- 
spective weight—6 2/3 oz., 131/3 oz., 
18 2/3 oz. Packed in individual boxes. 


Warehouses: Chicago, Philadelphia and New York 


ORIGINATORS OF THE 
LE 
KAUFMAN Ns [sy PROCESS 





Specialists for more than 30 years in 


| CAP SCREWS, SET SCREWS, MILLED STUDS | 
Ask your jobber for Cleveland Fasteners | 
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EXTRA COST 


FLEXISEAL 


or NUE Gi [cMete] i telti iy 





HERE’S WHY! 
@ Easy to Apply at Any Temperature, 
@ Whitest Whites Made. 
© Gives Long Life Protection; Surface 

dries quickly with a tough weather- 
proof skin, remaining soft and 
pliable underneath, 

@ Won't Crack, Crumble or Shrink; 

retains its color, has excellent 
bond and is non-staining. 


AVAILABLE IN 


SPOUTED CARTRIDGES 
for skeleton guns. 


REGULAR CARTRIDGES 
for conventional guns. 


CANS OR PAILS in bulk 
for Professional Users 


COLLAPSIBLE TUBES 
for Occasional Users 


Priced right for a Good Profit. 





“ORDER FLEXISEAL FROM 
YOUR JOBBER 
or write 


LANDEN PUTTY WORKS 
MALDEN, MASS. 
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HAT’S NEW 








Hotpoint Pushbutton Stove 


Hotpoint, Inc., 5600 W. Taylor St.. 
Chicago 44, Ill, is offering its 1950 
model electric ranges highlighted by a 
pushbotton model which will be a com 
panion to the two de luxe pushbut- 
ton ranges with added features. Latter 
two models feature a 1600 watt “in- 
stant heat” calrod unit designed for 
high speed cooking. Maker claims it 
boils a pint of 60 deg. water in fou 
minutes. [Illustrated pushbutton range 
model, RC14, which brings this de- 
sign to the medium priced range field. 
has a compact panel on right side of 
backsplasher where pushbuttons are in 
banks of four. Each button has colored 
signal light beside it on the panel. Has 
chromium boiling rack, three large 
storage drawers and a clock-controlled 
automatic oven and two electric outlets. 
\dvancements made on new line in- 
clude a porcelain finish on all work 
surface of all models to provide, ac- 





cording to Hotpoint, longest life for 


porcelain ever placed on ranges. Line 
includes three conventional models with 
switch controls and two apartment 
house models, one with four surface 


units and the other with three. 


Tank Ball Guide 


Fulton Products Co., Bernardsville, 
N. J.. offers a tank ball guide which is 
said to fit all size overflows. Assures 
perfect reseating of the tank ball, maker 
claims. Lower wire operates within 
channel and cylindrical bearing. Brack- 
et and guide are made of heavy brass; 
Choice of red 
Complete unit 


thumb screws, copper. 
or yellow metal wires. 
consists of bracket, guide, upper and 
lower wires. Packed in individual car- 


tons. 


Over-Head Garage Door 


Frantz Mig. Co., Sterling, Ill, has 
added a sectional-type over-head unit 
known as the No. 200 “Over-the-Top” 
garage door. A rigid track-supporting 
frame-work is provided which consists 
of steel angle, braces and straps for 
quick assembly. Special features in- 





clude: two point spring adjustment for 
perfect door balance; adjustable brakes 
which prevent door slamming; offset 
rabbeted joints seal out weather; 
lapered vertical track which in closing 
forces door against jamb for weather- 
tight seal . . . in opening takes door 
away from jamb for free-running oper- 
ation, maker states; chrome handle, 
brass cylinder lock, ball bearing rollers 
and sheaves and zine or galvanized fin- 
ish on all hardware except springs and 
angles. Available for residential garage 
openings, 8 ft. wide by 7 ft. high and 
9 ft. wide by 7 ft. high. 


Cosco Youth Chairs 


Hamilton Mig. Corp., Columbus, Ind., 
offers two “Cosco” youth chairs de- 
signed for use by young-ters up to 
seven or eight. Available in two models, 
14-A and 14-B, the chair is of tubular 
steel construction with all edges 
rounded or turned under. Seat mea 
sures 10% by 12% in., and is 21 in. 
high. Maker recommends seat height 
for eating, table hobbies and games. 
Model 14-A has washable all-plastic 
Duran upholstery on both seat and back 
in red, black, blue or yellow. Legs 
and supports finished in chromium. 
Other model has baked on enamel fin 
ish with white legs and- red, blue or 
yellow seat and back. Legs of both 
are equipped with  floor-protecting 
Model 14-A retails for $8.95 
in zone 1 and $9.75 in zone 2. Model 
14-B will retail at $6.45 in zone 1 and 
Both are fair-traded. 


elider. 


£6.95 in zone 2. 





HARDWARE AGE, FEBRUARY 23, 1950 





Woo 
For E 
The 


Ohio, i 
bits foi 


are ave 
in. Als 
13. bits 
for all 
carpent 
shops. 
bit is 
mer-for 
cision | 
and op 
Bits fe 
reputed 


1950 
Trade 


Vard 
Madiso 
cial 19 
all N 
models 
This y 
cluded 
ators, 
making 
216 pa 
dealers. 
ers. 


‘Oile: 

Valk 
St., Chi 
a lubr 
Feature 
parts h 
trol aut 
ber of 
Has a | 
can be 
for sew 
typewri 
trains ¢ 
and ot! 
for $1. 


HARD 








ent for 
brakes 

offset 
ather; 


closing 
pather- 
s door 
 oper- 
iandle, 
rollers 
-d fin- 
rs and 
yarage 
h and 


, Ind., 
s de- 
up to 
odels, 
ibular 
edges 
mea- 
1 in. 
ieight 
ames. 
lastic 
back 
Legs 
nium. 
‘| fin- 
le or 
both 
‘cling 
$8.95 
Lodel 
and 


ed. 


950 





Wood Auger Bits 
For Electric Drills 
The Midway Tool Co., Inc., Melvin 


Ohio, is offering a line of wood auger 
bits for use with electric drills. They 


are available in 13 sizes from 14 to 1 
in. Also packed in two sets of six and 
13 bits each. Bits said to be suitable 
for all industrial uses, and ideal for 
carpenters, contractors and home work- 
shops. Made of chrome alloy steel, each 
bit is claimed to be accurately ham- 
mer-forged. Screws centered by pre- 
cision machinery. Bit throats are clear 
and open to facilitate chip clearance. 
Bits feature Mirbrite finish. This is 
reputed to be rust resistant. 


1950 NARDA 
Trade-In Guide 


Narda Guide Co., 20 N. Carroll St.. 
Madison 3, Wis., has issued the off- 
cial 1950 NARDA Trade-in Guide to 
all NARDA’ members. Over 7,000 
models are listed of 66 manufacturers. 
This year gas ranges have been in- 
cluded with electric ranges, refriger- 
ators, vacuum cleaners and washers, 
making it five guides in one, containing 
216 pages. It is $5 per copy to all 
dealers, distributors and manufactur- 
ers. 


‘Oilette’ Lubricator 

Valko-W ortell, Inc., 3524 N. Halsted 
St., Chicago 13, Ll., offers the “Oilette.” 
a lubricator which is 5% in. long. 
Features a needle-nozzle for oiling 
parts hard to reach. Finger-press con- 
trol automatically regulates exact num- 
ber of oil drops needed at exact spot. 
Has a transparent plastic barrel which 
can be quickly refilled. Said to be good 
for sewing machines, vacuum cleaners, 
typewriters, washing machines, model 
trains and airplanes, fishing reels, guns 
and other sporting equipment. Retails 
for $1. 


emma 
a —— > 
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inte Ai ARE YOU SET FOR THIS CUSTOMER? 


He's your professional tool user or experienced 
home craftsman, and he knows exactly what he 
wants. He demands a HARD ARKANSAS stone 
or one of the other NORTON Abrasives natural 
stones because he requires the ultimate in fine 
edges, which only a natural stone will give. 
Don't send this customer away because you don't 
carry what he needs. He is a steady buyer of 
good tools and equipment, and can be a most 
profitable customer. 


ONLY BEHR-MANNING OFFERS A 
COMPLETE LINE OF NATURAL AS 
WELL AS MANUFACTURED STONES 


With this line you can sell everyone — the pro- 
: fessional and other heavy users—as well as 
bs Sas "Mr. Fix-it around the house.". Besides the 
natural bench stone and shaped files there's 
a complete selection of CRYSTOLON® and 
INDIA® electric furnace stones for workshop, 
home and garden. Order a supply today from 
your jobber. 


NORTON ABRASIVES STONES 
ARE REGULARLY ADVERTISED 1M i popu 
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PAINE COUNTER MERCHANDISERS 





Doa BIC BUSINESS | Portable Power Tool 
ina SMALL SPACE “@ | 


Forsberg Mig. Co., Bridgeport, Coun., 
offers a portable power saw called, 
“Whiz-Saw.” Maker claims it is sever 


q Hollewall 
| TOGGLE BOLTS 





maker 
rust, 1 
for ea 
sion s 
windo 
lustrat 
counte 







color. 


saws in one. May be used as rip, cross- 
cut, scroll, keyhole or coping saw and 
may be attached to Whiz-Saw table. Con 
Weighs 3% lbs. Maker says it can | 


Automatically sell the 
home fix-it market 


make inside cuts without first boring sat 

. . . . s . Vid 
Paine self-selling display merchandisers a starting blade hole. Designed to cut he : 
take up little room on your counter wood, bone, plastic, fibre board, hard ee “9 
yet they do a big selling job for you rubber and other composition mate- : E 
s te EF ke a otk tions 

These colorful displays quickly attract =~ fos =f Af ip _ ig - ; bas —_ types 
the attention of the home handy man. ee ee omae oe ee aaerens V-Belt 

PO PN NR LF aia at $18.95 complete with mitre-gage and : 
° r- ? 

: s . te ‘ rip-fence. All metal stand measures a 
ingly versatile Paine Devices he’s sure ee V-belt 

hh Paine H 11% by 13 in. and when mounted to , 
to buy. For with Paine Hanger Iron, bench or in vise stands 5% in. high. cage 


Toggle Bolts and Expansion Anchors 
he can do most any hanging or fasten- 
ing job about the house in less time 


Patented snap lock feature clamps tool 
in stand. 

Joy 
W et Tool Grinder Folder Rex 


annou 


with less effort. 


CONSUMER FOLDER Boice-Crane Co., 930 Central Ave., pinkin 

DESCRIBES USES —The front of each coun- Foledo 6, Ohio, offers a folder of the forged 

ter merchandiser contains a quantity of descrip- Friction-Matic wet tool grinder. Said runs | 

tive folders that graphically portray many of the to be ideal for hand tools, Carvene and design 
. 4 ‘ carpenter tools, knives, scissors, ; 

uses for Paine products and help increase their , : ness ¢ 

| scythes, sickles and garden tools this sicostins 


sales. | grinder employs a self-adjusting fric- 
tion roll drive. Constant wheel rim 
speed maintained as wheel wears. No 
water thrown on operator. Six models 
available. 


NATIONALLY ADVERTISED — Paine De- 


vices are advertised to the trade in a continuing 
program and to the consumer in Better Homes 
and Gardens. 


| Farm Equipment Enamel 


Pittsburgh Plate Glass Co.s, Paint 
Division, 632 Duquesne Way, Pitts- 


SEND FOR THIS NEW CATALOG 


Send today for your free copy of the Paine cata- 





log containing a description of Paine's complete | burgh, 22, Pa., offers a line of enamels 
line of Hangings and Fastening Devices. for protecting farm equipment and ma- 


chinery. Maker says enamels may be 


The PAINE CO. 2963 Carroll Ave., Chicago 12, Il eee eee Seat ae 


and used for touching up spots be- 
Offices in Principal Cities fore applying them as finish coats. Pro- 
vide, says maker, a film which is re- 


sistant to weather, rust, grease and oil. = 


IN , Available in black, red, gray, green, play o 

The Best Craftsmen Always Take ? S orange and yellow, to match shades of eel 
original paint coatings of major farm Dissle 

equipment manufacturers, Siinavs 
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Aluminum Window Screens 


New York Wire Cloth Co., 445 Park 
Ave., New York City 22, offers a full 


length aluminum window screen which 





maker says never needs painting, won't 


rust, won't stain and can be rolled up 
for easy storage. Durall aluminum ten- 
sion screen is made to fit all standard 
window openings. Display material il- 
lustrated is made for windows, floor or 
counter use and lithographed in full 


color. 


Congress Pulley Booklet 


Congress Drives Division, Tann Corp., 
3750 E. Outer Drive, Detroit 34, Mich., 
has issued a bulletin on Congress drives 
for light machinery. Includes illustra- 
tions and specifications for different 


types of pulleys, flexible couplings, 
V-Belt clutch, FHP V-Belt construc- 


tion, engineering data, drive design, 
V-belt prices and dimensions and 21 


engineering tables. 


Joy Pinking Shear 


Rex Cutlery Corp., Irvington, N. J.. 
light-weight 7 in. Joy 
Shear is hot dropped 
forged or surgical instrument steel and 
anti-friction ball-bearing, 


announces a 
pinking shear. 


runs on an 
designed to operate with equal smooth 
ness on light silks as well as heavy 
woolens. Retail price is $4.95. Display 





unit in color has been designed to dis 
play one pinking shear and house five 
more in an attached stock container. 
Display is 12 in. high and 8% in. wide. 
Shears are individually boxed. 


1 





KESTER 
Soldering 


PASTE 










WITH 
KESTER SOLDERING PASTE 


Your customers will want nationally 
advertised Kester Soldering 
Paste, Flux-Core Solders, and 


Liquid Fluxes. 


Kester’s 1950 advertising and 


merchandising program includes a 


pose” 


ll 
te. 
a 
Fg 


new booklet for your customers, 
“Soldering Simplified.” 


.« 
é 
= 


Send for your free supply now. 


KESTER 
SOLDER 


KESTER SOLDER COMPANY 
4201 Wrightwood Ave. 
Chicago 39, Illinois 

Newark, N. J. 

Brantford, Canada 


Kester Soldering Paste—ten 
2 oz. cans in new eye catching 
counter display carton. 
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HEATERS OFFER 
MORE VALUES 











ROYAL RECESSED GAS WALL HEATER 
(deal radiant heater for bathrooms, kitchens 
and other small rooms. Flush to wall frame 
easily installed with scientifically designed 
louvers for directing heat. Removable control 
valve and dress guard for safety. White 
Dupont Dulux enamel finish. Takes 12!/2"" x 20" 
wall space, depth 334". 





ROYAL VENTED GAS CIRCULATORS — 
Here is the line that has shown tremendous 
sales appeal since its introduction several 
months ago. These fast moving pieces are 
styled to fit the market in 20,000, 40,000 
and 60,000 B. T. U. sizes without radiants and 
40,000 and 60,000 B. T. U. sizes with radiants. 
Approved by A. G. A. for all types of gases. 
Easy to install, easy to light, easy to adjust, 
easy to sell. 


SEE YOUR DISTRIBUTOR OR 
WRITE FOR CATALOG SHEETS. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 
QUALITY SINCE 1891 


194 





WHAT'S NEW 


Electric Wall Clock 


The William L. Gilbert Clock Corp., 
Winsted, Conn., is offering the “Queen” 
electric wall clock, which retails for 
$4.95. Has plastic case, 7% in. wide 








and is available with white front on 
red case, red front on white case, all 
white, red numbers, all red, white num- 
bers. Has exposed raised numbers out- 
side unbreakable crystal. Synchronous 
electric movement of self-starting type 
for use on 60 cycle AC of 105-120 volts. 
Current interruption signal on dial; 
hands set by knob on bottom of case. 
Individually boxed, six to shipping car- 
ton, shipping weight 17 lbs. 





‘Quiki-Window Control’ 


Ideal Brass Works, 250 E. 45th St., 
St. Paul 1, Minn., offers the “Quiki- 
Window Control,” a stainless steel win- 
dow control spring. Slips in between 
sash and jamb and imbedded prongs 
holds it there. Window does not have 
to be removed. Two mounted on in- 
struction card and retail for 20 cents 
pair pair. 


‘Sporter' Automatic 


O. F. Mossberg & Sons, Inc., 131 St. 
John St., New Haven 5, Conn., offers 
a 15 shot .22 caliber “Sporter” auto- 
matic with open sights, model 151K. 
Designed for open sight shooting, it 
retails for $28.95, $1 more west of 
Rockies. Features custom type walnut 
Monte Carlo stock, 24 in. round taper- 
ed barrel, crown muzzle, blade front 
sight and open rear sight. Receiver of 
rifle is milled on top to accommodate the 
Mossberg telescope, 4M4 said to have 
the most rigid mount devised. Weight 
is 6 lbs., overall length, 44 in. Handles 
122 cal. Long Rifle cartridges either 
lubricated or dry. Action is standard 
Mossberg mechanism with straight line 
feed through stock. Complete action 
is removable as a unit. 














The Best Are 
BETTER BRAND 


mouse and rat 





e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











Smallest Scoop 
3% In. OVERALL 


Largest Scoop 
9 In. OVERALL 


@ DURABLE 
@ FOUR SIZES 
@ PERMANENT COLORS 


Here’s an extra handy set of kitchen 
scoops every housewife will want for her 
very own. Molded of durable plastic in 
permanent, brilliant colors. Set incluaes 
four scoops of graduated sizes that nest 
compactly for shipping and display. Be 
first with these new MACK kitchen aids 
Phone, wire or write for prices, now! 


WRITE FOR COMPLETE CATALOG 


COMPANY + INC 


100 MAIN $T., WAYNE, NEW JERSEY 
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Leonard Refrigerators 


Ten Leonard refrigerators for 1950 
including four Super Deluxe models 
with 11 to 12 cu. ft. of storage capac- 











ity have been introduced by Leonard 
Division, Nash-Kelvinator Corp., De- 
troit 32, Mich. Illustrated is the two- 
door model. Cold from top to base, 
this combination — refrigerator-freezer 
provides 12 cu. ft. of refrigerated stor- 
age space. Has an_ across-the-top 
freezer with 80 lbs. capacity total pack- 
aged frozen foods and ice cubes. Lower 


food compartment is equipped with 
glass shelves and a 40 qt. super- 
crisper. Includes a “hi-Humid Fresh- 


ener” zone where moist foods may be 
kept fresh without covering. Freezer 
and lower food storage compartments 
have separate doors. Retails for $449.95. 
Cabinet is 31% in. wide and 28% in. 
deep and 64% in. tall. Also has a 
transparent 6 qt. polystyrene meat tray 
with 


aluminum cover. 


‘Supplex' Silent Salesman 


Industrial Synthetics Corp., Garwood, 
N. J., offers a “Silent Salesman,” all 
steel display which stands about 5 ft. 
high and holds twenty 50 ft. lengths 
of “Supplex” hose in less than 4 sq. ft. 


of floor space. Island type of display, 





unit is portable and holds hoses 4 in. 
from floor. Mounted on skids. Avail- 
able free with a 
“Supplex” hose. 





| 
| 
| 
| 





minimum order for Qe 
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TOTE-TABLE 


IN THREE POPULAR HOME-MAKER SIZES 


yer” 


















TOTE-TABLE is anall-year ‘family favorite” 
for the kitchen, laurdry, and home work- 
shop...for hobbies and games...as a 
dressmaking pattern table . ... for smart 
handy serving indoors and out. Carries like 
luggage for picnics, barbecues, camping 
trips. Space saving to store... folds or 
unfolds in a matter of seconds...no but- 
tons, no springs, no gadgets to fuss with. 
Strong steel “girder” construction (with 
positive-locking cénter strut) supports half- 
a-ton without strain... bright tubular alum- 
inum legs are weatherproof, strong and 
sturdy. Genuine Masonite Tempered Presd- 
wood table top is sealed with Ceraseal to 





be water-ink-alcohol-resistant ... washable No. 524: 4 x - x 0° hiah, (open) 

. ~ . . we 24” x x 2 close 
with soap. Steel structure is bright plated; No. 530: 30” x 60" x 30” high (open) 
trimmings are finished in smooth baked- * 30" x 30"x 3%" ~—_ (closed) 
enamel colors of Forest Green, Sunshine No. 630: a x 7a. x 30” high fovea) 
Yellow, and Dubonnet Red. a ee — 
@eenseeeeeaeeaeeee SEE YOUR JOBBER eeeeeececscceseseeseese 

———, 
| \ Waele 5 
t- 








MELL-HOFFMANN MFG. CO. 


1827-53 W. WEBSTER AVE., CHICAGO 14, ILLINOIS 
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BRAND 


WIRE NETTING 


No matter how much—or how little—they use, your customers 
will like Cortland Brand Wire Netting. And that means more sales— 
and more profits—for you. 


Cortland Brand's outstanding features—its heavily galvanized 
finish . . . easy handling . . . uniform mesh... and extra strength— 
have made it a profitable, best-selling netting. Made from finest 
corrosion-resisting, open-hearth steel, it meets U. S. Department of 
Commerce, National Bureau of Standards' specifications. 


CHET 0 stock ... then order CORTLAND Brand Wire Netting today. 


HEXAGON POULTRY NETTING Available in 1”, 1'2” and 2” mesh. 
20 gauge wire. Standard widths—1I2” to 72”. Furnished in bales of 150 
linear feet. Galvanized before or after weaving. 


ANIMAL PEN NETTING Heovy grade hexagon netting galvanized after 
weaving for heavy duty purposes. Includes Fox, Mink, and Crab-Pot Net- 
ting. In %4”, 1”, 12”, 2” and 3” mesh. Wire gauges from 14 to 19. 
Standard widths from 12” to 72” and in roles of 150 linear feet. 


HARDWARE CLOTH Stendard and heavy grades. Uniformly woven, heavily 


galvanized and available in standard widths and meshes. In 100 linear 
foot rolls. Also All-Welded Wire Cloths in 2”, %” and |” mesh. 


yp 


Cortland, N.Y. 


WIRE SCREENING * NAILS & BRADS * HARDWARE CLOTH 
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ae it’s awfully good netting of 
course, but I think Pa overdone it a little.’ 





WICKWIRE BROTHERS, INC. 








WHAT'S NEW 


Rigid Toaster Cover 

Federal Tool Corp., 3600 W. Pratt 
Blvd., Chicago 45, IIl., offers a “Rigid” 
cover to protect electric toasters. Made 











of transparent polystyrene plastic, the 
cover features a “Tray Top” convenient 
for storage. Retails for $1.79. 


Ironing Book 


Proctor Electric Co., Philadelphia, 
Pa., has issued the “Mary Proctor’s 
Ironing Book” which has been called 
the cookbook of laundering. Provides 
1016 tested “recipes” for making wash- 
ing and ironing easier. Includes archi- 
tects’ specifications for making most out 
of storage space. Names of soaps, 
starches, bleaches, bluings, tints and 
dyes, press cloths, etc., are given in 
full with complete instructions on when 
and how to use each for best re- 
sults. Book is bound with blue plastic 
coated covers. Available for $2.95. May 
be obtained from Mary Proctor, Room 
811, 480 Lexington Ave., New York 
City 17. 


Wood, Wall Sealers 


Malex Chemical Corp., Los Angeles, 
Cal., is offering the “Malex” 101 wood 
sealer and Malex 202 wall sealer. The 
latter is said to perfect color control. 
Its sealing action permits the use of 
lacquer, shellac or varnish without 
changing the color of the wood or de- 
stroying the seal, thereby permitting the 
perfect matching of all wood colors, it 
is claimed. One application of the 
wood sealer is said to seal in sap, pitch 
and moisture. Also seals the end-grains 
of all woods. It is reported to prevent 
the raising of grain and to seal so that 
it is not necessary to sand the wood 
surface after sealing. Will dry within 
one hour depending on the grain of the 
wood and the absorbent quality of the 
material. Wallsealer is stated to seal 
any porous surface and enable one 
coat of any color of any paint or enamel 
to completely cover any possible type 
of surface. 
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Under-Feed Oilers 





Trico Fuse Mfg. Co., 2948 N. 5th St., 
Milwaukee 12, Wis., is making under- 
feed oilers said to be shatterproof. 
They are intended for lubricating bear- 
ings and shafts requiring a small 
amount of oil. Unit employs capillary 
action to oil machines. Oiler stops 
feeding when machine is not in mo- 





This is 
what you call 


RACK-ing 
Up 
Profits 


$463.00 gross profit 
from 3 sq. ft. 








tion. Plastic bottle keeps oil supply 
visible. All metal parts are heavily 
plated for corrosion resistance. Heavy 
steel base is cemented and roll clinched 
to plastic reservoir.. Available in 1, 
2, and 4 oz. capacities. 


Norge 1950 Line 

Norge Division, Borg-Warner Corp., 
670 E. Woodbright St., Detroit 26, 
Mich., is offering a line of seven mod- 
ernly styled refrigerators; seven elec- 
tric ranges; eight gas ranges; three 
standard washers; a double-capacity 
automatic washer; one upright and 
three new chest-type home freezers; 
four home heaters; gas and electric 
water heaters in both the vertical and 
tabletop styles, and a conventional and 
portable water cooler. All three series 
of refrigerator models, 65, 85, and 105 
have “Self-D-Froster models. Exteriors 
feature a “Self-D-Froster” clock of new 
design. On super de-luxe “Self-D- 
Froster” models there is a gold plated 





The new display racks designed for Worth- 
ington QD Junior V-Pulleys and Worth- 
ington-Goodyear Fup V-belts . . . are 
scoring high in the profit column. 

More sales from less inventory . . . more 
profit from less space . . . that’s the secret. 
The Pulley display takes up just 11% sq. 
ft. of counter space—in back are storage 
shelves. And the belt display, occupying 
only 114 sq. ft., carries a sufficient assort- 
ment to handle over 70% of Fup require- 
ments—no dead stock. 

From only 3 sq. ft. of counter space, 
dealers are averaging $463.00 gross profit 
based on four turnovers. 

Contact your local Worthington jobber* 
and send the coupon for more information 
on the bigger profits with Worthington 
FHP Profit-Maker assortments. 

*If you are a jobber, you’re welcome, too, to 
investigate the profits in Worthington- 


Goodyear. 


A Complete V- Pulley and V-Belt Business in 
Less Space Than V- Belts Alone Usually Need! 


WORTHINGTON 


Foal 


V-PLLLEYS 








Worthington “Profit-maker”— compact, 





escutcheon with chrome plated snap 
action door latch. In most models 
shelf areas have been increased to pro- 
vide maximum storage flexibility and 
provision has been made for storing 
large quantities of frozen foods and 
ice cubes. One feature of the Self-D- 
Froster super de-luxe models is dual 
safety-sealed freezer chests. 


Heart Cake Mold Set 


“Mirro” aluminum heat cake and 
mold set is available for $1.50 in the 
east and $1.65 in the west. The 10 
piece set includes two large cake pans 
which accommodate recipes for 9 in. 
cakes and the eight little “look-alikes” 
which are used for individual salads, 
aspis, custards, ice cream molds and 
desserts. Utensils have natural alumi- 
num finish and sanitary flared top for 








x —_ P 
bi d y-and-storage rack 


asta ot 
cuts inventory cost 75% due to inter- 
changeable feature of QD Jr. hub and 
pulleys. 


New, Convenient, 
Correct Way to 


4, teide Ai 4, 





easy cleaning. Four color display car- B 
ton contains 11 recipes for cakes, fill- 
ings and frostings. Aluminum Goods 
Mfg. Co., Manitowoc, Wis. 





HARDWARE AGE, FEBRUARY 23, 1950 


| 
| 
| 
Measure V-Belts 
| 
| 


—you can match replacement belts 
exactly. 


WORTH 





Worthington - Goodyear SerVomatic — “‘help- 
yourself” display. “Space Miser" packaging 
reduces belts as long as 100 in. to overall 
packaged length of 15 in. Sizes clearly marked. 
Clear-vision inventory strips. 


INGTON 





Worthington Pump and Machinery Corporation | 
MVD Sales Division, Dept. N853, Buffalo, N. Y. 


Please tell me how | can make higher profits 
with Worthington V-Pulleys and Worthington- | 


Goodyear V-Belts. | 
dene svcstuntnsuiedecsnbeieeddiisdeninen | 
COMPANY... cccccccccccccceeccccvcccecccecccees | 
ADDRESS... ssccccccvcccccccccvccccscccccccccees | 
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Corbin Screw Div. Discontinued 
By American Hardware Corp. 


Division Had Been Operating At Loss 


Charles B. Parsons, president 
of the American Hardware Corp., 
New Britain, Conn., announced 
Jan 27, in a statement to com- 





CHARLES B. PARSONS 


pany stockholders, “the opera- 
tions of the Corbin Screw Divi- 
sion, New Britain, Conn., shall 
be discontinued. The decision, 
although probably appearing as 
regrettable in the first instance, 
has been reached only after a 
very careful analysis of the sit- 
uation pertaining to past, present 
and anticipated future financial 


aspects. 
“The Corbin Screw Division, 
was the result of a merger in 


1903 of the screw departments 
of the P. & F. Corbin and 
Russell & Erwin Divisions. Al- 
though originally established as 
a separate corporation, it be- 
came a part of the American 
Hardware Corp. in 1912, together 
with the other corporations which 
now constitute divisions of the 
company. 

“An analysis of the financial 
history of this division shows 
that except during war periods, 
profitable operations were for 
the most part the exception 
rather than the rule. The basic 
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contributing factor is contained 
in chaotic price conditions in 
the screw industry whose produc- 
tive facilities are far in excess 
of the demand for or need of its 
products necessarily resulting in 
depressed competitive prices in 
the majority of instances below 
costs of manufacture. . . It is 
the considered opinion of all con- 
cerned that the operations of 
this division are at present and 
in the future will constitute a 
financial millstone around the 
neck of the company affecting 
its profits, its ability to provide 
adequate capital investment for 
the benefit of and needed by 
the other three divisions. 


“In contrast to the serious 
financial load which the com- 
pany is currently carrying by 


virtue of the operations at Cor- 
bin Screw, for the year 1948 and 
11 months of 1949, net profits 
before taxes for the P. & F. 
Corbin, Russell & Erwin and 
Corbin Cabinet Lock Division 
were $3,204,898, whereas Corbin 
Screw for the the same period 
showed substantial losses.” The 
annual payroll of Corbin Screw 
in 1949 was $2,270,000. 

The company announced that 
production of hose clamps will 
be continued and the manufac- 
ture of some screw machine 
parts for the other three divi- 
sions will also be continued. 

Mr. Parsons declared to the 
employees of Corbin Screw that 
every effort would be made by 
American Hardware Corp. to 
transfer as many of the personnel 
to the other three divisions as 
was deemed feasible. 





JOHN GIBSON ELECTED 

McKINNEY VICE-PRES. 

John Gibson, III, has been 
elected vice president of McKin- 
ney Mfg. Co., Pittsburgh, Pa. 
He has been in the home office 
sales branch and was personnel 





manager and then production 
manager during the past four 
years. Before serving in the 
Navy during the recent world 
conflict, he was connected with 
Pittsburgh Plate Glass Co. 





G. L. REES HEADS SALES 
FOR GIBSON COMPANY 


J. L. Johnson, Gibson general 
sales manager, has announced the 
appointment of G. L. Rees as 
manager of sales. Mr. Rees will 
be responsible for the sale of 
Gibson refrigerators, electric 
ranges and home freezers through 
all types of distribution in the 
United States. 

Mr. Rees’ responsibility will be 
to gear factory sales programs to 
sales activity by Gibson’s 16 in- 
dividual sales managers in the 
field. Mr. Rees will report di- 
rectly to the general sales 
manager. 

J. B. Croskery will continue as 
market development manager. 

Mr. Rees joined Gibson early 
in 1948 in the capacity of mana- 
ger «f Gibson range sales. 

his electric appliance experi- 
ence includes refrigerator and 
water heater merchandising and 
electric range product develop- 
ment for two of the country’s 
leading manufacturers. He was 
previously chairman of the elec- 


tric water heater section of 
NEMA and is currently vice 
chairman of NEMA’s electric 


range section and a member of 
the sales committee. 





G. L. REES 





— 


J. S. HACKETT HANDLES 
MARINE TRADE SALES 
FOR CENTRAL PAINTS 
John S. Hackett, formerly with 

the Devoe & Raynolds Co., has 

been appointed sales representa 





JOHN S. HACKETT 


tive for the Marine Division by 
the Central Paint & Varnish 
Works, Inc., of Brooklyn, N. Y. 

Mr. Hackett served in Panama 
and the European Theater with 
the 78th Division. 

He will call on the trade from 
Maine to the Gulf, but will spend 
a major portion of the year in 
the Northeast. 


MOE BROS. MFG. CO. 
NOW MOE LIGHT, INC. 


Moe Bros. Mfg. Co.’s_ stock- 
holders voted recently to change 
the corporate name to Moe Light, 
Inc., at a meeting held at the 
plant in Fort Atkinson, Wis. 

This is a direct result of the 
company’s tie-in with its nation 
ally known brand name, Moe 
Light, for residential and com 
mercial lighting fixtures. 

Lee Thomas, president of the 
company, in addressing the stock- 
holders, pointed out that 
brand name, Moe Light, has be- 
established among di 
tributors, dealers and contractors 
from coast to coast and that the 
change in corporate name to Moe 
Light, logical and 
natural development. 
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5, 0, Headiash: Elected 
Secretary- Treas. ASAHC 


Stanley O. Hooghkirk, ot 
Columbus, Ohio, has been elect- 
ed secretary-treasurer of the 





STANLEY 0. HOOGHKIRK 


American Society of Architec- 
tural Hardware Consultants to 
succeed John R. Schoemer, who 
has resigned this position after 
six years of service. 

Mr. Hooghkirk has also been 
appointed assistant to the man- 
aging director of the affiliated 
organization, the National Con- 
tract Hardware Association, by 
the association’s executive com- 
mittee. 

Mr. Schoemer retains his post 
as managing director of the as- 
sociation. His resignation as 
secretary of the society was ac- 
cepted with regret by the board 
of directors. The numerous 
duties as managing director of 
the association and as editor of 
the association journal, Hardware 
Consultant & Contractor, have 
prevented his continuing as the 
society executive officer. 

Mr. Hooghkirk joins the Asso- 
ciation and Society with a wealth 
of builders’ hardware experience. 
He has spent a lifetime in the 
business, having started work 
with Sargent & Co., in New 





Haven in 1916. In 1921, he was 
transferred to that firm’s New 
York office and later in the same 
year moved to Buffalo to act as 
the Sargent representative in 
western New York and Pennsyl- 
vania. In 1924, he was placed 
in charge of the territory of 
Ohio, West Virginia, and Ken- 
tucky, with headquarters in 
Columbus, Ohio, where he re- 
mained for 26 years. 





JOHN R. SCHOEMER 


In 1944, Mr. Hooghkirk be- 
came affliated with the Corbin 
Cabinet Lock Division of the 
American Hardware Corp. of 
New Britain, Conn., as represen- 
tative in the sales territory of 
Ohio, western Pensylvania, and 
western New York. 


CENTRAL STATES HDWE. 
GOLF PARTY JUNE 22 
TAM O’SHANTER CLUB 
The Central States Hardware 

Club, Suite 359 LaSalle Hotel, 

Chicago 2, Ill., will hold its 12th 


annual golf party, Thursday. 
June 22, 1950, at the Tam 
O’Shanter Country Club in 
Chicago. 
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JOHN MIZE 


RAYMOND B. JONES 


Elect J. H. Mize, Pres.—Dick Mize 
Sales Mer. Blish, Mize & Silliman 


John H. Mize, 41, was recently 
elected president of Blish, Mize 
& Silliman Hardware Co., whole- 
salers, Atchison, Kan., succeed- 
ing Heber B. Mize, 73, who has 
retired as an officer of the com- 
pany while retaining his interest 
in the firm and his position on 
the board. 

Other officers elected were: 
Arthur E. Mize, chairman of the 
board, Raymond B. Jones, vice- 
president; Chester L. Mize, sec- 
retary-treasurer. Also announced 
was the appointment of Dick 
Mize as sales manager. 

No changes were made in the 
board of directors which consists 


of: Arthur E. Mize, chairman; 
H. B. Mize, John H. Mize, Ches- 
ter L. Mize and Mrs. Harriet S 
Cosgrove. 

John Mize was formerly exec- 
utive vice-president. He is also 
president of the National Whole- 
sale Hardware Association. Mr. 
Jones was formerly secretary, 
and Dick Mize was assistant 
sales manager. 

H. B. Mize, who has been an 
officer of the company for the 
past 30 years, has held the posi- 
tions of secretary, vice-president 
and president. He is retiring 
from active management after 
being with the firm 53 years. 








COOLERATOR OFFERS 
DEALER FLOOR PLAN 
FINANCING PROGRAM 


The Coolerator Co., Duluth, 
Minn., is offering a free dealer 
floor plan financing program, it 
was announced recently by S. W. 
Skowbo, Coolerator comptroller. 

Under the plan, Coolerator 
dealers get 90 days of free floor 
planning from the date they 
bought the merchandise until the 
payment is due. In other words, 
merchandise bought in March 
will be due for payment in June. 

National offices of the Commer- 





cial Credit Corporation are ad- 





ministrating this program. Ac- 
cording to the finance agreement, 
the dealer and the distributor will 
make the necessary arrangements 
through the local offices of the 
CCC who will bill Coolerator di- 
rectly for the finance charges. 

It permits the dealer to do a 
full-sized selling job on refrig- 
erators and freezers without tying 
up his finances during the winter 
months. Merchandise bought ua- 
der this plan will not be due for 
payment until the spring selling 
season is in full operation. The 
plan will remain in effect until 
March 31. 
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25 Per Cent More Orders 
Taken at 1950 NSGA Show 


RE-ELECT HIMES, PRES., VAN DERVOORT, V.P. 


records in the his- 
National Sporting 
conventions 


Attendance 
tory of the 
Goods Association 
were surpassed at the 


held in January 22-26. 


Chicago, 





SHELBY D. HIMES 


Official registration during 
five-day period of the show 
in-excess of 7,100 dealers, 
tributors and 
from all the 


was 
dis- 
manufacturers 
states, 

Exhibitors reported that they 
wrote about 25 to 30 per cent 
more orders at the 1950 Conven- 
tion than they had at 
meetings. They 
seemed to be 


previous 
said buyers 
accumulating di- 


versified inventories in prepara- 
tion for a highly competitive 
year. Many dealers declared 


they intend to carry camping and 
marine supply lines. 

The 1951 NSGA Annual Meet- 
ing will also be held at the 
Morrison Hotel in Chicago Jan. 
21-25 

On 
Hotel about and 
quarter million dollars worth of 
sporting from 
anglers’ and hunting supplies to 


the Morrison 


one 


display in 
were one- 


goods ranging 


marine equipment to athletic 
goods as well as toys and games. 
Exhibits occupied more than 


500 rooms and booths located on 


11 floors of the hotel. More than 
308 individual exhibitors par 
ticipated by showing more than 


425 lines. 

Optimistic attitude prevailed 
generally at the 1950 Show. 
Dealers and manufacturers alike 
feel that they have adjusted their 
prices to please their customers. 
No one expects a major recession 
to cut in heavily on the 
of goods being handled. 


volume 


of all 


Convention 


An outstanding feature 
the displays at the 
was the marked increase in the 
use of better grade fibers, fab- 
rics, and hides. Exhibitors were 
stressing the quality points of 
their products and the new light 
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1950 Show | 


the | ¢ 
| counting methods, 





weight characteristics of particu- 
The 
clared they are 
aware of the 
work at 


exhibitors de- 
more 
promo- 


lar items. 
becoming 
for 


dealers’ 


need 
the 
even though purchases 
from wholesalers. 

NSGA Shows 
the 
and 


tional level 
can only 
be made 


Unlike 


everyone 


previous 
questioned 
of tackle 


suppliers, 


when 
noticeable absence 


hunting equipment 


| 


this show included a good repre- | 


sentation of this class of exhibits. 

Athletic manufacturers 
have sharpened their designs and 
increased the style and durability 
of their products. 


goods 


Many dealers were enthusiastic 
about the Association’s 
tional clinics on advertising, ac- 
and salesman- 
. NSGA secretary 


educa- 


ship techniques 


G. Marvin Shutt conducted the 
clinics on accounting methods 
and salesmanship _ techniques 
while F. Wesley Geerer, an exec- 
utive of the Bureau of Advertis- 
ing in the American Newspaper 
Publishers Ass’n gave an effec- 
tive talk on how sporting goods 


dealers could get the most out of } CORY CONTINUES COFFEE 


their advertising dollars. 
Officers Elected 


NSGA President charac- 


The 


terized 1949 as a year of progress | 


fer the association and the en- 
tire industry. He declared that 
the NSGA program for 1950 pro- 
for a steady 
member services 
continuing emphasis on the 
relations 


expansion of 
well 


vides 
as 
im- 
provement of 
and 

also declared that the 


He 


association 


dealers manufacturers. 


as a} 


| 
between | 


will work persistently for repeal | 


of the Excise Tax on sporting | 
goods. Shelby D. Himes, presi- | 
dent of the association, an 


nounced that E. R. VanDervoort, 


VanDervoort Hardware Co.. 
Lansing, Mich., was reelected | 
vice-president of the NSGA and | 


| C. L. Biggins, C & S Sporting | 
Goods Co., Austin, Texas, was 


| tion to 


elected treasurer to succeed John 
R. Elliott, R. S. Elliott Arms Co., 
Kansas City, Mo., term of 
office expired this year. In addi- 
the reelection of Mr. 


whose 


| Himes as president of the NSGA, 
| other changes in membership on 


the association’s board of direc- 

| tors include: John M. Elliott to 
succeed his father John R. 
Elliott; and the reelections of 
Gene Walby, Athletic Supply 
Co., Seattle, Wash.; and C. Pg 
Wood, Peeler Hardware 


Macon, Ga. 





BREWER BREAKAGE 
GUARANTEE CAMPAIGN 


Cory Corp., 221 N. La Salle 
St., Chicago, has announced 


| plans for continuing its “Guaran- 


teed Against Breakage of Any 
Kind” glass coffee brewer sales 


campaign during 1950. 

“The program will continue on 
the 
ducted,” 
president. 


same basis as presently con- 
said J. W. Alsdorf, 


“The only exception 


| will be that Cory is now packing 


cards with their coffee 
the instead 
of handling distribution of cards 


guarantee 
brewers at factory 


through the mail.” 


W. G. BARKER EXEC. V.P. 
THE SIMONIZ COMPANY 


The appointment of W. Gard- 
| ner Barker as executive vice 
president of The Simoniz Co. 
2100 Indiana Ave., Chicago, has 
been announced. 

Mr. Barker has joined The 
Simoniz Co., from the Pepsodent 
Division of Lever Brothers Co., 
where he was director of new 
products. Previously he had 
been associated with the Lever 


| 
f 


organization in Cambridge, as 


market exploration manager. He 
has had extensive experience in 
marketing and all phases of the 
products. 


| development of new 











“How Pre-Selling Pays Off’ was one of the subjects presented to the salesmen of the 


Aluminum Goods Mfg. Co., at a recent meeting held in the 


Manitowoc, Wis. 
that 


tie-in when our national advertising campaign breaks cannot be overemphasized. 


simply impossible to overpromote!” 


New dealer helps and television films for dealer use also were 


“Mirro” 
Retail sales manager, Otto Mittelstaedt in addressing the group stated 
“The importance of selling your dealers about coming promotions and having them 


Merchandise Center, 


It's 


shown to the group. 


Each salesman was thoroughly instructed in the use of the three television spot announce- 


ments on new Mirro utensils. These films will be furnished to dealers at no charge. 


It was 


announced that the plans for the 1950 Spring Campaign were built around many new 


items. 


Especially suited for new year promotions are the 


“Mirro”’ 


heart cake and mold 


set, the torte and cake pan, the easy-clean broiler, the square egg poacher and the 


complete line of 


**Mirro-Matic”’ 


pressure pans. 


Details on the 


1950 spring promotion 


are contained in a four-color broadside which will be released to dealers at a later date. 


One of the three groups attending is pictured above. 


The representatives and their 


territories are: Front row, left to right, S. J. Ladwig, Lower Michigan; E. J. gen 


Pennsylvania; E. L. King, Illinois and Missouri; H. L. Harris, Indiana; M. 
Kansas and Oklahoma; A. W. Nyhagen, lowa and Nebraska. 
Ohio; G. C. Pederson, Texas; 


C. S. Cheek, Texas; V. F. Sillwell, 


James, 
Back row, C. : Bauman, 
Oklahoma and Kansas; 


A. C. Rycheck, Ohio, West Virginia and Pennsylvania; R. G. Staigers, Kentucky, Ohio 


and Wect Virginia. 
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hed KREAOY for Spring Moth Season? 






SET tor FULL PROFIT? 
GO order LARVEX now!" 


*(housewives buy EARLY!) 
One Spraying and Don’t delay! Be prepared for harried housewives who’ll 


descend on your store in droves. Make sure of your share 


° way of the LARVEX profits by ordering now! 
this Easy, PROVEN 
MAKES WOOLENS 
























Heaviest Advertised, 
largest Selling Mothproofer 


Punch-packed ads like this one appear in top national 
magazines and newspapers all through the moth 
season. Your customers read them, remember them. 
So flag them into your store with a powerfully selling 
window display. Then clinch the sales with a well- 
situated counter or floor display that reminds them: 
“Better take me home!” 








The easy, safe PROVEN way to 
mothproof woolens 


used for many years by large woolen mills, LARVEX is now sold 
for home use. Housewives ates from years of happy experience 
that LARVEX gives POSITIVE PROTECTION against moth damage 
—positively stops moths from eat- 









Amazing Professional Mothproofing Method Now Sold 


y , ; : : 
for Home Use NO ODOR ~ NO WRAPPING - WO STORING AWA ing holes in woolens. Big profit The cosy PROVEN wor » MOTHPROGE 


haves aq Protesione! Method Mow iotd ter heme wee! 


- ate e . . . 
Tobe amsoucens eat masks ih out damage weniett Oe TT eazy — and all it takes is a good 
io be abn re torn sett it's oft eo eas srears che cloth 50 eae 
goo men metho ven open) ommtens cach at Shee ed es er push, because the familiar LARVEX 


easing votes f package is a self-seller! Place your 
order today! 






ic voor, Avell comes 
+ whether you weer the 








FREE WINDOW DISPLAY 


Send for this pePPy —— nes 
lay. It'll tempt the traf - - 
P anvax will do the rest! Ask yo 


wholesaler. 











<0 bash 


safe! aa ores 
TIP OF THE MONTH 


Dig up an old moth-chewed with your LARVEX. Label it ‘This 
* woolen dress or suit. Display it one was mot LARVEX-treated!” 


ME Te Largest Selling Mothorooter 


ZONITE PRODUCTS CORPORATION + NEW BRUNSWICK, NEW JERSEY 
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400 Hardware Dealers Attend 


Pritzlaff Company Appliance Clinic | 


The John Pritzlaff Hardware 
Co., Milwaukee, Wis., whole- 
salers, which is celebrating its 
100th anniversary, this year, 


played host Feb. 6, the day prior 
to the opening of the Wisconsin 
Retail Hardware Association con- 
vention, to 400 dealers from all 
parts of the its Third 
Annual Appliance Sales Clinic. 
Leonard Froling, the company’s 
chairman 
included 
Sales 


state at 


appliance buyer, 


of the 


luncheon for all attending. 


was 
meeting, which 
points and features of a variety 
of electrical appliances and other 
major units of sale were outlined 
by representatives or executives 
of various manufacturers, as wel! 
the 
merchandising programs of those 


as ulvertising and = general 
companies, 

O. H. Berryman, assistant sec- 
retary credit the 
John Pritzlaff Hardware Co., ad- 
dressing the meeting said in part, 
that the 
petition is,” 
stock, 


too much inventory of the wrong 


and manager. 


dealer's strongest com- 


too much slow 


lack of seasonal selection, 


kind, or inferior quality, too 
much of your capital on your 
books, poorly trained sales pet 


sonnel ot poor store housekeep- 
ing.” Further, he that, 
“Tt is plain to see that the man 


warned 


who is waiting for ‘things to get 


back to normal’ may have a very 
long wait. There is 
thing as normaley! A good year 
in one industry may be a bad 
. No business 


no such 


year to another . . 
can escape change. No business 
man can afford to wait until 
every condition looks just right.” 


Gordon Clarke, A. J. Linde 
mann & Hoverson Co., Milwau- 
kee, spoke on Alcazar electric 
water heaters and Charles 0. 
Connell, Hamilton Beach Mfg 
Co., Racine, Wis., discussed that 
company’s products. Fred Rex- 


ford, Toastmaster Div., MeGraw 
Electric Co., Elgin, Ill., spoke on 
that company’s line and James 
Lehan, Sunbeam Corp., Chicago, 
discussed Sunbeam appliances. 
Jack Edwards, General Mills Co.. 
Minneapolis, Minn., showed lines 
of that company and A. L. John- 
son, Queen Stove Works, Albert 
Lea, Minn., discussed features ot 
Superflame space heating equip 
ment. 

Robert Boian, sales 
General Electric Co. 
Division was at the meeting with 


manager, 


Heating 


several of his associates, who 
dramatized the story of GE. 
Traffic Appliances, with the as 


sistance of Joseph Strecker, 
Archie Lord, Gordon Finlayson 
and Dail Edwards. Leif Svanoe 


of Pritzlaffs showed Ben-Hur 











All district sales 


annual sales meeting held at the plant 


representatives 


of The 


Deming Co.., 
throughout the United States, attended the recent four day 


Ohio. 


in Salem, 


G. R. Deming explained the building program carried on 
during the past year to expand the company's manufactur- 
ing facilities. A very complete direct mail program for deal- 


ers was outlined. 


“To keep pace with the times,” 


i. E. 


Carloss, sales manager explained, “the Deming line is con- 
stantly being expanded to include additional types and sizes 
of pumps.’ One day was spent discussing the industrial line of 
pumps and in the evening the salesmen returned to the piant 
to see the new pumps which were set up and operating on 
the test oor. Water systems and accessories was the subject 
of discussion for the third day. At dinner R. T. Jones, man- 
ager farm utilization of the Pennsylvania Power & Light Co., 
Allentown, Pa., spoke on the subject of “Pump Merchandis- 


ing.” 


He pointed out that the wholesalers and dealers with 


a little extra sales effort, can make 1950 one of their biggest 
years in the sale of pumps and water systems. The meeting 
ended after a general discussion of ways and means of boost- 
ing pump sales in 1950. Four new sales representatives were 


appointed during 1949: Jack 


Klein, Eugene Steitz, Sidney 


Snyder and James Jamison. These men are being assigned to 


various territories. 


242 


| and 


| Lawn 


Shirley 


freezers and refrigerators mac 
by Ben-Hur Mfg. Co., Milwaukee 
while Arno Schmidt, Dexter Co.. 
Fairfield, lowa, showed 
models in that company’s washe1 
and ironer lines. Edward May, 
Sentinel Radio & Television Co.. 
Evanston, Ill, told of that com- 
pany'’s lines. 


new 


The new models and features 
of Reo, electric 


were demonstrated by 


power 
Tho 
Mower Division, Reo 
tors Lansing, Mich., 
John Shirley, Shirley Corp., In- 
dianapolis. Ind., telling 
sinks 
George Wing, National Enamel- 
ing & Stamping Co., briefly ou! 


Loe. 
Mo 
Co., with 
aboui 


and cabinets. 


lined the features of  Neseo 
roasters and casseroles. Edward 
Malloy, Chicago Electric Mfe. 


Co., Chicago, showed features o! 
Handyhot trafic appliances. The 
story of Electric 
struction materials was presented 
Milton Kemmerling, Pritzlafi 
for 


materials. 


General con- 
by 


buyer electrical construction 


BINGER TO DIRECT VALVE 
DIVISION FOR HONEYWELL 


H. 
elected vice president and gen- 
eral manager of the Belheld 
Valve Division (Philadelphia) of 


James Binger has been 


Minneapolis - Honeywell 
tor Co, 
Mr. 


of manufacturing 


Binger will be in charge 
and 
ing in the valve division, as well 
of the 


valves through the Brown Instru- 


engineer- 


as coordination sale of 
ments and other divisions of the 
company. 

He joined Honeywell in 1943 
as administrative assistant in the 
aeronautical division, and in 1945 
was elected assistant secretary of 


Regula- 


mowers | 


| 


| the company. Two years later he | 


| department, a position he 


was made assistant vice-president 
and was transferred to the sales 
he'd 


until his latest promotion. 


VULCAN ELECTRIC BUYS 
JACKSON ELECTRO 
The business of Jackson Elec- 

tro Corp, 124 Bleecker St., New 


JELLIFFE EASTERN 

DIST. MGR. FOR ILG 
The appointment of George C. 
Jelliffe man- 


ager for the Ilg Electric Venti- 


as eastern district 





GEORGE JELLIFFE 


Chicago, has been 


r. & 


vice president and general sales 


lating Co. of 


announced — by srigys, 


manager for the company. Head- 


quarters for the eastern district 


are at 15 Park Row, New York 
City. 

Mr. Jelliffe first became asso- 
ciated with the ventilating com- 
pany in Feb., 1946, when he 


was employed as an assistant to 
Mr. Briggs, working the 
New York office. 
During the war he 
the United States Navy from 194° 
to 1945 and was separated with 
the rank of lieutenant command- 
er. Before the war he worked 
for Western Union Telegraph Co. 
1933 to 1942 and was met- 
operations 


from 


served in 


from 
ropolitan division 
manager for the telegraph com- 
pany at the time he entered the 
Navy. 


CHARLES T. COPELAND’S 
MANUFACTURERS’ 


| AGENCY MOVES OFFICES 


York City, has been purchased | 


by Vulcan Electric Co., Danvers, 
Mass. 


Manufecturing operations will | 


transferred to the Vulcan 
plant in Danvers, but in the field 
the Jackson name will be main- 


he 


tained, as will the usual Jackson 
policies. 
The 
and 
sent Vulcan for the Jackson line: 
for the accommodation of 
New York City customers, a 
stock of Jackson soldering irons 
will be kept at Vulcan's New 
York office, 420 Lexington Ave 


present Jackson avents 


representatives wil! repre- 


Charles T. Copeland’s Hard 
Agency Co., 89 Broad St. 
Mass., 
quarters at 2503 Washington St.. 
19, 
stock of Grote bathroom cabinets 
Other lines 
will be added to the warehouse 
stock in the 


ware 
Boston, will occupy new 


Boston where a complete 


will be warehoused. 


near future. 


HALVERSON RESIGNS 
FROM LORENTZEN HDWE. 


cc. = 
ing manager Lorentzen Hardware 
Mfg. Corp... announced recently 
that he will seI- 
vice with that organization. His 


Halverson, merchandis- 


terminate his 


future plans have not been an 
nounced. 
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“II Bits ; Meet 
Every Tes 


Famous Snell wood bor- 
ing bits, manufactured to 
rigid Snell standards of 
craftsmanship, hold their 
keen edge and time-tested 
cutting ability. Satisfy every 
customer with these high 
quality, Better Boring Bits 
unconditionally guaran- 
teed just as they have been 
the entire 159 years of 
Snell’s history. 















pie ck Es eee 





ALL WOOD BORING TOOLS 
INCLUDING: 

a. Snell-Clark Expansive Bits, 
boring range from 9" up to 3” 
Snell-Simplex Expansive Bits, 
boring range from 1” up to 3” 
. Solid Center Auger Bits 

. Ship Auger Car Bits 


c 
d 

e. Ship Augers—with Screw 
f. Ship Augers—no Screw 
9g 
h 


> 














- Screw Driver Bits 

. Countersink Bits 
Also Ring Augers with and 
without screws 


SNELL 
Manufacturing Co. 


WORCESTER, MASSACH SSSTTS 


"ent 


Psi << soe ae 
EE ge ee ke 
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A Fast 4 9¢ Seller 


TheNandee - Guide 


Detachable 


FILE HANDLE 


Pat. Pending 





¢ Makes Filing Easier and Safer 
¢ Files Changed in a Jiffy 
¢ Increases Life of File 25% 
¢ An Additional Sale When You Sell a File 














For 
a MECHANICS 
= MACHINISTS 
N €S ENGINEERS 
Filte CARPENTERS 
From. “enat HOBBYISTS 
: SCHOOLS 
(es 
PF oe 2 I 

















To attach: Slide file shank into ,groove as shown. Lift file 
and handle and tap end of file on hard surface to firmly 
secure. Use file with planing motion. To release file, tap 
shank end. 


Here is a new file handle which your custom- 
ers will want and which offers you good profit 
possibilities. You can sell them alone or as a 
plus whenever you sell a file. 

Handle has a tapering groove into which the 
shank of any file, flat or half round, 8” to 16” in 
length, easily slips. S!ot has hardened or chilled 
surface which prevents wear. 

Use of handle allows user to do long tiresome 
filing jobs with greater ease, efficiency and safe- 
ty, as all pressure is downward and evenly dis- 
tributed along entire length of file. 


Order from your nearest jobber or write direct 


% MANUFACTURERS’ AGENTS: We have a few choice 
territories open. Write us full details. 


RIVERVIEW FOUNDRY CO. Inc. 


1148 Davol Street Fall River, Mass. 
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The <MEICO> Wave Sprinkler 
with these values for you 


DESIGNED TO SELL 
Beautiful aluminum construction has eye appeal —creates 
the desire to buy. Exclusive quality features insure long life 
—rigid tubular frame, pressure-cast motor housing, pro- 
tected jets, DuPont Nylon gears resist wear, need no oil or 
grease. Outstanding for beauty, strength, dependability. 


BUILT TO SATISFY 
National advertising is telling your customers the advan- 
tages of watering large rectangular areas. Uniform cover- 
age of a plot 40’ x 50’ means fewer settings—less attention. 
No puddles, dry corners, or overlapping. Built and guaran- 
teed by an old established maker of fine industrial machines. 


BIG PROFITS 
Buy six at a time and you pay $16.95 each less 40% —that's 
$6.78 PROFIT on every single sale. 


DEALER AIDS 
Beautiful 3-color envelope stuffers supplied free. Use our 
newspaper mats in your local paper to tie in with our 
national advertising campaign. 


Use the handy coupon below to order your Metco Wave 
Sprinklers and sales aids. 


GUARANTEED 
METALLIZING ENGINEERING CO., INC. 
38-13 30th Street, Long Island City 1, N. Y. 
Ship METCO Wave Sprinklers 
1 to 5 units—$16.95 less 3343% 
6 or more—$16.95 less 40% 


f.o.b. your nearest Metco jobber 
Send 3-color envelope stuffers 


‘ 














COMPANY 





ADDRESS. 





CITY ZONE__STATE 





MY NAME 





MY JOBBER IS. CITY. 
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Predict 1950 Can Be 


Two Million 


Unit Year for Bicycle Industry 


The 32nd annual five day con- 
vention of the Bicycle Institute 
of America was held at Boca 
Raton, Fla., where 300 bicycle 





H. CLYDE BROKAW 


retailers, distributors and manu- 
facturers got ex- 
change ideas, discuss trends and 
formulate and 
public relations the 
coming year. 


together to 


sales, promotion 


plans for 


H. Clyde Brokaw, who was re- | 


president of BIA 
that 1950 could be an- 
other two million unit year for 
the bicycle industry and urged 
every member to pitch in and 
sell his product hard. Mr. 
Brokaw predicted that bikes 
would be on the high production 
band-wagon in 1950. 
“hard-hitting, ingenious merchan- 


elected de- 


clared 


dising and good old-fashioned 
selling” the methods that will 


lick any business recession. 

John Auerbach, executive sec- 
retary of the BIA, predicted that 
the second half of this century 
will witness the “Golden Age of 
bicycling in America,” based on 
the record figure of 19,000,000 
cyclists in the country. He com- 
mented that it has taken pro- 
digious production and merchan- 
dising effort, including public 
education on the values of bi- 
cycling to attain the prosperous 
state of the industry. 

An innovation was a day set 
aside for business visits to the 
various headquarters of compo- 
nent companies to see new engi- 
neering designs of bicycle models 
and parts and accessories. 

The promotion program calls 
for support for the bicycle clubs 
in small communities and large 
cities; installation of bicycling 
at resort hotels, schools, cam- 
puses and local parks; concerted 
action for more bicycle paths to 
assure greater safety. The BIA 


to existing clubs, civic 
| educators and police officials. A 
new safety film has been com. 
| pleted and will be distributed. 
| Public safety campaigns, racing, 
| bike field days and parades will 
| ales receive BIA support in 1950, 
| Arthur A. Rothschild, of Chi- 
president of the Dealers 
addressed 


groups, 


| cago, 
Association, 
|of the wholesalers, cycle 
and merchant member 
| He stressed the importance of 
| the repair and service facilities 
that dealer shops can render. Co 
operation was the keynote of 


Mr. Rothschild’s talk. 


meetings 
parts 
groups. 





He called | 


| president; 





JOHN AUERBACH 


Other officers of the institute 
elected at the meeting are: 
Horace Huffman, Jr., first vice 


Guy Wainwright. 
second vice-president; Harry W 
Kranz, secretary; Fred A. Baker, 
treasurer, and John Auerbach, 
executive secretary. 


GEM RAZOR, BLADE DIV. 
WINS BRAND NAMES 
PRESENTATION 


At the annual sales convention 
of the American Safety Razor 
Corp., 315 Jay St., Brooklyn, 
N. Y., 50 years of shaving history 
were reviewed at the Belmont 
Plaza Hotel in honor of the pre- 
sentation of a “Certificate of 
Public marking _ the 
Golden anniversary of the Gem 
razor and blade division, by 
Henry E. Abt, president of the 
Brand Names Foundation to Mil- 
ton Dammann, chairman of the 
board of the company. 

In 1950, as a Fiftieth Anni 
versary gift, Mr. Dammann 
stated, we are distributing the 
new Gem feather weight razor, 


Service” 





plans to continue its assistance 


without charge, early in the 
Spring to purchasers of Gem 
blades. 
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Founder of Disston Industry 
) Honored By Newcomen Society 


\ tribute to the memory of 
Henry Disston, founder of Henry 


grandfather’s life with that of 
Benjamin Franklin, pointing out 


Disston & Sons, Inc., Philadel-| the difficulties Henry Disston 
phia, Pa.. was paid recently by| faced as an orphan in a strange 


new country. He launched his 
business at the age of 21, Mr. 
Disston said, building his fur- 
with his hands 
hauling his coal in a borrowed 


docks a 


nace own and 





wheelbarrow from the 


mile distant. 


“In the brief space of 38 
years,” Mr. Disston declared. 
“Henry Disston rose from the 
very bottom of the ladder to 


success.” 

Ralph Kelly, president of the 
Philadelphia Chamber of Com- 
and New- 
comen’s Philadelphia Committee, 
presided at the dinner. Among 
the guests 


merce chairman of 


were representatives 





of numerous American chapters 
of the Newcomen and 
nearly 40 members of the Disston 
| family and officials of the Disston 


Society 
JACOB S. DISSTON, JR. ) 


more than 300 leaders of finance, 
and industry in 
In- | 


Hall of the Freakli 
oe a | MYERS V. P. DIRECTOR 


stitute in Philadelphia, at the | 
244th Franklin Birthday dinner OF OHIO C. & C. 
Curtiss 


of the Newcomen Society of 
England. The affair also cele-| dent and general manager of F. 
brated the 110th anniversary of | Myers & Bros., Ashland, Ohio. 
the founding of the Disston en-| has elected a director of 
terprise in that city in 1840. 


company. 


the | 


science 


Great 


Ginn, Jr., vice-presi- 


been 
| the Ohio State Chamber of Com- 

Guest of honor and principal) merce for three years. He will 
speaker was Jacob S. Disston, | the central 
Jr., president of the firm founded | Mr. Ginn is vice-president of the 


represent district. 


by his grandfather, and vice} First National Bank of Ashland, 
chairman of the Philadelphia| chairman of the Ashland Com- 
Committee of the Newcomen|munity Chest board of  gov- 


nors and is also a director of the 
Ashland Chamber of Commerce. 


Society. 


Mr. Disston compared his 











Beals, McCarthy & Rogers, mill supplies distributors, will 
move its offices and warehouse to South Park & Katherine 
Sts., Buffalo, N. Y., from its present location in the Terrace 
building which it has occupied for more than a century. The 
$750,000 office-warehouse will consist of two stories and a 
basement with 240 ft. frontage on Katherine St., as shown 
in the illustration above. This marks the eighth expansion in 
the 124 year old company, and the second change in address. 
The building will be windowless and sealed from the outside 
except for entrances and loading docks. Illumination will be 
by glass block walls, supplemented by fluorescent lighting. 
The building will feature the 5,000 sq. ft. egg crate ceiling 
illumination in both the office and dispatching area. Mer- 
chandise will be transported between floors by belt convey- 
ors, monorail or chutes and an elevator. A pneumatic tube 
system will convey all orders for delivery. Expansion of the 
company has been such that it now stocks some 53,000 items 
of industrial supplies. 
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COMBINATION SEEDER AND CULTIVATOR Seven tools in 


one! Drills seed. 


Piants in hills. Plows. 


Opens furrows. Serves as 


cultivator or weeder, using single o: double wheels. Adjustable tubu- 
lar steel! handles. 


ut 


it weeds between rows. 


WHEEL HOE, With one wheel | 





With 


two, both sides of row. Wheels 


adjust for depth and width. 


a 


) ‘By 
) EASY GARDEN MULCHER. 





Eight revolving blades chop up 


soil and weeds, 


leaving fine 


dust mulch. Three cultivator shovels. 





wheel 


mokes work easy. Carbon steel 


frame, tubular handles. 
wide variety of attachments. 


Tokes 





A top performer in any garden! 





SEED CASTER, Hondles oll 


types of grass seed and small 
grain. 
justable regulator. 


Broadcasts evenly. Ad- 
Enclosed geors. 
Th . 





LAWN SPREADER. Easily 

distributes any plant food, seed, 

or fertilizer. Force-feed ogitator. 
Control rod on handle. 


Sell the money-making DANDY 
BOY line. Built to sell on sight 
Quality made throughout. Choice 
of THREE profitable, fast-sell 
ing DANDY BOY hand tool 
packages. Get full details from 
your jobber or write for name of 
your nearest distributor. Dept 
HA-150 


AND OO 
vas eo 
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Establish Arvin Field Force 


For Electrical Housewares Sales 


The establishment of an Arvin 
held force to work exclusively 
in electrical housewares sales and 
merchandising activities has been 
Gordon T. Ritter, 
director of sales for this division 
of Noblitt-Sparks Industries, Inc., 


announced by 


Columbus, Ind. 
Thomas FE. Davis has been 
named to cover the South Atlan- 


tic and South Central states in- 
cluding all of Tennessee except 
Memphis and Jackson. Mr. Davis, 
who formerly handled Kentucky 
and West the com 
plete Arvin replaces Wil- 
liam “Bill” French who will now 


Virginia on 
line, 
concentrate on Arvin automotive 
products sales. 

“Pete” Plakos, 


was in charge of Oregon, Wash- 


Themio who 


ington and Idaho on = Arvin’s 
whole line, will now travel those 
three states on electrical house 
wares only and will be addition 
Montana, 
Utah and Wyoming. James “Jim” 
C. Hofer 
self to 
representation on the West Coast. 


Allen Wilkinson will be dis 
trict manager of the Mid-Atlantic 


ally responsible for 


will devote him- 


Arvin radio and television 


now 


states including metropolitan cen- 


ters such as New York City, 
Philadelphia) and Washington. 
Mr. Wilkinson, who had been 


handling only upper New Jersey 
and metropolitan New York, will 


be assisted by Leonard Ashcraft 
who has just joined Noblitt 
Sparks. Robert “Bob” Smith 
will be in charge of all of the 
Eastern Seaboard on Arvin car 
heater sales. 

Four Arvin field men will as- 
sume additional duties in the 
new electrical housewares field 
set-up. Earle Rogers will now 
travel Arizona as well as Nevada 
and California, while West Vir- 
vinia will be added to the west- 
ern New York and western 


Pennsylvania territory of Roger 
\iman. Kentucky has been added 
to the itinerary of Frank Schroe- 


der, who also covers the central 


areas including Chicago, Louis- 
ville and St. Louis. 
Richard Williams will now 


have Minnesota, North and South 
Dakota and Wisconsin 
added to his 
with Craig Britton, who formerly 
handled this 


northern 
Midwest territory, 


territory, devoting | 


his entire time to the Arvin auto- 
motive products division. 
Revision of assignments for 
field personnel is a result of the 
recent home office changes which 
set up electrical housewares, ra- 
dio and television and automotive 
Mr. 


That change estab- 


products as separate entities, 
Ritter said. 
lished Mr. 


tor of the electric housewares di- 


Ritter as sales direc- 


vision with Walden Johansen as 
assistant sales manager supervis- 
the 
states and Leo Burns as assistant 
the 


sections of 


ing western and = southern 


sales) manager for mid- 


western and eastern 


the country. 


JAMESSON DIST. SALES 
AGENT FOR CALORIC 
Caloric Stove Corp., Philade!- 

phia, Pa., has announced the ap- 


pointment of Charlton L. James- 
| son as district sales representa- 
tive for the metropolitan Pitts- 


burgh area. 


Mr. Jamesson was formerly di- 


rector of the gas appliance pro- 


motion division of Ketchum Mae- 
Leod Pitts- 
burgh and was previously asso- 
ciated with Sperry-Hutchison Co. 


and Grove, Inc., in 











T. Lawrence Edwards, Jr., Ebensburg, Pa., was elected president to succeed R. H. 
Imschweiler, Tremont, Pa., at the 50th annual convention and exhibit of the Pennsyl- 
vania & Atlantic Seaboard Hardware Association, Philadelphia, Pa., January 23-26. 
M. W. Allen, Carlisle, Pa., and Hartzel Huston, New Castle, Pa., were elected first and 


second vice-presidents respectively. Harry D. Kaiser, remains as assistant treasurer and 


W. Glenn Pearce as secretary. 


Members of the executive committee are Julius M. Wagner, Baltimore, Md.; Demarest 
Romaine, Hackensack, N. J. (new) and Harold Musser, Mifflinburg, Pa. (new) W. Glenn 
Pearce, Phila., Pa., was re-elected managing director. 

Resolutions passed by the association favored: Tax equality; removing wartime taxes; 
supporting sound government policies and openly opposing those that are unsound; 
provision for a substantial retirement of the public debt; opposition to the removal 
of any State Fair Trade laws or the Miller-Tydings Act. 


Shown are, first row, left to right: W. Glenn Pearce, M. W. Allen, T. Lawrence Edwards, | 
president; and Harry D. Kaiser. Second row, left to right are: George R. Park, Jr., Wayne, 


| 


Pa.; Julius M. Wagner, Baltimore, Md.; Harold Musser, Mifflinburg, Pa.; R. H. Imsch- 
weiler, Tremont, Pa.; M. Haswell Pierce, Milford, Del., and Demarest Romaine, Hacken- 


sack, N. J. 


206 


| 


MARY RIEDEL DIRECTS 
| PROCTOR’S WOMEN’S 
ACTIVITIES 
The appointment of Mrs 
Mary Reynolds Riedel to dire: 


tor of women’s activities, Proctor 


| 


uw? 


MARY R. RIEDEL 





ts. 
announced by 


Electric Philadelphia, has 
Walter M. 
Schwartz, Jr., president. 

For the 
Riedel has 


Proctor 


| been 


Mrs. 
the 
Information Center, the 
relations 
department of the company. She 
will continue to this de- 
partment in addition to her new 


past six years, 


been director of 
public 


publicity and 


direct 


assignment. 

As director of women’s actis 
| ities, Mrs. Riedel will head up 
| a corps of Mary Proctor ironing 
turn will 
supervise and sales-train demon 
distributor home 
addition to their 
schools, 
the 
De- 


| consultants who in 


strators and 
economists in 
work with 


educational 
women’s 
services of 


groups, 
extension the 
partment of Agriculture and the 
+H Club. will also be 
responsible for the preparation 
of the sales training 
manuals, function as 
advertising for the 


colleges, 


She 


actual 
and will 
consultant 


| company. 


| HELLER EXPANDS PLANT 
BUYS 3 FIRMS ABROAD 
Heller Hostess-Ware, Inc., has 
expanded its White Plains, N. Y., 
plant, adding 20,000 square feet 
of space to form a total of 100,- 
000 feet of production 
facilities. The 


square 


additional area 


| is being used for chrome-plating 


and a special process of finishing. 
The Hellers 


that, while in in Europe. they 


also announced 
purchased interest in three plants 
located in France, Germany and 
Switzerland. These plants pro- 
duce component for their 
Heller Hostess-Ware line of musi- 


parts 


cal service utensils. 
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a N.Y. 
are feet 
of 100,- 
oduction 
al area 
-plating 
nishing. 
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spring. 


Has 2-inch 





No. 009 





Ideal for Combination Doors 


THE SENSATION oF 1950! 


Can be used on either right or left-hand opening 
doors without the necessity of changing hand of 


New, improved torsion spring has 70% greater 
closing power than any comparable closer. 


bracket, assuring more secure anchor- 


Stock and Sell the Closer That Sells Itself 


LOWELL, 


‘Newell Streamliner Closer 





Send for our free Sales Literature on this and our other Closers to 


NEWELL MANUFACTURING COMPANY 


MICHIGAN, 


HAS NO RIVAL 
IN ITS CLASS 















age to door jamb, and eliminating danger of 
twisting closer from door, 

Beautifully designed and finished in two-tone 
brown baked enamel. Can also be furnished in 
aluminum or brass baked on finish. 


Factory guarantee assures customer acceptance. 


U. S.A. 





THERMO-RITE . 


The World's Most Practical 
TEMPERED Glad 
FIREPLACE SCREEN 





HEAT 
Radiates maximum 
fireplace heat con- 
stantly throughout 
room. 


SAFETY 

Protects children, 
rugs, furnishings, 
from flying sparks 
and ashes. 


EFFICIENCY 
Reduces heat loss, 
saves fuel bills by 
controlled draft. 


BEAUTY 
Enhances fireplace 
charm winter and 
summer. 


CLEANLINESS 
Eliminates soot, 
smoke — keeps 
upholstery, drapes 
clean. 


PERMANENCE 
Solid brass con- 
struction, heat- 
treated crystal- 
clear glass doors. 








Write for literature 
illustrated in full 
color and new price 
list. K-150-16 
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AVAILABLE NOW 
PROMPT DELIVERIES 
ALL SIZES—SIMPLE TO INSTALL 


THE THERMO-RITE MFG. COMPANY 
AKRON 11, OHIO 
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WIRTHMORE 


REG. U. S. PAT. OFF. 


DRIP-PROOF PAINT BRUSH 


U. S. PAT. NO. 2493329 


Think of a new and 
different paint brush, 
that 
paint can never drip 


so constructed 


from it! Every paint- 
er and home owner is 
a prospective customer 
for the Wirthmore 
DRIP - PROOF Paint 
Brush. It positively 





Be 


PREVENTS PAINT DRIPPING ON HANDS, 
CLOTHING, FLOOR OR FURNITURE. . . 


Designed for all INSIDE and OUTSIDE painting. Easy 
to operate. Guaranteed 100% pure Chinese bristle, vulean 
ized in rubber. Available in 4 inch widths and in 3”, 3%” 
and 31%” length of bristle. Suggested to retail profitably 
for $3.95, $4.95 and $5.95 each, respectively. Packed 1 doz. 
in counter display carton, furnished without cost on initial 
order. Displays 2 brushes, one closed-—the other opened to 
show patented “Drip-Proof” features. Order now and meet 
the demand. If your jobber cannot supply you —write us 


er WIRTHMORE DIVISION 
Independent Brush & Specialty Co. 


369 East 200th St. Cleveland 19, Ohio 
Est. 1921 











207 


HAROLD E. FARRIS 


H. E. FARRIS HEADS 
AMERICAN KITCHENS 
FIELD SALES WORK 


Harold E. Farris has 
named manager of field sales for 
American Kitchens newly ex- 
panded sales department, F. F. 
Duggan, general sales manager, 
of the American Central Division 
—Avco Manufacturing Corp., re- 
vealed recently. His headquar- 
ters are at the American Kitchens 
plant, Connersville, Ind. 

Mr. Farris will be directly in 
charge of American Kitchens 
four new regional offices. He will 
also be in charge of the American 
Kitchens field organization and 
responsible for national product 
distribution, 

Prior to joining American (en- 
tral, Mr. Farris had been general 
manager of the Stubb's Electric 
Co., Portland, Ore., since the war. 
Prior to that he had been simul- 
taneously manager of new busi- 
ness, advertising and the sales 
department of the Mountain 
States Power Co., where he was 
credited with directing a large 
merchandising operation and de- 
veloping a list of more than 400 
appliance dealers when the util- 
ity discontinued its merchandis 
ing operations. 


been 


STRATTON & TERSTEGGE 
GETS HARRY HARLOW 
TO HEAD APPLIANCES 


Harry S. Harlow who has spent 
about 25 years in the electric 
household appliance field has 
joined Stratton & Terstegge Co.. 
Louisville, Ky., wholesale hard- 
ware firm to head its major ap- 
pliance department. He joined 
the Kentucky firm on Jan. 30. 

W. H. Terstegge, 
announces that the name of the 
department has been changed 


from the Rankin Division to that | 


of Appliance Division. 
Mr. Harlow was formerly con- 


nected with the Gravbar Electric | 
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president, 


Co. and is widely known in the 
appliance trade. He is a native 
Louisvillian and during the war 
years was connected with the 
Vultee aircraft firm in Louisville. 


The Stratton & Terstegge com- | 
Universal | 


pany has added the 
line to its present lines of elec- 
trical appliances and will give 
representation on that line in 
most of Kentucky and 25 coun- 
ties in southern Indiana. Strat- 
ton & Terstegge salesmen cover 
14 Southern and midwestern 
states on general hardware lines. 


JANNEY-SEMPLE-HILL 
ELECTS OFFICERS 


Janney -Semple- Hill & Co., 
hardware wholesalers, Mineapolis 
1, Minn., has announced the 
election of two directors, 
Albert E. Stanley J. 
Mirocha. 

Mr. Cox has 


new 
Cox and 
been 


the past three has 


buyer of heavy hardware, farm | 
agricultural | 


implements and 
lines. He also represented the 
company as a salesman in Wis- 
consin, Montana and lowa. Mr. 
Mirocha during the 20 years of 
his association with the company 
has worked in the operating and 
warehousing end. At 
he is general superintendent and 
serves as a member of the man- 
handling 


present 


agement’s committee 
labor relations. 

Other 
clude: 
Case, Jr.; 
Fleming: 


directors re-elected in- 
Benton J. Case; C. M. 
O. H. Englund; R. M. 
Allan J. Hill; Henry 





| nected for the past 35 years. 
with the | 
company about 25 years and for | 
served as 





W. Hill; Horace P. Hill; E. G. 
Lande, and E. A. Reinke. The 
following officers were elected: 
Allan J. Hill. president; Benton 
J. Case, vice president; Horace 
P. Hill, secretary: Henry W. 
Hill, treasurer; Elmer G. Lande, 
assistant secretary, and Oscar H. 
Englund, assistant treasurer. 


PRATT & LAMBERT 

CANADIAN DIVISION 
SALES MGR. HONORED 
sales man- 
Division 


Andrew E. Hay, 
ager of the Canadian 





of Pratt & Lambert, Inc., 
guest of honor at a dinner given | 
by his co-workers at the Buffalo 
Club, Wednesday, Jan. 11. The 
marked his retirement 
with the company | 


was 


occasion 
service 
which he had 


from 


; | 
with been con- 
asso- 


As a tribute from his 


ciates, Mr. Hay 
illuminated 


was presented 
testimonial 


with an : 


scroll, bearing the signatures of | 


his co-workers. He also was | 
presented with a television set. 

Mr. Hay joined Pratt & Lam- 
bert, Inc., as a salesman, in 1915. 
He first traveled the Provinces of 
Canada, selling shell varnish dur- 
ing World War I. Later he 
company in_ the 


rep- 
resented the 
Maritime Provinces and in New- 
foundland. In 1919 he was made 
sales manager of the Canadian 
Division. H. E. Webster. presi- | 
dent, made the presentations and 
R. W. Lindsey, vice-president of 
sales, presided in the position of | 
toastmaster. 


L. G. TORBETT 


TORBETT SERVICE MGR. 
FOR FLORENCE STOVE 


C. F. Lucas, vice-president in 
charge of sales, recently an- 
nounced the appointment of L. G. 
Torbett as service manager for 
the Florence Stove Co., Gardner, 
Mass. Mr. Torbett, who has been 
sales assistant at the main office 
was previously located at the 
Florence Atlanta office in charge 
of field service and training for 
the Southeastern division. 

Mr. Torbett has been 
ciated with the Florence Com- 
pany for 13 years, and in his new 


asso- 


| position will be responsible for 


service ef- 
entire 


the co-ordination of 
fort and policy for the 
field organization as well as the 
three plants located at Lewis- 
burg, Tenn., Kankakee, IIl.. and 
Gardner, Mass. He will con- 
tinue to make his headquarters 
at the Gardner office. 








ILLINOIS ASSN. ELECTS: At the recent annual convention of the Illinois Retail Hard- 


ware Association held in Chicago, the above officers were elected. Front are, left to right: 


R. G. H 


ough, Hough Hdwe. Co., Mt. Morris, vice-president; William F. Ewert, Chicago, 


managing director (reelected); W. S. Sweetnam, Sweetnam Hdwe. Co., Peoria, director. 
Rear row, left to right, are: Henry F. Wachtel, Saeger-Wachtel Hdwe. Co., East St. Louis, 
director; Gregg Fitzgerald, Factory Sales, Inc., Arthur, advisory board; John Mochel, 
Charles Mochel & Son, Downer’s Grove, advisory board; Stanley Prevo, Prevo Bros. 
Hdwe. Co., Watseka, director; C. L. Negley, Negley Hdwe. Co., Farmington, president, 
and Joseph O'Neill, O'Neill Hdwe. Co., Lake Forest, director. 
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EXCELLENCE AND 
ELEGANCE IN TOOLS 


There's a special sense of security in the swing 
of a Vaughan tool. Skilled craftsmen recognize the 
sharpness, sturdiness and all-round superiority that 
have been Vaughan's for over 80 years. When fine 
tools are requested, recommend a Vaughan hammer, 


hatchet or axe with confidence. 


IT ALWAYS PAYS TO BUY A GOOD TOOL 





GHAN & BUSHNELL 


CTURING COMPANY 
le St., Chicago 3, Illinois 












HAROLD M. GREENE 


DELCO APPLIANCE NAMES 

TWO REPRESENTATIVES 

Delco Appliance Division, Gen- 
eral Motors Corporation, Roches- 
ter, New York, recently announc- 
ed the appointment of two new 
zone representatives. 

Harold M. 
named 
the Cleveland, Ohio, 


Greene has been 
representative 


area, 


zone 


| the Pittsburgh 


| 


for | 
and | 


will make his headquarters in 
Unionville, Ohio. Mr. Greene 
was formerly active in heating 
and air conditioning retailing | 
and has been associated with 


the Minneapolis-Honeywell Reg- | 


ulator Co, 
was supervisor of automatic con- 
trols installations at Rome Army 


During the war, he | 


Base and Sampson Nava! Train- 


ing Station for Honeywell. 


Robert H. 


appointed zone representative for 


Brethen has been 


area, where he 
will direct the sale and promo- 
tion of Delco automatic heating 
equipment and water systems. 








ROBERT H. BRETHEN 


Mr. Brethen joined Delco in 
July, 1949, as a sales trainee. 


TELECHRON INC. MAKES 
50,000,000TH UNIT 
Telechron Ine., Ashland, Ohio, 
produced in December, 1949, its 
fifty-millionth electric timing 





unit. The motor went into an 
“Air-Lux,” a Telechron electric | 
clock. 


To mark this event, Telechron | 


Inc. has made replicas of the his- 
toric clock in and bur- | 
nished bronze. The replicas will | 


cast 


he available for display in stores | 
throughout the country. 


The history of Telechron Ine. 


is said to be the history of elec- | 
tric time. When Henry Ellis | 
Warren invented the Telechron 
motor, he not only fathered the 
electric clock business; he also 
changed the pattern of the elec- 
tric power industry. 

It was necessary to the 
power companies to control the 
frequency of their alternating | 
current accurately before any | 
electric clock could keep time by 
it. This was accomplished by the | 
development of the Telechron | 
master clock, which today is re- 
ported to control most of the al- 
ternating current produced in the 
United States. 

On Oct. 23, 1916, the 
Edison system began te send out 
current timed by a_ Telechron 
master clock. A standardized fre- | 
quency improved electric power 
service to manufacturing compa- 


get 


Joston | 


nies because it gave more uni- 
form speed to machinery. It 
made it easier for different 


power systems to be connected, 
and it helped lower maintenance 
costs for the power companies. 
For these reasons, the use of it 
spread rapidly and made possible 
the sale of electric clocks for the 
household. 


DICKS-PONTIUS OPENS 
NEW ATLANTA PLANT 


The Dicks-Pontius Co., has an- 
nounced the opening of its new 
plant at Atlanta, Ga. 

The new Atlanta plant is in | 
addition to the main factory at | 
Dayton, Ohio, and the plant at 
Alexandria, Va., near Washing- | 
ton, D. C. 














to 26, at the Murat Temple, Indianapolis. 


INDIANA RETAIL HARDWARE ASSOCIATION PRESIDENT-ELECT HERMAN KEL- | 
LER, Jeffersonville, (left) accepts the gavel from the retiring president, Court Maxwell, | travel in Michigan and I. T. Kent 
Martinsville, at the close of the 51st convention of the association, which was held Jan. 24 


Other new officers inducted at the same time | 





were, from left to right, Fred W. Kuester, Evansville, Ind., vice president; Lorie C. Powell, 


Plymouth, Ind., director; Mr. Maxwell; Clair R. Reed, Columbia City, Ind., director, and 


Thurman Rinker, Anderson, Ind., newly elected director. 


G. 


F. Sheely, perennial secre- 


tary-treasurer of the association, is at the microphone. Principal speakers of the conven- 
tion were: Dr. Jules Backman, Associate Professor of Economics of the N.Y.U. School of 
Commerce, Accounts and Finance; Bruce Burgess, merchandising manager of the Union 
Fork & Hoe Co., and Tom Collins, publicity director of the City National Bank & Trust 


Co. of Kansas City, Mo. 
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| Enright, 


| in Ohio 





ROBERT P. INGRAM 


ELECT R. P. INGRAM 
PRES. KANSAS CITY 
HOUSEWARES CLUB 


Robert P. 
Ingram & was 
elected president of the Kansas 
City Housewares Club at a meet- 
ing held in the Hotel Phillips, 
Kansas City, Mo. Wm. E. Prof- 
fitt, head buyer of Davis Paint 
Co., North Kansas City, Mo., was 
elected first vice-president; Har- 
old E. Reed, H. E. Reed Co., 
second vice-president; Maurice 
Gottlief, L. S. Gershon & Son Co., 
secretary; Bert J. Clark of Bert 
J. Clark & Co., treasurer. The 
board consists of: Barney J. 
Duff & Repp: James 
Bowes, Superior Distributing 
Co.; Sidney DeLott, Sidney Far- 
ber Ware; Lloyd Faeth, Stowe 


Ingram, Robert P. 


Co., recently 


Hardware Co.; Vincent DeAn- 
gelo, Emery-Bird Thayer Co.: 
Harry Grigsby, Duff & Repp; 
Earl Goetze, Earl Goetze Co., and 


Katz 


announced 


J. Norman Gosney, Drug 
Co. Harold E. Reed 
that his recent membership drive 
the membership 


had increased 


CARMICHAEL JOINS 
DETROIT-MICHIGAN 
SALES STAFF 


L. E. Ciancy, director of sales, 
Detroit-Michigan Stove Co., De- 
troit, Mich, has several additions 
to that company’s sales organiza- 
tion. 

J. P. Carmichael will 
dealers in Kansas and Nebraska 


contact 


under the direction of R. M. 
Houdek, Northwestern division 
manager. L. A. Goodman will 


the 


Kentucky in 


managed _ by 


and 
Central division, 
Ward Jacobson. 

Chicago area 
serviced by E. J. Maag who will 
assist B. H. Giaretta, Northern 
division manager. C. C. Redding 
call on Southern Texas 


dealers wil! be 


will 


| dealers. 


HARDWARE AGE, FEBRUARY 23, 1950 

















HARDW 


AM 


RAM 
CITY 
LUB 


tobert P. 
recently 
e Kansas 
t a meet- 
Phillips, 
E. Prof- 
vis Paint 
Mo., was 
nt; Har- 
eed Co., 
Maurice 
Son Co., 
; of Bert 
rer. The 
arney J. 

James 
tributing 
Iney Far- 
h, Stowe 
t DeAn- 
rer Co.: 
: Repp; 
Co., and 
itz Drug 
nounced 
hip drive 
mbership 


INS 
:AN 


of sales, 
Co., De- 
idditions 
rganiza- 


contact 
Vebraska 
R. M. 
division 
1an_ will 
T. Kent 
in the 
ged by 
will be 
vho will 
Northern 
Redding 
Texas 


, 1950 


























No. 20D 





For Home and Garden—Lightweight—Alll steel frame 
—Perfectly balanced—Popular round front seamless 


tray. Tray braces for extra strength. Available with 
10 x 2.75 (DONUT) semi-pneumatic rubber tire 
wheel. Especially adaptable to lawn work. 


Carrying the Load 


BUCH MANUFACTURING CO. 





No. 20T 


For Home and Garden—Lightweight—All steel frame | 
—Perfectly balanced—Popular round front seamless 

tray. Tray braces for extra strength. Available with 
14" steel or semi-pneumatic rubber tire wheel. In- 
expensive and practical for Home, Garden or Farm. | 





Since 1868 
ELIZABETHTOWN, PA. 























Bucket? 





MODEL 550 DELUXE 


Lightened by aluminum alloy— 
yet shock-proof, sturdy and dur- 
able. Smooth running, prompt 
acting, easy to propel. An ex- 
clusive Buckeye feature, the 
double pawl clutch, gives quick 
pick-up to the reel, 





Tubular steel handle, 
stands vertical for easy 
storage. Rubber grips. 
10” wheels. Tires 
semi-pneumatic, 5- 
blade ball bearing 
reel, 16” cut. 
Rubber roller. 
Weight 29 Ibs. 





POWER & HAND 
LAWN MOWERS 


Model 76A Power King is a thoroughly dependable 
product resulting from nearly 70 years of specialized 
lawn mower manufacturing experience. You can offer 
this quality power job to your customers with ab- 


solute confidence. 


Completely modern design, precision built. 4 ¥ LAWN 
Many desirable features:—Aluminum alloy é 
castings. Tubular steel handles. Attractive 
baked enamel finish. 5-blade ball bearing 
reel with take-up for wear, 20” cut, ad- 
justable for height. Positive clutch. Highly 
reliable power unit, Rugged tires. 


LIGHT 
STRONG 
MODERN 
. 
WEIGHS ONLY 
87 LBS. 


MODEL 76A 
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MANUFACTURING COMPANY 


SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 
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The new Cheney nail 
pennant shown above 
creates interest and sells 
your Cheney Nailers. At- 
tractive orange back- 
ground glows in the light 
and attracts attention to 
the exclusive Cheney 
Nail Holding Device that 
saves time and effort for 
the user. You will find 
your pennants in your 
Cheney Nailer cartons— 
use them. 
























































UNITED STATES HDWE. , are Lloyd Jones, Sherman Keey 
EXPANDS PLANT Stanley Stach, and Pete Wharto 
United States Hardware & 
Paper Co. has recently completed 


CLARKE JOINS AMERICAN 
STRUCTURAL PRODUCTS 
foot addition to its building, pro- John G. Clarke, former head 
viding a total of 160,000 square | of the Clarke Glass Co., Ros: 
feet of floor area, in the Los|land, N. J., has joined the sales 
Angeles offices of the hardware | 


construction of a 50,000 square 


wholesaler. The newly con- | 
structed building is of reinforced 
steel and concrete and is of the 
latest design in warehouse de- 
velopment. 

United States Hardware & 
Paper Co. was established in 
1921, at which time its total 
number of employees was five. 
\t present, there are in excess 
of 150 persons employed, which 
number the firm expects to in- 
crease lo approximately 200 by 
March, 1950. 

The company. prior to its Los 
Angeles expansion. moved their 





Phoenix offices to larger quar- 


ters, established warehousing fa- JOHN G. CLARKE 
cilities and showrooms at 611 W. =r 
Washington, Phoenix, Ariz. organization of Aimerican Struc 


ea tural Products Co. 


UNION MALLEABLE OPENS | Mr. Clarke, who has had pr 


FT. WORTH WAREHOUSE vious sales experience with the 
National Asbestos Mfg. Co 


The Union Malleable Mfg. Co..! and the Demuth Glass Works, 
Ashland, Ohio, has announced | roce to vice-president in charge 
the opening of its new ware-| of sales and finally president of 
house to serve customers in| the latter company. In 1948 he 
Texas, New Mexico, Arkansas, | left to form the Clarke Glass 
Louisiana, and Oklahoma. |Co., selling tubing, rod, lamp 

Located at the corner of Ken- | parts and other glass specialties 
tucky and Presidio Streets, Fort} In his new job, Mr. Clarke 
Worth, Texas, the warehouse is | will direct the development and 
under the direction of Lester | exploitation of new items, prin 
Wingard. Sales representatives | cipally in the field of pressed 
in Mr. Wingard’s organization | ware. 








Sales 
JOHN H GRAHAM 
& CO. INC 


Mr. Dealer: 


The Sales Maker is back 


A limited number of these famous 
sales aids are available free of 
charge at your request. 


O.der one-direct from us or through 
your jobber and watch your hammer 
sales grow. 


ESTAS. 1836 


HENRY CHENEY ‘cone: 


LITTLE FALLS, MW. Y., U.S. A. 

















Two veteran employees of Warner Hardware Co., Minne 
apolis, Minn., retired late last year after a combined service 
of 92 and one half years. Fred O. Anderson, right, 76, com 
pleted 48 years of service as a sales representative in the re 
tail hardware department having started at Warner's in 1901 
His older brother, A. Emil Anderson, 79, with 44! years 
service began in 1905. Emil was employed in the builders 
hardware department of Warner's Wholesale Division. 
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ROLLIN B. PLUMB 








E. J. FLOOD 


Central States Holds 12th Annual Dinner; 
G. H. Beaudin Heads Board, Plumb, Pres. 


The Central 


ib, Suite 359 La Salle 
icago 2, Ill., recently 


States Hardware 
Hotel, 
held 


its 12th annual meeting and din- 


ner in the Grand Ballroom of the | 


La 


176 members and guests attend- 





JAMES A. BILLINGS 


Hotel 


Salle 


ing. Entertainment was enjoyed 
after the dinner. 





BEN LEVE 


in Chicago with 


officers were elected: Rollin B. 
Plumb, Eagle Lock Co., presi 
dent; E. J. Flood, American 
Chain & Cable Co., vice presi 
dent; Ben Leve, The Carborun 
dum Co., re-elected secretary: 


and James A. Billings. 


| theasurer. 


Geo. H. Beaudin, J. Wiss & 
Sons, heads the board of direc- 
tors. Directors elected to serve 
three years are: H. Lee Murphy, 
Richarde-Wilcox Mfg. Co.; Lo- 
well S. Pickup, The Stanley 
Works, Inc.: and Sim Strauss, 
Arvey Corp. 
>The club will hold a dinner 
party, Sunday, April 2nd, in the 

| Pavilion Caprice Room of the 
Netherland Plaza Hotel, Cinein 
nati, during the Southern Hard- 
| ware Convention, and a dinnet 
party in the American Room of 
The Traymore Hotel, Atlantic 


The following | 





City, during the National Hard 


ware Convention. 


re-elected | 





ARNOLD WHOLESALE 
DISTRIBUTES FOR | 
COOLERATOR CO. 

The 


Cleveland, 


Arnold Wholesale Corp., | 
Ohio, ap- 
pointed Coolerator distributor 
the Northeastern Ohio ter- 
it was announced recently. 
Wholesale Corp. is a 
the Wells 

wholesalers in 
the 
is completely 


has been 
for 
ritory, 

Arnold 
subsidiary of 
Co.. 
Columbus, 
Arnold 


independent of the 


Tracy 
hardware 
Ohio. 


operat ion 


However, 
parent firm, 
company officials point oui. 

organization 
Arnold will 
refrigera- 
and family 


Through a_ sales 
of 15 wholesalesmen, 
distribute Coolerator 
tors, 


electric ranges, 


size freezers in 20 counties 
throughout north and eastern 
Ohio, R. C. Hager. president of 





the firm, stated. 
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Pred L/ Lappat SAWS 


SELL THEMSELVES 
on our unusual 
FREE TRIAL OFFER 


It doesn't cost you a penny to 
have a Fred W. Wappat Saw 
work for you. By using our Free 
Trial Offer, you let them prove 
themselves . . . sell themselves. 
Write today. 


INVESTIGATE the 
Tred US LU appat 


Dealer Plan 


No red tape to handling and 
selling Fred W. Wappat Saws. 
Learn about the profitable and 
dependable Fred W. Wappat 
Dealer Plan. Write today for 
full details. 





, MAXAW — the 6" Saw 
with “Big Saw" Fea- 
tures. Write now for 


Electric Hand Saws 





BUILI 
—this wider market 
means more sales for you! 





JILDER . 
products A 
of 25 years’ experience! 


in tae 
Secetial Builder, American foes 
Builder, etc., to make 
more prospects for you! 


Powerful Fred W. Wappat 
Electric Hand Saws bring 
you more sales, greater 
profits! 25 years of epe- 
cialized experience in de- 
signing and building {fine 
electric hand saws makes 
possible a price within 
reach of all your builder 
customers Advertisements 
in the leading trade maga 
zines are telling your build 
er customers how dependa 
ble Fred W. Wappat Saws 
can save money for them by 
efficient, more accurate 
work, on a variety of cut 
ting jobs 


NEW! Fred W. Wappat 








dealer information. 





Tred US Llappead, Inc. 


139 Valley St., 


Chaut 


on 





1uqua 


leh AALL a ee 
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THE SPRINKLER 
THAT SELLS ITSELF 





field. Watch your sales pyramid when your custo- 
mers’ neighbors see it in action! The Avon Model 
950 Oscillating Sprinkler covers every inch of large 


areas (over 1500 square feet) slowly . . . eliminates | 


puddling and run-off, provides thorough irrigation. 
It’s completely rust-proof and weighs less than 41 
Ibs. Fully guaranteed. Fair trade retail price only 
$14.95. Nationally advertised in House and Garden 
and House Beautiful to bring more customers and 
more profits to your store. 


Also included in the Avon line are the #700 
Rotary Sprinkler at $4.95 F.O.B. factory and +400 
Garden Irrigator with head elevated 


4 ft. at $4.95 F.O.B. factory. 


FLOWER IRRIGATOR 
MODEL 400 


jobber now or write our home 
office for descriptive literature. 





AVON ROTARY SPRINKLER 4 
MODEL 700 


THE FAMILIAR LINE OF 
YELLOW SPRINKLERS 





A DIVISION OF GENERAL SCREW MACHINE PRODUCTS, INCORPORATED 
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low-priced, 


Place your stock order with your 


| should similarly consider the ad- 
| dition of 





| distributor to broaden his retail 
WORCESTER 4, MASSACHUSETTS | 


: ; 
| to expanding his 


J. W. Alsdorf Emphasizes Broadened and 


Diversified Lines 


The formula for sales success | 


in 1950 lies in broadened and 
diversified lines of products for 





J. W. ALSDORF 


| 
both wholesalers and _ retailers, | 


said J. W. Alsdorf, president of 
Here’s the fastest selling, hottest item in the | ee a 


the National Housewares 
Manufacturers 


“Many retailers, particu- 


and | 
Association, re- | 


cently. 


larly in home appliances, mush- 
during the postwar | 

” | 
housewares boom,” Mr. Alsdorf 
said, “and some of these outlets 


roomed 





are beginning now to find the | 
going rough. The _ mortality | 
among these retailers is already | 
starting to pinch the sales vol- 
ume of 
said. 


some wholesalers,” he 


As a remedy, Mr. Alsdorf, who 


| is president of Cory Corp., Chi- 


cago, points to diversification of 
both for retailers 
“Major appli- 
seriously 


inventories, 


and wholesalers. 


ance outlets should 


the addition of some 


appealing, 


consider 
small appliances .. . 
fast-moving 
trafic,” he 
items broaden the 


items 
that produce store 
said. “Such 
appeal of the retailer to include 
the casual shopper. Once in the 


store, the consumer’s interest can | 
be aroused in the major purchase 
appliances on the floor.” 

Trafhic 


appliance — specialists 


some major purchase 
These, 


to provide additional interest on 


appliances, he went on. 


the part of the retailer’s normal 


| trade and to give floor clerks | 
an opportunity for step-up sales. 
Even a few such “big ticket” 


sales, he pointed out, will result 


in an increased dollar volume. 
employed at 
enable the 


Similar tactics 


the wholesale level 
and open the door 
volume 


comtacts ... 





sales | 





|} sumer in the 


for 1950 Sales Success 


through addition of more retail! 
outlets, 

Mr. Alsdorf continued, saying 
that it takes mass consumption 
to keep mass production going 

and mass marketing techniques 
must be practiced to stimulate 
and maintain this consumption 
Multiple distribution he defined 
as the practice of making it easy 
for the consumer to accept and 
buy the products made available 
by American mass production. 
Alsdorf, 


the results will produce not only 


In general, said Mr. 


stimulated sales volume for the 
trade, but ultimately the bene 


fits of sustained mass production 


! . 
will be passed along to the con 


form of bette: 


| products at lower prices. 


RYERSON CINCINNATI 
STEEL SERVICE PLANT 
UNDER CONSTRUCTION 


Joseph T. Ryerson & Son, Inc., 
l6th & Rockwell Sts., Chicago, 
Ill., has begun construction of a 
new and larger steel service 
plant and office building in Cin 
cinnati to be completed by fall. 
This being made in 
order to provide larger and more 
complete stocks of steel and 
faster service for the Cincinnati 
marketing area. 


move is 


The company will continu 
operations at the present plant 
at Front and Freeman Streets 
until the new plant is ready fo: 
operation, so there will be no 
interruption to steel deliveries. 

The new plant will be located 
on Spring Ave., at 
Adelaide Street, about four miles 
north of the central business dis 
trict. The plant is served by the 
B&O Railroad and is convenient 


Grove 


ly located to the Cincinnati in 
dustrial area as well as the rail 
road and truck terminals. 
service plant 
four acres of 


This new steel 
will have almost 
floor space. The warehouse por 
tion of the new building will 
consist of three 
spans 750 ft. long; the largest 
of the three will be 110 ft. wide 
The building will be of struc 
tural frame 
with masonry and special type 
steel lighted 


crane-served 


steel construction 


siding, generously 


| with side windows, skylights and 


the most modern electric illu 
mination. 
Ryerson 


steel-service plants, serving pra 


operates 12 othe: 
tically every section of the na 
tion—from Boston and New York 
in the East to Los Angeles and 
San Francisco in the West. 
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CONTINENTAL MOTORS | 
SEPARATES DOMESTIC | 
EXPORT SALES GROUPS 
The separation of its domestic 
and export distributor sales and | 
service groups, in the interest of 


rious sales and service capacities 


ever since. Under the new ar- 


| rangement, he will be in charge 


of domestic distributor sales and 
service on all Continental engines 
and power units except the air- 
aircooled 





craft and_ industrial 
lines. C. Wheeler Johnson, vice- 
president in charge of distributor 
sales and service, has overall di- 
rection of domestic and export 


divisions. 


1950 PACKAGING SHOW 
TO BE LARGEST 

The American Management 
\ssociation, 330 W. 42nd St., 
New York City 18, has an- 
nounced the schedule for the 
19th National Packaging Exposi- 
tion at Navy Pier, Chicago, April 
| 24-27. They estimate the total 
space used may reach 140,000 
nearly 25 per cent more 


sq. ft., 
| than last year. 

AMA announced that the Ex- 
position will open Monday, April 
24 at 12 noon and close Thurs- 
day at 3 p.m. The AMA’s an- 
| nual conference on packaging, 
shipping will be 





HOWARD T. CONREY 

cooperation between fac 
tory and field, has been an | 
nounced by Continental Motor | packing and 
Corp., Muskegon, Mich. Howard| held concurrently with the Ex- 
position. 


closer 


T. Conrey, for many years a Con 
tinental field sales representative,| The conference is open to both 
has been appointed manager of 
the domestic distributor sales and 


members and non-members of 
AMA and the exposition is open 
to representatives of all types of 
businesses. Both are 
for the executive and specialist 
and tools to 


service division, with headquar- 
Muskegon, while A. S. 
Bolthouse continues in the corre 


ters in designed 


sponding export post. seeking methods 
Mr. Conrey 


pany in 1946 as a sales repre- prove 


reduce cost. increase sales, im- 
quality and 


joined the com 
production 
sentative, and has served in va-| step up operating efficiency. 











T. M. JACOBSON HEADS NORTHWEST HARDWARE 
CLUB—At the annual meeting of the Northwest Hardware 
Club, Jan. 25 at the St. Paul Hotel, St. Paul, Minn., T. M. 
Jacobson, Our Own Hardware Co., Minneapolis, Minn., was 
elected to succeed P. N. Russell, True Temper Corp., as presi- 


dent. The new vice president is F. H. Kalgren, Minnesota 
Saw & Tool Co., Minneapolis, and A. W. Cullen, St. Paul, 
editor Hardware Trade, was re-elected secretary-treasurer. 
R. B. Phillips, St. Paul, H. L. Judd Co. and J. Arthur Berry, 
Minneapolis, manufacturers agent, were elected to three year 
terms as members of the board of directors. Frank Wilson, 
Raymer Hardware Co., St. Paul, was re-elected a member of 
the board. Other board members are: S. C. Wright, Minne- 
apolis, Landers, Frary & Clark; B. A. Quinn, Ideal Brass Co., 
St. Paul, and L. E. Manke, Coast-to-Coast Stores, Minneapolis. 
Following dinner an entertainment program was presented. In 
the photo, left to right, are: A. W. Cullen, secretary-treas- 
urer; T. M. Jacobson, president; L. E. Manke; Frank Wilson; 
F. H. Kalgren, vice president; P. N. Russell, retiring president, 
and B. A. Quinn. 
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INDIVIDUALLY 
WRAPPED 





NOW 


FULTON TARPS ARE EASIER 





TO IDENTIFY, 
HANDLE AND SELL! 





Fulton tarps in the new individual package are 
wrapped, labeled and plainly marked for quick 
identification of size. They stack neatly and do not 
become soiled or shelf worn 

AND — an order blank, with complete infor 
mation and instructions for the customer to get his 


stencil name plate and special ink, is included in 


- each package. 


Fulton, the tarp of 1,000 uses, with the 
Customer’s Name On It is really going place: 
for dealers who feature it. It will do a big profit 


job for you. Write for sales plan and information 


BAG & COTTON MILLS 


New Orleans @ Atlanta ® St. Lovis ® Dallas ® Denver 
Kansas City, Kansas © Minneapolis © Los Angeles 
New York, 434 Broadway © Winter Haven, Fle. 
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The No. 40ST-O display features 
75 assorted pieces including couplings 
one rings . . . pillow blocks . . 
adjustable hangers . . . shaft collars, 
etc. all tor f.h.p. drives. 


This display will make your store 
the headquarters for home, farm and 
factory transmission supplies ... there 
are no dust catchers here . . . all items 
ore proven sellers. 


Finished in red, white and blue and 
requiring a wall space only 13" wide 
by 25" high this attractive display 
will sell for you. 





aIrmgcizD 











DISPLAYS 


A COMPLETE POWER 
TRANSMISSION 
DEPARTMENT 


‘Right at Your Fingertips” 


The No. 60ST-P pulley dis- 
play gives you a complete _ 
of the 57 fastest selling “A” s 
tion pulleys -.. sizes range inn 
1%)" to 10" in ) diameter . . bore 
sizes come in 1/,"-5p"- ¥,” di- 
ometers. 

There's no more hunting thru 
drawers or on shelves ... all items 
are clearly marked ond in full 
view. 

This attractive display is finished 
in red, white and blue, and re- 
quires a wall space only 16" wide 
by 36” high. 


QI 
Poe Be 


“yet | ew tw o< 
a. 





The No. 80ST-M mandre/ 
display offers you 7 of the 
fastest selling mandrels. 


There are models for saw- 
. for farm... home...and 
for farm... home... and 
factory use. 


Featuring this display will 
increase not only mandrel sales 
- but pulley, belt, saw and 
buff sales will increase as well. 
The display is 16" wide and 
32" high and is finished in red. 


white and blue enamel. 


MFG’'D BY 


DIE CASTING MFG. CO. 


2510-14 WEST 


CHICAGO 12, 


MONROE STREET 


ILLINOIS 
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' : 
annual convention, Jan. 


WIGMORE REPRESENTS 
ATKINS IN OREGON, 


13 years were in the office of the 
Seattle branch until he resigned 


WASHINGTON, IDAHO | in October last year to accept 
K. W. Atkins, vice president the new position with the Atkins 
in charge of sales of E. c.. Atkins er 
& Co., has announced the ap- ar 
pointment of Harry E. Wigmore PHILADELPHIA HDWE. 


MERCHANTS, MFR’S 
|ELECT WEIERSTALL PRES. 


The annual meeting of th 


| Hardware Merchants’ & Manu 
| facturers Association of Phi 
| adelphia, 505 Areh St., Philade 


| phia, Pa., was held recently at 
| oa 

the Down Town Club. L. \ 
| Hoeflich, president, Supplee-Bi: 


dle-Steltz Co., Philadelphia, pr: 


sided and a total of 45 member- 











and guests were present at thi 
event. 

The foilowing officers wer 
elected: Edward J. Weiersta! 
| North Bros. Mfg. Co., division 
of Stanley Tools; Edward k 
Tryon, 3rd, Edw. K. Tryon Co., 

oe ; : vice-president; Thomas A. Fern 
HARRY E. WIGMORE . 

ley, Jr.. secretary-treasurer. [i 
to represent them in the hard-| rectors who will act during thy 
ware territory of Washington,| coming year: Paul A. Griffit! 
Oregon, and part of Idaho. Shields & Bro.; J. C. Leiten 
Mr. Wigmore started in the| berger, E. J. McAleer & Co.. 
hardware business with Mar- | Inc., Charles B. Leinback, Sup 
shall-Wells as a warehouseman, iddle-Steltz Co.; Harry D 
and from there into the office | Moore, Metal Sponge Sales 
and later as a sales representa- | Corp.; R. O. Recknagel, Corbin 
tive. He traveled both city and Screw Div. American Hardware 
country territories for over a|Corp.; and William H. Roberts, 

period of 12 years. The past! Jr, S. L. Allen & Co., Inc. 











MINNESOTA RETAIL HARDWARE ASSOCIATION at its 


24-26 at the St. Paul Auditorium, 
St. Paul, Minn., elected C. H. Johanson, Wheaton, as presi- 
dent succeeding J. L. Stuhlman, St. Paul. Douglas Carlson, 
Minneapolis, was elected vice-president and C. J. Christo- 
pher, Minneapolis, continues as manager-treasurer. Robert 
Hauck, Sauk Center, is the new member of the executive 
board. Other members of the board are: Jarl Sjordal, Ada; 
F. C. Baumann, Lester Prairie, and John Grande, Virginia. 

Resolutions favored legislation to clarify the situation con 
cerning delivered pricing; repeal of the state personal prup- 
erty tax as applied to inventories of merchandise held for 
resale; individual contributions to the IRHA budget; indi- 
vidual activity in politics in opposition to socialistic trends; 
removal of wartime excise taxes; continued support by manu- 
facturers and the trade of national and state Fair Trade laws 
by manufacturers and the trade; taxing the Co-ops as they 
would be taxed were they private businesses; economy in gov 
ernment and National Hardware Week. Another resolution 
protested “the lowering of manufacturers’ discounts and mar 
gins on an increasing number of appliances and major items 
including power lawn mowers, television sets, radios and 
many home appliances.” 

In the photo, left to right, are: J. L. Stuhlman, St. Paul, 
retiring president; Robert Hauck, Sauk Center, new member 
of the executive board; C. J. Christopher, Minneapolis, man 
ager-treasurer; Douglas Carlson, Minneapolis, vice-president, 
and C. H. Johanson, Wheaton, the new president. 
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TEXAS CONVENTION: At the annual convention of The 
Texas Hardware & Implement Association held in the Sham- 
rock Hotel, Houston, Tex., Jan. 23-25, new officers elected, 
were: left to right, R. M. Souder (reelected), Dallas, secre- 
tary-manager; Charles A. Flato III, Kingsville Hdwe. Co., 
Kingsville, director and retiring president; L. P. Nolen, 
Nolen Farm Machinery Co., Seymour, first vice-president; R. 
E. Lindsey, R. E. Lindsey Hdwe. Co., Lott, president, and E. 
M. Schaefer, H. P. Schaefer Hdwe., Schulenburg, second vice- 
president. 

New directors are J. L. Bruns, Bruns Farm Supply Co., 
Seguin; Frank L. Halla, The Myers Co., El Paso, and W. W. 
Spencer, Eugene Spencer Co., Athens. Other directors are 
Dick Bowser, Rice Belt Import Co., Houston; R. H. Deaton, 
Deaton Tractor Co., Paris; R. H. Lindop, Lindop Hdwe. & 
Paint Store, Dallas; C. A. Washmon, Aldridge-Washmon 
Co., Harlingen, and J. C. Stevens, J. E. Stevens Co. 

Resolutions adopted opposed deficit government financing 
and double taxation on corporate incomes; favored tax equal- 
ity, removal of excise taxes and restitution by manufactur- 
ers to dealers for machinery defects occurring within the 
warranty period. 








MAYTAG NAMES TWO 
REGIONAL SALES MGRS. 


Two regional sales managers: 
were assigned to the state ot 
Louisiana recently by The May 
tag Co., Newton, lowa. 

Edward A, 
taken over 23 counties in south 


Laroussini has | 


western Louisiana. Prior to 
taking over his territory, Mr. La- 
roussini spent considerable time 
in sales and service training at 
the Maytag factory in Newton 
He is experienced in retail and 
wholesale promotion and mer 
chandising of home appliances. 

Frank W. 


named a Maytag regional sales 





Fonte has _ been 


FRANK W. FONTE 


manager in charge of 14 coun 
ties in southeastern Louisiana. 
Mr. Fonte is well experienced 
in selling and promoting home 
appliances. 


TACKLE DEALERS URGED 
TO STOCK BAMBOO 
RODS EARLY 


Richard H. Balch. president 
lof Horrocks Ibbotson Co.. of 
Utica, N. Y.. has announced that 
the inability of agents in China 
to ship Tonkin Cane may well 
result in a shortage of bamboo 
rods by spring. if the embargo 
continues. He urges tackle deal- 





ers to stock bamboo rods a? 





EDWARD A. LAROUSSINI early as possible. 
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“The tougher the job, the tougher the 
tools have gotta be—for me that’s 


RiGaetDs.” 








“j 






this Housing ever 
Breaks or Distorts we 
will replace it Free 






This Guarantee 
makes RIGID 
Wrenches easy fo sell 


@ Workers everywhere like the.work-saver 
features that make rimmip the world’s fa- 
vorite. Housing is guaranteed against break- 
age or distortion. Adjusting nut spins easily 
in all sizes 6” to 60.” Handy pipe scale on 
hookjaw. Instant-action non-slip, non-lock 
jaws. Powerful comfort-grip I-beam handle 
with flared end that won’t let hand slip off. 
Fiteips are the world’s fastest selling pipe 
wrenches. Stock and display them — phone 
your Hardware Supply House. 





THE RIDGE TOOL CO. * ELYRIA, OHIO 
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EAGLE hydRAULiCc OILERS 
DISPLAYED IN “SALES MAKER” CARTON 


Packaged in a colorful display that opens like a 
book, Eagle’s famous hydraulic pump oilers are 
always on view and visible from all angles. 

The “Sales Maker” display contains six oilers 
that will deliver oil drop by drop or in a full 
stream. Bodies equally assorted in red, blue and 
green enamel with spouts and handles of copperite 
finish. Capacity ... 34 pint. 


EAGLE 


FLEXO-SPOUT 
FILLER CAN 
c/ 


is automae 
This filler combines every feature desirable in a 
perfect outboard motor filler. 

Safety features prevent accidental opening of 
supply valve when spout is in holder. Convenient 
because spout lies clasped on can, turns around to 
pouring position. Efficient because supply valve 
and air vent work automatically. 

Used on boats, in camp, for power lawn 
mowers, etc. 21% and 5 gallon capacities. 





EAGLE GALVANIZED OIL AND 
GASOLINE CANS GUARANTEED 
AGAINST LEAKAGE. 


Made from standard gauge 
galvanized sheets, these dur- 
able oil and gasoline cans have 
bottoms and breasts double- 
seamed to bodies. Can be fur- 
nished with extra large pour- 
ing spouts that can have a 
“duo-pour” spout attached, per- 
mitting either a 544 inch or 11% 
inch diameter pouring opening. 


4 


AY a 


5 





EAGLE MIDGET ASSORTMENT CONTAINS SMALL OILERS 
FOR LIGHT OILING. 


Packed in attractive, ‘Sales 
Maker”’ carton, 12 popular 
midget type oilers have long 
spouts to get into those 
hard-to-reach places on 
typewriters, adding, re- 
cording, transcribing, cal- 
culating and other office 
machines, shaving ma- 
chines, bicycles, etc. 








Oilers come in 4% and 1 ounce capacities. 
See your jobber or write 
EAGLE MANUFACTURING COMPANY 


Dept. HA 25 Wellsburg, West Va. 
"Serving the trade since 1894'' 
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W. R. HEAP, JR. 


PERFECTION ADDS 
THREE SALESMEN 
W. R. Heap, Jr.. and W. F 


Leusvler recently 
sales staff of the 
Mo., district. 
to the sales territory, Mr. Leus- 
zler had been chief clerk in the 
Kansas City office. 
Mr. Leuszler first 
Perfection Stove in 1941, leaving 


joined — the 
Kansas City, 
Until his transfer 


came to 


a year later for military service. 
He returned to the Kansas City 
office in 1946. 

Since 1947, Mr. Heap has play- 
ed professional football with the 


Max N. Nowotne has also been 
added to the sales staff of the 
company’s Chicago district. 

Mr. Nowotne was employed by 
several wholesale meat firms in 
the Terre Haute, Ind., area be- 
fore the war. Following fou 
years of service with the U. S. 
went to 





Army Air Corps, he 


work for the Conron Hardware 
Danville, IIL, 


Co., wholesalers. 





W. F. LEUSZLER 


After two years he left to take 
a job with the Drake Hardware 
Co., Burlington, lowa, a whole- 


| sale house. 


| CARTER HOUGH AGENTS 





Los Angeles Dons. He joined| FOR MANN EDGE TOOL 
the Coast Guard from the Uni-| Mann Edge Tool Co., Lewis 
veneay Texas, and returned to | town, Pa., has announced the 
the university in 1946. He also | appointment of Carter Howls 


received his second chance to} Jr, & Associates, Jacksonville, 
play in the East-West All Star} Fla. as sales representatives for 
Football the southeastern states including 
shares with only four other men Florida, Georgia, Alabama, and 


United States. 


Game, an honor he 


southern Tennessee. 


in the | 











Hardware Dealer Host to Employees and Wholesale Sup- 
pliers: William D. Ganey, Auburn, N. Y., hardware dealer, 


recently gave a dinner in Boysen’'s restaurant for his em- 


ployees and representatives of wholesale suppliers. Seated 
are: M. B. Russell, Lincoln Supply Co., Syracuse; Gordon 
Grugan, Ganey Hardware; Elmer Brigham, Lisk Savory Co., 
Rochester; John G. Liebold, Sapolin Paint, Inc., Syracuse; 
Peter Fatcheric, Burhans & Black, Inc., Syracuse; and Robert 
Tecler, Ganey Hardware. Standing are: William P. Barry, 
Rochester Can Co.; Charles T. Lathrop, Auburn; Paul N. 
Casey, P. W. Herron Hardware Co., Auburn; Robert Mal- 
comb, Barker, Rose & Kimball Co., Elmira; Mr. Ganey, 
James Metzler, Mathews & Boucher, Inc., Rochester; Joseph 
Liebschutz Fair Sales Co., Rochester; Bart Piccolo, Piccolo 
Sales Co., Auburn; and Charles J. More and Robert Gunting, 
Ganey Hardware. 
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For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . 

quality produced by 

Griffin. 





Bevery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 





ERIE © PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, Illinois 

9344 Woodward Avenue, Detroit, Michigan 
115 Broad Street, Boston, Massachusetts 

703 Market Street, San Francisco 3, California 
917 St. Charles Avenue, Atlanta, Georgia 
308% North Harwood, Dallas Texas 

4524 East 60th Street, Seattle, Washington 
785 North President Street, Jackson 6, Mississippi 
4638 Mill Creek, Kansas City, Missouri 

2611 Garrison Bivd., Baltimore 16, Maryland 
1620 Garfleld Street, Denver 6, Colorado 


IN CANADA 
45 Wellwood Avenue, Toronto, Ontario 


Ih. 
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MORE MONEY 
FOR YOU 











Mr. W. G. Wagoner, President 
AMERICA & SOUTHERN CORP., Nashville 10, Tennessee 

Please send me booklet H-1 which describes the complete 
line of Wagoner Products—free of charg< und without obligation, of course 
NAME 
STORE NAME 


ADDRESS 


city 
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ROEBLING ADVANCES 
TRASK AND BUKOWSKY 
E. A. 


Trask, former head of 


the San Francisco office of John | 
A. Roebling’s Sons Co., of Cali- | 





E. A. TRASK 


fornia, assumed his duties a- 
manager of sales of the com 
pany’s Chicago corporation on 
Jan. 1. G. C. Bukowsky, former 


manager of the Portland, Ore., 

branch, succeeded Mr. Trask. 
Mr. Trask joined the Roebling 

organization 25 years ago, start- 


ing as a warehouseman and 






a salesman 


He 


and 


splicer. became 
in 1931 


was made manager of the San 


nine years later 
Francisco branch. 


Mr. Bukowsky 


associated with 


has also been 
Roebling 


a salesman in 


since 


1925, starting as 


the logging and mining terri- 
tories of Idaho, Oregon and 
Southern Washington. He 





G. <, 


BUKOWSKY 


elevated to the managerial post 
1942, 
served in that capacity until his 


at Portland in and has 


recent transter., 


FUEL 
OIL 


was | 








A General Filter on every oil burner instal- 
lation is one way to insure against fires going 
out due to clogged nozzles. Dirt, due to oxida- 
tion, will gradually accumulate in every tank 
so that the older the installation, the more need 
for a General Filter. Contact your jobber or 
write direct to the factory for additional infor- 
mation on sizes, prices, and discounts. 


GENERAL FILTERS 


INCORPORATED 


Deluxe 
Model 2A-300 


Jumbo size for 
large systems 
or dirty tanks. 





MARSHALL-WELLS COVERS 


N.W. FOR MURRAY CORP. | 


The Marshall-Wells 


Co., of | 


Duluth, Minn., has been appoint- | 


ed regional distributor 


Murray Corp. of America’s home | 
appliance division, Scranton, Pa., | 


for the Murray line of porcelain 
steel bathroom fixtures. 


by The | 


Marshall-Wells will handle the | 


new 
North 
Montana, 


Murray line in Minnesota, 
Dakota, South Dakota, 
Idaho. Washington, 


Oregon, northern Wyoming. and | 


western Wisconsin. 


350 ATTEND NEW ENGLAND 
IRON & HARDWARE 
ASSOCIATION BANQUET 
The 57th Annual Banquet of 
the New England Iron & Hard- 
ware Association, 294 Washing- 
ton St.. Boston 8, Mass., 
held Jan. 25 at the Copley Plaza 
Hotel, 


mately 350 members and guests 


was 


Boston, with approxi- 
attending. 
Hildreth presided. 

The speaket the evening 
Dodd, 


member of the Connecticut Bar, 


for 
was Thomas J. jurist, 
and president of the Connecticut 
Chapter of United World Fed- 
eralists, who spoke to the gath- 
ering on “An Looks 


at the World.” 


American 


Master 
Model 2A-700 


Adequate ca- 
pacity for aver- 
age to large 
size homes. 


President Charles L. | 














ERNEST CURTIS 


who is traveling Maine and 
New Hampshire for Decatur & 
Hopkins Co., Boston, Mass. 








ENGLISH FIRM OFFERS 
CABINET HARDWARE 


Harry B. Bergere has been 
named the American representa 
tive for S. Greenman Ltd.. of 


London, England, and is at 160 
E. 56th St., New York City. He 


will handle a complete stock of 
cabinet hardware including 
pulls, knobs. handles. _ plate- 
locks, and_ hinges. Iustrated 
literature is available upon 1 


quest. 


FILTERS ARE SURE FRE 





Standard 
Model 1A-25 


Ideal for small 
homes, space 
heaters, and 
hot water 
heaters. 


12890 WESTWOOD AVENUE 
DETROIT 23, MICHIGAN 





CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO, ONTARIO 
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NEW QuisAD 


in \Y 


5 “CHIEF 
PORTABLE PIPE THREADER 


The sensational successor to the famous Quijada Model 3-A. 
Specific design improvements from stem to stern carry the new 
Chief many strides forward in doing better, faster, cleaner 
pipe threading work. Range from !/2" to 2". Optional '/2" 
and ¥%" pipe—%" and 1/44" bolt. Low price. 


ASK YOUR JOBBER OR 
WRITE FOR CATALOG 


QUIJADA TOOL COMPANY, INC. 


Self-lubricating. Fully portable. Clean 
work orec. Full chip pan. Push-pull 
switch. Audible Thread-length gauge. 
Automatic chucking and new speed han- 
dles—among the features carried by % 
the new CHIEF. It will pay you to get 5474-76 Alhambra Avenue 


all details today. Los Angeles 32, California 





1 @eeeee 


: 1 It’s the 1 
Ir's NEW? ne Cutters! 














1/4” CarrieS® oer Pins 
) Meeoits Cold notte’ 52° EY 
Nails Rod to (900 Ibs. 





100; 
ts 8 gauge nd strap- 
odel 9CH cv trength rou 
ah tml wth om 
Pi ° 
JOBBER 
SEE YOUR CIRCULAR 


MERRIMAN, CD: 
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ELECTRIC POWER INSURANCE 
A.C. GENERATORS 
For Farms and Ranches 

Power failure or interruption can be as 
costly as fire. Sell Wincharger POWER INSUR- 
ANCE A. C. Generators! Every farm or ranch 
is a profitable prospect. 

Yractor driven—115-220 volt 60 cycle A. C. 


Generators made by Wincharger—one of the 
best known names in Rural Electrification. 





Wincharger POWER INSURANCE 
A. C. Generators offer a big 
SALES & PROFIT OPPORTUNITY: 


WRITE TODAY FOR 
FRANCHISE 
INFORMATION 


WINCHARGER 
CORPORATION 


Sioux City, Iowa 








HELLER EQUIPMENT IS THE 
RIGHT TOUCH YOUR STORE 
@ NEEDS FOR.. BEAUTY- BETTER 
MERCHAND/S/NG -/MPROVED 
BUSINESS - GREATER PROFITS. 








HELLER STORE FIXTURES 


It has been repeatediy proven that stores equip 
ped with Heller Fixtures attract trade, have faster 
merchandise turnover and improve financially 


Heller equipment will give your store extra beauty 
—extra pulling and selling power—extra profits 
through increased sales—and go far in paying for 
new modern store fixtures. Today, by improved 
manufacturing facilities, Heller offers you this 
exceptionally beautiful and well made equip 
ment at greatly reduced prices. Compare Heller 
equipment before you buy. Send measurements 
of store for free store plans. Ask for catalog H50 


W.C.HELLER and COMPANY 
MONTPELIER - OHIO 
ASK FOR 


e Wee Swre Plast / 
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NEW OFFICERS AND DIRECTORS OF THE OHIO HARDWARE ASSOCIATION, 


elected at its convention in Cleveland, are, standing, left to right: 
Swan Hardware, Marietta; W. J. Wittekind, Clifton Hardware & Electric Co., Cincinnati; 
A. H. Carpenter, Carpenter Hardware, Athens; Harold G. Houk, W. H. Houk & Sons, 
Carey, L. P. Vallery, Vallery Hardware, Waverly; Carl E. Fitzgibbons, F. S. Ingersoll, Inc., 
Cleveland; Miles F. Whaley, Whaley Hardware, Painesville; and Louis J. Norton. Seated 
John B. Conklin, secretary-treasurer, Columbus; Michael O. Gregory, Gregory 
Hardware, Granville, president, and Fred H. McMillen, McMillen Hardware, Hilliards, 
vice president. Other directors, not in the picture, are John DeWees, Delphos Hardware, 
Delphos, and Henry R. Hurlbert, Arrow Hardware, Salem. The convention, held Feb. 7 
to 9, in the Municipal Auditorium was reported to be the largest ever held, with a regis- 
tration of 8,300. It was voted to hold next year’s show at the same place, Feb. 13 to 15. 


are: 


GENERAL MILLS NAMES 


The appointment of two new 


and surrounding territory was an- 
by Robert P. 
Kelley, sales manager. 

Frederick J. Wood was named 
Metropolitan district manager, 
succeeding A. W. Sellers, resign- 
ed. Mr. Wood’s territory will 
include the five boroughs of New 
York City plus all of Long 
Island. 

Mr. Wood was formerly asso- 
ciated with the New York sales 
office of the Ekco Products Co. 


nounced recently 





. Before that he was New York 
Donald M. Winans, Histes ‘cclen Gmener tec the 
D. E. Sanford Co. 


The former metropolitan sales 
district territory has been split 
into two districts—that under 
Mr. Wood and a new district to 


be known as the Jersey Mid- 
Hudson district. This will in- 
clude that part of New Jersey 


formerly in the metropolitan 





district, the Mid-Hudson terri 





BARNES HOLDS SALES 
MEET, SHOWS NEW LINE 

Barnes Mfg. Co., Mansfield, 
Ohio, host to 46 factory 
representatives 


was 
recently at the 


company’s annual sales confer- 
ence. 
Business prospects for 1950 


in the Barnes Lines were viewed 
by the company’s representatives 
as being exceedingly bright. Ac- 
cording to Fred B. Hout, vice- 
president in charge of sales, the 
company has made some worth- 
while design improvements in its 
existing products; and has like- 
wise introduced a number of new 
products which will extend the 
application of Barnes products in 
the fields the 
Mr. Hout 


brass goods, Barnes has brought 


company covers. 


points out that in 


out a ledge-type faucet with 
diverter which is said to meet 
the plumbing and __ sanitation 


codes of all cities in America. 
In addition, the company has im- 
proved its laundry tray faucet, 
adding to the length of the sup- 
port legs, so it can be used on 
the newer-type tubs 
The Barnes 


center set has 


laundry 
also. t-in. lavatory 
also been im- 
proved by making the cast spout 
an integral of the 


casting. 


part body 
Likewise 
played, at the sales conference, 
a new and improved design of 
individual lavatory faucet. 

In the field of domestic water 
systems Mr. Hout stated that 
Barnes has developed two new 
packaged shallow-well water sys- 


at 
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Barnes dis- | 


tems, and also a 2-stage cen- 


trifugal jet system for well depths | 


down to 200 ft. and with ca- 
pacities up to 11,000 G.P.H. at 
discharge pressure as 
90 Ibs. P.S.I. 


great as 


KEYSTONE STEEL 
ADVANCES TWO 
The transfer of E. D. “Brick” 


Imboden, merchant trade. sales 


representative, to the St. Louis- | 


southern Missouri 


been announced by 


Keystone . Steel & Wire Co.. 


Peoria, Ill. He has been head- 


quartered at St. Louis, succeed- 


ing J. T. 
resigned to accept a position in 
the East. 


Richardson, who has 


Mr. Imboden joined Keystone 
10 years For the 
year he has been headquartered 
in Columbus, Ohio, as central 
Ohio sales representative. Prior 
to that, he was in Kansas City as 


ago. past 


special representative in Kansas 
and Oklahoma. That followed 
four years of Army service which 
had interrupted his Keystone 
sales training. 

Also 


motion 


announced was the pro- 
f E. E. “Ed” Hartwell to 
merchant trade sales representa- 
tive in the Inter-Mountain terri- 
tory with headquarters at Salt 
Lake City. 

Mr. Hartwell has been in the 
steel industry for 17 years, the 
first seven with Colorado Fuel & | 
Iron Co. Since 1939 he has sold 


Keystone 
five of 
Wisconsin and since 1944, he has 


covered 


tory and Lower Connecticut. 
Named to manage the Jersey 

Mid-Hudson district was Sanford 

Wiedenmeyer. He was formerly a 


products. For 
years in northern 


fencing 
these 


North Dakota. branch representative. 








territory has ! 
W. H. Gard- | 


ner, general sales manager of the | 





Ny 


WISCONSIN RETAIL HARDWARE ASSOCIATION 
ELECTS KUBLY PRESIDENT: S. V. Kubly, Madison, was 
elected president of the Wisconsin Retail Hardware Asso- 
its convention, Feb. 7-9, inclusive, in the Mil- 
waukee Auditorium, Milwaukee, Wis., succeeding Gerald 
Zenz, Lancaster, who became a member of the advisory 
board. C. A. Kildow, Whitewater, is the new vice president 
and Henry A. Lewis, Stevens Point, secretary-treasurer, 
was reelected to that office. New directors are: Ray Gasser, 
Boscobel; Edward Rathsack, Manitowoc, and J. F. Feder 
spiel, Port Washington. Other directors reelected were: 
Messrs Kubly and Kildow; J. O. Gilbertson, Whitehall; Ray 
C. Kornely, Milwaukee; Carl P. Nelson, Park Falls, and 
R. L. Lendved, Clintonville. The association's resolutions 
reaffirmed its request that “‘all competing businesses be 
taxed alike on their profits’; endorsed Fair Trade con 
tracts and urged Fair Trade Laws be retained; urged re 
moval of wartime increases in excise taxes; favored govern 
ment economy; deplored the trend toward State Socialism 
endorsed the IRHA program; pledged support of Nationa! 
Hardware Week and expressed appreciation to the Uni 
versity of Wisconsin for the recent Hardware Courses. In 
the illustration, left to right, are: J. O. Gilbertson, director 
C. A. Kildow, vice president; S. V. Kubly, new president 
H. A. Lewis, secretary-treasurer, and Gerald Zenz, retiring 
president. 
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| TWO DIST. SALES MGRS. 


| district managers for General 
| Mills home appliances in the 
. | New York metropolitan district 
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POT & KETTLERS from all the Associated Clubs met at the annual Winter Market 
Luncheon of the Associated Pot & Kettle Clubs of America in the Old Salem Room, 


Lakeshore Club, 850 N. Lakeshore Drive, Chicago, on Jan. 21. 


At the speakers’ table 


(left to right) are: Allen Green, Seattle; Walter Stone, secretary, San Francisco; Fred C. 

ood, president, San Francisco; and David Bartolme, treasurer, San Francisco. Standing: 
Fred Stokes, Spokane; Bob Morrison, Portland; Harry Grant, Los Angeles; Jim Anderson, 
San Francisco; Lew Brady, Denver; and Bill Hendrickson, Salt Lake City. 














HARDWARE BRIEFS 








ARKANSAS 


A group of 25 retail dealers 
met at the Hotel Marion recently 
and formed the Greater Little 
Rock Retail Hardware Associa- 
tion. Officers include: George 
Lorenz, Besser Hardware Co.. 
president; Charles Sparks, Acme 
Hardware Co., vice-president; 
Reginald Jackson, Jackson Hard- 
ware & Paint, secretary-treasurer 


INDIANA 
Leo Edwards, Lyon, has pur- 
chosed the Lyons Oliver Co., 
from Raymond McKee. Mr. 
Edwards stated that Mr. McKee 


and his family wil! assist him for 
some time in the business. 


IOWA 
Les, Marge and Mike Lemon 
announced the sale of — their 


hardware business in Stockport 
to Mr. & Mrs. Gilbert) Smith, 
Richland. Mr. Mrs. Lemon 


will be connected 


and 
with the stor 
in a sales capacity. 


Mr. & Mrs. Garfield Gohr sold 
their hardware store in Manly. 
lo 3. Witter, Rockford. 

The M. & E. Hardware Co.. 


Johnston. recently held its «rand 


opening. Leon Galloway is man 


ager. 


KANSAS 


An addition to East Wichita’s 
businesses is the Lyon Hardwar 
Co., at Central & Oliver. Man- 
aged by Phil Lyon, the store is 
in a modern building designed 
and equipped for customer ser- 


| vice 


with indirect lighting and 
air conditioning for summer and 
winter. 

Hugoton Farm Supply Co., 
Hugoton, is undergoing an ex- 


tensive remodeling job. It fea- 
| tures a plate glass window, glass 
| being reset in metal framing, and 
|} a new sign. 


| KENTUCKY 


The Holloway Hardware Co., | 
has moved into a new = and 


modern store in Mayfield. 


Joe Fultz, Cynthiana, has pur- 
| chased half interest in the Cole 
| Hardware Co., Carlisle. Formerly 
| identified as C. R. King Hard- 


| ware, the business was purchased 
|by E. Milton Cole from its 
| former owner in 1945. Warren 
cia Hardware Co., Bowling 


| Green, to provide more room for 


its expanding hardware and ap- 
pliance business has disposed of 
its stock of sports lines. 


MARYLAND 


D. S. Gehr’s Hardware Store, 
Main and Liberty St., West- 
minster, was damaged by fire in 
its and de- 
partment recently. 


warehouse storage 


D. S. Johnson & Bro. Hard 
ware Store, Sparta, recently held 
its grand opening. The store has 
an all-glass front, and the new 
building includes fluorescent 
lights with sectional switched, 
all-steel roof, shelving 


and new 


and counters. 


NEBRASKA 
George Hein hardware and 
implement store, Culbertson, 
badly damaged by recent fire. 











OBITUARIES 





ALAN E. ASHCRAFT 


“Alan E. Ashcraft, 69, for many | 
years a director and vice presi- | 


dent in charge of manufacturing 
of Fairbanks, Morse & Co., Chi- 
cago, died recently at his home 
at 342 Sterling Road. Kenilworth, 
Il. 

Mr. Asheraft 
banks-Morse 
student trainee at 
Works in 1903. He soon became 
manager of the Beloit 
Works. and in 1916 he was trans- 
ferred to the E. & T. Fairbanks 


Fair- 
organization as a 


the Beloit 


joined the 


Pump 





ALAN E. ASHCRAFT 
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| Co. at St. Johnsbury, Vt.. where 
he was factory superintendent and 
later vice president and general 
manager of that plant. In 1932 
he became works manager of the 
Beloit factory, which position he 
held until 1936. 

At that 
ferred to the Chicago headquar- 


time he was trans- 
ters office of the company as vice 
president in charge of manufac 
turing. In 1942 he became a di- 
rector of the company, as well as 
vice president, which position he 
held until 1946 when he was re- 
tired after being with the com 


for 


44 years. ' 
He leaves his son. Alan E.. 


pany 


and a daughter. Barbara Joan. 


SAMUEL DOBLIN 


Doblin, salesman 
for Irving Hardware Co., 12-14 
Warren New York City 7 
hardware wholesalers, died from 
a heart attack Feb. 1 in his home 
Jamaica, Queens, N. Y. 


79 
4 


Samuel 


ees 


town of 
He 


Irving for the past 15 years. 


had been associated with 


HARRY L. ANDERSON 


Harry L. Anderson, 62, as 
sistant buyer of furniture. Belk 
nap Hardware & Mfg. Co.. whole 


salers, Louisville 2, Ky., died 
recently. He had been with the 
company for 37 years. His sur 
vivors include his widow, his 
daughter and one son. 
DWIGHT E. COOK 
Dwight E. Cook, 63, who has 
served as representative of the 
South Bend Bait Co., South 
Bend, Ind., for the past 23 years, 
died after suffering a heart at- 
tack on his return with Mrs 
Cook from a winter vacation in 


California. 





DWIGHT E. COOK 
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BIRD PRESENTS TWO 
NEW PRODUCTS AT 
EASTERN SALES MEET 


Bird & Son, Inc., building ma- 
terials division salesmen from the 


eastern and southeastern sec 
lons gathered in’ East Walpole, | 
Mass.. recently at a meeting to | 
see new produc t developments | 


sales plans for 1950. | 
Meetings were also held in Bos 
ton and Norwood. 

Highlights of the three-day 
conclave were the introduction of | 
“Master-Wall,” complete sidewall 
ipplied directly to 


and discuss 


dite 
studs, elimi- 
nating wood sheathing and in- | 
stalled the 


“Armorcoat,” a 


insulation, presenta- 


tion al new 
process in asphalt coating, and a 
banquet tendered two Bird sales- 
men leaving active service under 
W. F. 


were 


the Bird retirement plan. 
Sline and E. T. 
honored by their fellow salesmen | 
and eulogized by E. L. Chamber- 


lain, vice-president, building ma- | 


Benson 
elected director; T. C. 


terials division, and Rogers | 
Weed, Northern division sales | 
manager, Each retiring  sales- | 


man was presented a gift signifi 
cant of his retirement plans. 
Particular 
on plans for the further develop- | ees 
ment of Bird Architect shingles 
and the introduction of Bird’s 
standard and double cover- | 
age twin lock shingle, an im- | A full page newspaper ad in 
proved integral locking shingle.| color will start the campaign on 
lhe distributors were given a | Valentine’s Day with black and 
slide presentation of program} white pages running 10 times in 
details on Jan. 25 and dealers on | each of the four Chicago dailies. 


Feb. 8. 


emphasis was laid 


executive in the range industry, 


new was the summarizing speaker. 





The installation and testimonial dinner for the tncoming 
and retiring officers of the Bergen County Hardware Mer 
chants Association, at Frank Dailey’s Sherbrook, Little Ferry, 
New Jersey, was attended by about 100 guests including 
members, wholesalers, manufacturers’ representatives and 
their ladies. Walter Bronson, president of the Bronson Town 
send Co., New Haven, Conn., was master of ceremonies and 
the principal speaker was W. W. Livengood, president of 
the American Book Publishing Co. The following ofhcers 
were installed: James Lanigan, Lanigan’s Hardware, Engle 
wood, president; Fred Quantmeyer, Harryington Park Hard 
ware; vice-president; Hilda Champion, Romaine Hardware, 


Hackensack, secretary; and Harry Palmer, Palmer Bros., 
River Edge, treasurer. Retiring officers, Floyd H. Winters, 
president, and Robert Navara, secretary. Left to right: 


Messrs. Palmer, Quantmeyer, Champion, Lanigan; speakers’ 
table, left to right: Messrs. Palmer, Mrs. Navara, Navara, 
Mrs. Quantmeyer, Quantmeyer, Bronson, Winters, Livengood, 
Lanigan, Mrs. Lanigan and Champion. A floor show and 
dancing followed the speeches 
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Brandenberg-Gibson Hardware, 
Jansen, Jansen Hardware Co., Covington, Ky., advisory board member. 
former governor of Kentucky, now vice president of the Reynolds Metals Co., Louisville, in 
| one of the principal addresses traced the history of hardware merchandising in the Blue 
Grass state and congratulated the association on its golden anniversary. Other outstandiny 
talks of the convention were made by J. F. Leopold, National Tax Equality Association, 
Dallas, Texas; C. W. Otto, secretary of the Lansing, Mich. Chamber of Commerce; Bruce 
Burgess, merchandising manager of the Union Fork & Hoe Co., and M. D. Graham, busi 
ness consultant, Columbus, Ohio 


KENTUCKY RETAIL HARDWARE ASSOCIATION OFFICERS. 
rodsburg, Ky., (3rd from left,) who presided over the 50th Anniversary convention of 
the association, held at the Hotel Brown, Louisville, Jan. 31 to Feb. 2, congratulates his 
successor, Gus E. Hank, Hank Bros. Hardware, Paducah, Ky. Others shown, left to right, 
are Dwayne W. Laws, secretary-treasurer; Cecil Skidmore, Redd Hardware, Cynthiana, 
Ky., advisory board member; Messrs. Norfleet and Hanks; Joe Kirchdorfer, Jr., Kirch 
dorfer Hardware, Louisville, Ist vice president, and Kenneth Cayce, Jr., Cayce-Yost Co., 
Hopkinsville, Ky., 2nd vice pres. Other officials of the association who were absent when 
the picture was taken are: Albert Caulk, Caulk Hardware Co., Campbellsville, Ky., re 
Meade, Meade Hardware, Paintsville, Ky., and Clyde S. Gibson, 


Pineville, Ky., newly elec 


will be used. In addition, plans 
call for 160 billboards, 800 car 
cards, window displays by most 
of the 
bers, plus 320 television spots of 
to | minute on four 


Association’s dealer-mem- 


20 seconds 


TV stations A special sound 


Edward R. Taylor, sales | A total of 55.000 lines of space | film showing ranges made by the 


12) manufacturer-member- was 
produced for this purpose 
Premium for housewives visit- 


paign will be a book on careful 





B. F. Norfleet, Har 


ted directors; and Clarence 
Keen Johnson, 


1929. His 


includes extensive 


Iry since eX perience 


sales work in 
both the commercial and dome 

tic fields for many years prior tw 
the time that he became vice 
president and general manager 
lof Cory and has been active in 
| NEMA yea 


matters for many 


ing dealer stores during the cam- JACKSON REPRESENTS 
| 


feeding and = entertainment of 


children written by two child ex- 


| perts and titled, “Food and Fun 


A $2.00 retail value, the book is I 


available to dealers at ten cents | 


a copy. 


MEMA ELECTS BLAKESLEE | 
TO GOVERNOR BOARD 


It has been recently announced 


that H. G. Blakeslee of Cory 
Corp., 221 N. La Salle St., Chi 
cago, has been elected to the 
board of governors, National 
Electrical Manufacturers’ Asso- | 
ciation, Mr. Blakeslee is vice 
president and general manager 


of Cory. He is 
also Fresh’nd 
Aire Co., a Cory subsidiary, and 


and a director 


vice president of 
vice president and a director of 


Cory Corp. (Canada) Ltd. of 
Toronto. 
Mr. Blakeslee 
Cory since the founding of the | 
1933. 
Mr. Blakeslee ha~ been active | 


has been with | 
company in 


in the electrical appliance indus 


PYRENE COMPANY 


| James J 


Jac kson has bee fi aj 


.| pointed by the Pyrene Mfg. Co 


Newark, N. J.. as sales represen 
ative to cover Tennessee, Arkan 
sas, and Mississippi. 

Mi. Jackson was district man 


ager for the St. Louis Termina 


Warehouse Co 


Pyie te 


prior: te 





JAMES J. JACKSON 
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ive Self-Polishing Simoniz 
more shelf space! 


GREATEST “PER FOOT” PROFIT-MAKER 
OF THEM ALL (Earns more than 
most of the items in your store) 





The World's Finest 
Self-Polishing Wax 
for Floors! 


Self-Polishing Simoniz gives you more profit than other leading 
brands. Also, faster turnover is assured through a tremendous na- 
| tional advertising campaign... millions of housewives are switching 
to this liquid miracle wax, skyrocketing sales of all dealers! So add 
profits as you increase customer good will— with popular Self- 


Polishing Simoniz! Give it more shelf space! Order more today! 


THE SIMONIZ COMPANY, CHICAGO 16, ILL, 
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February 23, 1950 





ADVANCES 


Steel scrap. One line keyhole, nest and pruning saws. Some hand saws. 
Some door closers. Some carpets. Cut tacks. 


DECLINES 


One model hand saw. 


Platinum. Antimony. 


ADVANCES EXPECTED 
Copper. 





Steel scrap higher On Feb. 
2, No. 1 heavy 


chief steel-making grade, advanced to 


melting scrap, the 


$31 per ton in Pittsburgh. This was 
up $1 from the level prevailing for the 
preceding six weeks. The rise, say steel 
men, reflected a continued high de- 
mand for steel, and curtailment of 
pig iron production because of coal 
shortages. 

Door c'osers, etc. Jobbers 


report that) price advances on door 


closers have recently been received 
from some leading makers amounting 
to 10 per cent. One maker is increasing 
prices on door closers about 20° per 
cent, and that minor adjustments will 


be made on the balance of the line. 


Saws. -As of Feb. 6, E. C. At- 
kins & Co., 


nounced advances of 10 per cent on 


Indianapolis, Ind.,  an- 


keyhole, nest and pruning saws. A like 
increase was made on most numbers 


of hand saws. Advances of 10 per cent 


were announced on all crosscut saws 
end of 25 per cent on one-man saws. 
These increases were due to increased 
labor, transportation and materials 
costs. At the same time a slight redue- 
tion was made on the price of No. 3000 
hand saws because of the use of a 


plastic handle. 


Cut tack makers announce 
change Effective Feb. 1, some makers 
of cut tacks raised prices as much as 
10 to 15 per cent—forced, they say, by 
a sharp increase from their suppliers of 
tack plate. 

* 

Carpet prices up again—Re- 
cently, James Lees & Sons Co. an- 
nounced another increase in carpet 
prices, effective March 1, adding that 
“the percentage of increase will be 
available in the near future. This in- 
crease in price is caused by a continu- 
ing advance in the cost of our major 
raw material, imported carpet wool, 
which has risen over 100 per cent from 
1947,” said a 


“During this same 


levels prevailing Jan. 1, 


company official 


Wholesale Hardware Inventories ° 


By Geographic Divisions, for December, 1949 


GEOGRAPHIC 
DIVISION 
Number 
of 
Firms 

UNITED STATES TOTAL 229 
New England 12 
Middle Atlantic 41 
East North Central 36 
West North Central 30 
South Atlantic 49 
East South Central 14 
West South Central 14 
Mountain 10 
Pacific 2 


Bureau of the Census. 


End-of-Month Inventories (Cost 


Parcent Change 


December 1949 Amount (Add 000 


vs. 
Dec. Nov. Dec. Dec. Nov. 
1948 1949 1949 1948 1949 

13 1 $111,945 $128,851 $112,529 

8 + 1 2,652 2,887 2,624 

6 1 12,041 12,746 12,170 

15 3 18,906 22,221 19,452 

10 0 19,665 21,770 19,684 

17 + 2 16,991 20,390 16.721 

14 + 3 5.466 6,364 5.332 

9 + 1 12,111 13,366 11,956 

1 6 2.916 2,894 3,091 

19 1 21,197 25,213 21,499 


a Includes 12 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 


* Calc ulated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned stocks. 
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Stock-Sales Ratios b 


Weeks’ Supply 
of Inventory 


on Hand’ 
Dec. De-. Nov. Dec. Dec 
1949 13943 1349 1949 1948 
222 218 201 13.1 12.9 
251 235 271 14.8 13.9 
178 158 15? 195 9.3 
190 205 17) 11.2 12.1 
242 228 1945 14.3 13.5 
198 197 18) 11.7 11.6 
195 19) 191 11.5 11.8 
242 255 227 14.3 15 1 
271 232 232 16.0 13 7 
297 284 234 17.5 16.8 


Current Wholesale Trade. 
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Oxco Genuine Palmetto 


Red Breas? 


1949 sales records are in now. . . and they prove that NATIONAL ADVERTISING 


* dealers and consumers alike are showing a decided prefer- and DEALER SUPPORT 
ence for the Red Breast over all other types of whisks. 


Cash in on this growing trend! A simple comparison will 





Ten million readers are sales pre-conditioned 
with consistent Oxco Red Breast advertising 


prove to you and your customers the many points of in SATURDAY EVENING POST. BETTER 
superiority of this husky many-use brush . . . the Red HOMES AND GARDENS and GOOD HOUSE- 
Breast Whisk. KEEPING. And you get a FREE, colorful 


display carton for your counter. 


It’s made right . . . sturdy, resilient palmetto fibre, 
double-stitched for long wear; bright wire-bound handle; 
gleaming metal cap-and-ring . . . all neatly wrapped in a 


colorful, metallic paper jacket that makes it stand out in 
any display! Offered in the most-wanted 714” overall size. 


You can’t go wrong with Red Breast because it’s made by 
the company which has set these standards of brush- 
making excellence for the entire industry since 1884. You 
may be sure there is no better, more serviceable whisk 


made! OX FIBRE BRUSH COMPANY, INC. 
rreoericx <eleblished /§§¢$ MARYLAND 
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Ran to display Trump Garden Tools 
on your counter. They sell themselves. 
Gardening enthusiasts like their cheery, 
bright green enamel finish... the feel of 
their smooth hardwood handles. Trump 
Garden Tools are uniform in quality— 
made of sturdy 18-gauge steel exclusively. 
Packed three tools in a neat, attractive 
box. Trowel, fork, cultivator and trans- 
planter may be purchased separately. 

Ask your jobber for Trump. Look for the 
Trump trade-mark on the handle—don’t 
accept a substitute. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. * PASCAGOULA, MISS. 


rT 


(CTol ae (-1a MM kele) 





VICTOR ANT TRAPS kill both sweet and grease eating 
ants...sell because they're better. Order from your jobber. 
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Wholesale Hardware Sales° 
By Geographic Divisions, for December, 1949 


SALES REPORTED | CUMULATIVE SALES b 


| Percent Change 


GEOGRAPHIC | December 1949 Amount (Add 000 
UIVISION | vs. 
| Number = January- | January- 
| of } Dec. Dec. 
| Firms Dec. Nov. Dec. Dec. Nov. { 1949 1948 | Percent 
c 1948 | 1949 1949 1948 | 1949 (Add 000) | (Add 000); Change 
= - ~— eee —— 
| 
U. S. TOTAL 304 —16 9 | $62,808 | $74,374 $68,788 | $774,963 | $904,728 14 
New England 17 ~14 + § 1,285°| 1,487| 1,222 15,640 18,407 | 15 
Middle Atlantic 64 -16 | 11 | 8,578} 10,212} 9,593] 113,029} 130,549 13 
East North Centra! 43 CO -9 | -8 11,047) 12,119] 12,045) 131,457) 150,051 | 12 
West North Central 37 | ~-15 —16 10,156 | 11,967| 12,133) 141,025; 163,620, —14 
South Atlantic 63 | -17 7 | 8,950| 10,723 9,665 | 92,054 | 107,871 —15 
East South Central 23 —15 1 | 4,613 5,440 4,666 | 49,961 | 59,328 | 16 
West South Central 22 —11 — 3 7,335 8,221 7,595 | 93,208 | 106,289 | 12 
Mountain 13 -1§ + 8 2,186 2,573 2,020} 25,652 29,411 | 3 
Pacific 32 26 12 8658 11,632 9,849) 112,937| 139,202 19 
Bureau of the Census. Current Wholesale Trade. 


a Includes 17 reports received too late to be incorporated in Census Bureau published release. 
b Includes reports received too late for inclusion in previous monthly totals. 
c¢ Number does not apply in all cases to the cumulative figures. 


States Comprising Regions: 
New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
Middle Atlantic—(N. J., N. Y., Pa.) 
East North Central—(Iil., Ind., Mich., Ohio, Wis.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fia., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 
Pacific—(Calif., Ore., Wash.) 


period, Lees carpet prices have risen month, Lees increased sarpet prices a- 
less than 20 per cent. Our present much as 6 per cent, having previously 
prices average only one per cent ove! announced, on Jan. 9, that it planned 
those of one year ago.” Early this to boost prices early in February. The 





INDEPENDENT RETAIL HARDWARE STORE SALES 
TRENDS IN 21 CITIES IN THE UNITED STATES 


December, 1949 








foe tart ae 











———_—- 
Dec. 1949 12 mos. 1949 Dec. 1949 
Cities compared with compared with compared with 
, Dec. 1948 12 mos. 1948 Nov, 1949 
California—Los Angeles 5 21 +24 
Oakland re? ra +33 
San Francisco an 6 17 +44 
District of Columbia—Washington 17 9 +32 
Illinois—Chicago 15 12 +37 
Maryland—Baltimore 6 6 + ] 
Massachusetts—Boston 13 12 +62 
Michigan—Detroit 3 0 15 
Minnesota—Minneapolis ra 3 +66 
Missouri—St. Louis 14 9 -15 
New York—Buffalo 1] 5 +30 
New York 5 10 +16 
Ohio—Cleveland - 4 + 4 +8 
Toledo 10 3 27 
Youngstown 12 14 52 
Pennsylvania— Philadelphia 0 14 +16 
Pittsburgh 16 10 27 
Texas—Dallas 2 12 +48 
Virginia—Norfolk 5 12 +3 
Washington—Seattle 5 6 +42 
Wisconsin— Milwaukee 2 2 +15 





Compiled by Bureau of Census, U. S. Department of Commerce. 

Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are now 
limited to cities and other local areas because appropriations available for the year are 
not sufficient to develop and maintain valid data on a state-by-state basis. 
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new price increase is the third since 
last November. On Nov. 28 the firm 
raised carpet prices an average of 5'% 
per cent. 

* * * 


Platinum—On Feb. 1, the price 
of platinum was reduced $3 an ounce 
by a leading refiner. The new prices, 
effective immediately, are $66 an ounce 
for bulk quantities, and $69 for smaller 
retail lots. This was the first change 
in platinum’s price since June 13, 1949, 
when the quotation was lowered $3 an 
ounce. The latest reduction was said to 
be “an adjustment in keeping with 
present demand and supply.” Platinum 
authorities say that jewelry demand 
has fallen off, although inquiry for 
the metal for industrial use is holding 


up well. 
* 7 o 


Antimony—On Feb. 2, the 
price of antimony was reduced 11% 
cents per pound, to 27%4 cents, by the 
National Lead Co. for bulk quantities, 
f.o.b. Laredo, Texas. The old price of 
28%4 cents per pound had held since 
Jan. 13, when it was lowered from 32 
cents. Antimony is an especially im- 
portant component of bearing metals 
and type-metal alloys. 


*” + * 


Copper — During the Feb. 4 
week, copper buying spurted sharply, 
as makers of copper products began 
placing orders for March delivery. 
Bookings for current shipment also 
were sizable, and it was expected the 
full week’s total would be well over 40,- 
000 tons. In the preceding week, sales 
were only 15,423 tons. Accompanying 
the heavy buying were reports that the 
copper prices might rise soon. It has 
been 18% cents per pound since last 
Nov. 3, when it was raised % cent. 
Most talk that copper would go higher 
appeared to come from consumers, and 
undoubtedly part of the increased buy- 
ing was in anticipation of such a de- 


velopment. 
* + * 


Steel operations lowered — 
Coal shortages reduced the steel indus- 
try’s operating rate in the Feb. 11 week 
to 91.5 per cent of capacity, off 1.6 
points from the preceding week. The 
level a year ago was 100.1 per cent, 
but his was based on capacity figures 
which have since been stepped up. The 
latest week’s production is estimated at 
1,744,200 tons of castings and ingots, 
compared with 1,845,400 tons a year 
ago. 

* * ” 

Steel competition from 
abroad—Steel importers nowadays are 
tempting buyers with prices under those 
of U. S. mills. One New York City con- 
cern, representing a group of Belgian 
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Yes...there’s a big difference in CANS 
a difference which goes beyond 

mere appearances. Take for instance the 

WITT CAN. Notice the “right angle” shape and ram-rod straight- 

ness. What does the “right angle’ CAN have that the other doesn’t? 


Deep Even Corrugations 


—further strengthen the tough one-piece body 
of heavy gauge steel. 


Absence of ‘“Swedges”’ 
—constant “banging” of WITT CANS will not — 


&. 
| 


produce accordion effect and shorten height of 
CAN. 


Right Angle Sides 


—WITT CAN base is never overloaded. Base is 
reinforced with special shock-absorbing steel 
bands. 


Single Welded Seam A 


—Enables WITT CAN body to be fabricated 
of one piece heavy gauge steel. 


s 
a 
~~ 


No Flaked Galvanizing 

—Shortening effect of ordinary CAN produces 
flaked galvanizing—result is food acids eat 
out body sheet at bottom of ordinary CAN. 


PS ee OF Oe ee Ee Oe eee 
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Famous Witt Guarantee 


—WITT CANS outlast ordinary CANS, three to . 
five times. 


WITT CANS 


have the 
. / 
“right angle’ 
STRAIGHT SIDES Provide Rugged 


Strength . . . Greater Resistance to 
Rough Handling . . . Longer Wear. 


een eh ee 











- 
— 








If you're looking for quality that builds a fine reputation, you'll find 
it... as your customers do... in WITT CANS. 


A THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 
| CW) “Originators of the Corrugoted Can” 
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steel mills, declare it is offering strue- 


| : tural steel and wire rods at 7 per cent * rs 
pee meets! Economical BME 


This importer says, however, it can’t 


meet domestic prices on sheets and | A’ 
plates. But it adds: “Overall, our busi- | orage R 


ness is improving considerably.” An-— | 








other importer, who claims his price- 
average 10 per cent below. those of ROTABINS « 
U. S. mills, declares he’s doing only eee 

a moderate business. For one thing, 

deliveries take a long time, he says. FOR BOLTS AND PIPE FITTINGS 
Also, U. S. buyers are reluctant to ae a 
sever dependable connections with do 
mestic producers. Chairman Grace of 


Bethlehem Steel Co. acknowledged re- 





The Line that 
SOLD OUT in’49 
Now FOUR WAYS 
BETTER for '50 


cently that “we are starting to lose 
domestic production to imports.” Money 
devaluation abroad has enabled foreign 


Model N-55 
12” Lo-Level Fan 


mills to trim their steel prices in terms 


of dollars. 





3 speeds 
(Also available for 
‘50 in 10° size 
single speed) ° ° 2 
More advancing prices \ 65% s 24—25 
recent survey report said that advane Deal 
@ NEW SIZES @ NEW FINISHES ing prices on many commodities were New, lat 
The boouttu, festacing Always tops ie eve -wutting a squeeze” on industrial profi fed Red 
‘ wae cal... ou 
now made in TWO sizes for '50 are color-styled, margins during January, according to me . ( 
... 12”—three speeds... finished for new beauty : , : eee ~ action 

and 10”—single speed. that lasts for years. the National Association of Purchasing Jobber 

\eents. More of the buyers reported 
@ NEW MODELS @ NEW EFFICIENCY . ; * heal 4 ; i hi THE ¢ 
You'll see several other FASCO Fans for '50 are eee me ain ‘ s auring January ¢ sss NC 

new sure-fire sellers at again out front in overall al any time since Sept., 1948. Most of 
the Housewares Show performance . . . deliver- , SE ee ee ees ES : a “Sell Mous 

. +. or WRITE NOW, for ing more air, more quietly, the price inersases were small during 
advance information ... with longer trouble-free the month, and largely due to the rise w e Some te 
they're the hottest news life. : i calling o 
in steel costs. With the exception of AREER ROT 


in the industry. 


stecl which has been catching up Series RB-3400 


rapidly, the supply-demand relationship : 
pore PI . I Each section has 5 compartments 21” wide. 


for most commodities is in “neat Kihdtenal Ris Cidders oie entre. 


—— He sae | Cee... ee 


were described as being up in_ price 


during January. These included: Belt- 7 Sections eee 6512"! eee 75.00 
16” Model N-163 10” Medel N-103 12” Model N-128 ing. benzol, brick, chain, chlorine, con 4 Sections — lee 47.00 





Deluxe Heavy Duty Standard Heavy Duty duit, fasteners, files. forgings, coal, oil. 
work-gloves. plywood, manila rope 








REVOLVO ior nas /9 
i 25 B—S5 sections, 25 
1949 Sales of Wholesale oa compartments, each 


Hardware Distributors 


| 12” Model N-121 _ 10” Model N-101 Set at $2,1/3 Billion. 
| Standard Deluxe Heavy Duty 


holding a keg of nails 
$113.00. Model L 


F.O.B. Fact 
500 A—S5 sections, 50 = 
compartments, each 





Sales of hardware wholesale distribu- 
tors for the month of December, 1949, 























an have been estimated at $175 million by holding a keg of nails 
: the Office of Business Economics, Depart- $181.00 
{ WRITE! ( | ment of Commerce. , Retin linia 
B saent ( This figure brings the estimated total 
5 cape of the 9908 for 1949 to $2,352,000,000. This repree | i 
) FAN CATALOG { sents a decrease in wholesale sales of MODEL 25 B 
... NOW! 16.7 per cent from the 1948 total of : . 
a { $2.826.000.000. Other sizes to fit your particular needs. 
vi a. ome sales Re nae Immediate delivery. f.o.b. Wellston, O. 
‘ | Model a , were 17.5 per cent below the - . : ? s 
165, Adjustele 000,000 sales estimated for December, Prices subject to change without notice. 
— 1998. THE FRICK-GALLAGHER MFG. CO. 
Estimated sales for recent years are: : 
1939 $ 592,000,000 400 Shubert Bidg., Phila. 2, Pa. 
1940 682,000,000 
1941 897,000,000 ‘ = 
1942 926,000,000 FRICK 
1943 866,000,000 
1944 1,031,000,000 | GALLAGHER 
1945 1,163,000,000 | 
1946 1,963,000,000 WELLSTON, OHIO 
1947 2,543,000,000 LV « PARTS BINS + ROTABINS 
1948 2,826,000,000 LENS < Oe oo i 





900 2352000000 COUNTERS + RACKS + TABLES 
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= Quik = 


RAT KILLER 


Easy to Sell and Use 
© 


aiek spb nite lg 


“QUICK DEATH» 


* 
* becears es * 


SS 
“Your Silent Salesman” 
- 24—25¢ Pkgs. on Card, Retail $6.00 . 


Dealer Price $3.60—Profit $2.40 


New, large package—16 Baits. Forti- 
fied Red Squill—Machine Made Baits. 
Sell Your Customers the Best! Satis- 
faction Guaranteed. Order from Your 
Jobber or Direct. 


THE OHIO PRODUCTS CO. 


NORTH MADISON I, OHIO 


“Sell Mouse Jinx. Kills Mice—25¢ Pkg.” 


¢ Some territories available to salesmen 
calling on Hardware jobbers. Write us. 











Your BEST BUY 


CUT 
STEEL 
| | GEARS! 


B/ 18” and 21” 
F.O.B. Factory : j MODELS 
BRIGGS 
and 
STRATTON 
Powered 


Precision built: cut STEEL gears, 
rugged all-steel construction 
Truly, the very finest in power 
mowers. Ask your jobber or write 
us for complete literature on all 
hand and power models—AND our 
profitable 
DYNASWEEP LAWNSWEEPERS 


LAMBERT PRODUCTS, INC. 


515-531 Hunter Ave., Dayton 4,0 
JOBBER INQUIRIES WELCOME 
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vegetable oils, kraft papers, pipe and 
fittings, rubber, screw machine prod- 
ucts, stampings, textiles, tires, tools, 
washers and wire rope. Among lines 
reported lower were: Cable, castings, 
cedar poles, storage batteries, gasoline, 
grease, hides, boxing lumber and rosin. 
The following commodities were said 
to be “hard to get”: Aluminum, benzol, 
burlap, chlorine, coal, copper, metal 
furniture, plywood. western pine, tung 


vil, pipe, steel, wire and zine oxide. 


Prices trend downward ~The 
price pattern for commodities is head 
ing downward, despite generally active 
retail and wholesale business. There 
are exceptions, of course. Wool is up. 
So are such import food staples as cof- 
fee and cocoa. Rubber is creeping 
higher at the moment. But the Bureau 
of Labor Statistics index of all whole- 
sale prices slips gradually lower, and 
has kept this trend since mid-1949. 
There was an exception, in the week 
ended Jan. 31, when the B.L.S. index 
rose 0.3 per cent, to 151.1 per cent of 
the 1926 average. But this was 5.1 per 
cent under the like week of 1949. The 
steel price increase has been spotlighted 
lately; but the 
all metals and metal products remains 


general price level of 


some 4 per cent below a year ago. The 
cost of lumber has been pointing up; 
but the cost of building materials as a 
whole is 6 per cent lower than 12 
months back. Textile product prices, 
despite individual rises in recent 
months, are also down 6 per cent from 
this time in 1949. Steer hide values 
slip lower as shoe makers count heavily 
on synthetic materials for soles. Brand- 
ed steer hides, used in sole leather, re- 
cently sold at 16% cents a pound. A 
month ago they brought 18'% cents. A 
year ago they were worth 23 cents. The 
present prospect is that the over-all 
lower trend will continue. The huge 
farm surplus constitutes a heavy weight 
on the important agricultural segment 
of the price list. And a recent reminder, 
from the National Association of Pur- 
chasing Agents is that, “Cautious op- 
timism best describes the current pur- 
chasing attitude. preparing for possible 
quick changes in general business.” 


a te mK 


Other indexes suffer Af- 
fected also, in large part, by the coal 
strike, there were several sharp drops 
in the nation’s business indexes. Busi- 
ness volume in the U. S. in the Feb. 4 
week declined to 1)0.7 per cent, from 
112.1 in the preceding week, according 
to Barron’s Index. The level a year 
ago was 113.7. Railroad freight load- 
ings in the Feb. 4 week totaled 612,524 
cars. This was 10.2 per cent below the 
like 1949 period. Due chiefly to a re- 








ORDER YOUR 


STEEL GOODS 
Now! 
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The Geyer Line 
of farm and garden tools is 
built better than ever before. 
Designed for service and prof- 
itable sales. 


¢ See your Jobber or Write to— 


GEYER 


MANUFACTURING CO. 
Rock Falls, Ilinois 
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Amercas Finest 


FARM AND HOME 
FREEZERS 


Dealer sales and factory production records 
prove BEN-HUR “America’s Finest and 
Fastest-Selling Freezer.” 

Ben-Hur offers plus values ... three classic 
models with Ben-Hur Blue color trim, to 
suit every demand... separate freezing com- 
partment... sturdy lifetime construction... 
all-around Fiber-glass insulation for low 
operating cost and better performance — 
and many other exclusive features for safe- 
ty, economy and convenience. 


< or 

Guaranteed by 

Housekeeping 
e 


45 aoveanisto HS 


ar 





See the Deluxe models 
in 9.2, 12.5, and 18.5 
cubic foot sizes 





DISTRIBUTED BY LEADING HARDWARE JOBBERS... 


BROWN-CAMP HARDWARE CO., Des Moines, lowa 
HENKLE & JOYCE CO., Lincoln, Nebraska 
HOUSE-HASSON CO., Knoxville, Tenn. 


MONROE COMPANY, INC., Monroe, 
ond Shreveport, La. 


New Orleans, 


See your Jobber today about a profitable BEN-HUR 


Franchise, or write direct. 


BEN-HUR MFG. CO., Dept. HA, 634 E. Keefe Ave., Milwaukee 12, Wis. 









BUY ‘EM 
. IN BULK 
SELL ‘EM IN 
VOLUME ! 





ONE-PIECE 
&-~zZ CUP HOOKS 


Smartly Styled! Well-Shaped! 
Keep a good stock on hand—customers buy 
‘em in dozens for kitchens, closets, curtains, 
bathrooms! Durable zinc alloy in nickel and 
brass finish. Packed one gross to a box. 

Also attractively carded. In gay kitchen 
colors—red, blue, green, white; nickel and 
brass. 6 on a card, 10¢ retail. 

Have you an ample stock of GRC Wing 
Nuts? Faast-sellers because GRC’'s special 
facilities turn them out at a lower price! 

IMMEDIATE DELIVERIES 
Jobbers: Write today for samples and 
catalog sheets. GRC informative catalog 
sheets show clear prices—clear discounts! 


GRIES REPRODUCER CORP. 


789 East 132nd Street, New York 54, N. Y. 
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FARM and HOME FREEZERS: 








NELSON CO., Roanoke, Va. 


ORGILL BROS. &CO., Memphis, 
Jackson, Miss. 


Little Rock, 


and 


JOHN PRITZLAFF HARDWARE CO., Milwaukee, Wis. 














HANSON 


Household Scale mode! 1308 


NEW — MODERN — BEAUTIFUL 
A Seale that Appeals to Women 








Every housewife will be delighted with this smart 
new scale. Body made of styron plastic in red, 
yellow, and white; colors that fit the modern 


streamlined kitchen. Platform stainless steel. 


Capacity 8 Ibs. by 2 ounces. Special dial 
graduations measures shortening by cups. Kilo 


graduations for continental cooking recipes. 
Order from your jobber 
HANSON SCALE CO., CHICAGO 22, ILL. 
Makers of household scales since 1888 











duction in coal movement, is was als« 
3.8 per cent under the preceding week 


* x * 


Hides and leather — Mor 
hides and skins will be imported dur 
ing 1950 than last year, according to 
J. G. Schnitzer, chief of the textile and 
leather branch of the Department ot 
Office of 
Trade. He expects this trend to start 
in the 


Commerce’s Internationa! 


current quarter, with the ar 
rivals of hides purchased late in 1949 
from Argentina. Mr. Schnitzer believes 
that 1950 will bring considerable easing 
of the pressure exerted in recent years 
on domestic hide markets because more 
foreign hides will be available. But as 
to the outlook for U. S. leather ex- 
he foresees a 1950 


levels of when 


ports, decline in 


from the last year, 
leather exports in the first 11 months 
were 26 per cent ahead of the full 
year 1948. The domestic shoe market 
foreign competition 


will meet 


this year than at any time since before 


more 
the war, in Mr. Schnitzer’s opinion. 
He considers prospects for higher shoe 
sales and production in 1950 very good, 
however, adding that this depends en- 


tirely on better promotion and mer- 
chandising. At the same time, Mr. 
Schnitzer warns that domestic manu- 


facturers will find it more difficult to 
maintain export volume. 
a * x 


Is housing over-reaching?- 


New housing is running ahead of 
population in some areas, said the Wall 
Street Journal. “Detroit may be over- 
built now,” it quotes a real estate man 
in that city. 
politan Detroit is 18 per cent greater 


than in 1940; 


The population of metro 


housing has been in- 
creased about 24 per cent. The metro- 
politan New York area (including 
Westchester, northern New Jersey, Long 
Island) has an 12,700,000 
residents now, 8% per cent more than 
a decade ago. Residential 
expanded 14 per cent through new con 


estimated 
space has 
struction. In some other areas, such a: 
San Francisco and Chicago, the post 
war construction boom has not yet 
caught up with increases in the popu 
lace. But national figures of the Cen- 
sus Bureau indicate occupied dwellings 
now hold an average 3.4 habitants, as 
compared to 3.7 in 1940. Builders 
claim, however, that the customers keep 
coming, so they confidently go ahead 
with plans for what may be the biggest 
boom in _ history 
half again 
1948 


springtime building 
In December, they 
houses as in the 


started 
as many same 


month. 
ae * o 


Coal strike—During the Feb 
11 week, unemployment was pyramid 
ing as the nation’s coal reserves were 


fast dwindling. Effective at midnight, 
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Feb. 10, the government ordered a cut 
in railroad freight service, and an addi- 
tional reduction in passenger opera- 
tions, due to the mounting shortages 
resulting from the strike of nearly all 
the nation’s 400,000 soft coal miners. 
The Interstate Commerce Commission 
directed the railroads to slash coal- 
burning freight locomotive mileage by 
25 per cent. At the same time, the roads 
were told to trim steam-powered pas- 
senger service to one-half the mileage 
operated last Dec. 1. Early last month, 
the I.C.C. had ordered a cut of one- 
third in such operations, yet, a month 
later, coal supplies of major railroads 
were sufficient for only 14.8 days’ oper- 
ation at current rates. 


* * * 


Industrial output—-Shrinking 
coal stocks forced additional cutbacks 
in industrial production. In Detroit, 
€. E. Wilson, president of General 
Motors Corp., announced that in view 
of the “national emergency in the coal 
situation,” G.M. had decided to stop 
all Saturday work and any scheduled 
overtime in its assembly plants. At 
Wheeling, W. Va., and elsewhere, some 
steel mills said they must sharply cur- 
tail operations, starting at the Feb. 11 
week-end, because of inadequate fuel 
supplies. In other places, authorities 
said electric power would have to be 
cut off from all industrial plants, un 
less the coal miners return to work at 
once. 


* * * 


Unemployment — Even before 
the present coal-strike influence, unem- 
ployment rose to a post-war high of 
1,480,000 persons in mid-January, the 
Census Bureau reported. The 991,000 
increase over mid-December, it said, 
appeared “to be due primarly to cur- 
tailment in seasonal industries.” Bad 
weather in many parts of the country, 
the Bureau added, also cut down con- 
struction and farm employment. It was 
noteworthy that, at mid-January, indus- 
trial employment did not appear to be 
materially affected. “A year ago, indus- 
trial layoffs were an important factor in 
the rise in unemployment,” said the 
Bureau. 

” > . 


Lumber activity notable - 
Lumber shipments in the week ended 
Jan. 28 were 23.6 per cent above pro- 
duction, the National Lumber Manu- 
facturers Association said. New orders 
during the week ran 54.6 per cent above 
production, while unfilled orders 
amounted to 48 per cent of stocks. For 
the year-to-date. shipments were re- 
ported at 13.8 per cent above produc- 
tion, and orders at 48.1 per cent above 
production. Compared with the like 
week of 1949, production was up 6.1 
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Don't Miss Sales Opportunity! 


Be sure you sell your customers all they need when they 
come in to buy chain, wire or manila rope. For instance, 
what about Shackles? Chances are they’l! want some and that’s 


where the W-C Line comes in! 


Made of weldless drop forged 
steel, under rigid quality con- 
trol, six types of W-C Shackles 
are available in sizes ranging 
from 3; to 2“. Either hot dip 


galvanized or self-colored can 





be shipped promptly from. fin- 
ished stock. This holds true on anything else required in the 
“Dependable” line of heavy and shelf hardware. All items 
are fully described in our new Catalog “H”, just off the 


press. Send for vour free copy today. 


WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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$6" , FOR 28 FAST SELLING 


UNIVERSAL 


DEALER'S COST 


IN ZONE 1—TO SPRAYERS 


$6.83 ON THE 
WEST COAST 





IN AN EYE-CATCHING 
4 COLOR SHIPPING 
AND DISPLAY CARTON 








omy, ' 
i Seay g 
“Guns ¢ 
UNIVER. —ie 4A 
SPRay : 


COMPETITIVE 
RETAIL PRICES ee 


ALLOW A FULL 
Tom ARK-UP 


The assortment contains 14 of the small glass container spray- 
ers retailing at 25¢, 8 of the % pint size tin sprayers retailing 
at 37¢, and 6 of the quart size sprayers retailing at 45¢ 
(Zone 1). By actual test, this is the fastest, most profitable 
sprayer deal ever to hit the market. Ask your jobber about 
them or write to us. Switch to UNIVERSAL for all household 
and garden sprayers, it's by long odds the best line to handle. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 
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WHEN YOU USE 
gE S oe You aced 
CHANNELLOCK 






ae 
ye 


work P 
plumbing, \ \ 
electrical, 

automotive, 
aviation, 
battery or 
ignition — there 
is a Channellock 
plier designed 
specifically for 
your job. If you use 
pliers ... you need 
Channellock. 


The exclusive tongue and groove 
joint gives you these ‘‘plus’’ features: 
Greater Strength, Longer Wearing, 
Self-Cleaning, Closely Spaced Ad- 
justments, Visible Adjustments, No 
Wear on Joint Bolt. 


NAAN 


Send for Catalog C-1 
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MEADVILLE + PA. 


Only 
Champion DeArment makes 
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per cent, shipments up 31.8 per cent 
and new orders up 28.3 per cent. 


* * & 


January record set -—— The 
Commerce and Labor Departments said 
that new 
the U,. 
$1,500 
month and 16 per cent above the figure 


1948. 


continued to be the 


construction set in place in 


S. during January was valued at 
new for the 


million, a record 


homebuilding 


for Jan., Private g 


strongest segment 
of the industry, accounting for almost 
60 per cent of the private funds that 
construction during — the 


went into 


month. Government statisticians cited 
unusually mild weather in many parts 
of the country as a reason for the 37 
per cent greater investment in new 
dwellings this January than in the like 
1949 month. 


dustrial plants last month were about 


Expenditures for new in- 


the same as in December, but some 37 
per cent below last year, the govern- 
ment report said. Outlays for ware- 


office, 


were also well below last year’s Jevels. 


houses, stores, and restaurants 
The total value of commercial building 
for the month was about 11 
the like 1949 month. 


tures for public construction in Janu- 


per cent 
below Expendi- 
ary were strongly on the upside com- 
1949, 


public building showed an increase. 


pared with Every category of 


* * * 


Retailers’ inventories more 


conservative -Business inventories a 


the end of 1919 were estimated at $53,- 
500 million by the Department of Com- 
This with $55,100 


merce, compared 


million at the end of November. The 
major changes took place in retailers’ 
stocks, which declined $1,100 million 


during the month, to an estimated $13,- 
200 


inventories, 


manufacturers’ 
$300 
million in the same period. Inventories 


million, and in 


which rose about 
of wholesalers also rose slightly, the 
Commerce Department said. The only 
other significant changes in inventories 
during the month, according to the re- 
port, were declines in stocks of build- 
ing materials and hardware, and an in- 
crease in inventories of apparel. 
eo A8- -4 

Mail-order and chain totals 
higher—Sales of chain stores and mail 
order houses in December were $3,066 
million, compared with $2,338 million 
in November and $3,028 in Dec., 1948, 
says the U. S. 


The durable-goods groups showed the 


Commerce Department. 


biggest advances in sales. Furniture and 
house furnishings, hardware and _ parts 
and accessories were 7 per cent to 15 
per cent larger in dollar sales than in 
November. Commerce 
ures showed that sales of chain stores 


Department fig- 


and mail-order houses together during 
1949 were $27,200 million, about 2 per 
cent under sales in 1948. But prices in 
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VITAL Patented ‘‘Skeleton” type 
Gun and Spouted Cartridge 





Vital-Calh . . « Vital-Calk spouted 


cartridges are inexpensive and practical. 
Ready to use—just snap into gun and 
caulk. No messy cleaning. Filled with 
top grade compound. 











Vidal - Calher ... The “‘skeleton”’ gun 


and spouted cartridge, originated by 
VITAL, is the hottest caulking combination 
on the market. Get it on display and really 
sell caulk! 

SEE YOUR JOBBER OR WRITE US TODAY 


VITAL PRODUCTS MFG. CO. 
7500 Quincy Avenue, Cleveland 4, Ohio 





SPRING 
TONIC 
FOR PROFITS 


‘“ALUMALOY’’ 


ALUMINUM ALLOY 


SCREEN DOOR 
BRACES 





* REG. TM 


Sturdy, won't rust, won't corrode — 
Alumaloy Braces care quality items that 
are priced to sell — retail at 20c uncarded, 
25¢ individually mounted on display cards. 
42 inches long, packed in dozens and six 
dozens. Order today from your distributor 
or write us. 


CHECK YOUR STOCK 
OF THESE YEAR 
‘ROUND BEST SELLERS 


Turnbuckles wrought 


nut EYE BOLTS and 
EYE ond EYE or EYE 
G HOOK TURN- 


BUCKLES with alum- 
inum_ bodies 


Pe ae 
hu subucklts INC 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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GUN 41.98 
Cartridge .50 


Slightly higher 
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RE-PLACE FAUCET STEMS EASILY 
WITH ONE STEM FOR 90%, OF FAUCETS 


Just install CLEVALVE in place of old stem, you 


get new stem, also new seat and body threads com- 
plete in one unit. Easily installed by anyone, no 
tapping, threading, reaming or special tools needed. 
Completely rebuilds faucets. 
2 models: B—metal to metal seat 
R—rubber seat 

Left or right hand 
The original faucet insert. Our 13th year. 
If your jobber cannot supply you write direct. 





THE CLEVELAND VALVE CO., CLEVELAND 11, OHIO 


Copyrighted 1950, Cleveland Valve Co 




















New ees * 19” One Man Chain Saw — Model 4 
. Pp. — weight only 38 Ibs. 
Equipped ome famous Warren High Speed Chain — 
cuts easier, cuts faster, cuts longer without dulling 
Also Model 42 30’° Two Man Saw and Model 7 Master 
Two Man Saw in 24, 36 and 48” sizes 
Dealer opportunity in some areas 


Lombard Governor Corporation, Ashland, Massachusetts 
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500 MILE GUARANTEED 
SIDEWALK ROLLER SKATES 





i, 


we 


Tops in the trade! Guaranteed for 500 
j miles of smooth, swift performance 
\ / Highest quality features... double row, 

\ 7 one-piece heavy steel wheels with 16 


A COMPLETE “= ball bearings per wheel, rubber shock 
LINE OF absorbers, top-grain cowhide straps anc 
POPULAR SELLERS agp mee A apa aoe ae ae 
aide ain tak i sponge rubber instep pads. Colorful packag 
selection to meet any ing. The casiest selling skate you ever handled ! 
seanerets require BRING KIDS TO YOUR STORE THE EASY GLOBE WAY. Write for Details. 


chandising ideas bring 
‘em in to buy! Write 
today for catalog and 
information 


GLOBE-UNION INC., Milwaukee 1, Wis. 


Eastern Sales Office: SOLLMANN & WHITCOMB 
200 Fifth Avenue @ New York 10, N. Y. 




















When YouAre Looking 
For a Certain Product 





and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Merchandise Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


— 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 
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EASY SELLING 


HURRICANE 


& Rotary Power Lawnmower 






NEW Low Price 
NEW 1950 Model 
NEW Sales Features 


One look at this brand new T1950 HURRICANE 
(Practically closes the sacle . . . prospects 
= into customers as if by magic! But 
s no wonder —those many, many 
"HURRICANE sales features and that 
new low price for a big deluxe mower 
will make HURRICANE your best 
seller, too! 

If you do not have the Hurricane 
line now, send us the coupon be- 
low. By return mail, you'll re- 

ceive all the facts about this 
new, fast selling 1950 HURRI- 
CANE ..., ACT NOW 


MAIL THIS COUPON TODAY 


NATIONAL METAL PRODUCTS COMPANY, INC. 
Department E-3, 2722 Cherry Street 

Kansas City 8, Missouri 

Gentlemen: Send me, without obligation, all the facts about your 
new, low-priced 1950 HURRICANE Rotary Power Lawnmower, | 
want more lawnmower profits! 
















ee invalidated 


Address 





City 
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DIAMOND G 
SPRING 


LOCK WASHERS 


Controlled Tension built into 
every spring lock washer for 
longer lasting service and 
better quality ... means bigger 
repeat sales for you. Precision 
quality control by Garretts in 
manufacturing torture- 
testing and proved peak-per- 
formance in assemblies assure 
you of a product you can sell 
with confidence . . . build a 
reputation and satisfied repeat 
sales 


WASHERS FOR EVERY NEED 


Whatever your needs in spring 
lock washers, there's a Diamond 
G to answer it—high carbon 
steel, bronze, aluminum, stain- 
less steel and monel metal 
spring lock washers finished or 
plated with cadmium, nickel, 
brass, copper or other finishes 
... plus the new Diamond G 
Aluminum Spring Lock Washer 
that combines the lightness of 
aluminum with the strength and 
durability of steel. 

Prove the profit possibilities 
of these Diamond G Spring 
Lock Washers .. . add them to 
your line and build repeat 
sales. Write for complete book- 
let on “How, Why and Where 
of Lock Washers.” 


DIAMOND G PRODUCTS 


Manufactured by 


GEORGE K. GARRETT CO., Inc. 


D & Tioga Sts., Phila. 34, Pa. 














1949 were for the most part lower, so 
the physical volume of goods sold 
showed little change. 
hd * * 
Consumer credit rises 
Deeper into debt went the American 
people last year, in order to buy such 
things as television sets, autos and 
clothes-—and to pay various bills. Total 
outstanding consumer credit stood at 
$18,788 million at the close of 1949. 
This was $2,469 million more than a 
year earlier, and was more than double 
the amount owed at the end of pre- 
war 1939. 
* 2 * 
New high in 1949 auto sales 

There’s a production reason behind 
the lowering of some automotive prices, 
and the rapid “catching up” with de- 
mand. Now available, final factory sales 
figures show that the U. S. automotive 
industry built 6,238,088 cars, trucks 
and buses in 1949, according to the 
Automobile Manufacturing Association. 
This represents a new record, topping 
the two best previous years—1929 by 
16 per cent and 1948 by 18 per cent. 
Nearly six million units of the 1949 
total were sold in the domestic market, 
as export sales were drastically re- 
duced. Exports accounted for only 4 
per cent of total output in 1949, com- 
pared with 8 per cent in 1948. Pro- 
duction of passenger cars last year to- 
taled 5,108,841 units, trucks 1,123,736 
and buses 5,511. The previous year 
3,909,270 cars were built, 1,363,856 
trucks and 12,299 buses. 


* * « 


Washing machines — Factory 
sales of standard-size household wash- 
ing machines in 1949 totaled 3,033,106 
units, according to figures announced 
by the American Home Laundry Manu- 
facturers’ Association. This was a de- 
crease of 29 per cent from the number 
sold in 1948, the industry’s high year. 
Ironers sold in 1949 numbered 307,345. 
a drop of 35.5 per cent from the record 
of 476,860 set in 1948. Factory sales of 
dryers, now reported for the first time, 
reached 105,727 units in 1949. December 
sales of washers were 20 per cent below 
November but 29 per cent above Dec., 
1948. Ironers sold in December de- 
creased 47.4 per cent from November, 
and 25.4 per cent from Dec., 1948. 

* 28 6 


More “statistics”—Radio man- 
ufacturers sold more than $850 million 
worth of television and radio sets in 
1949, $100 million, or 13 per cent more 
than in 1948. The Radio Manufac- 
turers Association said the 1949 sales 
set a new dollar volume record for the 
industry. The big gain was attributed 
to the demand for television receivers, 
which accounted for 65 per cent of the 
industry’s gross income, or close to 





WILL NOT SHRINK 
STICKS AND STAYS Pur 
on TNT D ES, 












(teres the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 

















nF 
/ DURHAM 
Most dealers report: ROCK HARD % 
“Our sales of Dur- \Au-agoynp Z 
ham’s Rock - Hard REPAIR CHAMD >” #5 
Water Puity keep S Donato 
doubling, year after DURHAM 
year.” What's more, \e COMPANY 
Durham’s Rock- Des Moines 4 
Hard Water Putty lowe 
gives you by far the << 
best profit-marginon Ju 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 









The PLASTIC Repair Material 


in POWDER Form 


Mh 


THE BEST KNOWN 
NAME IN 


WORK 
GLOVES 


ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 
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You do if you've "Sharonized" your 
screw department! Sharon gives 
you 59 Assortments—683 fastener 
sizes—12 groups—all in just 12 feet 
of shelf space. Best of all, Sharon 
Assortments are REFILLABLE — for 
only a few pennies, your stock is al- 
ways complete, inventory stays right 
while investment stays light! Get 
Sharon's money-saving, money-mak- 
ing REFILL story today. 
Ask your jobber today about 


SHARON REFILLABLE ASSORTMENTS 
or write direct to us. 


x Jy 
Shaver 0 and Screw Co. 
w~ “ 


BOSTON 10, MASS. 
















—— —— 
ware 


canons 
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No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 
cars. 








Sharou 


LICENSE 


PLATE ie 


FASTENERS 





No. 012558 
Rust-proof. 
With wing 
nuts, For 
older 
model 

cars 












At your 
favorite jobber 
or write direct 


Shawne bil and Scheu Co 


BOSTON 10, MASS. 
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900,000 units below the 











$560 million. At the distributor level, 
the 2,800,000 T.V. re- 
ceivers, along with radio sales, brought 


sale of some 
the retail value of last year’s sales to 
more than $1,300 million, not including 
installing and servicing charges. Fur- 
thermore, television prices 
last 
1949, prices were 25 


were re- 
the 


cent 


duced year. Towards end of 


per under 
the average level in 1948 and 35 per 
cent under the average price in 1947, 
when television went into volume pro- 
duction. Sixty per cent of last year’s 
production was in_ table 
models. At the same time, the R.M.A 


said sales of tubes last 


television 


year were 5,- 
1948 level. 


* x 


A good January—Preliminary 


official estimates put January industrial 


production at 82 per cent above the 
pre-war 1935-39 average, the highest 


output since last March. The figures 


disclosed a more than 2 per cent in- 
output from December to 
The Federal Reserve 


which does not yet have its final figures 


crease in 
January. Board, 
for January, earlier reported that De- 


cember production was 78 per cent 
above the pre-war level. Jan., 1949, had 
topped the pre-war mark by 91 per cent. 


x + * 


Looking for grain storage 
The Commodity Credit Corp. has asked 
bids for construction of grain storage 
100 million 
bushels of grain “for which commercial 
The 


wants more space for 


space, to store up to 


storage not be available.” 
CLA. 


storing 1949 crop grain it may acquire 


may 
said it 
under farm price support. It now has 
capacity to store 375 million bushels, of 
which only 40 million bushels is “open 
use.” The Corporation expects 
100 million bushels of 1949 


grain, mostly wheat, to be “dumped in 


for 
more than 


its lap” in May, when price support 
loans mature. 


* * 


The “competitive” surpluses 
Meanwhile, there is a big “roar” from 
food merchants because of the $115,- 
000,000 in surplus butter and eggs of- 
the 
And this is only a small frac- 
tion of the food held by the Commodity 
Credit Corp. In all, the C.C.C. 
nearly $4 billion invested in its price- 
About $3 billion of 
this is in wheat, corn and cotton. But 
the millions of pounds of dried eggs and 
milk, plus the 
the 


fered by government to welfare 


agencies. 
has 


support program. 


potatoes previously of- 


fered by government. are causing 


produce merchants financial ruin, they 


say. “It’s bad enough we have to pay 
to support the prices and then compete 
against Uncle 
“Now he’s tak- 


ing some of our largest customers, the 


in the open market 


Sam,” merchants add. 
institutions.” 


Department of Agricul- 






























‘WHALE 
f BRAND 


HACK SAW 
FRAMES 


The new Butcher Type 
Handle on Model No. 
W85 WHALE Hack 
Saw Frames really 
takes hold with cus- 
tomers! Superbly bal- 
anced, finger-fitted 
grip of tough rubber 
composition. Fully 
enclosed protective 
design. Rugged Fors- 
berg frame. Order 
this outstanding Hack 
Saw Frame TODAY! 













WHALE 


BRAND 
HACK SAW 
BLADES 


A perfect sales team 
with WHALE Hack 
Saw Frames! High 
speed moly steel MO- 
HY is ideal for really 
tough work. HY-FLEX 
meets demand for 
flexible, extra hard 
Blade of all-round cut- 
‘ting excellence. 





Send for the new Forsberg Catalog! 
WHALE & VIKING Brand Wood Turn- 
ing Tool Sets, Screw Drivers, Hack 
Saw Frames and Blades, Coping Saw 
Frames and Blades, Bond Saws, 
Breast Drills, Hand Drills. 








om wreace 


orsbe) 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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ture experts give examples of how large 
the surpluses really are. If the surplus 
1,000,000 


Americans, each person’s share would 


foods were divided among 


be about as follows: eggs, the equiva- 
lent of one egg a day for seven years; 
potatoes, two pounds a day for more 
than three years; milk, a quart of skim 
milk a day for more than two years; 
the government also holds quantities of 
cheese and turkeys, but hopes to dis- 
pose of the perishable foods on the 
open matket, without having to give 
them away to welfare agencies. 


* * ” 


Department stores off slight- 
ly—-In the latest, Feb. 4, week, depart- 
ment store sales throughout the nation 
were off only one per cent from a year 
ago, the Federal Board re- 
ported. Officials said the veterans’ in- 


Reserve 
surance dividend had sustained unit 
transactions close to last year’s levels, 
though the dollar volume was reduced 
by lower prices. Sales for the four 
weeks ended Feb. 4 were also only one 
per cent below those for the like four 
weeks of 1949. 


# * * 


“Devaluation” affects foreign 


trade Currency devaluations in 


Britain and other foreign nations last 


September tended to make U. S. goods 
about 16 per cent more costly to buyers 
International 
Monetary Fund estimates. Conversely, 


in other coutries, the 
they reduced the cost of foreign wares 
to U. S. importers by 13 per cent. The 
devaluations were, of course, intended 
thus to help the foreign nations im- 
S. by 
stimulating exports to this country, and 


prove their trade with the U. 


by discouraging imports from the U. S. 


It will be remembered that Great 


Britain cut the value of its pound 
sterling from $4.03 to $2.80, and many 
countries quickly took 


other similar 


steps. 


A spring Ward book—Mont- 
gomery Ward & Co. has been mailing 
to customers its new 964-page spring 
and summer catalog, which, it says, 
features scores of price reductions, and 
a number of items not previously of- 
fered. Prices of electric appliances are 
generally Washing machines, 
which range from $54.95 to $106.95, are 
$5 to $10 lower in price than they were 


lower. 


in the fall catalog. Refrigerators, which 
sell for from $169.95 to $279.95, have 
also been reduced between $5 and $10. 
Home freezers, electric ranges and iron- 
Women’s 


spring clothing is priced lower. The 


ers are also lower in price. 

















The Old Pal Line has the stuff that fisher- | 
\ men want! Customers see it, like it and buy | 

it. Ask your jobber to show you the line. 
Write for New Catalog. Over 50 numbers 
to choose from. NEW LOW PRICES 


new catalog offers, if you want to do 
your own plumbing, that Ward will 
loan you the tools if you buy plumbing 
equipment costing over $20. You make 
a deposit on the tools, and get a refund 
Ward also is 
offering aluminum nails for the first 
time, 40-ft. aluminum 
ders, foam rubber pillows, and a port- 
able four-passenger plywood boat which 


when you return them. 


extension lad- 


weighs only 80 lbs. 


1} 
rh * * *# 


as and mail-order  re- 


\\perts—January dollar sales of all bu 


one of the 24 chain stores and mail 
order firms reporting showed a decline 
from the like month of last year. Only 
Sears, Roebuck & Co. had a sales in- 
crease, a slight 1.4 per cent. Decreases 
for the 23 other firms ranged from 0.7 
per cent to 21.8 per cent, with apparel 


:-@hgin stores showing the most marked 


downslides from Jan., 1949. Mont- 
gomery Ward & Co. reported Januy 
sales down 7.8 per cent and its"Hbw- 
completed fiscal year, down 10.7 per 
cent, from a year ago. F. W. Wool- 
worth Co. fared better than other va- 
riety chain stores. Its sales dipped 0.7 
per cent. W. T. Grant Co. was off 5.4 
per cent, and S. S. Kresge Co., down 
to the extent of 3.5 per cent, compared 
with a year ago. 





Weighs Only 4lb. per Length 














© 25 feet long.— One piece. 
e Standard hose couplings. 
e Pre-tested bursting strength. 


Sugqttd natal 
Drer nooo lang ths sold l9ag! 


HANCOCK MANUFACTURING Inc. 


131-137 S. Second St. ® Philadelphia 6, Pa. 








One set on 
12 Cards ir 


a 








OLD PAL FISHING GOODS MFR'S. ,/,\ 


DIVISION OF 
PENN METAL WARE CO., WILKES-BARRE, PA. 
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* MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY e MARSHALLTOWN, IOWA 
eee 


CMe, | (A FAST SELLING | 
ae for every “pregerred by all SWEETS 


yl Lemmon aaaacati | SINKER | DEMAND IS GREAT py 
>: See SQUID Fishermen save up to 50% by casting 


























nly their own. It’s mighty easy . . . inter- 9 
: and esting . . . and economical . . . with FA 
in- ‘iG Sweet's sinker, squid, and jig molds, 
ases " available in 350 sizes and types. 
07 Standard auger bits 
: | issizes Mie") ||| FMOLDS Jc... sweet & SON dem », 
oe peony oo 505 Adam St., Tonawanda, N. Y. 
electric drills | ge ~ am St., awanda, N. y 
ked 13 sizes (“4e” to '%e") | YOoe OOO ~ 
wT lar WRITE FOR 


COMPLETE FREE 


’ Sales Office: 4 ] i Bl . 
Vudwag The Arcade, Cleveland, Ohio g \\\\ | \ =e 
- THE MIDWAY TOOL‘CO., INC. Factory: Melvin, Ohio aoa * 









































0.7 
5.4 » 
wn = Before you piace your next order 
rel eS “Sees ce- “BRUSHWISE | 


f Attention Salesmea! Territories Opes CORPORATION 








| y 
STEEL FENCE POSTS | 
i’ ey? er with self-fastening _ || 
ugs. No Staples Required. ¢ All 
: «purpose FAMILY 
DEALERS! r 
write us. Attractive prices and’ | |) ¢ FAUCET REPAIR SET 
delivery dates. Sells fast at $2.95 


Manufactured by d a Mal ~atal old 
RUDOLPH POULTRY EQUIPMENT CO. Send for new O’Malley Catalog Folder 


Vineland, N. J. a EDW. O'MALLEY VALVE CO. 
=||— | @ 7602 Greenwood Ave. CHICAGO 19 





























One Set in a 


un! DOMES OF SILENCE 22 
ORIGINAL “ane 


1%” 1%” %” 


SELL ON SIGHT when these attention-compelling con- Ye Oh" Ma" 


tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly over all flooring; 





One set on a Card 


12 Cards in a box. save floors and furniture. For years the favorite with house- 
wake Ly” 1” owners and furniture manufacturers. 

















Ask your jobber or write 
DOMES OF SILENCE, Division of 
ROBERT E. MILLER & Co. INC. 


35 PEARL STREET NEW YORK CITY 


cine Or sik — 


ed sue 


2 
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LINE OF 


Gorda Beauly 


LAWN SPRINKLERS 


at LOW PRICES 


A NEW 





Attractively lacquered in 
green and red, non-corrosive 
(aluminum and brass) 


OFFER THESE: 
FOR 59 Sprinklers to 


cover 20 ft. circle held in posi- 
tion with spike. Swirling, evenly 
distributed umbrella of water 
obtained without moving parts. 


For 98c 


Like the sprinkler above, 
but held in position with 
three legs. 


For $1.45 


A fast action, two arm 
sprinkler to cover a 40 fet. 
circle with a fine spray. 


For $1.95 


A 3 arm revolving 
sprinkler to cover 
a 40 ft. circle. 


For $2.49 


An unusual 2 arm 
sprinkler to cover a 
50 fe. circle with three 
jets providing even 
rain drop saturation. 


@ The revolving bearing on these 
three sprinklers is raised by the water 
pressure of the column of water and 
floats freely on the column of water 
while revolving ... no friction... 
no wear. 


Sure to be “best sellers” for you this 
summer! Write today for new illus- 
trated literature. 


ALUMINUM ALLOY 
PRODUCTS CORP. 


FORESTVILLE 3, NEW YORK 
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Here Are Ideas 
To Win Customers 


HERE comes a time in every 

merchant's life when he has the 
need to dig into his merchandising 
scrapbook for ideas which will fit 
specific and seasonal sales pro- 
motional needs. Following are a 
number of actual ideas which have 
been tried by independent mer- 
chants and found profitable. Per- 
haps you can find a number which 
will aid you in making more sales. 
A prophet once said, “Ideas rule 
the world.” They also fill the cash 
register. 


Mimeographed Bulletin 


In a sheltered alcove of his store 
entrance, one dealer has a small 
attractive stand which contains a 
large supply of “Special Sale” 
items mimeographed on a single 
sheet of paper, both sides. A sign 
invites people entering the store to 
take a sheet and study the bar- 
gains offered for the day. 

Usually the bargains are offered 
for three days—then a new set of 
advertised. The 
management reports that this idea 
is inexpensive, is well liked by cus- 
tomers and that it promotes many 
If a store doesn’t 
have a sheltered entrance, such a 
display rack could be placed just 
inside the main door. 


items is store 


additional sales. 


4 *% 


Trading Post Program 

A very successful, well received 
Trading Post radio program is 
sponsored by one merchant who 
states that it is the best advertising 
medium The 
adver- 


he has ever tried. 
which 
tise or sell anything stocked by the 


program, does not 
merchant himself, is a service fea- 
ture for customers who want to 
buy or sell household merchandise. 
such as washing machines, sewing 
machines, furniture, alarm 
clocks, baby buggies, and a wide 

of Letters and 
are the 
station itemizing the articles the 


rugs, 
variety articles. 
cards received at radio 
sender has for sale, or wants to 
buy. There is no charge for this 
service. 

Incidentally, there are several 
items that cannot be advertised on 
this program, says the merchant. 
They are real estate, cars and cat- 


ete aeaunaease 


esau wee «at 


| 


O 
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Sell SIMPLEX | 


and cash in on every! 
customer JACK need! 


nen anes ecm 
WIREGRIP prec 
Belt Hooks 
extra’ = (pater 


cligning card 
more rigid, 


etesunn 


a MTSE == Bn A | ing perfect | 

. . ’ ment of h 

Single or Double Acting me tana (Baie 

1% to 35 _ ey 4 : ding belt 

ra A “ 

—_— ee rn ae. i applied with 

Lift full capacity on cap or toe. lacing machir 
Rugged construction for heavy ' 

duty. tq pLatecrie 

, J as <0 

' Belts. Make 

e dust-tight joi 

. HYDRAULIC JACKS [te Meera 

8 Models — 3 to 100 Tons Cap. Spread tensic 

Safety Tested to 50% Overioad. ly across b 

= The finest hydraulic jack you natural trough 


can sell! Neoprene packing 
seals—plus many other exclusive Simplex 
features for safer, easier-to-use hydraulic 
jacking power. 


and operate 
over flat, crov 
take-up pulley 
for belts fro 
to I" thick. 
she plied anywher 
88% Easier Lifting * 4-Way or 
Ratchet Head * Malleable Housings 
31 Models—10 to 24 Tons Cap. 
A single chrome-moly ball, nested 
under corrugated cap actually re- 
duces friction 88% — ball won't 
flatten; cap can’t slip. All purpose 
jacks for rugged action. 
SEND TODAY FOR SIMPLEX CATALOG 49 — 
Let the complete Simplex line show you the way 
to more profits on every type of jack customer. 


Simplex 
SEVER - SCREW . HYDRAVIIC 
Jacks 
TEMPLETON, KENLY & COMPANY 
1056 5S. Central Ave. Chicago 44, Illinois —- - 


STEELGRIP Flex 
clinches over 
strong, flexibl 
rocker pins or 
conveyor belt 


ARMST 


5348 Northv 








ofaster turnover + less outlay 0 





omore customers and profits 
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oROMPLETE LINES® 


OF BUILDERS HARDWARE 





NOW IST 
to get the ‘ 
on Power Ti 
going places 
HA-25 for di 


OFFERED BY 





HARDWARE ®@ 
MANUFACTURING CO. 


TRENTON © 4 + NEW JERSEY © USA 
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ARMSTRONG - BRAY 


WIREGRIP precision made 
Belt Hooks come with 
extra’ (patented) biue 
cligning cards—are held 
more rigid, assur- 
ing perfect align- 
ment of hooks— 
less hook loss from han- 
dling—a better job when 
applied with any make 
lacing machine. 6 sizes. 



















PLATEGRIP Fasteners 
for . . . Conveyor 
Belts. Make strong 
dust-tight joints in 
belts, of any width. 
Spread tensio.. sn:torm- 
ly across belt, allow 
natural troughing of belt 
and operate smoothly, 
over flat, crowned or 
take-up pulleys. Sizes 
for belts from '%," 
to I," thick. Easily ap- 
plied anywhere. 


STEELGRIP Flexible Lacing, applied with a hammer, 
clinches over and protects end of belt. Makes 
strong, flexible joints. Boxed with 2-piece hinged 
rocker pins or can be obtained in long lengths for 
conveyor belt use. 


ARMSTRONG-BRAY & C0. 


The Belt Lacing People 


5348 Northwest Hwy. Chicago, Ill. 
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Speun: 


WOODWORKING POWER TOOLS 




























Comparison with power 
tools selling for much more 
will show you why the big 
swing is to Sprunger. 

The precision built fea- 
tures, and the rugged con- 
struction make a hit with 
home workshop men who 
appreciate fine tools. 

They have heard about 
Sprunger — They want 
Sprunger—Show Sprunger 
and you'll sell Sprunger. 


MILLIONS 
Are being told 


about Sprunger Power Tools 
thru advertising in Popu- 
lar Science, Popular Me- 
chanics, Home Craftsman, 
Popular Homecraft, Sci- 
ence and Mechanics. Tell 
these prospects you stock 
Sprunger with free mats 
and watch sales zoom! 


NOW IS THE TIME 
to get the Sprunger story 
on Power Tools that are 
going places. Write Dept. 
HA-25 for détails. 


SPRUNGER BROS.INC. TOPEKA, IND. 
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tle. 
vertised on the program is also 
posted in the store and this at- 
tracts many people every day. 


A complete list of items ad- 


Farm Bulletin 
bulletin, 


size is 


A monthly, printed 
measuring 6 by 9 in. in 
issued by one retailer every month, 
to his farm trade. He says that 
the bulletin, usually of four pages. 
has_ tripled 
farmers in five years. 
mailing to 2400 rural boxholders 
the merchant $45. 
Farmers who miss an issue for one 
reason or another, often telephone 
to find the reason. They like the 
paper. The merchant uses no dis- 
play ads in this publication what- 
ever. He puts in a paragraph now 
and then about the products he 
but most of the bul- 
farm 


his business from 


Printing and 


costs only 


has for sale, 
letin§ is 
household recipes, jokes and local 


devoted to news. 


news interpretations, free sales and 


exchange column. Almost any 
merchant could issue a_ bulletin 


of this type every month to cus- 
tomers and prospects, publicizing 
the its products and the 
owner’s philosophy of life. The 
cost would only run $500 or more 
per year, based on the above mer- 
chant’s actual publication list. 


store. 


* 

X Marks the Spot 
In one middle western city, 
there’s a store whose neon sign 


*X Marks the 


emblazons the copy 


Spot.” The store’s advertising, 
its billheads, letterheads, calling 
cards, etc., all carry the same 


in large type below the 
The owner chose the 


slogan, 
firm’s name. 
slogan just to make people remem- 
ber his store, he says. and it does 
just that. He has no connection 
with a detective agency or investi- 
gation bureau. He merely 
the slogan because it was outstand- 
ing most people’s minds. People 
who tell their friends to shop at 
this store say, “Look for the sign 
“X Marks the Spot’.” 


miss it. 


chose 


They never 
% % % 


Teacher Tours 


Many retail stores today extend 
invitations to teachers and _ their 
pupils to take conducted tours 
through their establishments, learn 


RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates © Sheets 
Tubing © Allegheny Stainless ¢ Alloy 
Steel © Safety Floor Plate ¢ Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphio, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, Son Francisco 


























NOW! FOR EVERY 
HARDWARE STORE 
POWER 









With é 

the Amazing ] 
New Automatic 
Clutch Control 


New! Outstanding! Building your 
rofits to new heights—for HOMKO jm 
ee all those features your customers 
have been clamoring for! ! Automatic 
operation—no gadget or lever to use! 
Walking speeds are easily regulated 
by engine acceleration. Massive rub- 
ber tired wheels with a choice of 
standard, or over-size ures for high 
cut of grass. Easy storage. Write 
today and learn how you can profit 


DEMAND 
DEPENDABLE 


Homke 


TRULY A 


QUALITY 
PRODUCT 


with HOMKO Lawn Equipment! CHOICE OF 

Built-in Recoil Starter available BRIGGS OR 
at pag Ryrcgicronsy ven _ CLINTON 
© refarl uv ’ ENGINE 


20” to retail under $100 
24” to retail under $150 


WESTERN TOOL & STAMPING CO. 


2725 SECOND AVENUE, DES MOINES 13, IOWA 
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The Peerless 


FREZO FREEZER 





Outstanding 
FREEZER VALUE! 


Peerless FREZO is today’s 
biggest 


ice cream freezer 
A 
quality freezer, attractive- 
Made by the 


makers of the well known 


value. sturdily built, 
ly priced. 


Peerless Freezer, for mak- 


ing smooth ice-cream 
quickly, easily, economi- 
cally. 


Priced for quick turn-over. 


Household Sizes: 2 to 8 Qts. | 


Features 


DASHER WITH 
ADJUSTABLE SCRAPERS 


GEARLESS CAN TOP 
TALL CAN 


GEAR FRAME 
GEARS INCLOSED 


»>e (1 ©0-— 


} 








HARD WOOD 





| 
ASK YOUR JOBBER or write 
us for complete information. 
| 
| 


The PEERLESS FREEZER Co. 


Winchendon, Mass. 
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certain merchandising processes 
and the like. The teachers often 
are glad to bring the pupils, be- 
cause the process is educational 
and offers opportunity for theme 
writing and merchandising studies. 
Some towns even stage a one night 
“welcome party” to new and old 
teachers. Not only do such proj- 
ects build better relationships, but 
they help build local business and 
promote plenty of loyalty to the 
home town. 


% 


Advertisements That Honor 


If a merchant so desires, he can 
get excellent material for a series 
of ads right in his home town or 
city. Every school, hospital, char- 
itable organization and other note- 
worthy group likes the right sort 
of publicity. A merchant can give 
these groups institutional publicity 
in his ads from time to time, print- 
ing pictures of individuals, build- 
ings, processes and the like. Much 
good will can be built in this man- 
ner, and a high reader interest can 
Eventually the 
merchant gets more business be- 


be given to ads. 


cause of such community service. 


+ * 


Shopping Centers Grow 


There has been a decided growth 
in the popularity of shopping cen- 
ters throughout the nation, espe- 
in large cities. However, 
small towns are also finding shop- 


cially 


ping districts useful. A case in 
point is Port Edwards, Wis. 


Aided by a large paper company 
which is located in Port Edwards, 
a group of nine merchants banded 
together to create a fine shopping 
center in the little town, with each 
unit inter-connected. The unit also 
has a drive-in with parking facili- 
ties; there’s a city hall in the build- 
ing, as well as offices for profes- 
sional men. It’s a compact, mod- 
ern trading center that is winning 
many new customers for the town. 


* * * 


Photo Highlights 


Businessmen in one city adver- 
tise in a weekly photo page in 
the newspaper which is entitled 
“Photo-Highlights of the Week in 
Local Business.” 

The page shows picture scenes 








woonD 
JOINERS 


SKOTCH 


A Steady 
Profit Puller 


Every 










ss 
Pe Ma 
WosnMAr 
EN 8” x 10” carton display 
* printed in red ond black 
or on cords for bin display 
Here's a wood joiner that really 
HOLDS . . . and holds without|/SCREENS 
cutting or splitting wood fibers. y ! 
Applied like a nail. Patented) 27 
prongs pull wood together for} TABLES 
tight strong joint. Works equally 
well on square, mitre, "T", split or} == 
dado joints. Perfect for repairs —) 
making screens, etc. Easily dis- scmman 
played on counter or in self-ser- \ 
vice bins. \ i 
Free Sales Helps ...| 2 
Sample wood joints that show uses 
of SKOTCH Wood Joiners plus a new gy 
counter folder are yours FREE. Ask CHAIRS 
your Jobber or write direct for gen- 
erous supply. Dept. HA2. ~~ 
as 
SUPERIOR FASTENER CORP. | |= 
2949 ELSTON AVE.. CHICAGO 18, ILL. SIGNS 

















__ GRIPS LIKE A VISE 


SHELBY 'S MONTHLY FEATURE 














+ 4 


SCREEN DOOR GUARDS 
Series 115 00 00 





BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 









Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 
builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


" Chel 
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Since 1898 


SPRING HINGE CO. 


SHELBY, OHIO 
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from various stores and businesses, 
along with outlines describing 
them. The pictures and the space 
occupied by each store’s ad sells 
the same as regular display adver- 
tising. Readers look for this page 
once a week, because they like the 
pictures, which usually show new 
merchandise, improvements and 
services. 


* * * 


White Elephant Auction 


When merchants of one city 
found themselves burdened with 
considerable “cats and dogs” mer- 
chandise, they staged a_ public 
auction of the merchandise in a 
local hall. More than 50 mer- 
chants contributed stock to the 
auction. and a huge crowd of 
people came to see it auctioned off 
and to bid on many of the items. 
The event was such a success that 
the merchants plan to stage the 
event annually on this type of 
merchandise. 

% cd e 
Shopper Specials 

Retail stores in one large city 
publish a full page of small 2-in. 
by 2-column “shopper specials” 
each Thursday to promote busi- 
ness in their area. Each store fea- 
tures only one bargain, and all ads 
are the same size on this page. 
The copy is in two colors—red and 
black. The page attracts a great 
deal of attention, with shoppers 
eagerly scanning the ads for spe- 
cials they want to buy. 


+ * * 


Million Dollars on Display 

Realizing that the public would 
like to see what a million dollars in 
one lump sum looks like, a bank 
president in a middle western town 
put a million in cold cash on dis- 
play in his bank lobby under a big 
plastic dome. 

The display was surrounded by 
thick wire screening, and there 
were 12 armed guards on duty all 
the time the money was shown. 
Thousands of people flocked to see 
the display, the bank gained many 
new customers and many pictures 
of the display appeared in state 
and national newspapers. This is 
a stunt which has many possibili- 
ties for adaptation in various 
stores. Why not work on it? It’s 
well worth trying. 











Smart Electric Door Chime 


STYLED BY A FAMOUS DESIGNER 


Perfect touch to every decorative 





















scheme is the classic simplicity of 
CHORDETTE ... styled by famous 
designer, Lurelle Guild. In chrome 
and white or mahogany and brass. 
SIZE: 11/2” high, 5” wide, 3” deep. 


OFFERS 3 MUSICAL 
ADVANTAGES 


(1) Announces front-door callers 
with melodious chord continuing 
as long as entrance button is 
pressed, (2) Sounds a sequence of 
two symphonic notes as a rear- 
door signal. (3) Unmatched tone 
purity assured by Edwards’ exclu- 


sive Sonoscope testing. 


Chordelle 


Retail price $795 







Epwarps 


Fatrfax retail $795 


NON-ELECTRIC CHIME a CB iieps ZEL 


musical hit with every- 
one! Looks like a knock- 
er...sounds like a chime! 
No wires, no time or 


Edwards Company, Inc., Norwalk, Conn. 
trouble installing! 


In Canada: Edwards of Canada, Ltd. 
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DEPT. HA2 


Keeps BAIT ALIVE 
90 HOURS sor 


COSTS LESS THAN Ic 
AN HOUR TO OPERATE 


%& Provides abundant life sustaining oxygen 

%& Saves buying more bait than needed 

% Permits bait buying at lowest prices 

%& Ends frequent water changes 

¥%& Assures live bait on long trips 

% For fresh and salt water bait 

Hooks on bait pail . . . Simply turn unit upside 
down to stop oxygen action 


Complete Kit $3. a + « « Refills 89c each. 
Order from Jobber .. . if he does not handle, write 


SATISFACTION GUARANTEED 
AT YOUR DEALER OR WRITE 


MINN-OXY INC. 


3105 E. 42 ST, MINNEAPOLIS, MINN 


or Kenora Specialty Co. Ltd., Kenora, Ont 








does the whole job 
“when you buy garden 
tools from the 


COMPLETE line... 


TRADEMARK 


€wco 


KANSAS CITY, MISSOURI 


@ Grass Whips 
@ Flower Pickers 
@ Lopping Shears 
@ Tree Trimmers 
@ Pruning Shears 
@® Grass Sickles 
@ Hedge Shears 
@ Weed Cutters 


PLUS many other 


items, and several 
styles in each line. 
Everything for the gar- 
dener, and everything 
the best. 


Sead for free information today! 
Export cngutries also tnutted. 


) NEWMA 


Kansas City 2, Mo. 
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CONVENTIONS 





Alabama Retail Hardware Associa 
tion, annual convention and_ exhibit, 
May 17-19, at the Tutwiler Hotel, Bir- 
mingham, Mrs. Euna G. Ramsey, 509 
North 19th St., Birmingham 3, secre- 
tary. 

American Hardware Manufac- 
turers Assn., 98th semi-annual con- 
vention meeting jointly with the 59th 
annual convention of the Southern 
Wholesale Hardware Association, 
April 2-6, at the Netherland-Plaza Ho- 
tel, Cincinnati, Ohio. Arthur L. Fau- 
bel is secretary-treasurer of the manu- 
facturers’ association with headquarters 
at 342 Madison Ave., New York City 
17. T. W. MedAllister, 814 Metcalf 
Bldg., Orlando, Fla., is managing direc- 
tor of the wholesalers’ group. 


Builders’ Hardware Conference, 
Fifth Annual Pacific Coast Regional 
Conference, May 17-19, at the Ahwah- 
nee Hotel, Yosemite National Park, 
Cal. Sponsored by Districts 18, 19, and 
20 of the National Contract Hardware 
Association and of the American So- 
ciety of Architectural Hardware Con- 
sultants, 420 Madison Ave., New York 
City 17. John R. Schoemer, managing 
director. ' 


Florida Retail 
Georgia Retail Hardware Associations 
will hold their annual convention joint- 
ly in May, at the Seminole Hotel, Jack- 
sonville, Fla. William W. Howell, Way- 


cross, Ga., secretary for both groups. 


Hardware and 


Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 
hold their annual convention jointly in 
May, at the Hotel Seminole, Jackson- 
ville, Fla. William W. Howell, Way- 


cross, Ga., secretary for both groups. 


Housewares and Home Appli- 
ance Exhibit, July 10-14, at the At- 
lantic City Auditorium, Atlantic City, 
N. J. Sponsored by the National House- 
wares and Home Appliance Manufac- 
turers Association. A. W. Buddenberg, 
executive secretary, 1140 Merchandise 
Mart, Chicago. 


COMING 







AND 
EVENTS 















Industrial Supply Convention, 
May 22-24, at Atlantic City, N. J. Con- 
ference booths at the Public Audi- 
torium Convention is sponsored jointly 
by the American Supply & Machinery 


Manufacturers’ Assn., general manager, 
I. Kennedy Henson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


Louisiana Retail Hardware Asso- 
ciation, annual convention, March 20 
21, at the Hotel Heidelberg, Baton 
Rouge. David O. Mansfield, 226 S. 
State St., Jackson, Miss., is secretary. 

Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, at 
the Buena Vista Hotel, Biloxi. David O. 
Mansfield, 226 S. State St., Jackson, is 
secretary. 

Missouri Retail Hardware Associa- 
tion, annual convention and _ exhibit, 
March 7-9, at the Jefferson Hotel, St 
Louis. Louis C. Kreh, 1189 Arcade 
Bldg., 812 Olive St., St. Louis, secre- 
lary. 

National Contract Hardware As- 
sociation and its affiliate, the Ameri- 
can Society of Architectural Hard- 
ware Consultants, annual convention, 
Sept. 18-21, at the Kiel Auditorium, St. 
Louis, Mo. John R. Schoemer, man- 
aging director, is located at 420 Madi- 
son Ave., New York City 17. W. E. 
Peterson, Shapleigh Hardware Co., is 
chairman of the General Convention 


Committee. 


National Hardware Weeks, April 
28-May 6. Sponsored by the National 
Retail Hardware Association, Indian- 
apolis, Ind. Rivers Peterson, managing 
director. 

National Hardware Show, Oct. 
2-6, at Grand Central Palace, New York 
City. Sponsored by National Hardware 
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s , Show, Inc., 331 Madison Ave., New 
| York City; Frank M. Yeager, director. ——= 
Oo 4 National Retail Hardware Asso- 
ciation, annual congress, July 17-20, at WA N TE D 
Circular Saws Seattle, Wash. Rivers Peterson, 333 


No. Pennsylvania St., Indianapolis 4, 


ond Dodo Heads Ind., managing director. 
North Dakota Retail Hardware As- SA LE Ss ta A N AG & R 

SoHi TOOL CO., INC. sociation, annual convention, March 21- 
OSHKOSH, WISCONSIN 23, at Bismarck Convention headquar- New England 

ters, Patterson Hotel; exhibit, Audi- 
torium. Miss Clarine Sherwood, 24 | Tool Manufacturer 
Clifford Bldg., Grand Forks, secretary. 
Northern Wholesale Hardware 
Co., annual convention and merchan 








"SNAP-ON" 
BRUSHHOLDERS 


Old-established nationally- 
Protect all Paint Brushes by . 





































suspending them by the han. dise show, March 12-14, at company known manufacturer of hand 
dies. Keeps bristles straight headquarters, 805 N. W. Glisan St., tools offers opportunity as sales 
and handles clean. Portl: Ba cae : a . : 
wtland, Ore. Stockholders’ annual head las 
head. Considerable travel. Com- 
HOLDS ANY BRUSH TO ANY CAN meeting, Monday night, March 13. neu wenn Aih.t Welie ontn 
on, Retail for 10¢ each South Dakota Retail Hardware pan) ‘a te of 
need 1 CARTON (36) $2.25-— 1 GROSS $8.00 | Association, annual convention. March plete : etails oO experience, 
adi- BE &). ENTERPRISES, INC., VERONA, N. I. 7-9, at Sioux Falls, S. D. Convention following, salary ex pected. 
atly headquarters, Cataract Hotel; exhibit, Confidence fully respected. 
ery Coliseum. O. R. Baily, 605 So. Euclid 
Ber, p Ave., Sioux Falls, secretary 
dg. , N EW FARM-wIsE | Southern Whole in Hardware ® 
& f Ss r 
it on neg nism Assn., 59th annual convention meeting 
a ers Quick Sales—More Profits - : . 
ee intly with the 98th semi- al con- 
505 Makes possible low-cost, automatic out- yo — ; : te pe epses a Address Box N-629 
ee door watering the year-round—even in vention of the American Hardware Care of HARDWARE AGE 
weather. asy ° nstall. | 7 . a ay e. 
or Guaventeed tor ane wear, Penderd wade | Manufacturers Association, April 100 East 42nd St., New York 17, N. Y. 
ai discounts. Delivery NOW! 2-6, at the Netherland Plaza Hotel, 
-” Write for Catalog Sheets and Prices Cincinnati, Ohio. T. W. MedAllister is 
CALF-TERIA SALES, INC. managing director of the wholesalers’ 
$s0- Dept. B Fort Wayne 3, Indiana | association with headquarters at 814 ee 
° (SN) en -  e Re SS  SRUMIRER RAe » , . , _ 
20 Metcalf Bldg., Orlando, Fla. Arthur L. 
ton Faubel, 342 Madison Ave., New York 






Sportsmen’s Shows: National 


S. City 17, is secretary-treasurer of the THE LAST wo R D IN 
| | GLADIOLUS BULBS | 2c" RRMA RE 
















ssi for counter trade, rainbow mixture. f ‘ ‘ : i 
at Size one inch in diameter $13.00 Sportsmen's & Vacation Show, Feb. STOVE PIPE WIRE 
O. per 1,000 f.o.b. St. Anne. Retail for 18-26, at Grand Central Palace, New 

. 50¢ per dozen. Also bulbs packed Visk Cie* Katernationd Soars & Ou COIL AND SPOOL 
is : as Gan Se ee ork City; International Sports & Out- ASSORTMENT 

smagle and pelece ni door Exposition, March 3-12, Interna- 

in | tional Amphitheatre, Chicago; Buffalo 
bit JOHN SCHAAFSMA Sportsmen’s & Boat Show, March 17- STRANDED 

Sp. R. F. D. 3, ST. ANNE, ILLINOIS 24, at Memorial Auditorium, Buffalo, AND SOLID 

i N. Y.; Detroit Congress Sportsmen s CLOTHES LINE WIRE 
ade 








& Vacation Show, March 25-April 2, 


re- at Fair Grounds, Detroit, Mich. Shows BRASS, COPPER, 
WHEN YOU WANT 10 we HEARD at Fair Grounds, Detroit, Mich. Shov DARK. TINNED, 


sponsored by Campbell-Fairbanks Ex- 





























\s- positions, Inc., 929 Park Square Bldg., GALVANIZED 
ri- Boston 16; 139 E. 57th St., New York COILS AND SPOOLS. 
rd- City 22; 28 E. Jackson Blvd.. Chicago | f, 1 OZ. TO 20 LB. 
on, 1; 331 Andrews Bldg., Buffalo 2: 1331 PACKAGES 
St. i Bldg., Detroit 26. BRAIDED 
an- Triple Mill Supply convention, see PICTURE WIRE 
di listing under Industrial Supply con- 
E. vention. STRANDED 
is Virginia Retail Hardware Associa AERIAL WIRE 
ion tion annual convention; March 21-23, RADIO 
at Roanoke. Convention headquarters, ACCESSORIES 

sril | Hotel Roanoke: exhibit, American Le- SOLDER AND PASTE 
- ; . eo | gion Auditorium. G. T. Omohundro, SOLD THRU JOBBERS ONLY 
an- Speak to the right “class"—in | Js. Seatteville, secretary. SEE YOURS FOR PARTICULARS 
ing the Classified Opportunities West Virginia Hardware Associa- 

Section of tion, annual convention and exhibit, 

| March 13-15, at the Greenbrier Hotel, | 

det. HARDWARE AGE | White Sulphur Springs, W. Va. James | WIRE CORPORATION 
ork inden dente. New York 17, ".¥. | | C: Fielding, 1628 McClung St., Charles- | $40 58 Raa 
ara | nad, © Vk. cceten: LONG ISLAND, NEW YORK 
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Help Wanted, Accounts Wanted | Samples of Merchandise, Literature, Catalogs, 
3 ee * etc., will not be forwarded to box number 
Business Opportunities BOXED DISPLAY RATES advertisers unless accompanied by sufficient Sales 1 
Representatives Wanted, etc. $8.00 Per Column Inch Poms Cat CHR. 
R F HARDWARE AGE is published every other 
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[ Help Wanted _| [Sales Representatives Wanted } [Sales Representatives Wanted | ie Sas 


trade in e 











| States and 
SALES MANAGER. GROWING WHOLE PAINT SALESMAN WITH FOLLOWING SALESMEN. IF YOU ARE LOOKING care of I 
} ag gy hg mtg located in | AMONG PAINT AND HARDWARE STORES | ror EXCELLENT SIDE LINE ITEM, selling New York 
hio, wants ales i mae: § — — to sell a Low Priced but Quality Line of Paints. | ¢. Piumbing and Hardware Jobbers. We have 
are opportunity for right man otadrese vee | Varnishes and Enamels. Address McNamara | One New Plumbing Specialty going over very a 
: care of Harpware Ace, 100 East 42nd | Paint Co., Inc., 433 Leland St., Detroit, Michi | big See our Ad Page 207, Jan. 12th issue 
St., New York 17, N. Y. gan. | Tiarware AGE. Write Fulton Products Co., 
| Bernordsville, N. J. SALES 
| Salesmen « 
—— ee eee - sell a Com 
_ a - ; = a ee _ Wheels fri 
| 10% com: 
territory n 
i aia . : s tacted. W 
SALESMAN WANTED, calling on Retail PLUMBING SPECIALTIES — SALESMAN W. Washi: 
eee as nee Hardware Trade and Lumber Yards, to repre | WITH FOLLOWING for established New York 
_OFFICE AND CREDIT MANAGER for | sent our Mitre Box Product, considerable territory | Firm. Sell to Hardware Stores and Plumbing 
New York Hardware Distributor and Manufac- | open, straight commission basis, give experience | Contractors. Choice (protected) Territories Open. — 
oe a Knowledge of all types of of- | and territory now covered in vour reply to Arrow- | Commission. Replies confidential. Address Box 
the pao _ ee” ae ond Industries, P. O tox 456, Detroit 4 . 2 care of Harpware Ace, 100 East 42nd MANU 
» e yrete Address >. I 044, é Michigan ) ‘4 MAN U 
of Harpware Acer, 100 East 42nd St., New York ' : oe ee ay Fe 'Y- WOOL—S 
7. ritories ope 
representat! 
‘se . a sa houseware, 
tected com 
your territ 
Te ene TT SALESMAN; EXPERIENCED ONLY; Met grade, and 
SALESMEN OR FACTORY REPRESENTA.- | ropolitan Area or Out of Town for Distributing of Harpwa 
| TIVES who have a good following with the | and Manufacturing Hardware Firm; to call on 17, N. ¥ 
| hardware or housewares jobbing trade. We have | Store — gg Restaurant — 
, . : FO OE as ' Sa eee a few territories open. Our line is nationally | ment Dealers, Sheet etal Workers and Furni- 
FOREMAN WANTED TO TAKE FULL | known. We pay high commissions. Excellent | ture Trade. Good opportunity. Address Box a ales 
CHARGE OF BRUSH FACTORY Must un- | year round sellers. Protected territory to pro- | N-645, care of Harpware Ace, 100 East 42nd 
derstand manufacturing and have knowledge of | Gucers. Write General Sales Manager, Ohio | St., New York 17, N. Y. SALES 
bristles. Address Box N-686, care of HARDWARE | Products Company, North Madison, Ohio vp ee of S 
AcrF, 190 East 42nd St., New York 17, N eg ed 
the Chain, 
im . eee Wholesaler: 
| particularly 
— : == ee ee foes : - cellent oppc 
| | WANTED: HARDWARE DEALER SALES leads furni 
| MAN to travel U pper Peninsula of Michigan. Michigan, 
| wholesale hardware. Selling experience necessary Upper Ne 





OLD ESTABLISHED NEW YORK FIRM | Age 25-45. Salary plus commission. All ex Florida, Te 

















a 
DESIRES SALESMAN with allied lines to sell penses. Car furnished. Applicant give full in zona, Color 
{ ° | Plumbing Specialties to hardware trade, 5'2 per- | formation about yourself and business activities care of HA 
‘Sales Representatives Wanted | cent commission. All territories open except New | over the past five years. Address Box N-678. York 17, D 
York City, Philadelphia afid States of Connecticut | care of HarpwareE AGE, 100 East 42nd St., New 
and New Jersey. Submit references and _ terri York 17, N. Y 
tories desired. Our salesmen have been informed tiie 
| of this ad. Address Box N-673, care of HaArp- 
wARE AcE, 100 East 42nd St., New York 17, | _ _— ee ee a ees 
nm. Y. a 
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MANUFACTURER OF A QUALITY LINE HAS A , 

i Se eae OPEN. ae ante orae.. | SIDELINE SPECIALTIES + ne wane 

INGS. ONLY EXPERIENCED M HE 5 for Salesmen with Established Hardware Store Ac- 
LISHED TRADE CONSIDERED. | counts. Plumber and industrial accounts mean added ee 
Address Box N-676, care HARDWARE jee | profit. No heavy samples, protected territory, commis STERLI 

100 East 42nd Street, p York 17, sion basis. Reply by letter and state territory covered, 
SENSATIONAL experience and lines now selling. 2345 V 

CITY SALES COMPANY 





5909 Kenmore Ave. Chicago 40. Illinois 








saat , | GARMENT HANGER BAR —— Bie 


HOLDS 8 TO 12 GARMENTS NEATLY. IT’S NEW AND | | 
ENTIRELY DIFFERENT. VERY HIGH COMMISSION. WAN 




















EXCELLENT SIDE LINE. CHOICE TERRITORY. WRITE =~ 
SALESMEN WANTED | | FOR DESCRIPTIVE FOLDER AND FULL DETAILS. ITS SALESMEN WANTED Lawn ‘and 
. ba a aaver 
sly advertised Hine Paint Brushes. Men with followin | | UNUSUAL POSSIBILITIES WILL IMPRESS YOU. To sell Cellulose Sponge Mops and other es 
ameng ardware, pa . e men stores, umber e P 
» d tailers. I w , stat 
Uma spmnitsseeetedwwrieries "Coed 0-1! KAYWOOD CORPORATION | )| territory ana'tines now selling. “0 
BRUSHWISE CORPORATION DEPT. H, 222 W. ADAMS STREET Write Box N-67!, care of HARDWARE AGE 
West Fourth at Mercer Streets New York 12, N. Y. | CHICAGO 6, ILLINOIS 100 East 42nd St., New York 17, N. Y. 
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Classthied Opporlunitiea. Sechion... 











[Sales Repnesentoiives Wanted |[ Accounts Wanted = Accounts Wanted _—« it 


SIDELINE SALESMAN WANTED calling | 


on retail hardware, sporting goods, and variety 
stores to carry a line of Leather Dog Collars, 
Harnesses, etc. Old established, reputable manu 
facturer offers protected territory; liberal} ¢om 
mission. Address Box N-682, care of HArpW ARE 
Ace, 100 East 42nd St., New York 17, N. 


SIDELINE SALESMAN WANTED. WANT 
ED EXPERIENCED SAI.ESMAN with car 
with following to sell Quality Lines to hardware 
and appliance stores and plumbing and _ heating 
trade in established territories in New England 
States and New York State. Address Box N-667, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y 


SALES REPRESENTATIVES WANTED. 


Salesmen calling on retail hardware dealers, to | 
sell a Complete Line of Steel Disc, Rubber Tired | 


Wheels from 4” in Dia. to 10” in Dia. on a 
10% commission. Give references and state 
territory now covered and number of stores con- 
tacted. Write LaGrange Metal Products, 4125 
W. Washington Blvd., Hillside, Tllinois 


MANUFACTURER'S AGEN STEEL 
WOOL—Steel Wool Manufacturer has few ter 
ritories open for aggressive active manufacturers 
representatives calling on wholesale hardware, 
houseware, paint and industrial trades Pro- 
tected commission basis. Write fully detailing 
your territories’ Steel Wool requirements in type, 
grade, and packaging. Address Box N-679, care 
of Harpware Ace, 100 East 42nd St.. New York 
17, N. Y 


SALES REPRESENTATIVE — to sell Fine 
Line of Syndicate Paint and Varnish Brushes to 
the Chain, Auto Accessory Jobbers, Variety 
Wholesalers and Wholesale Hardware Trade, 
particularly suitable as sideline, good earnings, ex- 
cellent opportunity with established manufacturer, 
leads furnished, following territories still open: 
Michigan, Indiana, Illinois, New England, 
Upper New York State, Georgia, Alabama, 
Florida, Tennessee, Arkansas, New Mexico, Ari- 
zona, Colorado and Utah. Address Box N-669, 
care of HARDWARE Acar, 100 East 42nd St., New 
York 17, N 








SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Hardware to Builders’ Hardware 
Dealers and Lamber Yards. Liberal Com- 
missions. Exclusive Territory. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, lilinols 

















WANTED—REPRESENTATIVES 


To handle Unusual and Well-Accepted Portable 
Lawn and Garden Sprinkling System. Nation- 
ally advertised. Applications accepted for all 
territories except Eastern Seaboard. 


Address Box N-662, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











NORTH AND SOUTH CAROLINA AND 
ALABAMA. Manufacturers Representatives want 


Toy and Hardware Lines for Above States. Pro 


| tective territory Commission. New York City 
office Address Box N-677, care of HARDWARE 
Acr, 100 East 42nd St., New York 17 y 


ATTENTION MANUFACTURERS AND 
MANUFACTURERS’ REPRESENTATIVES 
Sales Representative covering leading hardware 
jobbers, chain stores, Metropolitan New York 
Area desires One Additional Tool or Hardware 


Line Excellent references. Address Box N-68)), | 


care of Harnpware Ace, 100 East 42nd St., New 
York 17, N. Y 


ACCOUNTS WANTED —-HELP me start (as 
Manufacturer’s Representative) calling on Job 
bers and Chains in Oklahoma, Texas and Kansas 
Will consider the best in Hardware, Electrical or 
Plumbing. Will specialize on your merchandise 
if selected. Straight commission only Address 


tox N-672, care of Harpware AGe, 100 East | 


42nd St., New York 17, N 


ACCOUNTS WANTED. MANUFAC 
TURER’S AGENTS—TOOL SPECIALTIES, 
Established 1932. Covering all jobbers and whole 
salers in Hardware, Plumbing, Mill Supply and 
Lumber Yards We cover Wiscons sin, lowa and 
Minnesota. Additional Tool Lines of Fastening 
Specialties desired. Address Box N-683, care of 


Harpware Acer, 100 East 42nd St New York 
a: =. 2 


MANUFACTURER'S AGENT, METROPOL- | 


ITAN NEW YORK, calling on hardware whole 
salers and chains; ten years of representing 
leading factories; well known. Desire One or 
Two Major Lines, or New Products for con- 
centrated effort. Carry few lines and do large 
volume. Maintain office. Address Box N-640, 
care of Harpw are AGE, 100 East 42nd St., New 
York 17, N. 


ESTABLISHED MANUFACTURERS’ REP 


RESENTATIVES (MANA members) contacting | 


regularly hardware wholesalers and _ builders’ 
hardware contractors, cabinet and store fixture 
manufacturers, glass and mirror houses and ar 
chitects in California and Arizona desire Addi 


tional Lines on exclusive basis Address Box | 


N-681, care of Harpware Ace, 100 East 42nd 
St., New York 17, N 


DISTRIBUTORSHIP WANTED MANI 
FACTURER AND JOBBER with good credit 
rating looking for year-round fast selling items to 
complete his own line of seasonal burners, heaters, 
parts and accessories. Excellent reputation for 
quality products with established dealers in New 
England States and New York State. Write full 
details in first letter. Address Box N-668, care of 


| Harpware Ace, 100 Est 42nd St., New York 
| 3%, F 











NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadeiphia @ Detrotr 

Cleveland @ Louisville i 
Covering all classes of jobbers. We will carry : 
the accounts or you can bill direct. 
Write for further information and references 














MANUFACTURERS’ AGENTS 


covering the Midwest States, selling over 350 custom- 
ers including Hardware Jobbers and Hardware Chains, 
Automotive Jobbers and Ketail Chains, Electrical, 
Plumbing and Novelty Jobbers, Department Stores 
Mail Order Houses, Drug Chains — Manufacturers 
who sell outside products thru their Retail Deater 


me 
E E. LANE COMPANY 

624 soutn” M ontean AVE., Serene. Lt 
Tel. Harrison 7- 6354-5 














SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis, Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 














ATTENTION MANUFACTURERS: 


Financially responsible sales organization cover- 
ing Midwest States interested in securing the 
distribution or warehousing of any hard line 
product on a commission basis or handle the 
accounts ourselves. Give full particulars 


Ed Swade, 624 S. Michigan, Rm. 1114, Chicago 5, Ill. 














Aecounts Wanted 
HARD HITTING AGENCY, ESTABLISHED 
TWENTY YEARS, WILL ACCEPT GOOD LINES 
IN CHICAGO AREA. KNOW ALL HARD- 
WARE, HOUSEWARE, DEPARTMENT STORE 
AND CHAIN BUYERS. FOR COMPLETE IN- 
FORMATION 


Address Box N-684, care of nae Evie 
100 East 42nd Street, New York 17, 

















PENNA.—NEW JERSEY—MARYLAND 


We want a highly specialized line to sell. We 
cover better retailers and jobbers of Hard- 
ware and Farm Equipment, establishing and 
servicing dealerships. Write 


SYNCO—COMMERCIAL TRUST BLDG. 


PHILADELPHIA 2, PA. 
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| Bariness Opportunities TE Business Opportunities | 





FACTORY REPRESENTATIVE: ESTAB- 
LISHED AND WELL KNOWN to hardware 
jobbers, wholesalers and mill supply distributors 
seeks Line saleable to them for Metropolitan New 
York Territory and Vicinity. Hand and Small 
Tool Lines preferable. Address Box N-637, care 
of Harpware AGE, 100 East 42nd St., New York 
7, N.Y 


WELL KNOWN NEW YORK CITY SALES 
REPRESENTATIVES, twenty years’ experience 
calling on Leading Chain Store Syndicates and 
Jobbers would be willing to give 100% of their 
time to a reliable manufacturer. Maintain office 
Address Box N-685, care of Harpware AGE, 
190 East 42nd St., New York 17, N. Y 








| = Positions Wanted =| 





RESPONSIBLE POSITION WANTED by 
Hardware and Mill Supply Man, alert, with long 
experience as merchandiser, buyer. store manager 

capable to create and conducting advertising 
campaigns. Address Box N-636, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


SEEKING POSITION WITH OWNER 
OPERATED HARDWARE STORE. With view 
of future partnership or ownership Capital 


married and have long exp 
Address Box N-635, 
100 East 42nd St., New 


available. Age 32, 
rience in hardware field 
te of Harnware AGE, 
York 17, N 


POSITION WANTED 
HARDWARE MAN in all branches of the 
business retail and wholesale, experience in store 
departmentizing and display work, sign and 
show card experience, capable as dept. or store 
manager, wish to locate in Michigan, Northern 
Illinois or Indiana. Address Box N-675, care 
of Harpware Acer, 100 East 42nd St., New 
York 17, N. ¥ 


POSITION WANTED EXPERIENCED 
HARDWARE MAN with over thirty years’ cx 
perience as salesman, then owner 
a successful retail store desires position as Buyer 
in wholesale hardware house or as factory rep 
resentative for hardware or sporting goods lines 
Best of references. Southwest part of Country 
preferred. Address Box N-670, care of HARDWARE 
Ace, 100 East 42nd St... New York 17, N. Y. 


DEPARTMENT MANAGER—age 36, single, 
Experienced Merchandiser in housewares, sport 
ing goods, millwork, bridge furniture, adult games, 
toys, etc. Department store background in mod- 
ern merchandising methods, buying, control, store 
arrangement, salesmanship, etc Interested in 1e 
sponsible position. Location preferably in East 
Excellent references. Address Box N-687, care 
of Harpware Ace, 100 East 42nd St., New York 
17, N 
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EXPERIENCED | 


and operator of | 


FOR SALE--ELLIOTT ADDRESSING MA 
CHINE. Envelope Addresser, hand driven, auto- 
matic feed, may be converted to power driven, 
with accessories, like new, $170 F.O.B. Vermont 
Hardware Co., Inc., P.O. Box 259, Burlington, 
Vt 


FOR SALE HARDWARE STORE in 
North Hollywood, California, excellent location, 
full line of Paint, Electrical Supplies and Plumb- 
ng Price $15, 000. Address P.O. Box 571, 
North Hollywood, California 


FOR SALE—HARDWARE AND LUMBER 
| SUPPLY in New England. General hardware, 
| barn equipment, Hotpoint appliances, plumbing, 
heating and electrical supplies, paint, glass, root- 
ing and lumber. Planing Mill, House and Apart- 
ment. A wonderful opportunity for $30,000.00. Ad- 
dress Box N-665, care of HARDWARE AGE, 100 
East 42nd St., New York 17, N. Y 


FOR SALE GENERAL HARDWARE AND 
URNITURE, Appliances, Plumbing, Heating, 
Electrical Supplies. Store 35 x 60 with living 
upartment above. Also home, if desire. Ware 
house 40 x 60—two stories. In center of Village 
40 miles of Syracuse, Rome, Watertown or Os- 
wego. Wonderful opportunities. Reason for sell 
ing—to settle estate. Write for information. Ad 
dress Elbert W. Saltsman, Lock Box 45, Altmar, 
New York 


FOR ALE: CONTRACT HARDWARE 
AND BU ILDERS SUPPLY BUSINESS in 
Metropolitan Upstate New York City. 
over 250,000. Modern store, warehouse and yard 
on railroad Handling mason _ supplies, con- 

Jobbing setup on many build 


tractors tools, etc. 
| ers hardware lines. $50,000 required, which in- 


| Gross 


| cludes property. Address Box N-663, care of 

Harnware Acr, 109 East 42nd St., New York 
7, ee ' 

FOR SALE--RETAIL HARDWARE AND 


FURNITU RE STORE established over 37 years 
in a very fine rural community. Only hardware 
and furniture store in the locality, carrying com 
plete line of hardware, furniture, home-appliances 
paints, and also doing leading business in plumb 
ing and heating. Own franchises on leading 
lines of merchandise. Sales opportunities un 
limited. Address Box N-666, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N ‘ 


HARDWARE EXECUTIVE WANTS 70 
BUY Established and Profitable Hardware Bua 
ness in Western City over 10,000 population with 
climate suitable for asthmatic. Volume over $5°, 
000.00. Will consider buying interest in larger 
firm. Making western trip in April for personal 
interviews. Address Box N-664, care of Harp 
WARE Ace, 100 East 42nd St., New York 17, 
N. Y¥ 





HARDWARE STORES WANTED 


Anywhere in the U.S.A. 
Substantial Cash Buyers Waiting 
No obligation to list with us 


GOLDEN BUSINESS AGENCY 


Est. since 1918, Founded on Fidelity 
|__. 2525 BROADWAY, NEW YORK 25, N. Y.-J 











Over 60% Off! 


Brand new $200.00 show- 
cases for $75.00... brand 
new $60.00 flush type 
counters for $24.00. Yes, 
brand new . . . in their 
original crates in Grand 
Rapids, Michigan. The rea- 
son? We ordered too many 
... more than we could 
use. We're clearing them 
out at a fraction of their 
original worth or today's 
replacement cost. For full 
information write: 


Address Box N-598, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














FOR SALE HARDWARE STORE 


Eastern New York State, population 1200, es- 
tablished 28 years, hardware, paint, plumbing 
supplies, appliances, clean stock, two story 
brick and wood building—7 room apartment, 
large warehouse, center of business section— 

reason selling age and health. Price $20,000. 


Address Box N-661, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








Buy Savings Bonds 
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< » ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices . Nationally Advertised Products 
© hack saws © hand saws > © keyhole saws © hack saw frames 
. 60E A . . 
2A, © panel saws © mitre saws rl © coping saw frames © coping saws 
© pruning saws © wood chisels 7 0 © screw drivers © compass saws & nests 
rs TO @ block planes © fore planes My Ih e jack planes e smooth planes 
. VA 
re Basi FOR ACTION SALES... SS WAY SEE YOUR JOBBER IMMEDIATELY! 
ion with . 
r $59, _= - _— = = _— ————— aimee eee — —— 
1 larger o 
personal Housewives WANT 
» 
‘ork 17, G6 U 
the GENUINE 
No Wringing 
No Stooping 
No Splashing 
ED They know it, have seen it ad- 


4 j For your own 
fastest-acting, fastest-selling ran 


momma VATERLESS HAND CLEANER * QUICKEE 


mores and CLEAN UP! 


vertised nationally, and, most 
important, they have used 
3 Minute Mop and like it. Their 
preference has made the gen- 
uine Minute Mop and Drainer 
CY America's biggest and fastest 


ty selling cellulose sponge mop! List $195 
Price 
¥. CHEMICAL 


MINUTE MOP 00. 2.623 cic Ie SPECIALTIES. 


_ a ae a de> @:\ Grell tae 414.135 


—PRE-SOLD VIA NATIONAL ADVERTISING! 
q The Trade-Name— 


of a certain product and want to know “Who Makes It?” 


Ch t 
4s soveansen WOH 
complete 

















)  « look in the General Directory Section of the "Who Makes [t?” 
Number of HARDWARE AGE for the trade-name. You'll find 

ind it listed alphabetically under the product heading of the item 
e in question. Alongside the trade-name you will find the name 
P of the manufacturer, also the address of the maker arranged 
es, alphabetically in the same list. Keep your “Who Makes It?” 


ule Number close at hand where it will serve your wants quickly. A} sighs’ sebagess 
ind HARDWARE AGE SEE YOUR JOBBER— OR CONTACT— 


-~ 100 East 42nd St. New York 17, N. Y. INDEPENDENT METAL STRAP CO., INC. 
ESTABLISHED 1907 e 232 THIRD ST., BROOKLYN 15, N. Y. 
iny 
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em 
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Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 






















Sells On Sight! Attractive, 2-color 
boxes for counter display. Home own- 
ers everywhere acclaim this new mod- 
ern way to store and protect storms 
and screens during their off seasons. 
Patented hooks cannot punch glass or 
scratch frames. STOR-A-WAY is com- 
































Ee pletely safe and also serves as a 
holding-helper for washing or paint- 
ing sashes. 
— Packaged 6 brackets to set. Each 
set hangs 20 windows. Additional 
brackets as needed. Priced right for : y, 
easy sales. Prompt delivery. Write ye boxes 
for catalog No. 2-H. — / 
FG. CO., INC. Send for Descriptive Folder. nvA GRUMBACHER 
— 7108 NEWTON AVE. S. MINNEAPOLIS 19, MINN. | Order from your Jobber te the Dh lheealn Bl  h 
FARED IN ''w ”" ARYW 
FOLLOW THE LEADER IN “Want Ad" ADVERTISING— 
ds Year after year HARDWARE AGE has led its field in Those who contact the hardware trade know from ex- 
the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 
tising. Its classified columns bring together buyer and to use to secure RESULTS from their classified adver- 
seller, employer and employee. tising. Follow the leader. 
— HARDWARE AGE _ Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. ¥ 
1950 
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Improved Value—Lower Price! 


The Sherman 


“GOLD LABEL" 


This heavy, 9” Sherman “Gold 
Label” Sprinkler is going to be 
even more popular this Spring. 
With all brass parts now beau- 
tifully chrome plated, it has 
greater eye appeal. And at to- 
day's lower list, it also has 
greater price appeal! Be sure 
to stock this and other fast sell- 
ing Sherman Lawn Hose Fittings. 


H. B. SHERMAN MFG. co., Battle Creek, Mich. 

















Police Departments Guceshow the U. S. recognize tee Ge 


PEERLESS HANDCUFFS 


as the best Handcuff made 


weiont 10 ounces 
Swive.to 
/ 





\ 
PEERLESS HANDCUFF CO. 
SPRINGFIELD, MASS. 


There Is no satisfactory substitute 
for a Peerless Handcuff 





girs POPULAR PRICE 


MARKET 


KINGSTON PRODUCTS CORP., Hwd. Div. A-2, Kokomo, Ind. 








THE CASTER THE SUPER CASTER 





No stock of fishing equipment can 
be considered complete without 
the modern Hurd Caster and Super 
Caster. These items will bring you 


new business— additional sales 
to fishermen who want the finest. 
Available Through Your Local Jobber 


Pat. 1145625. Other Patents Pending. The right to make 
specification changes is reserved, without obligation 


HURD LOCK AND MANUFACTURING CO. 
DETROIT 2, MICHIGAN 
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A 
Accurate Mfg. Co. . —s 
Adams Rite Mfg. Co. . escaee 
Akron Hardware Mfg. Corp. 30-31 
Aladdin Industries ....... re... 
America & Southern ...... soc wee 


American Chain & Cable Co. ... 108 
American Fl. Surfacing Mch. Co. 141 
American Steel & Wire Co. .. 60 
American Thermos Bottle Co., The 64 
American Turpentine Farmers 


Association hekdankeas 24 
Anchor Wire Corp. . ... 26 
Animal Trap Co. of America..... 228 
Armstrong-Bray & Co. ... eS 
Arvey Corp. Asn 


poten Mame g Specialties Co. Inc. 80 


B 
Barber Mfg. Co., Inc. . . 249 
Barr & Co., W. M. .... 140 
Behr-Manning Corp. .. 191 
Ben Hur Mfg. Co. ... 232 
Bennett-lreland, Inc. .... 90 
Billings & Spencer Co. .. 161 
Black & Decker Mfg. Co. ... 165 
WM ners ccovsvenes 36 


2 
Boston Woven Hose & Rubber Co. 79 
Boyle-Midway, Inc. WW 


Bronson Reel Co. “a 83 
| Brushwise Corp. renee 239 
Buch Mfg. Co. . ree 211 
Buffalo Bolt Co. ........... 180 
Burgess Vibrocrafters, Inc. .. 27 
Burroughs Mfg. Corp. .... 65 
Cc 
Calf-Teria Co. 245 
Cambridge Tile Mfg. Co 76 
Carboloy Co., Inc. .. 29 
Casco Products Corp. 155 
Castelli Co., F. C. 252 
Century Plastic Products, inc. 14 
| Champion DeArment Tool Co. 234 
Champion Hardware Co. 186 


Chapin Mfg. Works, R. E. 145 
Chattanooga Imp. & Mfg. Co... 194 
Cheney Hammer Corp., Henry.... 212 
Chicago Die Casting Mfg. Co.... 216 
Chicago Spring Hinge Co. 102 


Chicago Wheel & Mfg. Co. ...... 10 
Chicopee Mfg. Corp. . eee 
Clark Mfg. Co., J. L. 90 
Clarke Sanding Machine Co. .. 26 
Clemson Brothers, Inc. ‘ 88 
Cleveland Cap Screw Co. ....... 189 
Cleveland Chain & Mfg. Co. ..... 135 
| Cleveland Valve Co. ....... . 235 
— Phila. Lawn Mower Co., 
179 
Colenial Brush Mfg. Co., Inc. 5! 
Colorado Fuel & Iron Corp. 178 


Columbian Rope Co. .. 8 
Congress Drives Div., Tann Corp. 104 
Continental Screw Co. 187 


Crescent Tool Co. . 139 
Cyclone Fence Div. . 60 
D 
Davis Corp., G. W 18-19 
Dayton Bait Co. . 85 
Dearborn Stove Co. 52 
Desmond-Stephen Mfg. Co. 104 
Dig-No-Mor Division £0 
Domes of Silence 239 
Dow Chemical Co 93 
Doyle Engineering Co., J. G. ... 105 
Durham Co., Donald : 236 
E 
E & J Enterprises ne 245 
Eagle Mfg. Co. 218 
Eagle Woodenware Mfg. Co., The 9% 
Eclipse Machine Div. 169 
Edwards Co., Inc. 243 
Ekco Products Co. 177 
Embree Manufacturing Co. 103 
Everedy Co., The 5 pata 


F 
Fasco Industries, Inc 230 
Federated Metals Div 104 
Firestone Plastics Co. 89 
Forsberg Mfg. Co. 237 


Foster Aluminum Alloy Prod. Corp. 240 
Frick-Gallagher Mfg. Co., The 230 


Geisch & Co., tne. ....... ’ 8! 
Fulton Bag & ‘Cotton Mills 215 
G 
Gardner Wire Co. ....... 25! 
Garrett Co., Inc., George K 236 

General Electric Co. 
Appliance & Mdse. om. 94-95 
Lamp Div. ... ea 
General Filters, Inc. ——— 
General gy 4 'Mch. Products, Inc. 214 
Geyer Mfg. * noe) One 
Gilbert Plastics, Inc. aes . 80 
Gillis Shoe Co. ... —easveenng “ae 
Gilmer Co., L. H. .. one . 74 
Globe-Union, Inc. : a 235 
Goodrich Co., B. F. ae 56-57 
Grabler Mfg. "Co., The ... 43 
Graham Co., Inc., John H. ....54, 78 
Great Neck Saw ‘Mfgrs., we 7... 
Gries Reproducer Corp. .... . 232 
Griffin Co., S Gawencwades abe 183 
Griffin Mfg. Co. sae sue wee 
Grumbacher, Inc., M 249 

H 
H & S Metal pomeaiendl Co. . 85 
Hall-Mack Co. .. 173 
Hall-Wessel Co. ..... 168 
Hancock Mfg., Inc. . 238 
Hanson Scale Co. .. 232 
Hassall, Inc., John . 184 
Heller Brothers Co. 151 
Heller & Co., W. C. 221 
Hemp & Co. ..... 49 
Hodell Chain Co. rey 42 
Hoppe, Inc., Frank A. ........ 84 

= Inc., Div. of oe Tool 

: 82 
Hurd Lock & Mfg. Co. . 250 

! 
'Ilinois Bronze Powder Co., Inc... 153 


Independent Brush & Specialty Co. 207 
Independent Lock Co ! 

Independent Metal Strap ce. ... 
Indestro Mfg. Corp. a 32 
Irwin Auger Bit Co. I 





J 
Johnston Lawn Mower Co. 5 
K 
K. C. Fountain Brush Co 68 
Kautzky Mfg. Co. 84 
Kay-Tite Company 7 
Keil Lock Co. 4 
Kester Solder Co. ... 193 
Keuffel & Esser Co. ... 28 
Keystone Varnish Co. 6 
Kimble Glass Div. Owens-Illinois 
eee 15 
Kingston Products Corp. . 250 
L 
Lambert Products Co 231 
Landen Putty Works .. 190 
Landers, Frary & Clark . 12-13 
Larson Co., Charlies O 100 
Larvex Div. 20! 
Libbey Glass Div. Owens-Illinois 
Glass Co. 16 
Libbey-Owens-Ford Glass Co 55 
Liberty Bell Mfg. Co. 7% 
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Red Devil 17 
Reeve Co., 
Reflector H 
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Lodge & Shipley Co. sania 70 
Lombard Governor Corp. ... 235 
Loudon Machinery Co., The ...... 20 
Lowe Brothers Co. ............... 73 
Lubprodco Mfg. Co. .......... 185 
Lubrication Products Co. ........ 185 
Lucas & Co., Inc., John ........... sO 
M 
Mack Molding, Inc. 194 
Macklanburg-Duncan Co. oe 163 
Malko-Wortell Mfg. Co. ......... 251 
Mall Tool Co. ... sere ee 
Marquette Appliances, fec.. .. 171 
Marshalitown Trowel Co. ......... 239 
Mast-Foos Mfg. Co. ieaea a 
McGill Metal Products Co. ... 194 
Mell-Hoffman Mfg. Co. ......... 195 
I, in Sc sine wea ehene 221 
Metal Engineering i Swowee 251 
Metal Textile Corp. .............. 92 
Metal Ware COFP., ae % 


ing Co., Inc.. 204 
Metaloid Co., ia . 0 
Midland Co., The ... d 
Midway Tool Co., Inc., The .. 239 
Miller, Inc., Robert E. . ill 
ee ee 
Minute Mop Co. . 
Moline Iron Works 
Monowatt, Inc. 








Myers & Bro. Co., F. E. ......... 252 
N 
National Enamel & Stpg. Co.... 91 
SORTING EOE Ge. ...0.000ccccceses 63 
National Mfg. Co. ............. 53 
National Metal Products Co. .... 235 
New Britain Machine Co....... 101 
Newell Mfg. Co. .. ee 207 
Newman Mfg. Co., ene 244 
New York Wire Cloth Co. 22-23 
Niagara Chemical Div............ 105 
Nicholson File Co. ............... 106 
North Bros. Mfg. Co. nepknass ee 
° 
Ohio Machine Products, Inc. .... ng 


Ohio Products Co. 231 
Old Pal Fishing Goods Mfrs. Div. 238 


O'Malley Valve Co., Edward .... 239 
Ox Fibre Brush Company causes 227 
P 
Paine Co., The isin cui 
Parkersburg NMR. <ccsscoans 181 
Patterson-Sargent Co. ............ 25 
Pearl-Wick Corp. .............65.. 4\ 


Peerless Freezer Co., The ........ 242 





Peerless Handcuff Co. ..... 250 
Penn Metal Ware Co. ............ 238 
ae ere 159 
Porter Cable Machine Co........ 58-59 
Prime Mfg. Co. ; s6'cciee 
Puritan Cordage I sco eee 62 
o 
Quijada Too! Co joie an 
R 
Red Devil Tools .... iexesiuoug aan 
Reeve Co., Hurum ............... 184 
Reflector Hardware Corp. ....... 32 
Remington Arms Co, Inc......... 133 
Republic Steel Corp. oo 
Rex Cutlery Corp. . 66 
BE FOG GR. oc ociscsonsccvccence : 217 
Riverview Foundry Co. ........... 203 
SE EE, GO, no ccwstvovnsacvocs 40 


Rudolph Tester Equipment Co... 239 
Ryerson & Son, Inc., Jos. T. 241 


s 
S & W Moulding Co. ............. 80 
Samson Cordage Works .. -. 157 
Sandee Wile. Co. ....-scccccscosee 9 
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Sawhill Mfg. Co., The 175 | 
Schaafsma, John : 245 
Schlage Lock Co. . da bicerace: a 
Schwartz Mfg. Co. 144 
Screens & Fabricated Metals anion 69 
Sharon Bolt & Screw Co. . 237 
Sheffield Bronze Paint Corp. 104 
Shelby Spring Hinge Co. . 242 | 
Sherman Mfg. Co., H. B 175, 250 
Shuford Mills .. ‘ 71-72 
sebert, On. ...06s00% . 48 
Simoniz Co., The 225 
Skillman Hardware Mfg. Co. 240 
Skilsaw, Inc. 23 
Skuttle Mfg. Co. 74 
Slaymaker Lock Co 77 
Snell Mfg. Co. 203 
Sohi Tool Co.. Inc., The 245 
Southington Hdwe. Mfg. Co., The 102 
Sprunger Bros., Inc. . 241 
Star Mfg. Co. Div. Illinois Iron & 
Bolt Co 100 
Star Metal Products Co. weice a 
Stratton & Terstegge Co. ........ 47 
Sunset Line & Twine Co. Saco 
Superior Fastener Corp. <i dies 
Swan Rubber Co. ................. 21 
IN hora isi dy-:i-0. ele xrewedme 251 
Sweet & Son, E. L. aid vtae aCe 
Swing-A-Way Mfg. Co. saa 
T 
Taylor Instrument Companies .. 45 
Templeton, Kenly & Co. . . 240 
Thermo-Rite Mfg. Co., The 207 
Toro Mfg. Corp. ........ 98-99 
Triplex Screw Co. : ae) 
Tucker Duck & Rubber Co. ....... 82 


Tudor Chemical Specialties, inc.. 249 


Turnbuckles, Inc. errs 
Turner & Seymour Mfg. Ce. .. 92 
U 
Union Hardware Co. . .......... 174 
Union Steel Chest Corp. ......... 84 
United States Steel Corp......60, 96-87 

— States Steel Corp. of Dela- 
appendusendamtindinsaletacane amma 86-87 


wale Metal Products neat = 
Upson Brothers, Inc. ; 


v 


Van Cleef Bros., Inc. 67 
Vaughan & Bushnell Mfg. Co. .. 209 


Vital Products Mfg. Co., The ..... 234 
w 
Wallace Bros. Div. R. Wallace & 
EE ME. cn cnndwhsaswesee 17 
Woappot, Inc., Fred Th -vesetatend 213 
Warren Tool Corp. phaiiakaiie 4 


Waterloo Valve Spring Compresser 
c 


o 


Uy cnwenseiencns vaparr>eanammese 70 

Westclox Div. of General Time 

_ > _ Se aaeane 
Western Tool & ‘Stamping Co. 241 
White Mop Wringer Co. ... 68 
White Studios ......... 160 
Wickwire Brothers, Inc. 1% 
Wickwire Spencer Steel 178 
Wilcox, Crittenden & maaan 

Inc 233 
Williams & Co., ee 182 
Wincharger Corp. 221 
Wind-King Electric Mfg. Co. . 143 
Witt Cornice Co. 229 | 
Wooster Brush Co. 2 
Wooster Rubber Co. 36-37 
Worthington Pump & Machinery 

Corp. 197 
Wright Steel & Wire Co., G. F.. 252 

Y 
Yale & Towne Mfg. Co. 3 | 
Z 

Zonite Prod. Corp. ... 201 








GARDNER’S SPRING CABINETS 


Plated and burnished 
springs, precision 
made to industrial 
specifications. Boxed 
refills shipped 
promptly from stock. 
Write today for lit- 
erature and prices. 


CABINET NO. 932 


Springs—402 Springs—127 different sizes—placed in coded 
compartments ‘of all-steel, sturdy, four-drawer cabinet. A 
popular, complete spring stock for the averagé dealer. Two 
and one-draweér cabinets also available. 


GARDNER WIRE CO.r—eeee 


New SPARKY Lighter 


For Gasoline Lanterns 
and Stoves 


SPRING? 


spralt EXTENSION 
















Retails at 
$1.25 each 
The only lighter that places the spark at the mantle 
where needed, yet pulls away instantly it lights. Install 


in match holder two minutes. Tested and approved by a 
National Testing Laboratory. A must for Campers, Fish- 
ermen, Hunters, Farmers, Cabins and Emergency Power Failures 
Individually boxed, packed 24 to a sales-making display carton 
Shipping weight—3 lbs. f.o.b. Cleveland, Ohio. Send for litera 
ture and price schedule 


The SWAN-RUSS Corp. 


P. O. Box 2242, Cleveland 9, Ohio 


OlLerre Ache 


SELLS ON SIGHT! VISIBLE OIL SUPPLY! 
Only 5-3/8” long. Transparent plastic barrel. Metal ends 


and cap. Especially designed needle 

















nozzle for oiling those “hard-to-get- 
at” places. 








~~? ie. OlLette Lubricates thousands of such every day items 
‘— 2 as fishing reels, guns, model trains and planes, sew- 
SJ ing machines, hinges, typewriters, etc., individually 








‘aus boxed 2 dox. to carton. List $1.00. 
drop Y Malko-Wortell, Inc., 3254 N. Halsted, Chicago 13 
time SALES OFFICE 1414 S. MICHIGAN AVE., CHICAGO 5 





Hot 
METCOID SOCKETS «i Forge 


THINNER WALLS 





ed| 









STRONGER 


Withstands loads ex- Permits greater range of 
ceeding government use on nuts and bolts in 
specifications. Metal cramped quarters. 
grain follows socket 

contour, adding 


DEEPER BROACH 


Greater Working area. 


strength at point of 
greatest strain. 


Contact Youn Diatributor Today! 


PLANO, ILLINOIS 


METAL ENGINEERING CO. 








OIL 4 
STOVES | Pay Sl 


The BEST STOVE at 
the BEST PRICE 


MYERS Hand Sprayers 


Home-owners, dirt farmers, poultry raisers, 
dairymen, nursery and greenhouse operators— 
all are good prospects for quality-built Myers 
Hand Sprayers. Myers line includes Knap- 
sack and Compressed Air Sprayers suit- 
able for weed spraying, pest control, 
etc.—also full range of other 
types. Order from your Myers 
Hand-Sprayer catalog 


GIVE YOUR CUSTOMERS EXTRA QUALITY 
GIVE YOURSELF EXTRA VOLUME 


Seven models...each boasting extra value features 
...including spacious storage cabinets ...smoke-free 
Blue Flame burners .. . 

rounded corner design 

and gleaming enamel 

finish on heavy gauge 

steel. 


4 10 
yang oFF YOUR rd 


THE F. E. MYERS & BRO. CO. 


Stove Division @ Erie Ave. and F St. e Philadelphia 34, Pa. sraave : Dept. S-49, Ashland, Ohio 
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Moline Loose Tine 


Flexible Grapple Fork 





The WRIGHT name is 
your guarantee of top 
quality in galvanized 


wage CLOTH: hardware cloth. Care- 


e . 
This versatile hay fully woven, heavily 


‘ ‘ / and brightly galvanized, 
fork is popular with farmers ! | 4 Wright quality prod 
uct ail the way from 
Handles all kinds of loose hay including short or dry hay. 
; rod to you, 
Ideal for handling baled hay. Farmers everywhere use 
Moline Grapple Forks. 


A Moline hay carrying system is the most economical 
method of mowing hay. You can profit by selling your 
trade the full line of Moline 


hay tools. (See below.) | STEFL ¢ 
nk ne oe -_ GT WRIGHT WIRE CO, 


leys and slings. Write for ch ON : 
= i WORCESTER? MASS. 


catalog and prices today. 
70 YEARS OF SERVICE 








HARDWARE AGE, FEBRUARY 23, 1950 

















